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You can sell a typist any kind of carbon paper or 
ribbon once, but repeat sales are made in her type 
writer. Alert dealers recognize this fact and recom- 
mend Webster's quality products. 


MultiKopy is the best known and most widely used 


quality carbon paper in the country. It makes good 
copies, wears well, and means satisfied customers 


the year round 


Star Brand typewriter ribbons are dependable in 
quality and bring a high standard of performance 


and service to typists. Star Brand is a favorite in 


many business offices throughout the nation. 


Micrometric carbon paper is an exclusive item. It 
makes typing easier, faster, and neater. For Web 


ster dealers it offers five extra sales advantages 


Dealers who have energetically promoted these 
Webster products have benefited handsomely. Talk, 
talk, talk Webster quality it will not let you 
down. Tie in with Webster's national advertising 
by featuring these products in your windows and 
on your counters. You'll enjoy good volume— good 


profits zow and in the future 


* F.S. WEBSTER CO. - 


13 AMHERST STREET, CAMBRIDGE, MASS. 








{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


No person, firm or corpo- 
ration either directly or in- 
directiv connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 

{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
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ADVERTISEMENTS 








These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. 


A 

Acco Products, Inc. 99 
Ace Fastener Corp. 103 
Acme Visible Records, Inc. 145 
Adams, Henry T., Mfg. Co 177 
Aigner, G. J., Co. 176 
Allen & Co. 172 
Allen-Wales Add. Mach. Corp...105 
Allied Carbon & Ribbon Corp..177 
All-Steel-Equip. Co. 119 
American Automatic Electric 

Sales Co. 156 
American Hair & Felt Co LOS 
Amer. Number. Machine Co. 140 
American Passbook Co. 176 


American Photo Laboratories 130 


Amer. Writing Machine Co. R83 
Ames Supply Co. 140 
Anderson-Hickey Co., Inc 178 
Art Metal Construction Co 101 
Art Steel Co. 142 
Artility Metal Products, Inc. 75 
Automatic File & Index Co 155 
Automatic Pencil Sharpener 
Co. 152 
B 
Bankers Box Co. 74 
Barkley, C. L., & Co. 91 
Barrett Adding Machine Div., 
Lanston Monotype Mach. Co. 88 
Bassick Company 120 
Bates Mfg. Co. 77 
Beach Publishing Co 17 
Bentson Mfg. Co 159 
Better Packages, Inc 178 
Bolens Mfg. Co. 158 
Boorum & Pease Co. 147 
Bright Chair Co 142 
Bristow, Stanley R. 175 
British Stationery Exporter 179 
Brown, L. L., Paper Co. 177 
Browne-Morse Co 174 
Brush-Punnett, Inc 175 


Buckeye Ribbon & Carbon Co. 137 
Cc 


Carter's Ink Co., The 111 
Clarotype Co., The 178 
Codo Mfg. Corp. 168 
Cole Steel Equipment Co gs 
Collier-Keyworth Co. 160 
Columbia Rib. & Car. Mfg. Co. 90 
Columbia Steel Equipment Co...127 
Continental Ink Co 77 
Cook, The H. C., Co. 157 
CopyRight Mfg. Corp. 174 
Corona Typewriter 9 
Corry-Jamestown Mfg. Corp. 143 
Cotterman, I. D. 175 
Cramer Posture Chair Co. 174 
Cushman & Denison Mfg. Co. 175 
D 
Daco Card & Index Co. 175 
Darnell Corp., Ltd. 87 
Dawn Mfg. Corp., The 178 
Dick, A. B., Co. 55 
Doppeit, Charles, & Co. 146 
Downey, C. L., Co 153 
E 
Eaton Paper Corp 149 
Efficiency Equipment Co. 176 
Ehrlich Upholstery Works 155 
Elliott-Fisher Back Cover 


through the journal. 


Esterbrook Pen Co., The 169 
Ever Ready Calendar Mfg. Co. 128 
F 
Fair Furniture Co. 170 
Faultless Caster Corp. 95 
Fritz-Cross Co. 137 
Fulton Specialty Co. 162 
G 

General Fireproofing Co., 

The 64, 65 
Globe-Wernicke Co., The 68, 94 
Graff, Geo. B., Co. 146 
Grand Rapids L. L. Binder Co._.1738 
Graphic Duplicator Co. 176 
Guide System & Supply Co. 124 


W. H. Gunlocke Chair Co., The..131 


H 
Hano, Philip, Co. 112 
Hanson Scale Co 177 
Harding, Milo, Co. 158 
Harriman-Welts Products Co. 176 
Harter Corporation, The 10 
Heyer Corporation, The 181 
Higgins, Chas. M., & Co. 138 
High Point Bendg. & Chair Co.160 
Hileo Corp. 172 
Hotchkiss Sales Co. 173 
Hunt, C. Howard, Pen Co 157 

I 
Imperial Desk Co. 78 
Imperial Leather Furn. Corp..170 
Imperial Mfg. Co. 92, 126 
Imperial Methods Co 61 
Indiana Desk Co. 159 


Industrial Tape Corp. 


Inkograph Co 17 


Ink Specialties Co. 12 
Inter-State Ribbon & Carbon 
Co 178 
Invincible Metal Furniture Co...139 
J 
Jasper Chair Co. 72 
Jasper Office Furniture Co. 15( 
Jasper Seating Co. 168 
K 
Kellogg, A. W., Sales Co. 178 
Kilian Mfg. Corp. 172 


Leopold 


Little, A. 
Leaf Metals Co. 


La 08 e 
Macey ( 
Manifold 


Markilo 


Co., 


L 


The 


Inc. 


M 


‘o., The 


Supplies ¢ 


Co. 


Markwell Mfg. Co. 


Massillon Wire Basket Co. 
Master-Craft Div., Shaw- 
Walker 

Meilicke Systems, Inc. 
Meilink Steel Safe Co. 
Melind, Louis, Co. 
Metal Office Furniture Co 
Meyer & Wenthe, Inc 
Midwest Naturlite Co. 
Miller-Bryant-Pierce Co. 
Mimeograph, The 
Mitchell Binder Co. 
Mittag & Volger, Inc. 
Moore Push-Pin Co. 
Mosler Safe Co., The 
Multipost Co. 
Murphy Chair Co 
Mutschler Bros. Co. 

N 
Nagel-Chase Mfg. Co 


National Blank Book Co 


Nat'l 


Neva-Ckh 
New 
Norcor 


Northwest 


Old Tow 
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Indiana 
Mfg. Co. 
Metal 


n Ribbon & Carbon Co 


( 


Brief Case Mfg 
Nat'l Lighting Equipment Co. 


Products, 


‘hair 


0 


Orthograph Co., The 


Oxford 


Pac 


Mfg 


Pacific Cb. & Ribbon Mfg. Co 


Peerless 
Co 
Peer less 


Pelouze 


Corp 


Key-Imperial 


Steel 


Mfg. 


Cc 


Equip 


oO. 


Co. 


Inc. 
Co 


Products Co 


Filing Supply Co 


Mfg. 


Co 

























of its various commissi 


pares advertising copy, 


ons 


fu 


use of subscribers and advertisers. 
bureau calls 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers, 


this 


rnishes 


THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 


In the execution 


list 


of 


upon 
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They do, however, offer their services in resolving any disagreements which result from relations established 


Phillips Process Co. 175 

Pike, E. W., & Co. 138 

Pronto File Corp 98 
Q 

Quality Park Envelope Co. 70 
R 

Red Feather Products Ltd. 169 

Regal Typewriter Co. 136 


& Adding 


Reliable Typewriter 


Machine Corp. 173 
Remington Rand Inc. 151 
Rishel, J. K., Furn. Co. 170 
Rite-Rite Mfg. Co. 179 
Rivet-O Mfg. Co. 178 
Roberts Numbering Mach. Co...153 
Roberts, Weldon, Rubber Co.....174 
Rockwell-Barnes Co. 125 
Ross Laboratories 174 
Royal Metal Mfg. Co. 180 
Royal Typewriter Co. 71 

Ss 
St. Johns Table Co. 165 
St. Louis Hardware Mfg. Co.._161 
Seat, Dr., Chemical Co. 177 


Security Steel Equipment Corp.115 


Shaw Walker Co. 86, 89 
Sheaffer, W. A., Pen Co. 67 
Sheppard, C. E., Co. R4 
Sherman-Manson Mfg. Co. 166 
Shipman-Ward Mfg. Co. 134 
Sikes Co., Inc., The R5 
Sloane, W. & J 167 
Smith, L. C., & Corona Type- 
writers, Ine. 59 
Speed Key Mfg. Co...................... 178 


Speed-O-Print Corp. 163, 164 


Speed Products C« 73 


Star Products Corp. 154 
Stationers Loose Leaf Co 144 
Storms, H. M., Co. 167 
Stow & Davis Furniture Co....141 
Sturgis Posture Chair Co. 165 
Sun Rubber Co., The 166 


Sundstrand Back Cover 


= 
Technygraph, The 130 
Toledo Metal Furniture Co. 114 
Triner Seale & Mfg. Co. 133 
Tru-Lite Co., The 118 
rrussell Mfg. Co. 168 
U 
Underwood Elliott Fisher 


Back Cover 


Union Rubber & Asbestos Co._178 
U. S. Typewriter Ribbon Mfg. 
Co 171 
Vv 
Vail Manufacturing Co. 117 
Van Dyke Industries 69 
Varat, Murray Co. 173 
Victor Adding Machine Co. 123 
Victor Safe & Equipment Co._.106 
Ww 
Warshaw Mfg. Co. 168 
Webster, F. S., Co. 2 
Weis Mfg. Co. 79, 80, 81, 82 
Welch, W. W., Co. 132 
Wiggins, John B., Co 174 
Wolber Dupl. & Supply Co. 135 
Wrenn Paper Co., The 169 
Y 
Yawman and Erbe Mfg. Co.....148 











‘LASSIFICATIONS 





For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 


Adding Machine Parts 


Amer. Writing Machine Co 3 
Ames Supply Co 140 
Shipman-Ward Mfg. Co 134 
Adding Machine Rolls & Paper 
Miller-Bryant-Pierce Co 116 
Rockwell-Barnes Co 25 


Adding Machines 


Allen-Wales Add. Mach. Corp 105 
Barrett Adding Machine, 

Lanston Monotype Machine Co AN 
Remington Rand, Ine 151 
Sundstrand Back Cover 
Victor Adding Machine Co. 123 

Adding Machines, Rebuilt & Used 
Reliable Typewriter & Adding 
Mach. Co 173 


Shipman-Ward Mfg. Co 134 
Adding Typewriters 

Underwood Elliott Fisher Co 

Back Cover 

Adhesives 

(See Inks, Adhesives, et: 
Air Circulators 

Welch, W. W., Co 132 
Arch and Clip Board Files 

American Automatic 


Electric Sales Co 15¢ 
Cushman & Denison Mfg. Co 175 
Globe-Wernicke Co., The 68, 94 
Rockwell-Barnes Co 125 
Shaw-Walker Co. 86 
Yawman and Erbe Mfg. Co 148 

Ashtrays, Office 
Nagel-Chase Mfg. Co 171 
Autographic Registers 
Hano, Philip, Co 112 
Ball Bearings for Drawer Slides, ete. 
Kilian Mfg. Corp 172 
Banker's Note Cases 
Art Steel Co 142 
General Fireproofing Co., The...64, 65 
Globe-Wernicke Co The 68, 94 
Victor Safe & Equip. Co 106 
Billing Machines 
Remington Rand, Inc 151 


Fisher Co 
Back Cover 


Elliott 


Underwood 


Binders, Catalogue and Periodical 
Acco Products, Inc 99 
Aigner, G. J., Co 17¢ 
Grand Rapids L. L. Binder Co 173 
Mitchell Binder Co 176 
National Blank Book Co 109 
Shaw-Walker Co 86, 89 
Sheppard, The C. E. Co x4 

Binders, Permanent Storage 
Adams, Henry T., Mfg. Co 177 
Bankers Box Co 74 
Shaw-Walker Co. 86, 89 
Sheppard, The C. E. Co 84 

Binders, String 
Bankers Box Co 74 

Blank Books 
Boorum & Pease Co 147 
National Blank Book Co 109 
Rockwell-Barnes Co 125 

Blotting Paper 
Wrenn Paper Co., The 169 

Blue Print and Plan File Cabinets 
All-Steel-Equip Co 119 
Anderson-Hickey Co 178 
Art Metal Construction Co 101 
Art Steel Co 142 
Browne- Morse Co 174 
Columbia Steel Equip. Co 127 
Corry-Jamestown Mfg. Corp 143 
General Fireproofing Co., The.64, 65 
Globe-Wernicke Co The 68. 94 
Peerless Steel Equip. Co 152 
Shaw-Walker Co 86. 89 
Yawman and Erbe Mfg. Co 148 

Bond Boxes 
Art Steel Co 142 
General Fireproofing Co., The. 64, 65 
Globe-Wernicke Co., The 68, 94 

Book Cases 
All-Steel-Equip Co 119 
Art Metal Construction (Co 101 
Browne-Morse Co 174 
Corry-Jamestown Mfg. Corp 143 


General Fireproofing Co., The 64, 65 
Globe-Wernicke Co The 68, 94 


Macey Co., The 110 

Peerless Steel Equip. Co 152 

Shaw-Walker Co. 86, 89 

Weis Mfg. Co 79, 80, 81, 82 

Yawman and Erbe Mfg. (« 148 
Book Rings 

Adams, Henry T., Mfg. Co 177 


Bookkeeping Machines 


Underwood Elliott Fisher Co 
Back Cover 
Box Letter Files 
Art Steel Co 142 
Globe-Wernicke Co., The 68, 94 
Rockwell-Barnes Co 125 
Weis Mfg. Co 79, 80, 81, 82 


obligation. 
Brief and Zipper Cases Checks, Stamped Metal 
Doppelt, Charles, & Co 146 Meyer & Wenthe, Inc 
4 > 5 3 3 
ee ee oats ant a Coin Bags, Trays and Wrappers 
Sheppard, The C. E. Co x4 Art Steel bp o 
Varat, Murray, Co 173 Downey, C. L., Co 
Caleulating Devices aay ony, ? a 
Meilicke Systems, Ine ate ject pee dar 
Shipman-Ward Mfg. Co 134 Electric Sales Co 
Calculating Machines CopyRight Mfg. Corp 
Allen-Wales Add. Mach. Co. 105 Dawn Mfg. Corp., The 
Barrett Adding Machine Shipman-Ward Mfg. Co 
Lanston Monotype Machine Co X8 
Sundstrand Back Cover ee Co 
Victor Adding Machine Co 128 Globe-Wernicke Co., The 68, 
Calculating Machines, Used Peerless Steel Equip. Co 
Reliable Typewriter & Royal Metal Mfg. Co 
Adding Mach. Co 173 Shaw-Walker Co 
Shipman-Ward Mfg. Co 134 Cashiens end Pads, Chale 
Calendar Pads & Stands Shipman-Ward Mfg. Co 
Ever Ready Calendar Mfg. Co 128 Sun Rubber Co 
Carbon Papers Dating Stamps 
(See Ribbons and Carbons) Amer. Number Mach. Co 
Bates Mfg. Co 
Card Index Boxes and Trays Fulton Specialty Co 
All-Steel-Equip Co Melind, Louis, Co 
Art Metal Construction Co. 101 Meyer & Wenthe, Inc 
Art Steel Co 142 Rivet-O Mfg. Co 
Bentsbn Mfg. Co - 159 Desk Lamps 
Cole Steel Equipment Co 98 Ds a 
Columbia Steel Equip. Co 127 Mie ; N _ . 
Corry-Jamestown Mfg. Corp 143 ey Pr aturlite Co “ 
General Fireproofing Co., The..64, 65 Rett ideting Beuignent Co 
. : : Tru-Lite Co., The 
Globe-Wernicke Co., The 68, 94 Van Dyke Saduakethn 
Guide System and Supply Co 124 : 
Imperial Methods Co 61 Desk Mechanisms, Typewriter 
Invincible Metal Furn. Co 139 St. Louis Hardware Mfg. Co. 
Metal Office Furn. Co 113 Desk Pads & Tops 
Norcor Mfg. Co. 150 Aigner, G. J., Co 
Peerless Steel Equip. Co 152 American Automatic 
Security Steel Equipment Corp 115 Electric Sales Co 
; . oo 
atin Hage on Desk Pending-Letters Holders 
Weis Mfg. Co 79. 80. 81, 82 Acco Products, Ine 
Yawman and Erbe Mfg. Co 148 Desk Pen & Ink Sets 
Cards, Business (Book Form ee ne 
‘Wiesins John B Co 174 Desk Trays 
” ‘ Aigner, G. J Co. 
Cash Boxes Art Metal Construction Co 
Art Steel Co 142 Art Steel Co 
General Fireproofing Co., The. 64, 65 rte ec = & Index Co 
‘ . ‘ole Stee Equipment Co 
Casters, Caster Bearings, Slides Corry-Jamestown Mfg. Corp 
Bassick Co 120 General Firevroofing C The j 
Darnell Corp 87 prey : ilrepre NE 0 Ve 64, 
4 “ : pe Globe-Wernicke Co., The 68, 
Faultless Caster Corp a Imperial Methods Co. 
Kilian Mfg. Corp 173 Massillon Wire Basket Co 
Celluloid Envelopes Peerless Steel Equip. Co 
Markilo Co 177 Shaw-Walker Co 
Chair trons Weis Mfg. Co 79, 80, 81, 
fassick Co 120 Yawman and Erbe Mfg. Co 
Bolens Mfg. Co 158 Desk Work Distributors 
Collier-Keyworth Co. 160 Art Steel Co 
Chairs, Office Bristow, Stanley R 
Artility Metal Products, Inc 75 Globe-Wernicke Co., The 68, 
Bright Chair Co 142 Victor Safe & Equip. Co 
Cramer Posture Chair Co 174 Weis Mfg. Co 79, 80, 81 
Ehrlich Upholstery Works 155 Desks 
Fritz-Cross Co 137 Art Metal Construction Co 
General Fireproofing Co., The..64, 65 Art Steel Co 
Gunlocke, The W. H. Chair Co. 131 Automatic File & Index Co 
Harter Corp 102 Bentson Mfg. C« 
High Point Bending & Chair Co....160 Browne-Morse Co 
Imperial Leather Furniture Corp...170 Columbia Steel Equip. Co 
Jasper Chair Co 72 Corrv-Jamestown Mfg. Corp 
Jasper Seating Co 158 General Fireproofing Co., The. 64, 
Metal Office Furniture Co 113 Globe-Wernicke Co The 68, 
Murphy Chair Co 145 Imperial Desk Co 
New Indiana Chair Co. 159 Indiana Desk Co 
Royal Metal Mfg. Co 180 Invincible Metal Furn. Co 
Shaw-Walker Co 86, 89 Jasper Office Furn. (x 
Sikes Co., Inec., The 85 Leopold Co., The 
Sturgis Posture Chair Co 165 Macey Co., The 
Toledo Metal Furn. Co 114 Metal Office Furniture Co 
Chairs, Folding Peerless Steel Equip. Co 
Noreor Mfg. Co 150 Rishel, J. K. Furniture Co 
Royal Metal Mfg. Co 180 Royal Metal Mfg. Co 
Chairs (Posture) Security Steel Equipment Corp 
Shaw-Walker Co 
American Automatic . , 
Electric Sales Co 156 Sloane, W & J 
on Stow & Davis Furniture Co 
Artility Metal Products, Inc 75 ast die . m : : 
Bright Chair Co 142 Victor Safe & Equip. Co 
Cramer Posteve Chair Co 174 Yawman and Erbe Mfg. Co 
Fritz-Cross Co 137 Dictating Machines, Used 
General Fireproofing Co. 64, 65 Shipman-Ward Mfg. Co 
Gunlocke, The W. H., Chair Co....131 Duplicating Machines & Supplies 
Harter Corp 102 Amer. Writing Mach. Co 
High Point Bending & Chair Co.....160 Columbia Ribbon & Carbon Mfg 
Jasper Chair Co 72 Co 
Jasper Seating Co. 168 Dick, A. B.. Co 
Murphy Chair Co. : 145 Graphie Duplicator Co 
Royal Metal Mfg. Co 180 Harding. Milo Co 
Shaw Walker Co 86, 89 Heyer Corporation, The 
Sikes Co., Ine., The : 85 Hileo Corp 
—— Posture ( hair Co. 165 Ink Specialties Co 
Toledo Metal Furn. Co 114 Manifold Supplies Co 
Check Covers and Passbooks Miller-Bryant-Pierce Co 
American Passbook Co....... elie’ Mimeograph, The 


178 
100 
154 
118 


ou 


Mittag & Volger, Inc. 
Orthograph Co., The 
Pae Mfg. Corp...... oa 
Red Feather Products, Ltd. 
Ross Laboratories 
Shipman-Ward Mfg. Co. 
Smith, L. C., & Corona Typewr 
Speed-O-Print Corp. 163, 
Technygraph, The 
Victor Safe & Equipment Co. 
Wolber Dupl. & Supply Co. 
Duplicating Machines, Used 
Graphic Duplicator Co. 
Shipman-Ward Mfg. Co. 
Envelope Openers 
(See Letter Openers) 
Envelope Sealers 
Multipost Co., Ine 
Envelope Sealer-Cancellers 
Multipost Co., Ine. 
Envelopes 
Globe-Wernicke Co., The 68, 
Quality Park Envelope Co 
Envelopes, Celluloid 
Markilo Co. 
Eradicators, Ink 
Carter's Ink Co., 
Heyer Corp., The 
Erasers, Rubber 
Automatic Pencil Sharpener Co 
Roberts, Weldon, Rubber Co 


Expense Books 

Beach Publishing Co. 
Eyelets & Eyelet Fasteners 
Bates Mfg. Co 

Rivet-O Mfg. Co 
Fans, Electric 

Welch, W. W., Co 
Fanfold Continuous Forms 
Hano, Philip, Co. 


File Boxes, Collapsible Corrugated 
Bankers Box Co. 
Barkley, C. L., Co 
Globe-Wernicke Co., The 68, 
Guide System & Supply Co. 
Oxford Filing Supply Co. 
Pronto File Corp 
Weis Mfg. Co. 79, 80, 81, 
File Boxes, Metal 
Adams, Henry T., Mfg. Co 
Art Metal Construction Co 
Art Steel Co 
Corry-Jamestown Mfg. Corp 
Globe-Wernicke Co., The 68, 
Peerless Steel Equip. Co. 
Pronto File Corp 
Rockwell-Barnes Co 
Shaw-Walker Co 
Vietor Safe & Equip. Co. 


The 


107 


169 
174 
134 

59 
164 
130 
106 
135 


162 


162 


74 
91 
94 
124 
76 
98 
R2 


177 
101 
142 
143 

94 
152 

98 
125 

RH 
106 


Filing Cabinet Ball & Roller Bearings 


Kilian Mfg 
Filing Cabinets, 
Meilink Steel 
Mosler Safe Co., 
Shaw-Walker Co 
Victor Safe & Equip. Co. 
iling Cabinets, Metal 
All-Steel-Equip. Co. 
Anderson-Hickey Co 
Art Metal Construction Co. 

Art Steel Co 
Automatic File & Index Co 
Bentson Mfg. Co. 

Browne-Morse Co. 

Cole Steel Equipment Co 
Columbia Steel Equip. Co. 
Corry-Jamestown Mfg. Corp. 
General Fireproofing Co., The... 64, 
Globe-Wernicke Co., The 68, 
Invincible Metal Furn. Co 

Macey Co., The 

Metal Office Furn. Co 

Peerless Steel Equip. Co. 

Pronto File Corp 

Remington Rand Ine. 

Security Steel Equipment Corp 
Shaw-Walker Co 

Victor Safe & Equip. Co 
Yawman and Erbe Mfg. Co 

iling Cabinets, Wood 
Globe-Wernicke Co., 
Imperial Methods Co 
Weis Mfg. Co 79, 80, 81, 


Corp 
Insulated 
Safe Co 

The 


— 


al 


The 68, 


Yawman and Erbe Mfg. Co 
Filing Supplies 
Acco Products, Ine 


Aigner, G. J. Co 
Art Metal Construction Co 


Barkley, C. L., & Co 
Browne-Morse Co, 
Corry-Jamestown Mfg. Corp 


Daco Card and Index Co. 

General Fireproofing Co., The... 64, 
Globe-Wernicke Co., The 68 
THE CLASSIFICATIONS 
{Continued on page 6) 


156 
104 

86 
106 


119 


101 


98 
151 
115 

RH 
106 
148 


94 
61 
82 
148 


99 
176 
101 

91 
174 
143 
175 

65 


94 








THE CLASSIFICATIONS 
(Continued from page 5) 


Guide System & Supply Co 124 
Imperial Methods Co 61 
Macey Co., The 110 
Metal Office Furn. Co 113 
Oxford Filing Supply Co 76 
Pronto File Corp 98 
Quality Park Envelope (o 10 
Rockwell-Barnes Co 125 
Shaw-Walker Co 86, 89 
Victor Safe & Equip. Co 106 
Warshaw Mfg. Co 168 
Weis Mfg. Co 79, 80, 81, 82 
Yawman and Erbe Mfg. Co 148 
Filing Tables 
Toledo Metal Furniture Co 1i4 
Finger Pads 
Speed Products Co 73 
Folders (See Filing Supplies 
Fountain Pens 
The Carter's Ink Co. 111 
Esterbrook Pen Co 169 
Sheaffer, W. A., Pen Co 67 
Gummed Cloth Rings 
Graff, Geo. B., Co 146 
Warshaw Mfg. Co. 168 
Gummed Tape 
Industrial Tape Corp 97 
index Card Signals 
Cook, H Cc Co. 157 
Graff, Geo. B., Co 146 
Victor Safe & Equip. Co 106 
Index Tabs 
Aigner, G. J Co 176 
Barkley, C. L., & Co 91 
Globe-Wernicke Co The 68, 94 
Guide System & Supply Co 124 
Markilo Co 177 
Melind, Louis, Co 169 
Shaw-Walker Co 86, 89 
Sheppard, The CC, E., Co 84 
Victor Safe & Equip. Co 106 
Inks, Adhesives, Ete. 
Carter's Ink Co., The 111 
Continental Ink Co 177 
Harriman-Welts Prod. Co. 17% 
Higgins, Chas, M., & Co 138 
Ink Specialties Co 122 
Melind, Louis, Co 149 
Rivet -O-Mfeg Co 178 
Sheaffer, W A., Pen Co 47 
Union Rubber & Asbestos Co 178 
Inkstands 
Cushman & Denison Mfg. Co 17 
Labels 
Imperial Methods Co 61 
Oxford Filing Supply Co Te 
Warshaw Mfg. Co 168 
Ladders, Library, Store & Vault 
Cotterman, I 
Leads for Mechanical Pencils 
Rite-Rite Mfg. Co 179 
Sheaffer, W A., Pen Co 67 
Leather Goods 
Doppelt, Charles, & Co 146 
Nat'l Brief Case Mfg. Co 134 
Varat, Murray, Co 173 
Leather Upholstered Furniture 
Bright Chair Co 142 
Ehrlich Upholstery Works 1 
Gunlocke, The W. H. Chair Co 131 
Imperial Leather Furn. Corp 170 
Jasper Chair Co 72 
New Indiana Chair Co 159 
Letter Openers 
Multipost Co., Ine ' 162 
Letter Trays (See Desk Trays 
Letterheads 
Wiggins, John B Co 74 
Library Equipment 
All-Steel-Equip. Co 119 
Art Metal Construction (« 101 
Art Steel Co 142 
Corry-Jamestown Mfg. Corp 143 
General Fireproofing Cc The..64, 65 
Globe-Wernicke Co The 6x. 94 
Macey Co., The 110 
Peerless Steel Equip. Co 152 
Security Stecl Equipment Corp 115 
Shaw-Walker Co 86, 89 
Yawman and Erbe Mfg. Co 148 
Lithographed Continuous Forms 
Hano, Philip, Co 112 
Lockers and Storage Cabinets 
All-Steel-Equip. Co 119 
Anderson-Hickey Co 178 
Art Metal Construction Co 101 
Art Steel Co 142 
Browne-Morse Co 174 
Corry-Jamestown Mfg. Corp 142 
jeneral Fireproofing Co., The 64, 65 
Globe-Wernicke Co The 68. 94 
Invincible Metal Furn. Co 139 
Macey Co., The 110 
Metal Office Furn. Co 113 
Security Steel Equipment Corp 115 
Shaw-Walker Co 86, 89 
Yawman and Erbe Mfg. Co 148 
Loose Leaf Books & Systems 
Adams, Henry T., Mfg. Co 177 
Aigner, G. J., Co 176 
Boorum & Pease Co 147 
Grand Rapids L. L. Binder Co...173 
Master-Craft Dir Shaw-Walker a9 
National Blank Book Co 109 
Sheppard, The CC. E., Co. a4 
Stationers Loose Leaf Co 144 
Trussell Mfg. Co 168 


Loose Leaf Sheet Covers, Celluloid 
Markilo Co. 177 
Loose Leaf Metals and Devices 
Adams, Henry T., Mfg. Co 177 
Grand Rapids L. L. Binder Co 
Loose Leaf Metals Co 13 
Sheppard, The C. E., Co 84 
Mail Distributors 
Bristow, Stanley R 
Globe-Wernicke Co The 68, 94 
Victor Safe & Equipment Co 106 
Manifold Books and Business Forms 
Hano, Philip, Co 112 
Map Tacks 
Graff, George B ar 14¢ 
Moore Push-Pin Co 174 


Matched Office Suites 


Art Metal Construction Co 

General Fireproofing Co., The. 64, ¢ 

Globe-Wernicke Co., The 68, 94 

Macey Co The lif 

Royal Metal Mfg. Co 18 

Shaw-Walker Co 86, 89 

Sloane, W. & J 167 
Memorandum Books 

Boorum & Pease Co 14 

Master-Craft Div., Shaw-Walker R9 

National Blank Book Co 109 

Rockwell-Barnes Co 12 

Trussell Mfg. Co 168 
Memorandum Devices 

Bates Mfg. Co 77 

Bristow, Stanley R 175 
Mending Tape 

Industrial Tape Corp 97 

Warshaw Mfg. Co 168 
Moisteners 

Better Packages, Inc 178 

Kellogg, A. W Sales Co 178 

Pike, E. W., & Co 138 

Rivet-O-Mfg Co. 178 
Numbering Machines 

Amer. Numbering Mach. Co 140 

Bates Mfg. Co 7 

Melind, Louis, Co 169 

Roberts Numbering Mach. Co 15 
Office Partitions and Railings 

Globe-Wernicke Co., The 68, 94 
Office Printing Outfits 

Fulton Specialty Co 162 
Pads, Figuring 

Boorum & Pease Co 147 

National Blank Book Co. 109 

Rockwell-Barnes Co 12 
Paper 

Brown, L. L, Paper Co 177 

Eaton Paper Corp 149 

Rockwell-Barnes Co 12 
Paper Clamps 

Acco Products, Inc 99 

Automatic Pencil Sharpener Co 152 

Cushman & Denison Mfg. Co 17 

Esterbrook Pen Co., In 169 

Hunt, ©. Howard, Pen Co 15 
Paper Clips 

Acco Products, Ine 44 

Cook, H. CC. Co 157 

Cushman & Denison Mfg. © 

Graff, Geo. B., Co 14 

Vail Manufacturing Co 117 
Paper Fastening Machines 

Ace Fastener Corp 

American Auto. Elec. Sales Co Lie 

Automatic Pencil Sharpener Co l 

Bates Mfg. Co 7 

Hotchkiss Sales Co 173 

Markwell Mfg. Co 129 

Neva-Clog Products, Inc 8 

Speed Products Co. ; 

Victor Safe & Equip. Co of 
Paste (See Inks. Adhesives, Etc 
Pencil Sharpeners 

Automatic Pencil Sharpener Co 2 

Graff, Geo. B Co 14 

Hunt, C. Howard, Pen (Cx 7 
Pencils, Mechanical 

Carter's Ink Co., The 

Rite-Rite Mfg. Co 

Sheaffer, W. A., Pen Co 
Pencils, Stylo Ink 

Inkograph Company, Inc 
Pens, Steel 

Esterbrook Pen Co 189 

Hunt, C. Howard, Pen Co 157 
Picture Hooks 

Moore Push-Pin Co 174 
Pins and Pin Containers 

Vail Mfg. Co 117 
Platens, Typewriter 

Amer. Writing Machine Co 8 

Ames Supply Co 140 

Shipman-Ward Mfg. Co 134 
Postal Scales 

Hanson Seale Co 177 

Pelouze Mfg. Co 179 

Shipman-Ward Mfg. Co 134 
Triner Seale & Mfg. Co 1 
Price & Sign Markers 

Fulton Specialty Co 162 
Publishers 

British Stationery Exporter 179 
Punches 

Acco Products, Inc 99 

Bates Mfg. Co 77 

Boorum & Pease Co 147 
Globe-Wernicke Co The 68. 94 

Mitchell Binder Co 17¢ 

National Blank Book Co 109 
Push Pins 

Moore Push-Pin Co 174 
Ribbons and Carbons 

Allen & Co 172 

Allied Carbon & Ribbon Co 17 


Amer. Writing 
Ames Supply Co 
Buckeye Ribbon & 
Carter's Ink Co., 
Codo Mfg. Corp 

Columbia R. & ¢ 

Inter-State 
Little a. P., ee 

Manifold Supplies ¢ 
Miller-Bryant-Pierce 
Mittag & Volger, In 
Old Town Rib. & 
Pacific Car. & Rib 
Peerless Key 
Phi Process Co 


Rand, In 





Lington 
Ward Mfg 
Smit L. C & 
H. M. Co 
Uncerwood Elliott 


ipman 


Storms 


Webster, FI Ss Co 
Rubber Bands 
Koberts, Weldor 


Rubber Stamps 
Melind 
Meyer 


Louis, Co 


& Wenthe, In 
Rubber Type 


Fulton Specialty Co 


Safes 
Art Metal 
Brush-Punnett, Inc 
General Fireproofing 
Globe-Wernicke Co 
Macey The 
Meilink Steel 
Mosler Safe 
Remir 


Sec 


gton Rand 
rity Steel 
Walker Co 
Victor Safe & 
Yawman and 


Shaw 


Erbe 

Serapbooks 
Globe-Wernicke Co 
Weis Mfg. Co. 

Secretary Desks 
Art Metal 
Ge Fireproofing 
Globe-Wernicke Co 
Peerless 


Walker 


neral 


Steel 
Shaw Co 
Shelving 
All-Steel-Equip, Co. 
Art Metal ¢ 
Browne-Morse Co 
Corry Jamestown 
General 
Globe-Wernicke 
Macey Co The 


Se Steel 


to 


irity 
Walker Co 
Smoking Stands, Office 
Nagel-Chase Mfg 
Royal Metal Mfg. ¢ 
Sorting Devices 
Bristow Stanley R 
Stamp Affixers, 
Multipost Co Ir 
Stamp Pads 
Bate Mfg. Co 
Ink (« 


Specialty 


Shaw 


Ty 
Co 
Louis, Co 
& Wenthe 
ips Process Co. 
O-Mfe 
ell- Barnes 
Victor Safe & 


Co. 





Co. 
Equir 


{ 


Typewriter Co., 


Co 


Equip 
Mfg 


Carbon Co 


The 


Mfg 


Ribbon & Carbon 


Carb 


Machine Co 


Co 


Mfg. Co 


Imperial 


Mfg Co 


Cc 
Corona 


Typewriter Ribbon 


Construction 


Equipment 


Tws 


Fisher Co 


Back Cover 


Mfg. (« 


Rubber Co 


he 68 


Corp 


Co 
Co ] 


The 68 


Construction 


Co 


Equip 


Mfg 
Fireproofing Co 


Postage 


) 


T 


Co 
The. 64 
he 68 


onstruction = { 


Corp I 
The. 64 


The 68 


Equipment 


0 


ne 


Corp 


Co Lo 


Stards for Office Machines 


Steel 


All 


(mes S 


Equip. Co 
pply Co 
Anderson-Hickey Co 
Art Steel Co. 
Jamestown Mfs 
General Fireproofing 
Wernicke Co. 
Corp 

erless Steel 
rmat 
Mfg 
Corp 
Chal 


hipman-Ward 
Products 
urgis Posture 
ole Metal 
Extractors 
Fastener Corp 


Co. 


Equip 
Manson Mfg 


r 


Corp l 
The.__.64 


The 68 


Co. 
Co 


0. 


Furniture 


Co 
Co 


Staples and Stapling Machines 


Ace Fastener 
Bates Mfg. Co 
Hotchkiss Sales Co 
Markwell Mfg. Co 
Neva-Clog Products, 
Products Co 
Manufacturing 


Corp 


Speed 


Vail 


( 


In 


e 


i) 


Stenographer's Note Books 


National Blank Book 
Rockwell-Barnes Co 
r ll Mfg 


Trusse 


Co. 


Storage and Transfer Cases 


Adams, Henry T 
All-Steel- Equip 
Art Met 
Art Steel Co 
Bankers Box Co 
Barkley Cc L « 
fentson Mfg. Co 
Browne-Morse Co 


Cole Steel 


Equipment 


Mfg 


Oo 


il Construction C 

















Columbia Steel Equip. Co 127 
Corry-Jamestown Mfg. Co 143 
Efficiency Equipment Co 176 
General Fireproofing Co., The...64, 65 
Globe-Wernicke Co., The 68, 94 
Guid System & Supply Co 124 
Imperial Methods Co 61 
Invincible Metal Furn. Co 139 
Macey Co., The 110 
Metal Office Furn. Co 113 
Peerless Steel Equip. Co 152 
Pronto File Corp 98 
tockwell-Barnes Co 125 
Security Steel Equipment Corp 115 
Shaw-Walker Co 86, 89 
Weis Mfg. Co 79, 80, 81, 82 
Yawman and Erbe Mfg. Co 148 
Strong Boxes, Fire Protected 
Meilink Steel Safe Co 15¢ 
Tables 
Art Metal Construction Co 101 
Browne-Morse Co. 174 
Corry-Jamestown Mfg. Co 14 
General Fireproofing Co., The....64, 65 
Globe-Wernicke Co The 68, 94 
Macey Co., The 110 
Mutsehler Bros. Co 170 
Peerless Steel Equip. Co 152 
Shs Walker Co RE 
St. Johns Table Co 165 
Victor Safe & Equipment Co 106 
Tabulating & Statistic Machines 
Remington Rand Ine 151 
Telephone Accessories 
tates Mfg. Co 77 
Victor Safe & Equipment C¢ 106 
Telephone Stands 
Art Metal Construction Co 101 
Art Steel Co 142 
General Fireproofing Co 64, 6 
Glo! Wernicke Co., The 68, 94 
Peer! Steel Equipment Co 152 
SI Walker Co Ri 
Yawman and Erbe Mfg. Co 148 
Thumb Tacks 
Graff, George B., Co 146 
Moore Push-Pin Co 174 
Ticket Holders 
Vail Manufacturing Co 117 
Trimming Boards 
Ar Photo Laboratories 130 
Type, Typewriter 
Amer. Writing Macl Co 83 
AY Supply Co 140 
Shipman-Ward Mfg. Co 134 
Typewriter Cleaning Material 
Amer Writing Mach. Co 83 
Ames Supply Co 140 
Clarotype Co 178 
Mittag & Volger, Ine 107 
Rivet-O-Mfg. Co. 178 
Seca Dr Chemical Co 177 
Shipman-Ward Mfg. Co 134 
Webster, F. 8., Co 2 
Typewriter Cushion Keys 
An Writing Mach. Ce 8 
Ar Supply Co 140 
Peerless Key-Imperial Mfg. C 
92 12¢ 
Shipman-Ward Mfg. Co 134 
Speed Key Mfg. Ce : 178 
Typewriter Cushion Knobs and Bases 
American Hair & Felt Co 108 
Ame Writing Mach. Co 83 
Ames Supply Co 140 
Peerless Key-Imperial Mfg. Co. 92, 126 
St an-Ward Mfg. Co 134 
Typewriter Parts and Tools 
Amer. Writing Mach. Co a3 
Ames Supply Co 140 
Shipman-Ward Mfg, Co 134 
Typewriters, Mfrs. of 
Corona Typewriter 59 
Remington Rand Ine 151 
Royal Typewriter Co 71 
Smith L. < & Corona Tws ) 
tr od Elliott Fisher (¢ 
Back Cove 
Typewriters, Rebuilt and Used 
Ar Writing Mach. Co 8 
Regal Typewriter Co 13¢ 
Reliable Typewriter & 
Adding Mach. Co 17 
Shipman-Ward Mfg. Co 134 
Visible Systems Equipment 
Act Visible Records, Inc 14 
\igner, G. J Co 17¢ 
Art Metal Construction Co 10 
Automati File & Index (« 15 
Boorum & Pease Co 147 
Globe-Wernicke Co The 68 O4 
National Blank took Co 09 
Remington Rand Ince 15] 
Shaw-Walker Co Rh RO 
Sheppard, C. E Co R4 
Stationers Loos 144 
\ Safe & Cr 10¢ 
Y in and Ert a 148 
Waste Baskets 
Art Steel Co 142 
( Steel Equipment Co 98 
Corr Jamestown Mfg. Corp 14 
fing Co The 64, ¢ 
ri The 8 M4 
Basket Co 17% 
Co 1 
ment Co 152 
86, 89 











WANTS _AN 
The rate for classified advertisements is 


SITUATIONS WANTED 


SPECI ALTY SALESM AN with excellent record in carbon paper and inked 


ribbons, also good knowledge of other office lines, desires to sell for 
manufacturer in southeastern territory. Well acquainted with every 
stationer in that section. Will be interested in any line for office use 
which offers suitable return for alert, intelligent and persistent repre- 


sentaticn. Top references. Adress C-152, care Office Appliances, Chicago. 


STATIONERY SALESMAN AVAILABLE—20 years experience selling gen- 


eral office supplies, loose leaf, filing and furniture. Knows leading 
manufacturers’ lines Experienced inside and outside, and buying. Now 
employed. References will verify integrity and effectiveness. Would also 
consider connection as manufacturers’ representative. Especially inter- 


ested in opportunity for growth. Address C-151, care Office Appliances, 


Chicago. 


OFFICE FURNITURE SALESMAN temporarily in another field is open 
for a new connection with manufacturet or in charge of furniture depart- 
ment for established dealer. Well acquainted with trade throughout the 
East. South and Middle West. Can show excellent record of results. Top 
references. Well qualified for desks, chairs, files, filing supplies and 
svstems. Address €-159, care Office Appliances, Chicago. 





SALESMAN. NOW SALES MANAGER for established dealer, seeks con- 
nection with manufacturer, preferably in South or Southwest. Thoroughly 
familiar with systems lines of leading manufacturers of filing equipment 
and loose leaf, also other stationery lines and ofice furniture. Experience 
is both wholesale and retail. Thoroughly aggressive. Equipped to do a 
complete sales job. Address C-164, care Office Appliances, Chicago. 


ALL AROUND TYPEWRITER and adding machine mechanic now em- 
ployed, for reasons of family health wants to make change. Would like to 
locate in Oklahoma, Texas, Arkansas or Missouri. Over 20 years’ ex- 
perience there and in Calif. Expert on Royal, L C Smith, Underwood and 
Remington. Holds high civil service rating. Address C-149, care Office 
Appliances, Chicago. 


SALESMAN, inside, 20 years experience all branches of commercial 
stationery: thorough knowledge of carbon paper, typewriter ribbons and 


duplicator supplies; also capable buyer: wants position with active 
stationer Go anywhere tox C-154, Office Appliances, 100 East 42nd 
Street, New York, N. ¥ 

STATIONERY SALESMAN and manager is available for connection as 


department manager or buyer for established stationery house. Has made 
in excellent record in both management and selling. Recently reor- 
genized established business and in two months changed resuits from 
red to black. Thoroughly posted in stationery, printing. office furniture. 
Denendable always For particulars address C-161, care Office Appliances, 
Chicago 

MECHANIC, Typewriter and Adding Machine, eleven years experience 
both ind service, bookkeeping Will consider any 
Good references Address C-167. care Office Appliances, Chicago. 


inclucing sales some 


location. 


TYPEWRITER MECHANIC thoroughly capable on all makes, some adding 


machine and sales work; best of references; qualified to run shop 
efficiently Address C-168, care Office Appliances, Chicago 
MECHANIC—Sales, service, foreman, all around man. Twenty years 
experience, good references—go anywhere Address (€-150. care Office 
Appliances, Chicago 

SALESMEN WANTED 
IF YOU ARE NOW selling to offices, we have a product that will prove 
to be a very profitable sideline It quickly becomes a major line. 
Exclusive territories are available tox P-200, care Office Appliances, 
Chicago 
WANTED—SALESMAN now calling on office supply houses throughout 
Southeastern States. Sell profitable side line of latex chair cushions and 
other rubber office specialties. No objection to selling along with non- 
interfering lines. State qualifications and present connections. Address 
P-198. care Office Appliances, Chicago, Illinois 
TO SELL STANDARD Fluid Process Duplicators in St. Louis and 
vicinity. Drawing account and commission. Experienced preferred. Write 
4. N. Rechtien, 804 Pine Street, St. Louis, Missouri. 
SALESMEN calling on Stationers and large users of Office Supplies will 
find our line a quick seller that starts an effortless and extraordinarily 
profitable Repeat Business Rush, 231 West Water St., Syracuse, N. Y 
WANTED SALESMAN experienced in office furniture and supplies and 
duplicators, safes, et Steady position in South Florida. Address P-205, 
care Office Appliances, Chicago. 


STORE EXECUTIVES WANTED 


MANAGER WANTED for stationery and office supply store in 
Excellent opportunity for young man with successful managing 
operating record Address P-202, care Office Appliances, Chicago. 


Utah 
and 


BUSINESS OPPORTUNITIES 


TYPEWRITER MECHANIC who wants to business will find 


operate own 


in unusual opportunity in the Pacific Northwest Stationer in a town 
of approximately 10,000 which has no one to service typewriters and 
idding machines offers free bench space and window space. Also will 
help on outside calls If you want to go in business for vourself and 
like the small town location, write for additional information to P-204, 
care Office Appliances, Chicago 

WISHING TO RETIRE from business, the proprietor of an old, well 
established, highly profitable office equipment business will sell for cash 
to reputable operators. The business is located in Piedmont North 
Carolina and enjoys an enviable reputation Communicate with P-199, 
care Office Appliances, Chi 





) FOR SALE 


eight cents a word, minimum charge, $1.60. 


MECHANICS WANTED 


WELL ESTABLISHED typewriter business in Rocky Mountain territory 
has opening for a service man to assist present experienced men tearing 
down machines, washing, assembling, etc. Will also consider an efficient 
mechanic or combination man. This is a good opportunity. Address 
P-197, care Office Appliances, Chicago. 








WANTED EXPERIENCED OFFICE EQUIPMENT MECHANIC, must 
have had Sundstrand and Underwood accounting machine experience and 
be able to furnish references from UEFCO. Apply Alexander Brothers, 
Limited, Honolulu, Hawaii, U.S.A, 








REPRESENTATIVES AVAILABLE 





SALES ORGANIZATION with headquarters in New York desires to act 
as eastern representative for manufacturer of some stationery product. 
Will operate on straight commission or will buy merchandise outright and 
distribute from New York warehouse. Well established for many years 
and in constant close touch with dealers from New York south to Wash- 
ington. as well as north into New England. Send particulars to €-163, 
care Office Appliances, Chicago. 





SALES ORGANIZATION, excellent Worldwide Dealer Distribution, seeks 
one additional meritorious specialty, office equipment line. Address C-160, 
care Office Appliances, Chicago. 


STATIONERY SALESMAN WELL KNOWN throughout the coast terri- 





tory seeks two or three non-competitive lines to be handled on com- 
mission basis. Formerly manager for leading manufacturer with head- 
quarters in San Francisco. Has resigned of own accord. Enjoys 


enviable reputation with dealers. 
care Office Appliances, Chicago. 


For further particulars address C-162, 





OFFICE SPECIALTY MAN residing in San Francisco plans to establish 
himself as manufacturers’ representative. From past training is com- 
petent to handle mechanical specialty to be sold direct to offices or can 
do iustice to several non-competitive supply lines to be sold to dealers. 
Background is a long record of successful sales effort. Send particulars 
to C-158, care Office Appliances, Chicago. 





SALESMAN WHO has been selling for leading manufacturer of fountain 
pens in states of Michigan, Ohio and Indiana plans to establish himself 
as a manufacturers’ representative carrying two or three lines on a 
non-competitive basis. Interested in anything sold by commercial 
stationers. Can include some adjoining territory if necessary. Has 
excellent record. Send particulars to C-157, care Office Appliances, Chicago. 





SALESMAN NOW COVERING Ulinois. Wisconsin, Minnesota, Iowa, 
Nebraska and Northern Missouri seeks additional line. Now representing 
well-known leather goods line. Covers territory thoroughly by car. Hard 
worker weil recommended. Address C-155, care Office Appliances, Chicago. 
OFFICE FURNITURE SALESMAN well known to Metropolitan New York 
desires line Desks. Chairs, Leather Sofas and Chairs. Box C-158, Office 
Appliances, East 42nd Street, New York, N. Y. 


EXPERIENCED office appliance manager desires lines for distributorship 
in St. Louis. Mo., area. Intensive coverage guaranteed. Has wide 
contacts Address C-165, care Office Appliances, Chicago. 


100 





REPRESENTATIVES WANTED 
REPRESENTATIVES WANTED various open territories coast to coast 
by manufacturer unique fast-moving office machine that sells daily at big 
unit profits; thousands nationally known corporations and smaller firms 
already our customers. Prefer Specialty Men or Dealers now selling 
similar article direct to consumer. Write for details and please state 
present sales setup. Address P-201, care Office Appliances, Chicago. 
MANUFACTURERS’ REPRESENTATIVES to sell to the trade or direct, 
the nationally known Keller Post Card Retary Stencil Duplicator, retails 
at $9.95 Also fully automatic Keller Legal Size Duplicators at very 
popular retail price. Low cost to distributors, good discounts to the 
trade, good commissions to salesmen. In replying state territory desired. 
Keller Manufacturing Corp.. 1809 West Sixth Street, Los Angeles, Calif. 


EXPERIENCED OFFICE MACHINE SALESMEN—Good territories are still 


oven. Men capable of establishing and managing dealerships are wanted. 
This nationally recognized manufacturer of duplicating equipment offers 
liberal commissions, factory coéperation, unlimited opportunity. Replies 
confidential Give full details Address P-203, care Office Appliances, 


Chicago 
COMPLETE LINE of Duplicator Supplies and Typewriter Ribbons. 
liberal discount Protected territorv. 
Mfg. Co., Pengad Bldg., Bayonne, N 


Very 
Write, stating experience. Pengad 
rs 





EXPORT REPRESENTATIVES AVAILABLE ph a" a 
EXPERIENCED office furniture man interested in securing lines for 
export Commission satisfactory. Address (-156, care Office 
Appliances, Chicago 


basis 


FOUNTAIN PEN REPAIRING 
WELTY’S REPAIR ALL MAKES FOUNTAIN PENS 
etc. repaired at standard prices. We especially feature “CONKLIN.” 
SWAN. WATERMAN, WAHL, PARKER. WELTY. SHEAFFER. MOORE. 
ete. but can repair all other makes. We feature Gold Pen Points and 
Repairing. Mail all makes to ONE place for better service. (Est. 1904) 
Welty Pen and Repair Co., 38 S. State St., Chicago. 


Desk Pens. Pencils. 


DUPLICATING MACHINE PARTS 


NEW PRICE LIST of parts for the Mimeograph machine now available. 


Special attractive prices on all rubber parts for the Mimeograph. 
Write for catalogue and price list. Mimeo Repair Co., 395 Broadway, 
New York City 


WANTS AND FOR SALE—Continued on page 5. 





WANTS AND FOR SALE—Continued from page 7. 








DICTATING MACHINE PARTS 


COMPLETE AND VARIED STOCK. 
need parts, write Central Dictating 
Chicago. Management G. Koep. 


small. When you 
Western Ave. 


No order too 
Service, 2632 N. 


, TYPE, ETC. 
LA RGE STOCKS of new and used Adding and Calculating Machine Parts 
available. Quotations furnished on specific parts upon request. I. A 
Dehn, Jr., 1643 10ist Ave., Oakland, Calif. 


ADDING MACHINE PARTS 


DUPLICATOR SUPPLIES 


Duplicator inks and 
Write us, save 


type 
money 


MULTIGRAPH RIBBONS remanufactured. 
writer ribbons. Established over ten years. 
Lewis Co., 413 W. State St., Milwaukee, Wis. 


SALES LETTERS 

LETTERS WILL BUILD SALES~—For years I have built letters that pull 
sales. You need them more than ever now. Send me your data for new 
letters, or unsuccessful letters for reshaping. Particulars on request 
Address H. M. Goldthwait, 1659 Broadway, Denver, Colo. 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 


KLLIOTT-FISHER, Burroughs, Moon Hopkins, Adding Calculating 
Machines, Dictaphones, Ediphones, bought and sold. Chicago Office 


Appliance Co., 529 S. Wells St., Chicago. 

ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs 
and Monroe Calculators, Typewriters and all office machines bought and 
sold. Teeter-Warsh Co., 849 North 3rd Street, Milwaukee, Wis. 


BURROUGHS, ELLIOTT FISHER, MOON HOPKINS 
Machines, ADDING MACHINES, COMPTOMETERS, Calculators 
Sold and Rebuilt. State model and serial number. Southern 
Adding Machine Co., 947 South Broadway, Los Angeles, Calif. 


Bookkeeping 
Bought, 
California 


BURROUGHS, MOON HOPKINS, Elliott Fisher Bookkeeping Machines, 
Comptometers, all makes calculators Bought and Sold. Dorrell-Markel, 
93 South 11th, Minneapolis, Minn 

BU RROUGHS— Duplexes, Moon Hopkins, Bookkeeping Machines, Kardex. 
All types office machines bought and sold Fort Pitt Typewriter Co 


Pittsburgh, Pa 


Elliott-Fisher, 


644 Liberty Avenue, 


BURROUGHS, MOON-HOPKINS, Remington Accounting 


Machines, and everything in the office machinery line. State model, 
serial number and we will quote highest cash prices International 
Office Appliances, Inc., 326 Broadway, New York City 





OFFICE APPLIANCES 


machines, adding machines—all 


calculating 
Crowley Company, 434 Caswell 


W. J. 


ELLIOTT-FISHER machines, 
office equipment, bought and sold. 











Bldg., Milwaukee, Wis. 
DICTAPHONES, EDIPHONES, SUPPLIE: headquarters machines 
bought and sold—Wholesale, Retail—Write us. Chicago Dictating 


Machine Co., 28 South Wells, Chicago. 








ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, 
Folders, Typewriters, Adding Machines. Write for FREE Money Making 
Circular. Pruitt, 527 Pruitt Bldg., Chicago. 





WE WILL BUY AND SELL—Addressographs, Graphotypes—Multigraphs 

Folders—Cabinets—Trays—Frames—all types of mailing equipment—also 
billing and bookkeeping machines. Jordan-Scheid Co., Inc., 622 Market 
Street, St. Louis, Mo. 


DICTAPHONES-EDIPHONES—Largest stock and lowest prices—write for 
information and catalogs. American Dictating Machine Co., 235 Fifth 
Ave., New York, N q 


KARDEX, ACME, POSTINDEX, ete., visible filing equipment of all 


types bought and sold. We_ specialize in this field and offer full 
cooperation to dealers. Commercial Card System, 395 Broadway, New 
York City. 





KARDEX, ACME, all makes used visible filing equipment. Thousands 
of reconditioned cabinets, panels, books, always on hand. Special 
service and prices to dealers for purchase or sale. Get our quotation®. 
Chas. S. Nathan, Inc., 548 Broadway, New York. 


WANTED TO BUY FOR CASH, adding and calculating machines, all 





makes and models—typewriters, wide carriages 14” and larger—Burros 
13-13-02 23-13-02—Moon Hopkins 72A-71A-78A-50M and higher—Remington 
Accounting Machines Models 121-123-125—Elliott-Fisher Direct Subtrac- 
tions and cross footers—Hand Addressographs—‘‘B" frames long clip 
ind late style, also “‘E’’ frames. Shipman-Ward Mfg. Co., 325 N. Wells 
Street, Chicago 

SEVENTY USED AUTOGRAPHIC REGISTERS. Excellent condition. 
Egry, Uareo, American, Atlantic, Standard, Sturgis, A.S.B. Sacrifice. 


Single or whole lot. 


VISIBLE EQUIPMENT 
rebuilt Kardex, Acme 
well as other makes. 
will not break), for 


Schaefer, 11499 Whithorn, Detroit. 


bought, sold and exchanged. We specialize in 
and International Visible Factograph cabinets, as 
We can supply new improved brass shift rods (that 
International cabinets, also cards and card holders. 
Have available credit authorization equipment in one line tube panels, 
ind 5x1 pocket panels, for reasonable prices. Write and tell us what 
Visible Equipment you need or have for sale. Special prices to Dealers. 
EK. H. Heineman, 407 N. Eighth St., St. Louis, Mo. 


WANTED TO BUY FOR CASH 
(-166. care Office 


International Payroll Machines. Address 


Export Statistics by United States Department of Commerce 


The statistics here presented are preliminary and subject to revision in the annual published reports. 
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OFFICE APPLIANCES 





~NEW TRADE LITERATURE > 





(Catalogues, pamphlets, broadsides, foldera and other publicity 
material recently released) 


featuring the firn 
All-Steel-Equiy 
for printer 
circular is 


All-Steel-Equip Company.__A two-page circular 
ASE Aurora 7000 line of files has been produced by the 
Company, Aurora, Ill., in response to a demand from dealers 
matter to submit with proposals on defense orders The 
done in color on high-grade paper and carries a number 
illustrations large enough for the prospective buyer to thoroughly 
examine every feature of the various models offered in the 7000 line 
Each picture is accompanied by ample descriptive text to which the 


glossy 


salesman may refer when talking to a prospect Copies are available 
on request to the company 
Ames Supply Company._A new retail catalogue which provides space 


has been published and announced 
tandolph street 
book describes 
plater re 


cover for the dealer's imprint 
to the trade by the Ames Supply Company, 564 West 
Chicago This attractive, twenty-four page, two-color 
and illustrates commonly used accessory items, supplies and 


on the 


placements The center page spread pictures standard makes of type 
writers, considerable pace has been given to dealer services, and there 
ire included a number of valuable suggestions as well as information for 


workers The catalogue measures four by nine 
pocket or for mailing in a standard No. 10 


obtained from Ame for a 


typists and other office 
inches, a handy size for the 
envelope Any number of copies can be 
nominal sum below the cost of printing 

Sales Getter’ is the name of a new 
Bankers Box Company, Chicago, whicl 
Issue 1, Vol. 1 Every 


Bankers Box Company. ‘The 
house organ produced by the 
made its initial bow ist month with 
operation in connection with the new trade periodical has been planned 
and executed with the end in view of the booklet becoming valuable 
to the dealer \s an example of this is the fact that all illustrations 
on the front page (shown elsewhere in this issue) are actual size } 
are immediately available to the dealer without cost In addition com 
plete printing plates found inside are also available to the dealer free 


single 





of charge In a center spread several layouts shown are flexible ir 
design and may be enlarged to a size indicated below each one, or t 
iny other dimensions desired Dealers not yet having received a cop 


f the first issue should communicate with the company at 536 Sout! 
Clark Street Chicago 

Desk Manufacturing Company.-A four-page folder describing 
desks has recently been printed for the 


' 


Central 
ind illustrating its line of office 
use of dealers by the Central Desk Manufacturing Company, 454 Armou 
street Printed on high-grade glossy paper and with an attrac 
tive format, the folder has an ample space for dealer imprint 


twelve-page booklet entitled 
Blinds” has recently beer 
Il! The 


I 


Chicago 


Chicago Venetian Blind Company.—A 
The Story of Chicago ‘Alumilite’ Venetian 
published by the Chicago Venetian Blind Company, Chicago, 
booklet is illustrated and explains why, in addition to possessing a 
ittractive appearance and a construction offering long life, the 
blind has the ability to act as window insulation in Summer 
available to the dealer, who should write to the 
ivenue and Thirty-ninth street, Chicago 


musually 
Alumilite 
ind Winter. Copies are 
company at Michigan 


National Blank Book Company.A new catalogue on 
with an unusual number of large illustrations has been issued to the trade 
by the National Blank Book Company, Holyoke, Mass. Under a 
title of The New Way in Business Record Keeping,’’ the book is like 
wise an interesting description of the many uses to which National Blank 
Book records can be put by companies whose tempo is being stepped uy 
by national defense program activities. There are thirty-two 
of them in color, and they combine to explain how N.B.B. re« 
his organization's business facts more quickly, more clearly and n 
available to the dealer on request 


visible records 


peneral 


pages, most 


ords tell 


complete ly Copies are 


Personnel institute of Chicago.—A 16-page booklet, entitled “The Use 
f Ability and Aptitude Testing in Business,"’ has just been published by 


The Personnel Institute of Chicago, giving a simple explanation of the 
scientific plan which is followed by that organization in building “‘bat 
teries’’ of tests for all types of sales, executive, clerical and producti 

jobs Chart ire presented illustrating differences in response to these 
tests by applicants of varying backgrounds and abilities Aptitude test 
ing is advanced as the modern method of saving a large part of the hig! 
‘ost of hiring and training employees. Copies of the study are available 
m request to Morris I. Picku The Personnel Institute, Inc 25 Nort 
Wabash avenue Chicago 


The W. A. Sheaffer Pen Company.—As a means of helping its dealer 
advertise Skrip writing fluid for fountain pens, the W 4. Sheaffer Per 
Company, Fort Madison, Towa., has recently completed a deal whereb 
the store owner will be given 2500 book matches The covers of the 
hooks are printed in bold type and tell the user to “Use Sheaffer’ 


Skrip’’ and inform him that “Sheaffer's Skrip is the Successor to Ink 


Sherman-Manson Manufacturing Company.-.A new price list, the No. ¢ 
covering the firm's Ideal stands for tvpewriters and other office machines 
has been issued to the trade by the Sherman-Manson Manufacturing 
Company. 625 South Kolmar avenue, Chicago The new list becar 


February 1, and supersedes price list No. 5 The company 
ontinues in effect 


>— _ 
Exports Decline 


effective 
italogue N S40 


appliances during the month of Dece 


United States exports of office 
72 ® 462.508 for Decer 


ber, 1940, were valued at $1,7 626, as compared with § 
ber. 1989, a decline of thirty per cent according to the Specialties Divisi 

of the Department of Commerce. Compared with November 1940, however 
practically the same For the year 1940, export 
ioht 


the volume of exports was 


of office appliances were valued at $21,045,091, which is a twentvy-eig 
per cent decrease from the $29,165,714 value of office appliances which were 
exported during the year 19389 

An analysis of office appliances exports for the vear 1940 reveals tl 
every type of office appliances (except staplers) showed a decline fr 
the 1939 figures Exports of accounting and calculating machines of 
types fell twenty-seven per cent below the 19389 figures to $8,310.74¢ tyne 
writers exports declined twenty-nine per cent to $8,241,464; cash register 
went down thirty-eight per cent to $1,942,375; duplicating machines dropped 
ten per cent to $624.792; addressing machines fell off thirtv-two per cent 
to § and other office appliances declined twenty-three per cent 
to Exports of staplers rose four per cent to $482,75 





Lines Wanted Abroad 


Seeks Lines to Make or Assemble in Canada.—The Index Card Company, 
of 144 Front street, Toronto, Canada, is interested in procuring lines to 
ssemble or manufacture in Canada on a royalty basis. The firm has 
ilready established a similar arrangement with the Pronto File Corpora 
tion and is concluding a like plan for the use of Barclay plastic in the 
manufacture of its line of filing supplies. The Index Card Company sells 
to dealers only and manufactures folders, guides, card cabinets, ete. 

Lines Wanted for Bolivia...The firm of Sanchez y Cia., Plaza Murillo 
$57, La Paz, Bolivia, in sending an order for a subscription indicated the 
desire to hear from American manufacturers seeking Bolivian representa 
tion. Credit references have not been supplied but it is understood that 
the company has dealings with Royal Industrial Bank of New York. 

Lines Wanted for Thailand...Kamo! Sukosol, whose mail address is P. O 
Box No. 178, Bangkok, Thailand (Siam), writes that he is interested in 
dealing with manufacturers of office appliances. No credit information 

available but his letterhead indicates that he is an authorized dealer 
in General Electric radios and other G.E. appliances 


Wanted Here at Home 


Kansas City House Wants Catalogues.—The Cummings Office Supply & 
Stationery Company, 1627 Main street, Kansas City, Mo., a concern 
started some months ago to operate on a brokerage basis, has recently 
put in a stock of office supplies and for that reason desires to receive 
catalogues and price lists from manufacturers in the industry. E. M 
Cummings is head of the firm 

a 


Business Faces Difficult Attitude on Defense Program 


Pointing out that America’s defense effort requires a middle course 
which will unite labor, agriculture, business and government in a full 
recognition of domestic and foreign problems, Henry H. Heimann, execu 
tive manager, National Association of Credit Men, declares in his Monthly 
Business Review released February 15, that “Business is seeing the develop 
ment of an attitude whereby it is apt to be ‘damned if it does and 
damned if it doesn’t’ 

Already there are attempts to maneuver business into the center of 
1 controversy on plant expansion for defense purpose,”’ he says. ‘Many 
of the proponents of such an increase in facilities were in the group that 
in the past two decades unfairly branded many businessmen as ‘merchants 
previous call to arms was sounded, they 


of death’ because, when the 
expanded to meet war needs 
Is it to be the fate of today’s business managers that they will hear 

t post-war accusation along similar lines? 
Seeds cf 
Even within business there are being planted the seeds of dissension 
In the distribution of defense contracts, for example. there is the claim 
by certain groups that smaller firms are not being considered sufficiently 
\ business that decides to forego certain new orders may find itself 
labelled a slacker. Yet, if it abandons production on normal orders to 
entrate on war or defense needs, its regular customers may consider 


Dissension 


con 
it an opportunist concern 

Between labor and management discord is also apt to develop if 
selfish individuals, following an oft-noted pattern, make broad and un- 
verified claims that labor’s share of added earnings is far below that of 
business 

Business-Baiting 

The most unfortunate part of the problem is that there will be some 
few business men—very few indeed, but enough for the business-baiters 
who may take advantage of the situation. They feel secure. The moment 
you try to stop them, they will let loose a howl about interference with 


their rights. And the motives and actions of these few may be assigned 


to the many 

“Business itself ought to do 
f the folly of its acts. If it is not done it will be 
fact that the average business man today is hesitant 
suspicions and criticisms. He has been buffeted about so much that he 
s beginning to doubt his own ability to accurately plan a course of action.” 
Stopping our “family quarrels and uniting upon a course of action 
to benefit both our own house and our neighbors’ is essential, the 
redit executive states 


everything to convinee this small minority 
due largely to the 
because of past 


aha’ 
Current Corporation Reports 


While The General 
rienced one f its most su 
with net sales of $10,532.61 its net profit of $1.099.119 after deducting 
including $780,000 federal income taxes of which %$°94 000 
represented excess profits taxes was slightly below 1937. This was attrib 
ted to the excess profits taxes. according to George C. Brainard, presi 
lent. in his annual statement to stockholders. The 1940 profit equals 
43.25 a share on the common stock after preferred dividends Common 
shareholders received $1.60 a share in dividends during the vear. The 
1939 profit was 8766.341. or $2.19 a share, as comnared with $335 905. or 


share, in 1937, th 


Fireproofing Company, Youngstown. Ohio. expe- 
cessful vears from a sales standpoint in 1940 


charges 


S8 cents a share, in 1938, and $1.147 557. or $3.45 a 
ompany’s record year for the last decade AK 
Remington Rand Inc ’ net income of cents a 
mmon share, for the quarter ended December 31, compared with net 
ome of $759.254. or 5 cents a share in the 1939 period Sales for the 
330.000 from $11 516.700. For nine 
7. or &8 cents a 


961.168 or 47 





period increased 15.7 per cent to $138 


nths ended December 1. net income was $2,026 
share compared with net income 81104 418, or 1 eents a share, for 
nine months ended December 31, 1989. Sales were £25 108.000 against 
&31.437.500 ‘ rain of 11.6 per nt (New York Herald-Tribune, 


Februarv 5, 1941 ) 
Directors of the W. A. Sheaffer Pen Company, Fort Madison, Towa, on 
February 5 declared the regular dividend of fifty cents and an extra dividend 
fiftv cents This was paid February 25 to all common stockholders of 
rd Februarv 15 The stock books were not closed The latest pavment 
the total dividend paid during the current fiscal vear ending February 
<. $3.25 as compared to $3.00 paid in the previous fiscal vear. The com- 
mailed to all stockholders on April 15 
Ine., quarter ended December 31. net 
me $873.995 after taxes and charges, equal after preferred dividends 
7 shares. compared with $77.530. equal t« 
iarter of 1939 and 8$101.174, equal 
(New York Sun 


anv’s annual report will be 
eS Smith & Corona Typewriters 
71.98 a share on 276.2387 comnu 
the corresponding a 


ended September 30 


cents a share it 
hare in the quarter 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 





2,229,630. Calculating Machine. Harold T. Avery, 
Oakiand, Calif., assignor to Marchant Caleulating 
Machine Compary, a corporation of California. Appli- 
cation January 23, 1933, Serial No. 653,207. Granted 
January 28, 1941. 


2,229,749. Fountain Pen. Frank E. Little, Mas- 
sillon, Ohio. Application July 17, 1940, Serial No. 
346,042. Granted January 28, 1941. 

2,229,765. Calculating Machine. Raymond G. Bower, 
Bloomfield Hills, Mich., assigner to Burroughs Adding 
Machine Company, Detroit, Mich., a corporation of 
Michigan. Application November 16, 1935, Serial No. 
50,133. Granted January 28, 1941. 


2,229,833. Paper Handling Mechanism for Account- 
ing Machines. Walter A. Anderson, Bridgeport, Conn., 
assignor to Underwood Elliott Fisher Company, New 
York, N. Y., a corporation of Delaware. Application 
December 12, 1938, Serial No. 245,071. Granted 
January 28, 1941. 


2,229,847. Loose Leaf Binder. Max Gudis, Phila- 
delphia, Pa. Application December 7, 1938, Serial 
No. 244,316. Granted January 28, 1941. 


2,229,881. Index Card Holder. Conrad Bergmann, 
Philadelphia, Pa., assignor to Peerless Steel Equip- 
ment Company, Philadelphia, Pa., a corporation of 
Pennsylvania. Application May 17, 1940, Serial No. 
335,678. Granted January 28, 1941. 


2,229,890. Calculating Machine. Carl M. F. Friden, 
Oakland, Calif., assignor to Friden Caleulating Ma- 
chine Co., Inc., a corporation of California. Applica- 
tion February 29, 1936, Serial No. 66,381. Granted 
January 28, 1941. 


2,229,980. Computing Machine. Walter W. Land- 
siedel, Norwood, Ohio, assignor to Remington Rand 
Inc., Buffalo, N. Y., a corporation of Delaware. Ap- 
plication April 6, 1936, Serial Ne. 73,020. Granted 
January 28, 1941. 


2,230,366. Filing System. Joseph A. Sweeney, 
New York, N. Y. Application June 15, 1939, Serial 
No. 279,233. Granted February 4, 1941. 


2,230,441. Record Making Machine. Eimer L. 
Wise, Bridgeport, Conn., assignor to Underwood 
Elliott Fisher Company, New York, N. Y., a corpora- 
tion of Delaware. Application June 30, 1938, Serial 
No. 216,674. Granted February 4, 1941. 


2,230,444. Caleulating Machine Table. Albert Bal- 
ster, Chicago, Ill. Original application April 7, 1939, 
Serial No. 266,489. Divided and this application 
September I!1, 1939, Serial No. 294,292. Granted 
February 4, 1941. 


2,230,459. Typewriting Machine. Philip A. Jack- 
son, Dayton, Ohio. Application February {, 1938, 
Serial No. 188,121. Granted February 4, 1941. 


2,230,505. Loose Leaf Metal Binding Device. 
Ernest A. Thesieres, Springfield, Pa., assignor to 
Buchan Loose Leaf Records Company, Clifton Heights, 
Pa., a corporation of Delaware. Application November 
29, 1938, Serial No. 242,903. Granted February 4, 
1941. 

2,230,692. Loose Leaf Binder. Elmore C. Mac- 
Glashan, San Francisco, Calif., assignor te Frederic 
E. Irwin, San Francisco, Calif. Application Decem- 
rag Bt 1928, Serial No. 245,179. Granted February 
, 1941. 


2,230,733. Filing Device. Charles Benjamin Ulrich 
Jamestown, N. Y. Application June 5, 1937, Serial 
No. 146,700. Granted February 4, 1941. 


2,230,843. Loose Leaf Binder. Robert C. McKay, 
Swampscott, Mass. Application April 12, 1939, Serial 
No. 267,476. Granted February 4, 1941. 

2,230,936. Pencil Sharpener. Harry Lester Collins, 
San Antonio, Tex. Anplication January 4, 1940, Serial 
No. 312,421. Granted February 4, 1941 


2,231,099. Loose Leaf Binder. Paul O. Unger, 
Elmhurst, ttl, assignor to Wilson-Jones Compary, 
Chicago, I11., a corporation of Massachusetts. Appli- 
cation July 31, 1939, Serial No. 287,446. Granted 
February I!f, (941. 

2,231,237. Cheek Writing Machine. Herman C. 
Welter, Rochester, N. Y., assignor to Hall-Welter Co., 
Incorporated, Rochester, N. Y., a corporation of New 
York. Application March 15, 1939, Serial No. 261,995. 
Granted February I!, 1941. 

2,231,246. Combination Drafting and Lettering Pen. 
Harold H. Blake, Jr., Burlingame, Calif. Application 
November 6, 1939, Serial No. 330,029. Granted Feb- 
ruary If, 1941. 

2,231,274. Duplicating Apparatus Alfred Marchev. 
La Grange, Robert F. Morrison, Oak Park, and Mor- 
ris P. Neal, Villa Park, til., assignors to Ditto, In- 
corporated, Chicago, IIl., a corporation of West Vir- 
ginia. Application June 3, 1938, Serial No. 211,5'8 
Granted February {!, 1941. 

2,231,410. Cushioned Lead Pencil Emil A. Kern 
and Bruno M. Kern, South Orange, N. J. Application 
August 12. 1939, Serial No. 289,756 Granted Feb- 
ruary If, 1941. 

2,231,748. Adhesive Applying Device. Melville W. 
Clement, Jamestown, N. Y., assignor to tloward G. 
King, Jamestown, N. Y. Application November 29, 
1938, Serial No. 242,982. Granted February Ii, 194! 
2,231,751. Blotter Pad and the Like. Franklin M 
de Beers, Glencoe, Jil. Application January 22, 1940, 
Serial No. 315,050. Granted February I!, (941. 
2,232,193. Visible Index and Signal. Frank Lioyd 
Wassell, New York, WN. Y., assignor to Remington 
Rand Inc., Buffalo, N. Y Application April 6, 1938, 
Serial No. 200,473. Granted February 18, (941! 
2,232,231. Tip for a Marking Instrument. O'Cal 
Hanson, Chicago, Ill., assignor to W. A. Sheaffer Pen 
Company, Fort Madison, lowa, a corporation of Dela- 
ware. Application January 31, 1940, Serial No 
316,506. Granted February 18, 194! 

2,232,410. Hand Stamp. Leon G. Smith, Salt Lake 
City, Utah, assignor to Henry F. Young, Salt Lake 
City, Utah. Application June 26, 1939, Serial No. 
281,175 Granted February (8, (94! 
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MAYOR LA GUARDIA OPENS THE NATIONAL BUSINESS SHOW 
A streamlined letter to President Roosevelt was sped on its way via 
the “Mailomat” as Mayor Fiorello H. LaGuardia of New York started 
the Thirty-Seventh Annual National Business Show at the Grand Cen- 
tral Palace on Monday, February 3. The letter thanked the President 
for his interest in the office equipment industry's annual display of 
business machines and equipment, geared this year to increased speed 
for national defense. Looking on is Walter H. Wheeler, Jr., president 
of the Pitney-Bowes Postage Meter Company. In the background is 
the marquee of the Grand Central Palace, carrying the name of the 
exposition and the dates it was in session. 


See section beginning page 32 
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Ow the a Government wes 


AID TO THE SMALL BUSINESS MAN 


HE Department of Commerce 

is authority for the statement 
that over 1,000 business men from 
all parts of the United States 
come to the Nation’s Capital every 
day. At least half of them are re- 
tailers from the smaller cities who 
do some wholesaling in their re- 
gions. They come to Washington 
at this time to try to get some of 
the defense business. Almost in- 
variably they go to their congres- 
sional representatives to learn the 
ropes. And almost invariably they 
discover that the harried men and 
women up “on the Hill” are al- 
most as badly bewildered as they 
are. There are over 904 different 
agencies of government in Wash- 
ington, executive, administrative, 
independent, judicial, legislative, 
miscellaneous and defense offices, 
agencies, commissions, establish- 
ments and departments; and more 
are added almost daily. It is obvi- 
ous that no person such as the 
overworked representative in Con- 
gress can keep up with this ex- 
pansion and with the shifting 
personnel of the government or- 
ganization. 

This situation prompted the De- 
partment of Commerce to organ- 
ize the Service and Information 
Office, a unit composed of keen 
and alert men and women de- 
tailed from the Bureau of Foreign 
and Domestic Commerce and 
other bureaus of the department, 


By ARNOLD KRUCKMAN 


M4 


who have made it their business 
to know who knows what, and 
who buys that, and who can in- 
form or advise or counsel the 
hopeful people who arrive by every 
train, bus and plane. There are 
approximately forty persons in 
this special staff, and they have 
their headquarters off the main 
lobby of the Department of Com- 
merce building in room 1060. They 
will act as your guides in Wash- 
ington, or they will answer your 
queries over the long distance 
phone, by telegraph or by mail. 


Retailers an Important Unit in 
National Economy 


There are over 2,000,000 retail 
establishments in the United 
States, which incidentally last 
year did almost $46,000,000,000 
worth of business, five-sevenths 
of the total national income, and 
it is anticipated a huge proportion 
of these business men are looking 
towards Washington for defense 
business. The last census reveals 
that over 9,000 retail stores are 
devoted to the sale of appliances 
and supplies for offices, with a 
sales volume in 1939 of approxi- 
mately $300,000,000. It is an ex- 


tremely interesting sidelight that 
these 9,000 establishments are 
owned by 7,500 proprietors who 
employ 35,000 persons whom they 
pay annually $50,000,000; and that 
these establishments had inven- 
tory stocks valued at $53,000,000. 
This attention to the smaller 
business man is a curious develop- 
ment that is the result of the 
interest of two big business men. 
The idea of making the Commerce 
Department as serviceable to the 
little business operator as the 
Agricultural Department is to 
the farmer began with President 
Hoover. Recently it was rejuven- 
ated under Secretary Jesse Jones, 
another big business man. Mr. 
Jones, who sincerely believes in 
service, strangely enough came in- 
to government under Mr. Hoover. 
There is every sign that Mr. Jones 
will make the Commerce Depart- 
ment as useful and as important 
to the national economy as the 
remarkable men and women, dur- 
ing the past decades, have made 
the Department of Agriculture. 
Agriculture has probably the most 
skilled and gifted group of experts 
to be found in the whole system 
of government. They are utterly 
sincere, work for moderate sal- 
aries, and have managed to make 
the department an intimate part 
of the life of every single person 
on the farms of the United States. 
And the department receives the 
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largest annual permanent appro- 
priation among all agencies of the 
government. It is of intimate in- 
terest to every smaller business 
man to understand this situation 
in order to grasp what Secretary 
Jones and the people in the Com- 
merce Department have in their 
minds. There is every human 
quality in the Commerce Depart- 
ment that is present in the Agri- 
cultural Department. It has skilled 
men and women, experts in their 
fields, eager, ambitious, earnest 
and sincere and devoted and 


ready to work obscurely for mod- 
est salaries to do a great job. They 
have been waiting patiently for 
the chance that apparently has 
come along under Mr. Jones. 
There used to be a useful sec- 
tion in commerce, under T. J. 
Davis, known as the Business In- 
formation Service. With practi- 
cally no staff it built up a col- 
lection of information for the 
smaller business man that covered 
virtually all fields. Wherever you 
might be you could write to Mr. 
Davis and he would hunt out what 
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you sought, whether it was in his 
files or in the files of some other 
department. Either he or his three 
or four assistants would trace an 
elusive bit of information through 
the government offices, through 
the 100 plus specialized libraries, 
and through the many labora- 
tories and testing plants, and 
finally transmit the findings to 
the inquirer in Oregon or Iowa or 
Alabama without cost. The service 
enabled the searcher, wherever he 
might be, to obtain the same 
(Turn to page 158, please) 


Salesmanship Tabloids 


The First of a Series of Brief Articles in Which “The Skipper” Takes his Dividers 
in Hand and Charts Somewhat of his Viewpoint Toward “The Selling Game,” a 


Contest in Which he Holds Keen Interest. 


SALESMANSHIP—A CURIOUS PROFESSION 


OST folk designate salesman- 

ship as a profession, so let’s 
take this profession apart a bit and 
see what it means. Elementary, my 
dear Watson, but that’s what we 
need. 
Salesmanship is the technique of 
selling, the technic of the particular 
product you sell. The salesman is 
the actor that plays the lead in the drama 
of business. Like the actor in any drama, 
he must have ability to play the part, express 
the character, make the proper appearance 
and speak the proper lines. 

To be successful involves a never ending 
study of performance and self adjustment 
toward one end—the grand finale—of mak- 
‘ing some other mind accept the conclusion 
of his mind through his presentation. 

In factories apprentices spend several years 
learning a trade in order to get a job which 
frequently requires little more than manual 
dexterity, yet, with no apparent hesitancy men 
are employed “cold turkey” on a selling job 
when, in fact, sales are the motive power 
that keeps the factory wheels turning. Some- 
thing wrong here in the viewpoint toward 
salesmanship. 

Salesmen are not born. There is given to 
some folk inherent talent for sales activities. 
Without these natural talents, saleswork 
should not be undertaken. 

We decline to debate this statement. Sales- 
manship is not an accident. The cultivation 
of natural talent makes possible the sales- 
man’s accomplishment. 

We find out if we have certain talents by 
self analysis. This prevents “misfits.” 

Do you have a keen faculty of observa- 
? 


tion 
Do you make friends easily? 
Do people really like you? 





Do you recall finding attraction 
in trading jack knives? 

Do you yearn to get out among 
strangers? 

Do you have a genuine desire to 
serve others? 

Search yourself and honestly an- 
swer such questions if you follow 
selling as a profession. 

Salesmanship is service. Hard work fre- 
quently in the face of adverse conditions. 

Scientifically speaking, the foundation of 
salesmanship is psychology. Find out what 
this means, study it and apply it. 

Simple, isn’t it? Just like learning how 
to skate well. Every time you fall down, 
you get up, brush yourself off, and start all 
over again. 

“Competition” depresses those with no real 
heart in selling, yet competition stirs up busi- 
ness, increases business volume and creates 
more prospects. It is the essence of Amer- 
ican business. 

“The approach” is a “bugaboo” to some. 
Why not be natural? Present the facts as 
though talking to a friend. 

“Self control” is necessary. This is gained 
by control of the will. Control of the will is 
limited only by will to control. 

“Self confidence” is essential. 
contributes more to self confidence than abil- 


Nothing 


ity to control self. 

Summed up, ultimate success in salesman- 
ship is in direct proportion to the salesman’s 
vision and will. Diploma for salesmanship in 
the office equipment industry, or any other, 
will only be won by those who can look ahead 
and see the vision of what can and may be 
brought about and through these phantoms 
of facts, forms plans, and carry those plans 
through to successful conclusion. That’s what 
salesmanship means. 








She . = of Prescribing : 


EQUIPMENT 
FOR OFFICES 
Wuilds be, Sule 


By A. J. LARSON 


¥ 


OCTORS prescribe, so why 

shouldn’t office appliance 
dealers? One prescribes for an 
individual’s well-being, and the 
other should prescribe for his 
office surroundings. 

The dealer who makes a habit 
of prescribing will find it is a 
good way to build sales the year 
around, according to B. F. Adams, 
of the D. C. Wax Office Equipment 
House, Portland, Ore. Long known 
as one of the busy centers for 
office furniture in the Oregon ter- 
ritory, this company makes a 
practice of prescribing office ap- 
pliances. It practices this policy 
every day in the week and every 
week in the year. 

The marked changes in design 
and construction of highways, 
modernization of public and pri- 
vate buildings have made the 
public conscious of ,progress. So 
it is natural to prescribe the new 
office equipment, which is notice- 
ably improved in design and work- 
manship over the old patterns. 

The contention of this store 
that people do appreciate and de- 
Sire the modern things is shown 
in the great number of their re- 
cent installations in the newer 
designs of office chairs, posture 
chairs, desks, and filing equip- 
ment. 


Survey Solves Remodeling 
Problem 


A man is remodeling his office; 
he finds that he is running into 
trouble in planning the rear- 
rangement of it. One of the Wax 
store’s “prescription” specialists 
goes to the office. A complete sur- 
vey of the office is made. The 
floor plan is studied. How can six 


Po a 


Be 


desks be placed in the room? How 
can the desk in the corner get 
proper light? How can that old 
filing cabinet fit into that spot 
now? After noting all the trouble 
the man is having with the re- 
arrangement, the “prescription” 
specialist returns to the stere and 
sits down and figures out an ar- 
rangement. He then returns and 
prescribes the man’s exact needs: 
A filing cabinet will fit in with 
the expansion plans; better turn 
in the old one. Three modern 
desks, some posture chairs, ar- 
ranged a certain way, will allow 
ample room for the desks in the 
room. 

Business men appreciate this 
“prescription” service, and many 
times before they modernize, or 
move to other offices, have one 
of the Wax “prescription” men 
go along with the architect so 
that office furniture and appli- 
ances can all be planned for well 
in advance of the day when re- 
arrangement takes place. 

Such service always puts busi- 
ness people in a more pleasant 
frame of mind and the feeling is 
reflected in increased sales vol- 
ume. 

The prescription idea is not con- 
fined to the larger items of mer- 
chandise. It is extended effec- 
tively to the smaller ones. Each 
day that the salesmen call on 
their customers they suggest some 
modern appliance that will make 
the office a more pleasant or more 
efficient place. These suggestive 
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“prescriptions” may be a new ink- 


well, a new type of blotter, a new 
chair cushion, or a more modern 
type of stationery. In introducing 
these “prescriptions” many times 
an introductory price is made so 
that the customer will be doubly 
pleased, both as to price and as 
to what the new item will do to 
make his office work easier. 


Latest Equipment on Display 


In store displays the modern 
idea is carried out completely. In 
the desk department a prospec- 
tive purchaser sees just what is 
new. The top of the desk has a 
desk light, pen, inkwell, blotter, 
cigarette ash tray, memo pad, 
desk calendar, book ends and all 
other similar items that the mod- 
ern business office man wants on 
his desk. A new type of office 
chair invites him to sit down at 
the desk so he may see just how 
it will be in his office. By the 
desk is placed a “caller’s” chair. 
Even a rug is underneath so that 
the picture is complete. This in- 
viting method of display shows 
that those in the manufacturing 
field have kept abreast of the 
times and have relegated to the 
scrap heap old designs and con- 
structions of office furniture, 
chairs and equipment, and that 
in their place now is merchandise 
not only better, but noticeably im- 
proved in design and workman- 
ship, and that here it is ready 
to be put in the prospect’s office. 

It is not an uncommon thing to 
see a prospect seated at one of 
these display desks with the sales- 
man sitting in the “caller’s” chair 
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and hear them discussing some 
civic, social or sport activity. 
Members of the Wax organization 
are encouraged to discuss and 
participate in such things. It is 
believed that by so doing the 
viewpoint of the other fellow is 
more clearly understood. 

Nor is the stationery and print- 
ing department of the business 
allowed to be unnoticed by visit- 
ing prospects. A pleasant Neon 
sign heads the department, which 


is situated at the back of the 
Store. It reads: “Don’t Forget. 
We Do Printing.” 

As Mr. Adams Said, “All is not 
quiet on the western front. Out 
here on the west coast we keep 
‘prescribing’ things to our cus- 
tomers and they appreciate it. 
Our concern is vitally interested 
in the upbuilding of our locality, 
and we feel we can do that by 
continually reminding everyone of 
what’s new in the products of 





OFFICE APPLIANCES 


the ojfice equipment business.” 

Wax salesmen go about contin- 
ually with their eyes open for 
opportunities to tell the busy ex- 
ecutive or office manager about 
latest developments in equipment 
and utilities. If a new desk is 
needed, or a chair, or a filing 
cabinet, the salesmen describe 
what’s new and “prescribe” it. 
It’s not uncommon to hear pleased 
customers say, “That’s just what 
the doctor ordered.” 


ractitioners Thad: Whake ~ = 


GOOD CUSTOMERS FOR STATIONERY 


HEN the hoary bearded old 

gentleman in Prince Albert 
coat and plug hat faded out of the 
picture as a symbo!: of American 
doctors, dealers in stationery and 
office supplies had a quarter of a 
million A-1 prospects added to the 
list of their potential customers. 
Roughly, there are 250,000 practi- 
tioners of the healing arts legally 
licensed and engaged actively in 
their professions—medicine, den- 
tistry, osteopathy, veterinary med- 
icine and chiropractic. 

According to a recent survey, 
physicians headed the list of all 
occupations in the United States 
as to income earned and the other 
varieties of practitioners are not 
far behind the M.D.’s in the re- 
muneration they receive for their 
work. A group with such high 
earnings and modern, scientific 
ideas have the money to spend and 
are willing to spend it for office 
equipment and supplies that will 
be of value to them. Yet, some- 
how this fertile field for stationers’ 
profits is generally left unculti- 
vated, except by the companies 
who sell stationery and office sup- 
plies by mail. They are bombarded 
with a veritable barrage of direct- 
mail advertising and, because they 
are often neglected by their local 
dealers. 

There was a day when many 
doctors did not keep books—when 
people did not give much thought 
to paying doctor bills, anyway. 
But that era has passed; today, 
almost every practitioner has a 
very creditable ledger. And those 
who do not are excellent prospects 
for their sale. Most popular among 
them is a post-style binder, filled 
with printed forms for double en- 
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try bookkeeping, on each sheet of 
which appears a code of symbols 
to permit simplification of entries. 
Such ledgers and fillers for them 
are profitable items and worth the 
consideration of every stationer. 
If he carries a line of ledgers of 
first quality and handsome ap- 
pearance, he will find it possible 
to make such sales frequently to 
those professional men. 

Because of the amount of their 
incomes, almost every member of 
this group is required to make in- 
come tax returns. To do so ne- 
cessitates the keeping of complete 
and accurate business records, 
which is almost a hopeless task 
without a printed log or some such 
system. A “Physicians’ Log” is 
widely sold through the mail by a 
firm of printers, priced at $10. And 
a new one must be purchased each 
year. 


Stationery Requirements 


These professional men must, of 
course, have a supply of stationery 
for their correspondence that will 
reflect upon them properly. All 
of them use statements, too—us- 
ually printed forms in harmony 
with their other stationery. Then 
there are case records. This latter 
item alone is large and important 
enough to be of Keen interest to 
office supply dealers. There are a 
number of types of these filing 
systems used for case records. Each 
has its group of advocates. Some 
use 3x5 cards; others 6 x 9 or even 


larger, plain or printed (usually 
printed). Others use _ printed 
sheets, usually legal size, folded 
once. Recently, many physi- 
cians have installed business files 
matching their clinical files in lieu 
of their formerly used ledgers. The 
sale of such files calls for cabinets, 
and these usually are desired in 
good quality and in a finish ap- 
propriate to their offices’ furnish- 
ings. 

A complete list of the group’s 
needs would be impossible to for- 
mulate, but the following might be 
mentioned, as some of the items 
in greatest demand: typewriters 
and supplies, appointment cards, 
business cards, greeting cards, in- 
delible pencils and softest-leaded 
pencils for skin marking, paper 
drinking cups, paper towels and 
napkins, waxed paper and desk 
accessories. As to. prescription 
blanks, it formerly was customary 
for druggists to furnish them 
gratis to doctors but the tendency 
is away from that policy because 
of the impression often created in 
patients’ minds by the drug store 
advertising on the blanks (a sus- 
picion that there might be a re- 
bate added to the cost of the medi- 
cines ordered). 

Incidentally, these practitioners 
are excellent credit risks. They 
cannot afford not to be, for their 
very livelihood depends much 
upon the esteem and respect the 
community has for them. 

A quarter of a million potential 
customers whose needs are exten- 
Sive and whose resources are ample 
deserve the aggressive attention of 
every dealer in stationery and 
office supplies. 
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“QUOTA CITY” SALES CONTEST? 


ALES contests in well estab- 

lished sales organizations are 
usually original in their concep- 
tions and ideas. There must be a 
unique angle with the thought of 
maintaining interest and keeping 
alive the competitive spirit. There 
usually are several unique angles 
if the contest is to achieve its 
aims. 

An interesting sales contest 
with some new aspects was re- 
cently conducted in the sales de- 
partment of Schwabacher-Frey 
Company, Los Angeles, Calif. 
Thirty-nine salesmen from the 
general sales department and the 
duplicating machine sales depart- 
ment participated. The contest 
period was thirty days. It was 
known as the “Quota City Con- 
test.” A salesman could win one 
of four different week-end trips 
depending upon his volume of 
sales. He could win a trip to San 
Clemente, to Coronado, to Cata- 
lina Island or to San Francisco, 
the value of the trip increasing in 
the order named. He was entitled 
to take his wife and go with all 
expenses paid. 

The unique feature was the 
building up of a “railroad passen- 
ger ticket.” It was first re- 
quired that the group at- 
tain a group quota. This 
quota was reached by the 
group in twenty-one days. 
The ticket was built up by 
pasting on another cou- 
pon representing five per 
cent every time a five 
per cent portion of the 
group quota was made. 
This means that twenty 
such coupons, closely re- 
sembling a railroad ticket, 
were pasted in a long 
strip. This, it was shown, 
carried the group to 
“Quota City,” qualifying 
the members of the group 
as individuals to compete 
for the trip prizes. From 
there on each individual 
had the remainder of his 
own ticket built up in 
Similar way. When he 
reached the _ required 
quota, winning a trip to 
San Clemente, a section 


of the long strip was pasted in 
showing that achievement. When 
his sales reached the quota entitl- 
ing him to the better trip to Coro- 
nado, that automatically cancelled 
the lesser trip. This system con- 
tinued on up to winning the San 
Francisco trip. 

The contest was the most suc- 
cessful held in this sales depart- 
ment in many years, the assistant 
sales manager states. Of the 
thirty-nine men competing 
twenty, or one more than half, 
won the trip to San Francisco; 
two won the trip to Catalina 
Island; three won the trip to 
Coronado, and nine to San Cle- 
mente. This means that only five 
of the thirty-nine failed to win 
trips. This contest was purposely 
held just before the vacation 
period was due to begin. Inci- 
dentally the contestant was en- 
titled to take cash instead of the 
trip if he wished to do so. 

The sales board was used dur- 
ing the period when the group 
was aS a group on its way to 
“Quota City,” the progress toward 
that mythical city being shown 
by the movement of a picture of 
a Streamline train on the board. 
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It should be noted also that 
duplicate tickets by use of the 
successive coupons were furnished 
the salesmen’s wives. This meant 
in effect that there was a sales 
manager in each home urging the 
salesman to do his best. This was 
considered important by the sales 
manager downtown. 

The building up of this “railroad 
ticket” was of course a stimulat- 
ing feature in that it was wholly 
unique and differed from any con- 
test feature previously used. There 
was an interesting fact brought 
out when it was learned that a 
few of the salesmen had even 
reached their individual quotas 
entitling them to the most impor- 
tant trip before the “Quota City” 
part of the ticket was completed. 

The salesman’s own quota was 
built up of four coupons each rep- 
resenting twenty-five percent of 
his quota. Good fellowship and 
a nice competitive spirit prevailed 
throughout. Four executives in 
the sales organization were named 
aS sponsors each with a number 
of salesmen on his group list but 
there was of course no competi- 
tion between such _ sponsored 
groups as such. 








A STAR SURROUNDED BY UNDERWOODS!—tThe glorious Ginger Rogers who some time 
ago abandoned “hoofer”’ pictures to demonstrate that she possesses rare ability as a dramatic 
actress, was recently pictured as a student in a secretarial school in an R.K.O. picture. 
Thus the above scene in which Ginger, surrounded by boys and girls who are concentrating 
on their Underwoods, is being told to keep her wrist up or something and doesn’t appear to 
like it very much. 
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Selling Cmambles cual: 


APPEALING TO PARENTS 


By J. EDW. TUFFT 


HE typewriter department in 

the Eastern-Columbia, large 
department store in Los Angeles, 
Calif., has built one of the largest 
typewriter businesses in town in 
the last few years. The two Sales 
features that have had more to do 
with this build-up than any other 
are selling the complete ensemble 
and appealing to parents in the 
interest of children. 

A five-piece ensemble at a fixed 
price, grading up in $5 groups in 
accordance with the value of the 
typewriter in the ensemble, has 
been the most popular one. This 
group consists of the typewriter, 
table, student’s lamp, chair, and 
accessories consisting of bottle of 
oil, brush, cover, ream of paper 
and instruction book. The bottom 
price on this is $34.95, which in- 
cludes a certain make of portable 
or certain makes and dates in re- 
builts. The next grade ensemble 
sells at $39.95, the next $44.95, 
and the next at $49.95. The $5 
gradations have been found the 
most popular and as a rule the 
person coming in to look at the 
$34.95 ensemble is easily sold up 
to the $39.95 group. 

Inasmuch as the chairs, tables, 
lamps, etc., are bought in large 
numbers, they are well bought, 
according to Harry Cherry, mer- 
chandise manager in charge of 
concessions in the store. 


Starting Them Right 


“There is more than the mere 
sales appeal in the ensemble idea,” 
Says Mr. Cherry. “One must re- 
member that the average person 
buying a typewriter to use in his 
home is not likely to have a table 
there of the right height or a 
lamp built for the job. If such a 
person properly equips himself at 
the beginning he is going to get 
much greater satisfaction out of 
his machine. In other words, he 
is going to be a much better satis- 
fied customer. There is nothing 
in this world so valuable to a 


merchant as a Satisfied customer. 
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Discourage him with his equip- 
ment at the beginning and you 
have done something harmful to 
him as a customer.” 


Parents Are the Real Customers 


Naturally the major portion of 
the contacts by a department 
store are made through newspaper 
advertising, direct-by-mail, etc.., 
and a very large percentage of 
machines sold are for use in 
homes. A surprisingly large per- 
centage is sold to parents for use 
by boys and girls ranging in age 
from twelve to eighteen. Mr. 
Cherry says ninety-eight percent 
of the sales made some months 
are to parents. 

Here is where the ensemble idea 
comes in splendidly. The one pur- 
chase solves the problem. The first 
thing to think about, Mr. Cherry 
says, is the matter of giving good 
advice. A boy or girl must be 
started right and started with 
real, not imaginary, economy. “We 
never sell a typewriter to a par- 
ent,” says Mr. Cherry, “without 
getting a complete story of the 
child’s age, grade in school, tend- 
encies, etc. If the boy or girl is 
one likely to use a typewriter care- 
fully and for a long time we al- 
most insist on a reasonably good 
machine, usually a substantial re- 
built. We know such a machine 
will last for years. Sales to friends 
and neighbors from the reflective 
effect of such sales are a good 
part of our new business.” 


Best of Trained Men 


The department has its own re- 
building shops and in these shops 
only the most highly experienced 
men are allowed to work. The 
two men working at this writing 
and who have been with the de- 
partment for many years, since 
the store started to go after this 
business in a large way, have had 
more than thirty years of experi- 
ence. Every rebuilt machine has 
a new machine guarantee. When 
one of these goes out the cus- 
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SHOP EAR HOME: 


There's on Eastern-Columbia store near your home 
where you can save shopping time and money. 
All stores starred below are open every aight till 
, seo do come early or late . . . often! 


caht 
P Week Nights 
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How Eastern-Columbia Advertised Its 
Typewriting Ensembles.—Shown is a 
reduced reproduction of a newspaper 
advertisement with copy appeal and 
illustrations directed to parents of 
children in the grade or high schools. 
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tomer has an exchange privilege 
within thirty days. The thought 
in the exchange privilege is to 
make sure the customer gets what 
he should have. The percentage 
of exchanges is very small. 


Big Sale of Ensembles for Presents 


The promoting of the ensembles 
has led to large volume in sales 
for presents, particularly for 


Christmas. Parents can find no 
better present than one of this 
kind, Mr. Cherry thinks. Such a 
gift can be packed compactly and 
made up into regular gift package 
style with all the appeal of any 
smaller size present. 

“There is no limit to this busi- 
ness,” Mr. Cherry says, “and there 
is no reason why a typewriter with 
the ensemble should not be put 
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into nearly every average home 
in the city as a part of its regular 
equipment. The sooner we get to 
feel that such equipment is a 
necessity, not a luxury, the sooner 
shall we all look upon all parents 
as prospective customers. Parents 
buy for their children readily, 
when the merchandise is con- 
structive and when proper appeal 
is made.” 


MAKING THE IDEA STICK 


ANUFACTURERS of products 

the names of which have 
become household words, have 
brought about that result by repe- 
tition. Ask your wife what phrase 
about Ivory soap sticks in her 
mind and she will say, “It floats.” 
A great many other things have 
been said about that product, but 
that one thing has been repeated 
until it is as familiar as “Mary had 
a little lamb.” 

James Gordon Bennett of the 
“New York Herald” declared the 
secret of successful journalism to 
be “repetition, repetition, repeti- 
tion.” Too, it is the secret of suc- 
cessful advertising and Selling of 
office appliances. 

It may very well be that you 
cannot sit down with a man in his 
office to discuss his need for an 
adding machine and repeat to him 
time and again the same Selling 
point in the same words. That 
would be repetition, but the only 
result would be that he would 
think and, perhaps, say, “I heard 
you the first time.” You need to 
repeat the presentation of the 
salient idea, but you must repeat 
it in different language or ap- 
proach it from a different angle. 
But, if you have evolved a pointed, 
catchy phrase that emphasizes 
some important feature about your 
machine or that impresses name 
or quality or price, its repetition 
enough times will make it stick in 
the prospect’s mind, without being 
too tiresome. 

A very successful safe salesman 
of my acquaintance has featured 
in all his personal contacts with 
prospects and on all his stationery 
and in all his advertising, the 
phrase, “Talk to me about safes.” 
That command is suggesting and 
stimulating. When he walks into a 
man’s office and hands him a card 
which is lettered on the side up- 
ward as it is taken, “Talk to me 
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about safes,” the message is read 
and the recipient notes down in a 
corner the little word, “Over.” He 
turns over the card and finds the 
salesman’s name. This tends to 
break down resistance. It may get 
a smile. Repetition of that catch 
phrase causes it to come to buy- 
ers’ minds when they think about 
buying safes. 


Talk About Rebuilts 


I have a friend who is a type- 
writer salesman, doing a good 
business in used machines in a 
certain small city. When he opened 
his shop, he talked so much about 
“rebuilts” that his acquaintances 
began to kid him about it. If they 
talked with him for a few minutes 
and he did not mention “rebuilts,” 
they would want to know, “What, 
nothing about ‘rebuilts’?” 

Starting with frequent repeti- 
tion of mention of rebuilt type- 
writers, because he was enthusi- 
astic about the business and al- 
ways had it on his mind, he soon 
saw the advantage of encouraging 
the mention on the part of others. 
He let them think they were get- 
ting him fussed when they rode 
him about “rebuilts,” when they 
introduced him as “Rebuilt John- 
son,” or when someone shouted 
“Rebuilt!” at him if he got up at 
a luncheon club meeting. The re- 
sult is that everyone knows him 
as the man who Sells rebuilt ma- 
chines. 

I went into a stationery and 
office supplies store and saw at 
least a hundred cards of uniform 
size, lettered in red ink on white: 

Two Good 
Typewriter Ribbons 
$1 
Wherever I looked there was one 


of these cards. One would have 
given me the information ade- 
quately, if placed where I would 
have seen it. Two or three cards 
might have caused me to absorb 
the message two or three times, if 
I had seen all of them. But a hun- 
dred of them, so placed that I was 
confronted with them at every 
point made it impossible to escape 
the impression that here was 
something important going on in 
the ribbon line. It made it almost 
certain that I would ask about 
them and it made it very easy for 
the salesman to interest me if I did 
not ask. One or two cards would 
have been a routine practice, but a 
hundred cards was a sales stunt. 
It could not have cost the dealer 
more than the price of a dozen 
sheets of bristol board and an 
hour or so of work with a marking 
brush. 

It is easier to popularize a 
catchy name or phrase than one 
that is awkward to say, but repe- 
tition will familiarize people with 
whatever phrase you choose to use 
in your business. 

Repetition has put on the public 
tongue phrases no more significant 
than “Take it away,” “Shoot the 
works,” “My friends,” “We want 
Cantor” and forty others. 


Feature a Genuine Selling Phrase 


How much more important to 
emphasize something more worth 
while: “Murphy’s Office Supplies 
Super-Market”; “T’ll systematize 
your filing”; “New typewriters for 
old”; “Everything for offices”; 
“Telephone orders delivered”; “We 
make filing easy”; “We mechanize 
offices”; “Thomson—Office Econ- 
omist”; “Where office supplies 
money goes furthest”; “The Office 
Shop”; “Office Supplies Exchange”; 
“Business Aids.” 

It is not the cleverness of the 

(Turn to page 21, please) 
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An Sn terpretation O 


DIRECT MAIL INTERVIEWING 
Dilensive Use by a Suggested 


IRECT mail advertising inter- 
views clientele by first-class 
mail. Preferred attention is 
secured when convenient of the 
person of your interest. It in- 
forms prospects and convinces 
buyers. It builds atmosphere in 
which to complete the sale. 
Direct mail advertising in its 
complete function is not, as many 
use it, broadcasting hundreds of 
circulars however good, alone, to 
indifferently analyzed addressings. 


Direct mail interviewing, in your 
own personal dictated letters, 
binds together everything you do 
in sales promotion: store activi- 
ties, outside sales people, produc- 
tive publicity. That is to Say, all 
of these means have brought in 
people interested in your offerings 
They must be secured as cus- 
tomers for your venture. What 
you are to do, whether or not 
they are sold at the moment, is 
to record personal interests on a 
suitable form. You use this in- 
formation to build better sales and 
more of them to these people as 
they grow in number. 


Advertising Returns 


Each publication of your mess- 
age brings in some who pay or 
charge. Cash goes in the till and 
charges on the books. But did the 
names of lookers get on your list 
for analyses and follow-up? Clever 
Sales people will record essential 
facts on slips made for the pur- 
pose. Not all lookers will get on 
the list, but as this class runs 
from ten per cent to fifty per cent 
of those brought in, all turned 
into customers reduce loss on the 
setup and become profitable. Re- 
member that the cost of each 
person passing the entrance and 
looking at what you have costs 
two to five dollars. Interesting 
the majority of them, added to 
what you have, may show the nice 
turnover you have in mind. 

Our changing times create need 
of extra efforts to sell. It means 


(Abstract of the Third Chapter 
of Book to Be Published Soon. ) 


By H. M. GOLDTHWAIT 


Keith Safe Company, 
Denver, Colo. 











getting closer to the Sellable pros- 
pects who have previously escaped. 
It means making of occasional 
customers, better customers. It 
means holding more securely your 
star customers. Hence this need 
of adding to your other efforts, 
direct mail interviewing supple- 
mented by its recording system. 


Direct mail interviewing is done 
in your best manner—that ex- 
cludes processed letters. 

This means giving more time 
to analysis of what your territory 
Should produce. Set apart time 
each day to go over your prospect 
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and customer list. Study for the 
tenth time needs and what buying 
charts reveal. It is not that they 
possibly will come in but that you 
will interest them to come and 
buy. You dictate personal letters 
on the basis of what sales people 
have reported—a few every day. 
Time and postage are slight com- 
pared with possible new sales or 
holding a customer. Competition 
has so many hands out. 


Extend Sales Contacts by Mail 


Direct mail interviews are your 
personal sales staff. Record the 
sending, and why. With or with- 
out sales help these extend the 
reach of your sales arm. So many 
regret loss of the earlier personal 
touch that made you grow, now 
that you have become wound up in 
so many extra interests. You can- 
not stop people from shopping 
about but you still can make cus- 
tomers of shoppers. And _ this 
sales person reporting slip makes 
a “round robin” of customer in- 
terest. 

A new card is made for the 
prospect and the customer card 
is brought up to date. Sales people 
should go over the cards daily, at 
least some part of them, referring 
to their departments. Nothing is 
so convincing as a knowledge of a 
customer’s buying history. Meet- 
ings of an evening may be held 
over these cards to bring out buyer 
slants and how met. What the 
customer has and what he might 
be sold. This procedure may be 
applied to any kind of medium 
size business. The old idea of a 
customer: “Here today and gone 
tomorrow,” does not fit the cumu- 
lative buildup. 

If you object to the clerical 
and analytical work involved you 
are definitely slated for restricted 
sales. It is required work if you 
are to grow, perhaps even to sur- 
vive. The small shop with a closely 
working group of people is speci- 
ally fitted to develop more per- 
sonal relations with customers. 
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Possibly we shall have more small 
shops to facilitate distribution. 

Actually, you are manufacturing 
customers from prospects. Stores, 
facilities, merchandise, advertis- 
ing, are factory equipment. Your 
people are the manufacturing 
staff. You go into the open mar- 
ket for raw material, prospective 
customers. You study your mar- 
ket as the manufacturer does his 
market. Selling is quite as exact- 
ing as manufacturing but un- 
fortunately selling has not been 
perfected to the extent that 
manufacturing has. Two-thirds 
of sales people are not so well 
informed as they should be. It 
is possible that cooperation on the 
direct mail list might help raise 
the standard. 


Profitable Volume Is Goal 


After all, the volume that can 
be handled at the best profit is the 
happy medium to attain. Money 
expended to develop distant fields 
to the neglect of the immediate 
field is doubly lost. Hiring highly 
capable help and giving them 
their heads, so to speak, is insur- 
ance against outside competition 
eating your head off. You might 


give up some extra activities to 
allow time for thoughtful codpera- 
tion. It is not a case of hard 
driving without due credit for 
performance. An appreciable part 
of capital is ideas consummated in 
Sales. Possibly we shall have 
smaller territories better worked 
and manufacturers will have more 
dealers. 

Personal popularity, club and 
social contacts are too often 
thought to be the “tie that binds,” 
but be warned it is solely what 
Satisfies the customer that 
prompts the magic words: “charge 
it, please”—or impels him to count 
out the cash or write a check. 

Selling is highly analytical. 
Like solving a chemical problem, 
it depends on related facts prop- 
erly combined. And in selling, 
proven facts are the basic ingredi- 
ents, plus experience. Be remiss 
in one and you get an unhappy, 
even disastrous result; in the 
other you lose a customer, and it 
is axiomatic that a lost sale is 
never regained. 

If there is anything new in sell- 
ing it is in the highest possible 
development of direct mail inter- 
viewing. That means more inten- 
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sive selling—letters such as you 
have never before written. I have 
wondered over many years if and 
when direct mail might be super- 
seded. Perhaps direct mail inter- 
viewing will make it clearer. Some 
national examples before me prove 
it is reaching into “high”’—a new 
“high.” 

The late Sir Thomas Lipton’s 
mother wisely remarked: “It will 
be a better advertisement still, 
Tom, if the cheese is good cheese.” 


——— eee 


MAKING THE IDEA STICK 
(Continued from page 19) 
phrase or name you adopt as an 
advertising aid; it is the persist- 
ence and the ingenuity you use 

in its repetition. 

When I was first in the retail 
stationery business for myself, I 
adopted the catch phrase, “Your 
money back if you want it,” for 
use with all my advertising. The 
phrase caught on and everyone in 
the small town where I was got 
to calling me the money-back man 
and that didn’t do me any harm. 
It was a catchy slogan and it 
meant something and I lived up 
to it. 





SWING INTO SPRING.—That was the theme 
of these two windows recently shown by the 
Kendrick-Bellamy Company, Denver, Colo., 
and dressed under the personal supervision 
of Jack Kendrick. (Top) A lot of good sug- 
gestions in line with Spring office clean-up, 
new files, clip boards, letter trays and waste 


baskets. (Lower) This window featured office 
and store helps which are generally needed 
with the beginning of a new fiscal year or in 
connection with the laying in of new Summer 
stocks of merchandise. These included price 
tags, inventory sheets, stickers and labels, 
in addition to transfer cases, card files, etc. 
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OPPOSITION—NOT COMPETITION 
“he Most Effective Warker 9 Ever Kaew” 


Note——The appended article is 
taken from an address made by 
Mr. Tussing in Chicago not long 
ago. It is an inclusive exposition 
by a man qualified through er- 
perience to state the case. Mr. 
Tussing was formerly assistant 
sales manager, The Safe-Cabinet 
Company, originators of the Safe- 
Cabinet, certified protection de- 
vices, A, B and C Underwriters’ 
labels; president, Victor Safe & 
Equipment Company, visible 
equipment, steel office furniture, 
filing supplies, indexing, systems, 
duplicating stencils and equip- 
ment, safes and insulated filing 
equipment; and assistant to pres- 
ident, York Safe & Lock Company, 
bank vault work, sofes, Army and 
Navy ordnance, munitions. 


FTEN opposition can perform 

a constructive service. But I 
want to talk about a kind of “Op- 
position” that can be hostile. One 
that can reverse the sales curve of 
an entire industry. 

Many of us know something 
about the fire resisting safe busi- 
ness around 1915 to 1927. Then, 
the annual volume of sales was 
over twice the amount it is today. 
Concerning the actual difference, 
of course, that is a matter of de- 
bate as many companies who made 
safes at that time, are now out of 
business or no longer make them. 
Further, only in recent years have 
manufacturers reported their 
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shipments to the United States 
Department of Commerce, who in 
turn publish monthly, a total fig- 
ure, showing the volume for the 
industry of thirteen competitive 
manufacturers. However, there 
can be no debate concerning the 
volume being far less today than 
fifteen or so years ago. Why is it? 


Increased Machine Sales Create 
More Records 

The need for protection of rec- 
ords has increased a great deal, 
due partly to the improvement 
and extensive sale of office ma- 
chines in recent years. Production 
of cash registers, adding and 
other “calculating” machines 
reached an all time peak in 1937 
which was an increase of 26 per 
cent in excess of the previous high 
established in 1929. These ma- 
chines create many important 
records. Isn’t that their principal 
function? 


New and Valuable Records Sky- 
rocket Due to Recent Legislation 

Recent federal and state legis- 
lation now require businesses 
everywhere to keep a vast number 
of new records which, a few years 
ago, were considered unimportant 
or unheard of. Some of these new 


sales below cost. 


laws specify the employer will 
make, keep and preserve certain 
records. 

State laws prohibiting sales be- 
low cost came into prominence 
during 1935 to 1937. Newspapers 
have given many accounts of busi- 
nesses that suddenly were made 
defendants for making alleged 
What is cost? 
Many and varied records are nec- 
essary to determine cost and to 
conduct a successful defense. 

Social Security laws were en- 
acted in 1935. Federal and state 
acts require many businesses to 
prepare and keep numerous new 
records on this subject and to 


submit detail reports. 


State sales, use and service taxes 
sprang up like mushrooms around 
1933. They affect the smallest 
business in many states. Some 


states require monthly, quarterly 


and yearly reports. The Ohio law 
specifies sales tax records will be 
kept three years. Not long ago, a 
Cincinnati department store lost 
its 1936 and 1937 sales slips. It had 
to pay a sales tax on total sales 


since its remaining records could 


not prove which sales were taxable 
and which were non-taxable. The 


supreme court of Ohio has been 


asked to compel two large grocery 
chains to pay $500,000 in sales 
taxes on certain goods and sales. 
Records will determine how much, 
if they are available. 

State fair trade laws multiplied 
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and became almost universal 
about 1936. Law suits have been 
common. Valuable records usually 
supplied the evidence for or 
against. The Robinson-Patman 
Act of 1936 has caused no end of 
grief for many companies, who 
are dependent upon a vast amount 
of bookkeeping data to prove no 
discrimination between customers 
on prices or services rendered. 

The Fair Labor Standards Act 
of 1938 should be recognized by 
the safe manufacturer as a real 
boom for his business. The United 
States Supreme Court recently 
established the right of the Wage 
and Hour administrator to inspect 
company records. This decision 
was rendered against a large mail 
order house which had contested 
the government’s right to do So. 
A railroad’s failure to keep certain 
records on some 15,000 employees 
resulted in a charge of owing 
$300,000 in back wages and penal- 
ties. One West Virginia case in- 
volved the examination of records 
of sixty-five different lumber com- 
panies. 


Need for Record Protection Has 
Tripled 

These recent laws and others 
like Employees’ Compensation and 
Securities Exchange legislation are 
among the many new measures 
that have multiplied record mak- 
ing and its preservation. Manage- 
ment is on the spot. 

Customers purchased thousands 
and thousands of safes between 
1915 and 1927. Why did they stop? 
Today, the market is far greater 
than ten years ago and very much 
larger than twenty years ago. No 
Substitute has been developed to 
replace or to commercially outlaw 
modern fire resisting containers. 
Fires are as plentiful as ever and 
a constant menace to the safety 
of valuable and important records. 

There are huge groups of busi- 
nesses that have outgrown their 
safe capacity. Thousands of safes 
have become too small to house 
all the valuable records accumu- 
lated in recent years. Many safes 
have surrendered to old age and 
should be replaced with new ones. 
There are many relics in use that 
are not accessible, or so large and 
cumbersome that economic use is 
impossible. The need and market 
for safes (record protection) has 
tripled in recent years while the 
sales volume has skidded to an 
unbelievably low level. Why is it? 

From 1912 to 1920 the safe busi- 
ness was So prosperous, ten differ- 
ent companies started to build 


safes (as a side line) for the first 
time. Today, these companies con- 
sider their safe business a relic, 
measuring their activity in this 
particular field. Five discontinued 
making safes entirely and now 
buy their needs to round out their 
lines from a competitor. Six other 
companies instead of seeking the 
shelter of 77B, closed their doors 
permanently. Several of the few 
remaining companies added new 
lines of office equipment, systems, 
armor plate or other ordnance. 


Let’s Consider Some Other 
Businesses 


Buggies, whips, saddles and har- 
ness lost out because they con- 
tributed to a mode of transporta- 
tion that people refused to buy, 
when something superior was pro- 
duced. Some of those manufac- 
turers died when they refused to 
see the handwriting on the wall, 
while others went into new lines 
and prospered. That happened 
since around 1912. Then the safe 
business was tops. The automo- 
bile business attracted some of the 
best sales talent in the country. A 
few once sold safes. No substitute 
stole the market for safes. Who 
did steal the safe business? 

The phonograph and the advent 
of the apartment house killed 
pianos and organs. There just 
wasn’t room for either in the 
mechanized, efficient apartment 
suite. Then, a bit later, the radio 
killed the talking machine. But a 
few years later, the talking ma- 
chine rebounded with a _ bang. 
More expensive ones were made. 
Desirable and new features were 
added. Sales methods were 
changed to fit a new tempo of 
public taste. People bought them 
again. Today, it is enjoying a pri- 
vate boom which makes many 
other industries look as though 
they were standing still. 

Yet 1939 was radio’s biggest year. 
Sales in units were 9,100,000. In 
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addition to the original console 
models, radios were built to fit in 
automobiles, to sit on an end 
table by a favorite chair, in offices 
and bedrooms—at prices people 
would pay. Then, they produced 
a contraption about the size of a 
big lunch box that required no 
electric connection, antenna or 
anything. What a sales job they 
did in supplying merchandise and 
selling to attract our dollars and 
they got our dollars! Two, three 
and four radios in one family are 
not uncommon. People insist on 
“accessibility and convenience” 
and they have both. 

The feeling exists that the talk- 
ing machine and radic made a Rip 
Van Winkle out of the piano and 
organ. Ask the average salesman 
today if he would like to sell pianos 
and organs. He would likely tell 
you, he would make more money 
selling hymn books and Bibles— 
if they had zipper bindings. Yet 
the facts are this business came 
back stronger than ever. A few 
months ago 10,714 pianos were 
shipped, the largest month in 
piano history. They made them 
smaller and performed a real sales 
job. They satisfied people’s tastes 
and desires. 

What’s all this got to do with 
safes and record protection? 


Some Other Things That Put 

the Skids Under Safes 

For every hour spent today sell- 
ing safes, probably fifty hours 
were spent from 1915 to 1927. 
That’s a ratio of fifty to one. What 
became of all those salesmen? 
Why aren’t they seliing safes to- 
day? 

A thundering herd of things 
happened in a few years. First, 
new things appeared that snuffed 
out the old ones—and the same 
thing happened to weak sales or- 
ganizations. You just don’t buy 
things of a vintage of ten and 
twenty years ago—and you can’t 
warm up to the salesman who 
revels in that age and talks its 
language. Yet the manufacturer 
of pianos, phonographs and organs 
showed how to turn a sick business 
into an all-time new high enter- 
prise. Cash registers sell in greater 
volume. It would seem every busi- 
ness had one or was Satisfied with 
the one it had. New businesses 
are not opening up like they used 
to twenty years age. New custom- 
ers are not coming into existence 
to buy them. 

When the safe business was tops, 
the following equipments were be- 


(Turn to page 87, please) 
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FURNITURE WINS PROFITABLE VOLUME 


FFICE furniture sales volume, 

for the most part, is de- 
pendent upon how well the sta- 
tioner delivers his sales message, 
according to L. Henry Baudean, 
president of Baudean’s, Inc., New 
Orleans, La. If the stationery 
store customer becomes conscious 
of newly designed furniture the 
moment he approaches the store, 
after he comes inside, and all the 
way through the building, the 
stationer is bound to achieve good 
results. In other words, Mr. Bau- 
dean explained, it is necessary 
that the stationer go a bit farther 
than merely maintaining a hand- 
some display floor of office furni- 
ture in order to do a good job of 
merchandising it—he must iden- 
tify himself with good office fur- 
niture so thoroughly that when 
the time comes to buy, the busi- 
nessman will automatically think 
of his store as the logical source. 


“Too many Stationery houses 
rely solely upon the efforts of 
their outside sales force to carry 
the furniture-promotion burden,” 
Mr. Baudean explained. “I believe 
most men in the business will 
agree that it is customary in the 
usual store to keep office furniture 
displayed on an upper floor with- 
out mention of any kind in the 
traffic centers of the lower floor; 
thus it is. shown where the aver- 
age stationery customer who 
might quite reasonably be a pros- 
pect for a new desk or other furni- 
ture has little opportunity to see 
it. Of course, window display is 
a general answer to this problem 
—but we believe that it requires 
more than a single window of fur- 
niture to make the customer con- 
scious of our stock.” 


Inclusive Program of Making 
Impressions 


In line with the above theory, 
Baudean’s, Inc., which operates 
through the city of New Orleans 
for both office supply and furni- 
ture sales, is a perfect example. 
First, the company letterhead car- 
ries this notation — “Baudean’s, 
Inc., Office Outfitters.” The same 
point of “Office Outfitters” is car- 
ried through on statements, on 
the store windows and its identi- 
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fying sign—so that a primary 
point of importance is established 
every time a businessman hears 
from Baudean’s or passes the 
store. There is no doubt left that 
Baudean’s is in the office outfit- 
ting business. 

Next, the Baudean windows con- 
tain one section which is perma- 
nently given over to office furni- 
ture promotion—with a clever dis- 
play twist which keeps a constant 
number of passersby stopping to 
examine it. This is a fifteen-foot 
window at the extreme right of 
the store front, which has been 
made into a model office of which 
the glass window is one wall— 
thus giving the idea that the on- 
looker is peering through the wall 
itself. 


Complete Office Displayed 
in Window 


Not just a few pieces of furni- 
ture, but a complete office is 
shown here. On the floor is a 
handsome carpet. In the center, 
a walnut desk in a moderate price 
range, complete with posture 
chair, desk pad, clock, personal 
file, correspondence basket, and 
other props. In the corners are 
a table, file, waste basket, occa- 
sional chair, and every fitting 
item which goes to make up a 
complete display. Moreover, each 
piece fits into the fashion picture 
by being carefully chosen to com- 
plement the rest—all the same 
grade of walnut, for example. 
“Our idea here,’ Mr. Baudean 
pointed out, “is to present a model 
office well enough displayed that 
the average visitor feels he could 
step into it and begin immedi- 
ately transacting his business. 
More actual sales impulse is cre- 
ated in this way than in anything 
we can do to build up buying 
appeal.” Everything but a tele- 
phone is there. 

These are two points which help 
to carry the message of the office 
furniture department immediately 
to the businessman. It does not 


stop there, however—for when the 
prospect enters the Baudean 
building, he is treated to still 
more display, which is particu- 
larly effective through a novel 
arrangement. 


On the first floor are fifty pieces 
of office furniture—each chosen 
from among representative stocks 
on the second-floor furniture dis- 
play level. None are duplicated, 
nor is there any price mention; 
for this display, which occupies 
thirty per cent of the first floor, 
is intended solely to create in- 
terest. Where Baudean’s handles 
twelve kinds of desks, four are on 
display on the first floor. 


To the left of this display is a 
battery of three 10 x 12 enclosures 
edged by hip-height  tile-and- 
wood “fences”’—each another 
complete model office. As part of 
the merchandising program, each 
shows a complete walnut office 
set, beginning with the best price, 
through intermediate prices to the 
lowest. All pieces are matched, 
so that no danger of selling a $20 
chair with a $150 desk exists. The 
policy in using the row of model 
offices is never to oversell, but to 
show all pieces complementing 
each other in the same quality 
bracket—thus it is possible to sug- 
gest this and that item correctly 
within a compact space. All fur- 
niture out on the floor is similarly 
grouped into price ranges, so that 
nothing is “loose.” 


Show Prospect What He Can 
Afford 


“Our theme here is that it is 
best to group all pieces,” Mr. Bau- 
dean pointed out, “with the 
thought that we can tell a pros- 
pect that we think we can find 
exactly what he wants in one of 
the suites. Then, when he looks 
over the matching pieces, his de- 
sire for these, too, is considerably 
amplified. In most cases, we know 
the prospect, and what he can 
afford to pay, so he is shown only 
that suite commensurate with his 
circumstances.” Baudean’s five 
outside salesmen carry this idea 
to their prospects constantly—and 
always “tailor” the actual demon- 
stration to the prospect’s income, 
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whether he is shown a complete 
suite or the grouped office furni- 
ture on the first floor. 

Twice a year, Baudean’s, Inc., 
features a “sale” on office furni- 
ture which presents price conces- 


AN ATTRACTIVE INSTALLATION OF 
METAL DESKS BY INVINCIBLE METAL 
FURNITURE COMPANY.—These Mod- 
ernaire desks are in service in the offices 
of the Sugar Supply Company, Chicago, 
iil. The contract was handled through 
the Crown Office Supply Company, 
Chicago. 





A LARGE ORDER OF AUTOMATIC VANDEX VISIBLE CARD 
RECORD EQUIPMENT furnished the Dairymen’s League Co-Op 
Association, Inc., New York, N. Y. The installation consists 
of sixty-six Vandex housing units and 4,663 aluminum panels 
with a total capacity of 164,000 cards covering a complete 
membership record. The equipment was produced by the Auto- 


sions on many lines, and is an- 
nounced by the mailing of 5,000 
direct-mail letters to prospects in 
the city. Window banners and 
salesmen mention this frequently. 
All these methods have had this 


matic File & Index Company, Green Bay, Wisc. 
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result for the New Orleans sta- 
tioner—the firm is now known 
throughout the city as an office 
furniture center, and its sys- 
tematic presentation has won 
scores of sales each year. 








ABOVE.—Part of a big installation of 
DS (dead storage) files in the Charleston 
(IHinois) National Bank. The files were 
made in the factory of the All-Steel- 
Equip Company, Aurora, Ill. The order 
was secured and the details of installa- 
tion handled by F. B. Pearcy, salesman 
for the Kentucky Lithographic Company, 
Louisville, Ky. 


AT LEFT.—Some of the new “Converti- 
ble’ desks made by the Stow-Davis 
Furniture Company, Grand Rapids, Mich., 
are put into function in the offices of 
R. Cooper, Jr., Chicago. Special features 
of these desks are described and pictured 
elsewhere in this issue. The order was 
handled through the Office Equipment 
Company of Chicago. The photograph is 
reproduced through the courtesy of R. 
Cooper, Jr., distributor of General Elec- 
tric appliances. 





KENTUCKY BANK MODERNIZED WITH GF METAL EQUIPMENT.— 
A. W. Willis of the Transylvania Printing Company, Lexington, Ky., is 
responsible for this fine installation of General Fireproofing Company 
equipment in the Peoples Bank & Trust Company, Owensboro, Ky. In 
his first approach Mr. Willis stressed the advantages of modern equip- 





ART METAL FURNISHINGS SERVE A REAL ESTATE FIRM.—The upper 

view is of an Art Metal Construction Company counter and screen in 

the outer office of Willetts’ Realty Company, Wilmington, N. C. The 

job was sold by the Wilmington Stamp & Printing Company, Wilmington, 

N. C. The lower picture reveals Art Metal Airline desks in the private 

office of Frederick Willett, president of Willett’s Realty Company. This 
furniture is only part of the complete order. 





ment, pointing out the results in space saving, faster handling of deposits, 
better housing for records and other advantages. With the help of H. W. 
Knapp, GF district manager, a survey was made, a presentation drawn 
up and submitted, and an order secured with no changes from the original 
recommendations. Improvement in appearance alone was valuable 


LEOPOLD FURNITURE GRACES THE OFFICES OF THE PLANTERS STAT 
BANK AT SALINA, KANSAS.—Made by The Leopold Company, Bu 
lington, la., and installed by the Consolidated Printing & Stationet 
Company, Salina, the desk and directors’ table pictured are representati¥ 
numbers from the Leopold Streamline suite of fine office furniture. Th 


upper picture shows the president’s private office. The directors’ roo 
of the bank is shown in the lower picture. 
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MURPHY CHAIRS FOR THE DIRECTORS OF TWO DALLAS BANKS.— 
When the Clarke & Courts Company, Dallas, Tex., uncovered opportuni- 
ties to equip the directors’ rooms of two local banks, they selected 
chairs made by the Murphy Chair Company, Owensboro, Ky., to assure 
the gentlemen of comfortable seating while in conference. The upper 
picture is of the Park State Bank directors’ room. The lower view shows 
the chamber in which the directors of the Liberty State Bank deliberate. 


SHAW-WALKER EQUIPMENT AT HOME AND ABROAD.—At the left 
are four attractive Shaw-Walker fire-files and cupboards which save 
many hours for workers and clients of the Tipton State Bank, Tipton, Ia. 
Loan records are housed in these fire-files and the cupboards hold bulk 


supplies and provide an ideal working counter. The new arrangement 
concentrates all records in one place. It provides twenty-four hour fire 
Protection for all important and irreplaceable loan records at point-of- 





GLOBE-WERNICKE STOCK AND CUSTOM-BUILT EQUIPMENT IN THE 
SOUTH-SIDE FEDERAL SAVINGS AND LOAN ASSOCIATION, CLEVE- 
LAND, OHIO.—The order was obtained by The Brooks Company, Cleve- 
land. The new counter shown in the upper picture makes possible 
friendly contact with customers and enhances general appearance, while 
the new equipment improves efficiency. The lower view shows Globe- 
Wernicke partitions and railings in the offices adjoining the banking room. 
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use. The installation was sold by G. D. Barger of Morris Sanford Com- 

pany, Cedar Rapids, la. The right hand picture reveals ten Shaw-Walker 

free-coasting tabulating card files, with space for approximately 950,000 

punched cards, destined for the auditing section, Bureau of Posts, Manila, 

Philippine Islands. Manager Percy S. Widdup of The Business Equipment 

Company, Inc., Shaw-Walker representatives in the Philippines, had the 
files set up on the floor for display before making the delivery. 
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EDITORIAL 


Inventories Increasingly Important 


# AS each week marks the quickening tempo 
of business expansion and the defense program, 
office equipment dealers and manufacturers 
must face increasing responsibilities with rela- 
tion to maintenance of adequate inventories. 

The raw material supplies and productive fa- 
cilities of this industry’s manufacturers seem 
adequate at present. But as many companies 
have undertaken a wide variety of defense con- 
tracts, and more talk is heard of priorities and 
industry rationing, the retailers should main- 
tain substantial stocks and keep their manu- 
facturers informed of their needs and sales 
trends. By this means there will be fewer disap- 
pointments in deliveries and ability to supply 
customers with their requirements. It will pre- 
serve the triangular relationship of mutual bene- 
fit to the customer, distributor, and manufac- 
turer. 


—_---- 


Advertising's Continuity Value 


@& ADVERTISERS in all fields who have the 
tendency to curtail their advertising because 
they are now blessed with a capacity volume of 
business will do well to read the article in 
Printers’ Ink of February 21, entitled “Neglect 
of Good-Will While Selling is Easy Will Penalize 
Future.” 

It presents nineteen sound reasons why adver- 
tising should be consistent regardless of how 
much wartime prosperity is created. They enu- 
merate the continuity values accruing to adver- 
tisers that sustained their programs during war 
and boom periods of the past. 

In substance, the study propounds the truth 
which many companies in the past that couldn’t 
stand success failed to learn: It is wise to con- 
tinue advertising during these periods not be- 
cause it is necessary for present volume, but for 


the reason that it is insurance of continued 
good-will and business in future times when or- 
ders are not so easy to get. 

The advertisers inclined to admit the value 
of advertising but to discount its immediate 
need may find it costly to learn the lesson that 
“it costs much more in dollars and sweat to win 
back a position of leadership that has been lost 
than it does to gain that position and hold it.” 


—_--->- 


To Keep Pan American Trade 


## WITH the reports indicating the rising su- 
premacy of the United States in trade with Latin 
American countries, exporters have been cau- 
tioned not to pursue the policy of quick profit 
and no consideration for the purchaser some 
followed after the last war. It is encouraging to 
note that the under secretary of commerce de- 
clared in a recent address that the relationships 
now being established are based on the essentials 
of mutual understanding and respect, and if con- 
tinued the trade being developed will grow long 
after this war. He urged exporters of this coun- 
try to select their representatives with a continu- 
ing relationship in mind. 


—_-—-- 


Canada Appraises Office Machines 


@# CONCERN is already expressed in Canadian 
industry as to the possibility that the recent 
legislation placing import limitations on cer- 
tain office equipment might “definitely handi- 
cap Canadian business in producing war sup- 
plies.” An article in February Business Manage- 
ment, published in Toronto, expands the point 
brought out in these columns in our January 
number. Anticipated shortage of office labor 
and experienced office men, our friends declare, 
calls for careful review of the office machinery 
situation. 


HERE AND THERE 


MITCHELL AND CRANE RETIRED? 
WELL, MAYBE AND MAYBE NOT! 


Some months ago we published a 
little story telling how Frank Crane 
and Charlie Mitchell, president and 
secretary respectively of Crane & 
Company, Topeka, Kans., turned the 
business over to their employees and 
retired from active service. 


The two men, however, found 


that the harness of years is pretty 
difficult to discard and in a recent 


issue of the Topeka Daily State Jour 
nal Mr. Mitchell was quoted as fo 
lows on how it feels to retire: 

"| never worked harder. Frank 
and | relinquished active manage- 
ment last Spring but we still have 
our desks on the second floor as 
usual, awaiting the day when our 
employees can take over the business 
for their very own.” 

Kind of hard work, this retirement 
business, isn't it? 


FOLLOWING A NATIONAL 
"PRECEDENT" 


In the February issue of Office 
Appliances it was recorded that Tom 
Stagg of Hoskins Inc., Philadelphia, 
was elected to serve a third term as 
president of the Philadelphia Sta- 
tioners Association, which proves 
that the stationery industry and Tom 
Stagg are right up-to-date. The 
third term precedent established by 
Franklin D. Roosevelt now has its 
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counterpart in the Philadelphia divi- 
sion of the stationery field. 





THE LEGEND OF THE SAGE 
BRUSH CANDLES 


Two slender spires of wax mixed 
with sage were received from W. J. 
Corbridge of the Wyoming Station- 
ery Company, Casper, Wyo., last 
month accompanied with the story 
of an interesting Indian legend. It 
is said that once the candles are lit 
investing the air with a fragrant 
aroma of sage, they should not be 
blown out but permitted to burn all 
the way down to assure permanent 
visitation of good spirits in the wig 
wam where they are burned. Nat 
urally, the ceremony of candle burn 
ing must be accompanied by faith 
or Nacombi, the chief good spirit 
will not respond to the invitation to 
share the wigwam. 

For the veracity of the legend we 
cannot vouch, but for the fragrance 
of the burning candles we can give 
enthusiastic evidence. 





CODO CAGERS PREPARING FOR 
BASKETBALL BLITZ 

Out in the neighborhood of Cora 

opolis, Pa., local basketball teams 

are digging in and preparing for a 





CODO’S CAGERS READY FOR BAT- 
TLE.—Above is the basketball team 
of the Codo Manufacturing Com- 
pany’s Coraopolis (Pa.) plant. Al- 
ready holding second place in its 
league, the team is preparing to 
liquidate anything standing between 
it and the championship this coming 
season. 


first-class blitzkrieg which is due t¢ 
descend upon them when the sea 
opens. In other words, ‘The Cod 
Are Coming! 

The Codo Manufacturing Cor 
pany has a factory at Coraopolis and 
it also has a snappy basketball squad. 
This team is so good that last 
they smacked down so many other 
teams in the Ohio Valley Industria 


| | | ' . ' 
Leaque That they enaead in econa 


place. And now comes Wilbur W. 
Lenz, secretary of the company, with 
an announcement that his husky cag 
ers are going after fresh honors, not 
being content with second place. 





C. N. CAHILL'S CHESSMEN 

Chess players who would expound 
in a learned and profound manner 
on just how chessmen are made 
should page C. N. Cahill, late of 
the Autopoint Company and the 
Chicago Venetian Blind Company. 





PLASTIC CHESSMEN AND 
CONTAINER 


For, be it known, the versatile Mr. 
Cahill, who numbers his friends in 
the industry by hundreds, has recent 
vy become associated with the Gits 
Molding Corporation, a firm which 
makes, among other things, plastic 
hessmen. 

The chessmen are beautiful in de 
sign and are made in a number of 
sizes and colors. All of which is put 
ting in a few words what Clarence 
Cahill (with a chess player's love of 
Jetail) can and will spread out into 

hour's talk. 





CAR (NOT BULL) IN STATIONERY 
(NOT CHINA) SHOP IS BAD! 
The general impression that a bul 

in a china shop is a fairly tough cu 





PATHOLOGICAL NOTE.— When a 
driverless auto decides to pay a visit 
to a stationery store it certainly raises 
seven different kinds of—well, it's a 
nuisance, isn’t it? 


romer is @ reasonable suppositior 
bulls and china being what they are. 
But if you listen to E. C. Hazen, Jr. 


iO 
i " i rm. ° 
t the Lockwood-Hazen Printing & 
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Stationery Company, Atchison, 
Kans., an automobile in a stationery 
store is no paying proposition, either. 

And Mr. Hazen should know be- 
cause quite recently a parked car 
became unparked and decided to 
go places in the immediate vicinity 
of the store. 

Coasting playfully down a two- 
block hill the auto skipped not too 
lightly through the store window, 
entered the building several feet and 
what it didn't do to several hundred 
dollars worth of stock was nobody's 
business. The machine, however, was 
apparently blessed with a_ slight 
shade of decency because it didn't 
hurt anybody and, in its journey down 
the hill, considerately missed a local 
church by a few inches. 





GETTYSBURG ADDRESS DELIV- 
ERED BY SEVEN-YEAR-OLD BOY 


H. B. Van Dorn, pencil sales de- 
partment manager of the Joseph 
Dixon Crucible Company, is mighty 





DANIEL VAN DORN 


proud of his boy, seven-year-old 
Daniel, and so might a lot of fathers 
be in these times of unrest. 

Daniel, a short time ago delivered 
Lincoln's Gettysburg address as part 
of the annual Lincoln dinner exercises 
at the Newark (N. J.) Athletic Club. 
And he did it with an ability which 
deeply impressed those who attend- 
ed the event. 

The boy was selected for the honor 
Jue to ability he displayed when a 
speaker on a school program. De- 
is seven years he is active in 

hool affairs, is a member of the 
police boys, plays a trumpet and is 
majoring in music. 

When Daniel isn't wowing ‘em he 
resides with his mother and father 
at Maplewood, N. J. 


spite h 
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“THAT MAN IS MOST ORIGINAL WHO IS ABLE TO ADAPT FROM THE GREATEST NUMBER OF SOURCES’’-CARLYLE 





SLOGAN CONTEST UNDER WAY 
Many Entries For “Ivan Allen *100 Cup” 


Until April 20, Any Person In 
Office Equipment Industry and 
Distribution Trade May Enter 
the National Competition for 
Sales Promotion Slogans. The 
Awards to Include $100 Cup 
and Five Subscriptions to 


OFFICE APPLIANCES 


SOON after its opening last 
month, the office equipment in- 
dustry’s slogan contest developed 
into keen competition, with a sub- 
stantial number of selling slogans 
submitted by enterprising mem- 
bers of the trade from all parts 
of the country. As the contest 
still has practically two months to 
run and in the meantime many 
more entries are expected, it is 
clear that whoever wins the “Ivan 
Allen $100 Trophy” will have pre- 
sented a slogan that merits the 
award. 

A glance at the picture in the 
next column should convince any- 
one that this appealingly hand- 
some contest trophy is eminently 
worth trying for. It stands 29 in- 
ches high and is all ready for the 
engraved inscription which will 
name it as the permanent posses- 
sion of the contest winner. 

The cup is offered by Ivan Allen, 
Sr., cnairman of the board of 
Ivan Allen-Marshall Company, 
Atlanta, Ga. and past president, 
National Stationers Association. 
Awards of one-year subscriptions 
to OFFICE APPLIANCES will be given 
for the five next best slogans. 


Contest Rules Simple 


As stated in the February num- 
ber, on page 32, the contest is open 
to any dealer in commercial sta- 
tionery, office machines, or office 
furniture; any manufacturer of 
office equipment and supplies; and 
to any salesman or other em- 
ployee of the above dealers or 
manufacturers. 

Contestants may submit any 
number of slogans. In case iden- 
tical slogans are submitted by dif- 
ferent persons, the one received 
first will be accepted as the ex- 





IVAN ALLEN TROPHY 


The inscription below, with the win- 
ners name, slogan, and connection, 
will be engraved on above beautiful 
cup to be awarded in slogan contest. 


First Prize 
OFFICE EQUIPMENT INDUSTRY 
1941 
Slogan Contest 


(Winning Slogan) 


Awarded to 
JOHN DOE 
Doe Stationery Stores 
Doeville, Do. 
Presented by 
IVAN ALLEN, SR. 
Past Pres., National Stationers Assn. 
Chairman 
Ivan Allen-Marshall Co. 
Atlanta, Georgia 





clusive entry of that slogan. Send- 
ers of duplicates will be notified. 

A slogan should consist of an 
impelling expression, in phrase or 
sentence form, which will stim- 
ulate the buying urge of the office 
equipment user. 

Decisions will be made by a 
committee of judges including 
Charles P. Garvin, general man- 
ager, National Stationers Associa- 


tion, Atwell Jackson, authority on 
sales promotion, and Charles A. H. 
Thom, vice-president and secre- 
tary, Gregory, Mayer & Thom Co., 
well-known stationers of Detroit, 
Mich. 

The contest closes on April 20, 
1941, and the award winners will 
be announced in the May issue. 

Slogan entries should be sent to 
OFFICE APPLIANCES, 20 North 
Wacker Drive, Chicago, Ill. 


Benefits Industry 


This contest should prove ben- 
eficial to the entire industry, for 
its purpose is to stimulate creation 
of slogans that will carry the mes- 
sage of the office equipment mer- 
chandisers to potential buyers in 
fresh, concise, appealing phrases. 
Dealers can put many of these to 
profitable use in their sales soli- 
citations by both the printed and 
spoken word. 

In promoting this contest, full 
recognition is made of the efforts 
made in the past to accomplish a 
similar purpose. About fifteen 
years ago a slogan contest was 
conducted in conjunction with the 
N.S.A., when F. P. Seymour, of 
Horder’s, Inc., Chicago, presented 
$100 for the prize. The winning 
slogan, still used by many in the 
business, was: “Stationery makes 
business possible.” 

To this aphoristic slogan others 
may now be added, for in the 
passing of years viewpoints have 
broadened as to what is included 
under the term of commercial sta- 
tionery. Hence the search for Sell- 
ing phrases that comprehend the 
full scope of the office equipment 
industry. 


Slogans Submitted 


Following are slogans submitted 
up to the time this issue went to 
press: 

“Proper management requires 
profitable thinking — profitable 
thinking requires proper equip- 
ment.” 

“Duty matched for the job and 
comfort matched for the duty.” 

“Everything for the office, ex- 
cept the stenographer.” 

“Everything for the office, ex- 
cept the stenographer, and we'll 
tell you where to find her.” 

“New office equipment costs less 
than the old.” 

“Good and modern office equip- 
ment is a new kind of office in- 
surance.” 
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“Insure your office by buying 
new equipment.” 

“There is no substitute for mod- 
ern Office tools.” 

“For a ‘plus’ office use ‘plus’ 
equipment.” 

“Your stationer leaves your of- 
fice with a smile.” 

“A good stationer pays big office 
dividends.” 

“For a ‘high grade’ office use 
‘high grade’ equipment.” 

“Find the ‘right’ supplier and 
you have a ‘right’ office.” 

“Comforts of home—in modern 
office equipment—from your local 
dealer.” 

“Comforts of home with modern 
office equipment.” 

“A ‘smooth sailing’ office is al- 
ways steered by a ‘master sta- 
tioner.’”’ 

“Up-to-date ‘equipment’ means 
an office ‘efficient.’ ” 

It’s ‘modern’ economy to buy 
‘modern’ office equipment.” 

““Good’ equipment pays ‘good’ 
office dividends.” 

“*A-1’ equipment generally 
means an ‘A-1’ office.” 

“The source for efficiency—an 
‘A-1’ stationery source.” 

“Be wise—ask your stationer 
how to economize.” 

“Don’t do it the hard way—ask 
your stationer!” 

“Your stationer’s in line to save 
you time.” 

‘If it’s office equipment—your 
Stationer has the answer.” 

“Your stationer’s the man to fill 
your demand.” 

“Your office is your best adver- 
tiser.”’ 

“Better business for better of- 
fices.” 

“Your office is your first line of 
defense.” 

If you are an office equipment 
dealer, distributor, agent, manu- 
facturer, salesman—sharpen your 
pencil and put your mind on the 
Slogan idea. Can’t you see that 
trophy with your name on it? 

WHEN a buyer sings the blues, 
turn it into a reason for buying 
what you have to sell—“The Baker 
Salesman,” The Baker Company, 
Lubbock, Tezas. 


—_-_>--- 


THE STAR STORE SALESMAN 
Part II of Series 


A STAR store salesman knows 
his company’s policies and princi- 
pal reasons for them. Knows its 
advertising and sales programs, so 
he can cooperate. 

Knows his stock and location of 
all items, so he can give quick and 
intelligent service. 

Knows the following about his 
merchandise: 

1. Its function and perform- 
ance: What it is designed to do; 
how it operates or is used; various 
applications; experience of users. 

2. Its construction or composi- 
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CHARLES P. GARVIN 


CONTEST JUDGES 
SLOGAN 


Serving as judges for the 
office equipment industry's 
slogan contest, described on 
the opposite page, will be 
Charles P. Garvin, general 
manager, National Station- 
ers Association; Atwell Jack- 
son, prominent sales promo- 
tion consultant and writer; 
and Charles A.H. Thom, vice- 
president - secretary, Greg- 
ory, Mayer & Thom Co., De- 
troit, Mich., one of the out- 
standing retailers in office 
equipment and supplies of 
the country. 








CHARLES A. H. THOM 








tion: Special features of merit in 
design, arrangement, content, op- 
eration, use with other office 
utilities. Distinctive points related 
to durability, low initial or main- 
tenance cost, ease of operation or 
use, other advantages. 

3. Models, styles, grades, sizes, 
quantities, amounts per unit, ca- 
pacities, colors, and specials avail- 
able. Knows which items are 
available in sets and with acces- 
sories. 

4. Results obtainable: In terms 
of speed, accuracy, precision, dur- 
ability or permanency, protection, 
comfort, health, efficiency, appear- 
ance, increased business for cus- 
tomer. 

Knows established product 
standards and definitions. 

Knows factors determining 
quality in products, so he can ex- 
plain difference between grades 
and reasons for higher prices on 
goods of better quality. 

Knows competitive lines, so he 
can point out the merits of those 
he has to offer, or those best for 
the customer. 

Knows market for each product 

—who can use it. Also knows the 
busy seasons for different types of 
users, Classified by vocations and 
industries. 

Knows the store’s regular cus- 
tomers and their preferences. 
Knows essentials of good office 


practice, management, layout, and 
decoration. 

Knows a prospective buyer’s 
needs before making recom- 
mendations. 

Knows the terms of sale, guar- 
antees, trade-in allowances, and 
adjustments he is permitted to 
make on various items. 

Knows essentials of effective 
store display. 

(To be continued next month) 


-_--- 


DISPLAYS featured at business 
shows offer ideas for store mer- 
chandising: enlarged installation 
pictures, spot lighting, motion dis- 
plays, descriptive signs. 


_—_—eo--— 


GOOD WILL EASILY MADE 

WIMPY, the “Glorified Ham- 
burger,” says: “Good will is the 
disposition of a well satisfied cus- 
tomer to return to the place where 
he was well treated.” 

This kind of good will can be 
induced without the onions as well 
as with them: in any kind of busi- 
ness. Wimpy has no corner on 
it. Every company, every proprie- 
tor, manager and employee can 
promote sales this easy way. 


TO improve merchandising 


methods, look first to the firm’s 
policies. 
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NATIONAL BUSINESS SHOW 
Throngs Inspect and Buy During Week of February 3 at New York 


T WAS New York’s dynamic mayor, the Honorable 

Fiorella H. LaGuardia, who started it all. Arriving 
at the Grand Central in New York City at 1 o’clock 
the afternoon of February 3, the Mayor was handed a 
giant pair of twenty-pound shears by Frank E. Tupper, 
president of the National Business Show Company, 
and while the camera men fired away he cut the red 
ribbon—and the thirty-seventh annual National Busi- 
ness Show was in progress. From then on all through 
the week, business executives crowded the aisles, eager 
to listen and to learn what this industry had to offer 
to help them cut down their mounting costs of opera- 
tion and to increase the efficiency of their staffs and 
facilitate the flow of business just beginning to feel 
the weight of defense program activities. 

Located centrally in one of New York’s largest busi- 
ness districts, the Palace is strategically situated for 
easy access to business men. We have seen larger 
displays in which a larger number of manufacturers 
took part, but never have we seen a more satisfied lot 
of exhibitors than were at this show. Expressions 
of satisfaction were heard on every hand. Several 
exhibitors closed deals during the first few days of 
the show which more than paid for their space. From 
other sources we learned of fine results after the 
exposition was over. No doubt about it, there was a 
greater percentage of executives responsible for pur- 
chases in their respective organizations than we ever 
recall at any business show. Not even a tremendous 
rain storm Friday afternoon and most of the evening 
deterred the visitors. Other than this one day, the 
weather was extremely mild for February in New York 
City. 

Entering the Palace, the show presented a colorful, 
vivid, orderly array. Each year we think surely this 
year’s event is “tops” for artistic arrangement and 
attractiveness. But apparently we discount the in- 
genuity of manufacturers in our field from whose 
fertile brains emanate new ideas of display and decora- 
tion—new ways of presenting old ideas—mechanical 
and electrical contrivances for telling the story quickly 
and completely—each striving for the attention of 
the interested visitor. Pausing at any one of the 
booths, the visitor was immediately impressed with the 
evidence of careful, skilled planning—of courteous, 
attentive sales people ready and willing to demon- 
strate, and competent to advise—and of machines, 
systems and supplies designed and engineered to meet 
the rapidly moving conditions of the day. Though 
more manufacturers could have been present there was 
a representative display of the industry presenting 
a wide variety of products all designed with one im- 
pelling thought—to accelerate and facilitate business. 


Consideration for Operators 


Just as the basic thought behind everything we make 
is to increase efficiency, our manufacturers have not 
been delinquent in consideration of the business people 
who operate and use these products. So definitely 
has it been proven that operating efficiency depends 
upon the operator that office equipment manufacturers 
have incorporated into their designing every known 
device for making the operators comfortable. Thus 
complicated machinery is engineered into smaller and 
more compact space. It is given eye-appeal in color 
and line to harmonize with general office surroundings. 
Moving parts are carefully concealed and guarded 
against the ravages of dust and grime. 





Champion typewriting speedsters were to be seen 
operating constantly in the booths of International 
Business Machines Corporation, Royal Typewriter 
Company and Underwood Elliott Fisher Company. 


No loud speech recording devices were permitted in 
this show, and frankly, we liked the idea. This did 


MORE BUSINESS SHOW VISITORS 


John J. Noonan, Kee-Lox Mig. Co. 

L. P. Naylor, Victor Adding Machine Co. 

R. A. Jonas, Jr., Oxford Filing Supply Co. 

J. E. Goodeve, DoMore Chair Co. 

M. A. Spayd, Standard Register Co. 

Three typing speedsters of the Royal Typewriter Co., Albert 
Tangora, Stella Willins and Cortez Peters. 

Mrs. Charles W. Lipman gazes around picture No. 8 to 
catch eye of friend husband in No. 9. 

8. Charles E. Reynell, Oxford Filing Supply Co. 

9. Charles W. Lipman, George B. Graff Co. 

10. A. P. Pohl, A. P. Pohl, Jr.; Lou Obstfeld, Markwell Mfg. Co. 
ll. Herb. and Ben Grayson, Ace Fastener Corp. 


PPO pe 
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CELEBRITIES AND EXECUTIVES AT THE NATIONAL BUSINESS SHOW 


l. L. C. Stowell, executive vice-president, and P. D. Wagoner, 
president, Underwood Elliott Fisher Co. 

2. Frank E. Tupper, National Business Show Co.; W. D. Caton, 
Standard Register Co.; Joseph McGoldrick, comptroller, 
City of New York; James J. (Jimmie) Walker, former mayor 
of New York City; Charles R. Ogsbury, International Busi- 
ness Machines Corp. 

3. A. R. King and A. C. Kienly, Royal Typewriter Co., Inc. 

4. John M. Lund and Carl Friden, Friden Calculating Machine 
Co. 

5. P.R. Miller, The Macey Co.; R. B. Hayward and R. S. Fowler, 
Macey-Fowler, Inc. 

6. H. R. Russell, National Postal Meter Co. 


impose a new problem upon exhibitors but as usual 
many responded with new and novel ideas. For in- 
stance, the Royal Typewriter Company prepared an 
electrical device hooked up to the keys of a typewriter. 
Each time a key was depressed by one of the speed 
writers at the Royal, a light blinked on this device. 
A more graphic demonstration of the speed of these 
writers has seldom been seen. The visitors seemed 
to be intrigued by those dancing lights actuated by 
the visible fingers as we were. Royal’s gold typewriter 
received its share of attention, too. 

A giant revolving globe greeted the visitor at the 
booth of Underwood Elliott Fisher Company carrying 
their famous slogan. 


Many Animated Displays 


A Cramer posture chair, set up on a pedestal in the 
back of that booth, was rigged up with an electrical 
and mechanical device that rocked the chair back 
and forth to demonstrate its action. 

International Business Machines Corporation dem- 
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7. Roy E. Wells, Postindex Div., Art Metal Construction Co. 

8. Leave it to a typewriter man! W. F. Arnold, general sales 
manager, Underwood Elliott Fisher Company, takes a 
peck or two at an Underwood. 

9. Two visitors from Canada: D. P. Cruikshank, Office Spe- 
cialties Co., and F. S. Kaszas, Metropolitan Life Insurance 
Co., both of Ottawa. 

10. R. A. Jonas and R. B. Jonas, Oxford Filing Supply Co. 

ll. Meet the reception committee! C. H. (Charlie) Hunter, 
E. O. (Ned) Tupper and Frank E. Tupper, National Business 
Show Co. 

12. E. J. Kastner, Glen Ridge, N. J.; Frank R. Curtiss, Frank R. 


Curtiss Co. 


onstrated graphically the touch of the Electromatic 
typewriter with a series of feathers mechanically 
driven against the keys. Then, too, to show the vast 
expanse of the organization a diorama of factories, 
office bulidings, research laboratories, etc. occupied 
the whole end of their booth. With interesting light- 
ing arrangement it proved of real interest to visitors. 
The Electromatic speed and accuracy contest attracted 
many contestants. 

“The largest photocopying machine in the world” 
was the central figure of the booth of Hunter Electro- 
Copyist. 

The Multipost Company showed their new Combi- 
mailer, a combined sealing and stamp affixing ma- 
chine. 

The Dictaphone theatre presented the new picture 
“What’s An Office, Anyway” to a good percentage of 
visitors. Their speed and accuracy contest, open to 
all Dictaphone operators in the vicinity, was more 
popular than ever. 

Oxford Filing Supply Company showed their new 
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ON OPPOSITE PAGE.—Exhibitors, visitors and guests at the 

National Business Show. 

1. Dan Steible and W. A. Ericson, Allen-Wales Adding Ma- 
chine Corp. 

J. Wallace, Inkograph Co., Inc. 

Sol Scheinman, Pronto File Corp. 

Ralph J. Moulton and A. W. Burkhardt, Victor Safe & Equip- 

ment Co. 

Bob Wood and Richard Burrough, Esterbrook Pen Co. 

Foster Reeder, Addressograph-Multigraph Corp.; F. H. 

Hood, Marchant Calculating Machine Co. 

Eleanor Blass, Nick Fucci, Business Machines Service, New 

York City. 

Irving Kramer, National Desk Co.; David Kramer, David 

Kramer, Inc. 

9. Harrie E. Copeland and Arthur C. Barnaby, Atlas Staty. Co. 

10. N. L. and L. R. Hanna, Philip Hano Co. 

ll. Harry F. Rapp and N. L. Caro, Multipost Co. 

12. Three Underwood speedsters: George L. Hosstield, Grace 
Phelan and Barney Stapert. 

13. (Seated) Gerard White and Bob Gooley. (Standing) Wil- 
liam Akin, Jack Edwards, Jr., George Christie, Jerry McEvoy, 
all of Acco Products, Inc. 

14. D.N. Briggs, Sun Rubber Co.; I. M. Levy, Art Steel Co., Inc. 

15. R. N. Wood, Esterbrook Pen Co. 

16. T. C. Campbell, Miss Leah Schwartz and Norman Collister, 
International Business Machines Corp. 

17. Norris T. Libert, Fastener Corp. 

18. R. W. Mueller and Harry Lynn, Esterbrook Pen Co. 

19. Charles Linn and S. M. Babson, Bates Mig. Co. 

20. Philip E. Scott and William Halsey, Esterbrook Pen Co. 

21. Herbert Weston and A. C. Norrington, Visible Index Corp. 

22. Irving Kremsdori, Guide System & Supply Co. 

23. R. W. Brown, Visible Records Equipment Co. 

24. A. L. Dunphy, Frank Gregor, Jr., Ditto, Inc. 
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Pendaflex filing method of suspended folders and 
guides. 

National Postal Meter Company presented their new 
National postal meter No. 85, a fully automatic metered 
mail machine. 

The new Ace stapling machine in its bright colors 
and interesting shape was demonstrated for the first 
time. 

Addressograph-Multigraph Corporation showed sev- 
eral new developments for office duplicating and fold- 
ing. 

Davidson Manufacturing Company attracted wide 
attention with their new dual duplicator which handles 
both offset and relief work. 

New styles of executive chairs of wider, more stylish 
and more comfortable design were displayed by 
DoMore Chair Company. 

Elliott Addressing Machine Company demonstrated 
several new addressing machines designed for specific 
purposes. 

Fastener Corporation showed their new compression 
gun tackers. 

Guide System & Supply Company featured the new 
Firefoe Transfile, asbestos covered and claimed to be 
non-inflammable. 

The Macey Company showed the new gray finished 
desks and files. 

Monroe Calculating Machine Company raised the 
curtain on several new models, the AA-1 adding cal- 
culator, the 191 simplified bookkeeping machine and a 
single register machine having automatic motor return. 

Pitney-Bowes Postage Meter Company interested 
visitors with their new Mailomat, a coin operated U. S. 
letter box and postage meter combined. 


Pronto File Corporation showed many new steel 
office equipment units. 
Standard Mailing Machines Company made the 


initial showing of their new high speed fluid dupli- 
cator. 

Macey-Fowler showed the new convertible desks and 
tables made by the Stow-Davis Company. 
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Visible Index Corporation made their first public 
showing of the new VISIrecord visible vertical card 
record keeping equipment. 

On Tuesday, February 4, the Sales Executive Club 
in New York dedicated their meeting to the National 
Business Show. A report of the gathering appears 
elsewhere in this issue. 


Contest Winners 


On Friday, February 7, the winners of the speed and 
accuracy contest on the Electromatic were announced 
and prizes awarded. 


The winners were: 121 East 


Miss Helen Sayer, 


Fortieth street, New York, novice division, attained a 
speed of 113 net words per minute; Miss Louise White- 
field, 601 Nineteenth street, N.W., Washington, D. C., 








LADIES AND GENTLEMEN AT THE BUSINESS SHOW. 
1. George Crouch, Underwood Elliott Fisher Co., and Miss 
Ann Laxton. 

F. M. Smith, Monroe Calculating Machine Co. 

Carl H. W. Ruprecht, F. L. Benedict, Underwood Elliott 
Fisher Co. 

T. T. Timmerman and W. W. Davidson, Davidson Mig. Co. 
Three UEF district managers: W. M. Coffman, Pacific; Lou 
Hagan, southern, and Ed. Conklin, western. 

6. J. E. Guthrie, Mrs. Guthrie, M. K. Taggart, Miss Eileen Page 
and Harold W. Cramer, Cramer Posture Chair Co. 

Tim Thrift, Elliott Addressing Machine Co. 

Frank Nuttall, Postage Meter Co.; Mrs. Nuttall. 
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1. Acco Products, Inc. 


2. Underwood Elliott 
Fisher Company. 


3. The Elliott Company. 


4. Business Equipment 
Sales Company. 


5. Friden Calculating 
Machine Company. 





General Electric 
Company. 


Inkograph Company. 


Dictaphone Sales 
Corporation. 


Multipost Sales 
Agency. 


Aveda 
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Acme Visible Rec- 
ords, Inc. 


Royal Typewriter 
Company. 


National Blank Book 
Company. 


Domore Chair Co. 


Guide System & Sup- 
ply Company. 


Ace Fastener Corp. 


Macey-Fowler Com- 
pany. (Macey equip- 
ment) 


Macey-Fowler Com- 
pany. (Stow-Davis 
equipment) 


Oxford Filing Supply ; = 
Company. a 


- 
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experienced operator division, 114 net words per 
minute. 

Miss Kay Woodley, an employee of the Old Town 
Ribbon & Carbon Company, won second place in the 
experienced operator division by turning in a fine 
score of 112 words per minute. 

On Saturday, February 8, in the Dictaphone theatre, 
President Merrill B. Sands of the Dictaphone Cor- 
poration announced the winners. 

The contest, which consisted of the transcription 
of six regular business letters dictated on one Dicta- 
phone cylinder, brought over 400 Dictaphone secre- 
taries from the metropolitan area into competition 
for cash prizes. The awards were presented to the 
winners by C. E. Hallenborg, vice-president of the 
Dictaphone Corporation, on Saturday evening, Febru- 
ary 8 in the Dictaphone theatre. 

First prize of $50 was won by Miss Estelle Sokobin 
of the Carroll Dunham Smith Pharmacal Company 
of Orange, N. J., who transcribed at a speed of 450.58 
net lines of typewritten matter per hour. Miss Sylvia 
J. Shapiro, a secretary in New York City’s department 
of welfare was awarded second prize of $25 with a score 
of 425.58 net lines per hour. Miss Rose Daniels, of J. E. 
Bernard & Company, Inc., was third, receiving a 
$15 prize, and Miss Emily March of American Bolex 
Company took the fourth prize of $10. 


DESCRIPTIONS 


Acco Products, Inc., Long Island City, N. Y.—Fasteners, binders and 
covers were demonstrated, as well as the Accoway system for filing 
blue prints, tracings, plans and charts. Gerard D. White, J. Kip 


Edwards, Jr., George W. Christie and R. E. Gooley were in attendance. 


George McGlade and Jerry McEvoy from executive headquarters, were 
seen during the week. 
Ace Fastener Corporation, Chicago, Ill. and New York, N. Y.—Manu- 


facturers of Ace, Pilot, Cadet, Clipper, Glider and Scout stapling ma- 
chines, staples and staple removers for all type of stapling, tacking and 
fastening jobs in office, factory and other business establishments 
Eastern Representative Ben S. Grayson was in charge. 

Acme Visible Records, Inc., Chicago, Ill. and New York, N. Y. 
Showed Acme visible card systems and Insite record products in all 
models. Vice-President C. A. Badger was in charge. 

Addressograph-Multigraph Corporation, Cleveland, Ohio and New York, 
N. Y.—Addressograph demonstrated machines designed to speed the 
handling of payroll, collecting, manufacturing information, 
orders, shipping, advertising and sales promotion, dividends, and social 
security. Multigraph exhibited new office duplicating and folding ma 
chines for economically producing business forms, office stationery, letters, 
bulletins, mailing and reply cards, folders, booklets, illustrated catalogues 
and price lists. Messrs. Chance, Rafferty and Browysey from headquarters 
were present. 

All Steel Scale Co., Inc., New York, N. Y.—Triner mail, parcel post, 
express, commercial, industrial and counting scales were shown 

Allen-Wales Adding Machine Corporation, New York, N. Y. Adding 
and subtracting machines, combination adding machine and cash drawer 
models, hand and electrically operated, bookkeeping machines 
equipped with credit balance feature, duplex models, electrically operated, 
with or without direct subtraction, were on display. Dan Steible and 


inventory, 


models, 





W. A. Ericson were in charge. President W. R. Pickering was also in 
attendance. 

Amberg Busi Equipment Corporation, A. J., New York, N. Y. 
Indexing, guides and folders, steel filing cabinets and desks were shown. 
Special indexing set-ups demonstrated simplified filing Ann E. Patton 


was in charge, assisted by New York office representatives. 

American Automatic Typewriter Company, Chicago, Ili. and New York, 
N. Y.—A display featuring the entire Auto-typist line, including standard 
selector and dual selector. William M. Schulz and W. J. Marterer were 
in charge. 

American Institute of the City of New York, The, New York, N. Y. 
Educational programs in science, engineering and industrial research. 
Sponsors of 1941 New York County Fair at Madison Square Garden 
September 10 to 20. 

Apeda Studio, Inc., New York, N. Y.—-Advertising displays, commercial 
photographs, counter and window displays, photography, photo murals 
Official photographer for the show. D. Anson Rosenthal was in charge. 

Art Metal Construction Company, Jamestown, N. Y.— Demonstrated 
Postindex files including Rapid Stack, flat books, drawer cabinets, refer- 
files and Better Sight indexes. Henry S. Hansbury, manager of 
the Postindex New York branch, was in charge. Also in attendance 
was Roy E. Wells, Postindex division sales manager 

Atlantic Register Company, Waltham, Mass. and New York, N. Y. 


ence 


Autographic registers and forms, including the Atlantic Snapak inserter 
and Pre-Pak were shown 
in charge. 

Baum, Russell Ernest, New York, N. Y. 
automatic feeders. 
in charge. 


Metropolitan Sales Manager A. J. Klupp was 
Baum folding machines and 


Little Giant cylinder press. Neal J. Harrington was 
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The winners of the contest were selected by an 
impartial contest judging committee of the National 
Office Management Association. The judges included: 

E. H. Conarroe, Metropolitan Life Insurance Com- 
pany; F. H. Ahler, Kings County Lighting Company; 
H. J. Brogley, Johnson & Johnson; C. M. Skade, Hard- 
ware Mutual Casualty Company; G. L. Stone, Position 
Securing Bureau, Inc., and Prof. C. L. Face, New York 
University. 

And so it was a weary but happy group to exhibitors 
that began pulling up stakes at 10:00 p. m. Saturday 
night, as the last of the visitors were escorted out of 
the Palace. It was a corking good show which de- 
monstrated again that the National Business Show 
is an important institution for the furtherance of this 
industry. To Frank E. Tupper and his associates, 
Edwin O. Tupper, William Tupper and Charles H. 
Hunter, whose vision and singleness of purpose guided 
this show to an outstanding position in a long line of 
successes go the orchids. And to the manufacturers 
who made the event a success the industry is grateful. 


To D. Anson Rosenthal and Apeda Studios, to whom 
we are indebted for these fine pictures of the booths— 
and to the Yawman and Erbe Manufacturing Company, 
DoMore Chair Company, Ehrlich Upholstery Works and 
Underwood Elliott Fisher Company we express our 
thanks for the equipment loaned us for the week. 


OF EXHIBITS 


Bircher Company, Inc., The, Rochester, N. Y.—A complete line of 
Lightning letter openers and sealing machines was on display. R. J 
Ludlow, Jr. and D. W. Manz, New York City sales and service repre 
sentatives, were in Sales Manager R. U. Reed was also in 
attendance. 

British-American Ambulance Corps, Inc., 
tion regarding activities of the corps, badges and 
banks, ete. 

Bunn Company, B. H., Chicago, IIl.._Demonstrated a mail tying ma 
chine and a package tying machine. W. W. Spencer was in charge. 

Business Equipment Sales Company, Inc., New York, N. Y.—Cramer 
Air Flow posture chairs in several models were on display. E. W 
Bromley, Miss W. Terry, and 8S. F. Schmelzer were in charge. Also in 
attendance were H. Cramer and M. Taggart from the home office. 

Business Training Foundation, New York, N. Y.—-Operating Employers’ 
Test Administration Bureau, school for office training, Filing Institute 
Training for superior beginners. Scientific pre-employment and promo 
tion testing service. Mrs. Adeline Douglass was in charge. 

Carrier Corporation, Syracuse, N. Y.—Displayed various types of small 


charge. 


Informa 
Ambulance 


New York, N. Y. 
insignia, 


air conditioning units suitable for use in offices. F. S. Garrett, sales 
manager, was in charge. 
Chandler Sales & Service Company, 245 Seventh avenue, New York, 


N. Y.—Saxmayer tying machines for all industrial tying applications 
Charles Schumacher in charge. 

Cramer Posture Chair Company, 
Equipment Sales Company, Inc.) 

Davidson Manufacturing Company, Chicago, Il.—Products displayed 
included the dual duplicator, which handles both offset and relief work, 
and a line of folding machines handling folds in a sheet up to 14 by 20 
inches. W. W. Davidson was in charge. 

Derby Sealers, Inc., Derby, Conn. and New York, N. Y. 
tape dispensers were shown. John E. Towner in charge. 

Dexter Folder Company, Pearl River, N. Y. and New York, N. Y. 
Cleveland folding machines for folding letters and circulars were dis 
played. W. R. Thompson, advertising manager, was in charge. 

Dextron Corporation, New York, N. Y.—Electric advertising signs with 
interchangeable fluorescent letters were exhibited. Milton W. Fleisch 
man, president, was in charge. 

Dictaphone Corporation, New York, N. Y. dictating and 
transcribing machines and accessories and Telecord conference recording 
“What's an Office Anyway?’’ a new motion 


(See Business 


Kansas City, Mo. 


Gummed 


Cameo 


equipment were on display 


picture, was shown in a special theatre. New York Branch Manager 
Carol Lyttle was in charge, assisted by members of his sales organiza 
tion. Merrill B. Sands, president, and Charles E. Hallenborg were also 


seen during the week. 


Ditto, Inc., Chicago, I1.The entire line of Ditto gelatin and liquid 
duplicators were shown in a wide price range. These machines were 
demonstrated on straight run duplicating and many business methods, 
such as order billing, payroll, parts order, etc. A. L. Dunphy was in 
charge. Frank Gregor, Jr., from home office, was seen during the week 

Domore Chair Company, Elkhart, Ind..Showed new executive and 


Barfoot was in charge, assisted by members 
staff. Mr. Williams from home office, visited 


clerical model chairs. J. H 
of the New York agency 
during the week. 

Dun's Review, New York, N. Y.-Three large 
of the magazine. H. C. Daych was in charge. 

Duplex Desk Company, Inc., New York, N. Y. 
two-top desk. Leo Funk was in charge. 

Edison, Inc., Thomas A., West Orange, N. 


panels presented features 
Displayed the Duplex 


J.—Featured the desk 
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A FEW OF THE SPECIALTIES AT THE NEW YORK BUSINESS 
SHOW.—At the top: The Ditto Twins demonstrate the Ditto 
duplicator to distinguished visitors. Left to right—Joseph Mc- 
Goldrick. comptroller, City of New York: the twins; James J. 
(Jimmie) Walker, former mayor of New York. In the center: 
An outstanding feature of the Royal Typewriter Company dis- 
play, spot lighting the Gold Royal. At the bottom: Harry Lynn 
of the Esterbrook Pen Manufacturing Company presents the 
queen of the show with an Esterbrook pen and pencil set. 
Edison shaver 


Ediphone, the streamlined Ediphone for the floor and the 


equipped with mercury switch and adjustable straight edg« E. ¢ 
McCarthy was in charge 
Elliott Addressing Machine Company, Cambridge, Mass.—Addressing 
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machines in many different models for various lines of businesses were 
displayed for the first time. R. DePace, 


shown, including four or five 
Harmon Elliott 


New York manager, was in charge. Tim Thrift and 
were also seen during the week. 
Employers’ Test Administration Bureau, New York, N. Y.—Admin- 


to assist in the 


istering tests to determine clerical aptitude and speed, 
Phillips was 


selection and training of office workers. Miss Doris E. 
in charge 

Esterbrook Pen Company, New York, N. Y. 
plete line of fountain pens and “push” pencils were shown. 
Harry W. Lynn was in charge. Also in attendance were R. W. 
and R. 8S. Menchikoff. 

Fastener Corporation, Chicago, tl.—In addition to a compression desk 
stapler, three lines of automatic hammer tackers and four models of 
Norris R. Libert, sales 


Dip-less sets and a com- 
Manager 
Mueller 


new compression gun tackers were displayed. 
manager, was in charge. 

Filing Institute, New York, N. Y. 
filing. Systematizing and _ installation 
jobs. 

Fototype Company, New York, N. Y.--Fototype alphabets 

Friden Calculating Machine Company, San Leandro, Calif. and New 
York, N. Y..Among other machines shown were the Super-matic tabu- 
lating model providing completely automatic positive, negative and 
accumulative multiplication and automatic dual division, and the model 
C, equipped with selective carriage tabulation and the dividend tabu- 
lating key. C. C. Simons, New York distributor, was in charge, assisted 
by his staff, as well as a number of out-of-town distributors. Also in 
President Carl M. Friden and Vice-President John 


Teaching elementary and advanced 
work. Filing staffs for special 


attendance were 
M. Lund. 

General Electric Company, Cleveland, Ohio..-The role that fluorescent 
plays in contributing to the operation of business machines was demon- 
strated. Several units each including properly designed desk, adequate 
lighting and correct chair for a particular business machine were on 
display along with several other helpful hints on the use of lighting in 
efficient office operation. J. C. Forbes, illuminating engineer, from the 
engineering division of the lamp department, was in charge. 

Geyer, Inc., Andrew, New York, N. Y.—Geyer’s Topics, a trade journal 
of the stationery, office equipment and business machines industry, was 
displayed. James Neary was in charge. 

Guide System & Supply Company, New York, N. Y.—-Featured the new 
Firefoe Transfile, asbestos covered and non-inflammable, in several styles 
ind sizes, as well as other models of Transfile storage cases. President 
Irving Kremsdorf was in charge, assisted by other members of the or 
ganization. 

Hano Company, tnc., Philip, Holyoke, Mass. and New York, N. Y. 
Snap-a-part continuous forms were shown, as well as_ lithographea 
forms, autographic registers and forms, carbon pack, manifold book, 
ind continuous forms interleaved with one time carbon. N. L. Hanna, 
sales promotion manager, in charge. L. R. Hanna from Holyoke was 
present on Wednesday. 

Hires Company, iInc., Charlies E., Long Island City, 
cooling equipment in various types was on display. Karl R 
Mullener and Louis Anthony were in charge 
Automatic typewriters in con- 
Horace H. Nahm, 


N. Y¥.—Water 
Leinbacn, 


general manager, Edward M 

Hooven Letters, Inc., New York, N. Y. 
stant operation. William H. Andrews in charge. 
president, was also in attendance. 

Hunter Electro-Copyist Agency, Inc., New York, N. Y¥.—Showed photo- 
copying machines and supplies. There was displayed what the exhibitor 
claims is the largest standard photo-copying machine in the world, 
copying up to 36 by && President John B. Tupper was in charge, 
assistea by H. Kranich and C. H. Burbank. 

Hygrade Sylvania Corporation, Salem, Mass. and New York, N. Y. 
fixtures fer office and industrial purposes were 
featured were colored fluorescent lamps. New 
York District Sales Manager Lewis Gordon was in charge 

Inkograph Company, Inc., New York, N. Y.—-Inkograph pencil pointed 
pens in several styles were shown. J. Wallace was in charge. 

International Business Machines Corporation, 590 Madison avenue, New 
York, N. Y¥.—-Displayed and demonstrated electric punched card account- 
ing machines, time recorders, electric timing systems, sound distribution 
eonuipment, all-electric writing machines, proof machines for banks and 
other management aids. Large corps of competent demonstrators were 
also at hand 

Kee Lox Manufacturing Company, New York, N. Y. 
inked ribbons and Kee Lox device for transversing carbon in multiple, 
continuous form sets for use on typewriters and billing machines were 
featured. John A. Noonan, Foudy and O. B. Olsen 
were in charge. 

Lamson Corporation, Syracuse, N. Y.—Pneumatic tube systems for the 
use of various sized carriers for interdepartmental exchange of papers, 
articles in offices, banks, stores, shops, in- 
displayed. In charge was Sidney Munro, 
assistant sales manager, C. A. Bittong assisting 

Linguaphone Institute, New York, N. Y.—Demonstrated home-study 
methods of learning twenty-seven languages from English to Chinese 
ind the organization's method of teaching. Carl Remy was in charge. 

Macey Company, The, Grand Rapids, Mich.Metal office furniture and 
equipment Percy R. Miller, vice-president manager from 
Grand Rapids, in constant attendance. 

Macey-Fowler, Inc., New York, N. Y. 
of metal office furniture and the Stow-Davis line of desks. 
R. S. Fowler and Vice-President R. B. Hayward were in charge 

Marchant Calculating Machine Company, Oakland, Calif. and New 
York, N. Y.—All models of the “Silent Speed’? machines were demon 
strated. District Manager John K. Conway was in charge. 

Mercury Stapling Products, New York, N. Y. 

Monroe Calculating Machine Company, Orange, N. J.—A representative 
Monroe's three general classes of equipment, including 
adding-listing and posting machines, check writers and 


(Turn to page 150, please) 
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manager; E. R 
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The Guest Book 


Howard Sanders, executive secretary, Stationers & 
Publishers Board of Trade, New York, N. Y., was a 
welcome visitor on February 1. In Chicago to attend 
the annual meeting and dinner of the Western Sta- 
tioners Credit group at the Palmer House January 30, 
he took time out of a busy day to call. His visits are 
stimulating. We are always impressed by his thorough 
understanding of credit problems and the possible 
benefits through sound procedure, to which he adds 
enthusiastic devotion to the solution of the problems 
with fairness to all concerned. 


C. I. Wagner of the Safety Envelope Company, 
Bloomfield, N. J., was a Guest Book signer on Feb- 
ruary 5. It has been some time since the Major pulled 
our headquarters latch string. He has been engaged 
in much traveling of late, due to manufacturing prob- 
lems in connection with defense production activities, 
leaving little time for the stationery industry. His old 
interest and the increased importance of the place 
the paper fastener occupies in the field naturally 
brought it into the conversation. The present outlook, 
he believes, is that there are busy days ahead for 
some time to come. 


Frank R. Nichols, sales manager, Columbia Ribbon 
& Carbon Manufacturing Company, Glen Cove, L. L., 
N. Y., paused during a flying trip of wide spread to 
register “in” at headquarters on February 5. We hope 
for a real visit soon. Those who know him are aware 
that he is always alert to advances in the industry 
and happiest when on “the firing line” developing 
business. A personal contact is always invigorating 
for he possesses that rare trait of character which 
inspires in others the desire to do a better job. 


Fred P. Alexander, president of Alexander Bros., 
Ltd., Honolulu, Hawaii, inscribed his name in the Guest 
Book on February 10. He was engaged on a two anda 
half months journey that started in Honolulu on Janu- 
ary 31. Unless unforeseen circumstances alter the 
schedule, he expects to board a steamship at San 
Francisco on April 2, homeward bound. Four days in 
Chicago permitted calls at the offices and factories 
of Felt & Tarrant Manufacturing Company and the 
Speed-O-Print Corporation, firms represented in 
Hawaii by Alexander Bros. The principal lines handled 
are those of the Underwood Elliott Fisher Company, at 
whose headquarters offices in New York Mr. Alexander 
expected to spend some time later in the month. The 
plan was to leave New York City on February 23 for a 
leisurely vacation tour through the south, stopping at 
New Orleans, and then going on through the west. 
Possessing a quiet, engaging personality, Mr. Alexander 
has earned the high esteem of two groups of business 
men—those associated with the manufacturers his 
company represents and those to whom he sells equip- 
ment in his home territory. 


R. E. Huffman, president of the R. E. Huffman Com- 
pany, Aberdeen, S. Dak., was a guest on February 11. 
He had arrived in Chicago the day before, in time to 
visit some brother dealers in office machines and at- 
tend the monthly meeting of the Chicago Typewriter 
Dealers Association on Monday evening. As a former 
executive of the National Typewriter & Office Machine 
Dealers Association, he is intensely interested in or- 
ganization work and never fails to take advantage of 
opportunities to attend gatherings in the trade. Two 
main purposes motivated his visit—the Chicago busi- 
ness show and the desire to call at the factories of 
the A. B. Dick Company, manufacturers of his primary 
line, Mimeograph duplicators and supplies, and the 
Victor Adding Machine Company. Out in the Aber- 


deen territory, where distances are great and popula- 
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tion comparatively sparse, Mr. Huffman reports that 
business is booming. He looks forward to a general 
advance, in which all alert office equipment dealers 
will share profitably. 


Harry E. Russell of the Office Equipment Company, 
Des Moines, Ia., in Chicago for the Sixth Annual Office 
Equipment Display, gave a member of OFFICE APPLI- 
ANCES’ Staff a pleasant hour of visitation on Feb- 
ruary 11. Modestly foregoing the claim of being the 
first subscriber to the journal, he recalled that he must 
have been the second one to sign up when he paid 
George Patterson, the founder—sight unseen—a silver 
dollar for a subscription to a magazine that had not 
yet come into actual being. That was way back when 
Remington typewriters were his sole interest and his 
present business but a dream. Throughout the years 
he has continued as a regular reader of the journal. 
In a reminiscent mood, he took time out from inspec- 
tion of the exhibits at the Chicago show to outline his 
views of the material benefits that come through 
organization—cooperative effort in building a business. 


William (Bill) Tonkin of Los Angeles, Calif., helped 
to put zest into February 12, when he called and signed 
the Guest Book. He had left his home city for New 
York on January 31, pausing in Chicago only between 
trains. In the east he visited the New York business 
show in the company of Oscar Sundstrand, a friend of 
twenty years standing. He reported interesting visits 
with Underwood Elliott Fisher Company executives, 
including R. E. Stewart, school sales manager, and Jim 
Donovan, typewriter division sales manager. Among 
others contacted in New York were A. C. Kienly, east- 
ern sales manager of the Royal Typewriter Company, 
and R. C. Allen and staff of Allen Calculators, Inc. His 
return journey included pleasant stops at Pittsburgh, 
where he visited Ed. Eggleston, proprietor of the Gen- 
eral Office Eqiupment Corporation; at Grand Rapids, 
where he toured the Allen Calculators plant in the 
company of R. C. Allen, and at Indianapolis, where he 
fellowshipped with Messrs. Robert and Richard Show- 
ers of the Indiana Cash Drawer Company. The Chicago 
display of office equipment captured his interests and 
gave him an opportunity to greet old and new friends. 
Before returning to Los Angeles, which he expected to 
do by the end of February, he visited relatives in Wis- 
consin and Rock Island, Ill. A dynamic person, whose 
sales philosophy is based on satisfaction and service 
to customers, Bill Tonkin’s visits always stimulate. 


M. Bass of St. Louis, Mo., was a Guest Book signer 
on February 17. Having recently severed connections 
with an office appliances manufacturer, whom he 
served as St. Louis branch manager, Mr. Bass was in 
process of making an investigatory trip with the view 
of establishing other affiliations. He contacted a num- 
ber of manufacturers at the New York business show 
and did likewise at Chicago. Immediate opportunities 
for sales are bright, he believes, which makes him 
anxious to get back into the harness of sales work. 


H. I. Salsbury, proprietor of Handy Roll Company, 
Oakland, Calif., signed the Guest Book February 19. 
He had come East by way of Seattle and Minneapolis 
and reported good business in both cities. He stated 
also that the volume on his old product, the Handy 
Roll, was expanding steadily and that new numbers 
recently added already were being well received. From 
Chicago he planned to call upon his Canadian dis- 
tributors in Toronto, then visit New York and other 
eastern cities before returning to California. 


Louis T. Koerner, George Litchfield, Arthur Barth 
and William Brown, of Jasper Chair Company, Jasper, 
Ind., were OFFICE APPLIANCES’ visitors February 18. All 
were in Chicago for the purpose of participating in 
the annual school equipment convention at the Palmer 
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House. They were in attendance at the company’s 
school furniture exhibit. These Jasper folks were not 
aware of the late depression. Throughout the lean 
years their volume increased steadily. Mr. Koerner 
reports a continuation of the lively demand for the 
company’s products, with 1941 prospects particularly 
attractive. 

William Kelly and E. J. LeBlanc of Office Equip- 
ment Company, Louisville, Ky., and Norman Gerth 
of Imperial Desk Company, Evansville, Ind., were with 
the Jasper Chair Company group. They, too, had come 
to Chicago for the school equipment convention, which 
is an important meeting place for the manufacturers 
and their distributors. They reported attractive busi- 
ness and were optimistic about 1941 being a record 
year. 

Henry J. E. Block of Lakewood, Ohio, representative 
of General Pencil Company, called at the office of 
this journal February 21. Henry is vice-president of 
the Great Lakes Travelers Club. He attended the Fri- 
day noon luncheon at the Brevoort to discuss with 
other members of the organization plans for the 
Travelers’ participation in the regional meeting to be 
held in Columbus April 7 and 8. He told of the activi- 
ties of Earl Kochheiser, governor, and his committee 
in preparing an attractive program and indicated that 
a large attendance of dealers and travelers was ex- 
pected. 
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KETCHINGS OPENS $50,000 PLANT 


The Tom L. Ketchings Company, one of the largest 
printing and office appliance establishments in Mis- 
Sissippi, recently opened its new $50,000 home in 
Natchez thus bringing about the culmination of a 
phenomenal rise which began only six years ago. 

It was on October 1, 1934, that Tom L. Ketchings 
began operations in Natchez, a city which takes great 
pride in its ante-bellum homes and practices. By for- 
getting antiquated business practices, however, and 
concentrating on new methods of merchandising 
printing, stationery and office supplies, Mr. Ketchings 
was able in six years to bring his small plant into 
the limelight and to construct one of the most modern 
buildings in the deep South. 

Mr. Ketchings operated a small job printing plant 
for two years after going into business in Natchez, 





T. L. KETCHINGS 


but on January 1, 1936, he opened his printing, sta- 
tionery and office supply business in the Beekman 
building on Main street. This move was followed by 
the forming of the Tom L. Ketchings Company, with 
Mr. Ketchings as president and C. M. Bough as secre- 
tary and treasurer. 

The firm employed five persons at the time, includ- 
ing the officials. Today, twenty-eight persons are em- 
ployed in the large new building which was opened 
recently at Pearl and State streets. 

As the organization has grown, so has the number 
of departments. Today, there are office supplies, book- 
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bindery, printing, sales, typewriter and shipping de- 
partments. 

Since its inception in Natchez, the plant has done 
printing and bookbinding work for concerns ranging 
from Pittsburgh, Pa., to Tampa, Fla., but the bulk 
of its printing and office appliance sales are in Mis- 
sissippi and Louisiana, both of which states are cov- 
ered thoroughly by outside salesmen. 

The building, which is ninety-five by one hundred 
and thirty feet, contains on one roof-section a saw- 
tooth roof designed so as to furnish a maximum of 
daylight and minimize the use of artificial light. 

A large space has been reserved and is being used 
for a front office display and stationery supplies office 
in the direct front of the building. The general office 





NEW HOME OF THE TOM L. KETCHINGS COMPANY IN 
NATCHEZ, MISS. 


of the company, including Mr. Ketchings’ office, is 
located here. 

The rear part of the building is being used for the 
printing, bookbinding and storage. All departments 
have been arranged so that the greatest work effi- 
ciency will result. 

In this section are located the linotype machine, 
presses, saws, bookbinding equipment, calendar mark- 
ing equipment, as well as space for storage and ship- 
ping and receiving deliveries. 

The man behind the phenomenal growth of this 
company—Mr. Ketchings—was born in Sylvester, Ga., 
learning the printing trade while still a youth there. 
He spent much of his early life in Georgia and at 
Key West, Fla., where he continued gaining experi- 
ence in this business. In 1924, he opened a business 
for himself in Key West and remained there, success- 
fully operating until he sold out in 1930. 

Before going to Natchez, he was manager of the 
Tallahassee, Fla. branch of the H. & W. B:» Drew 
Company. Later he was connected with Dameron- 
Pierson Company, Ltd. of New Orleans. 

Going to Natchez as a stranger in a strange town, 
Mr. Ketchings today is president of the Natchez Asso- 
ciation of Commerce, president of the Natchez Radio 
Corporation, and prominent in religious affairs. He 
married the former Miss Evelyn Hogue, of Natchez, 
and they have two children. 

The officers of the company besides Mr. Ketchings 
are: Fred T. Kimbrell, vice-president and sales man- 
ager; C. M. Bough, secretary and treasurer; Philip C. 
Hess, store manager and assistant secretary and treas- 
urer, and Dallas W. Robertson, plant superintendent.— 
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STEEL EQUIPMENT SHIPMENTS ON INCREASE 

Shipments of steel office furniture, shelving and 
lockers for December, 1940, showed a substantial in- 
crease over those recorded for the same month in 
1939, according to a report issued by the Department 
of Commerce last month. The actual figures were as 
follows: 

Furniture, shelving and lockers totals for Decem- 
ber, 1939, were respectively: $2,159,729, $540,150, and 
$448,884. For December, 1940: $3,582,978, $843,908, and 
$582,408. 








CHICAGO O. M. A. HOLDS BUSINESS SHOW 


The sixth annual business show, sponsored by the 
Office Management Association of Chicago, was held 
from February 11 to 14 in the Palmer House. 

Created around the general theme of “American 
office management must mobilize now for greater effi- 
ciency aS an important contribution to the nation’s 
defense effort,” the show brought out the displays of 
fifty-five companies, each of which was manned by a 
trained crew of attendants. It was estimated by those 
in charge of the exposition that approximately 35,000 
persons passed into the exhibition hall of the Palmer 
House to view the various booths, watch the demon- 
strations and express amazement at the new heights 
to which modern business methods have reached. 


Many new and startling devices were shown for the 
benefit of those who “like to see machines do things.” 
A highlight in this group was a coin-operated mail box 
which weighs letters, stamps them and drops them 
into a depository for mailing. It is called a Mailomat 
and more than lives up to its name, calling upon the 
user only to drop a coin. It is a product of the Pitney- 
Bowes Postage Meter Company. 

Equally novel were many other exhibits. The Royal 
Typewriter Company exhibited its famous gold type- 
writer; The Todd Company offered a new type of 
check writer guaranteed to make life miserable for 
forgers; the DoMore Chair Company displayed a chair 
which allows its owner a little mild exercise while sit- 
ting in it, Shaw-Walker Company gave away deco- 
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THE CROWD GATHERS.—A record throng was waiting when 

the sixth annual Chicago Office Equipment Display opened 

in the Palmer House last month. The above picture shows 
the entrance to the hotel's exhibition hall. 


rated yardsticks to demonstrate its new, twenty-nine 
inch desk, and Dictaphone showed its new movie, 
“What’s An Office, Anyway?” 

An alphabetical list of the exhibitors, the products 
shown and the attendant in charge, follows: 


Acme Visible Records, Inc.—Visible record systems to fill every type 
and size of business house. M. J. MeMurry. 
Addressograph Sales Agency.—Name and date writing machines and sys 


tems. J, B. Ward 


Alien Calculators, inc..-Adding machines, calculators and cash drawer 
F. A. Staat 

Allen-Wales Adding Machine Agency.—Adding, subtracting, bookkeeping 
standard statement and duplex models, hand or electric and with or wit! 


out direct subtraction. 


American Automatic Typewriter Company.—Standard and selector Auto 
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lypists demonstrating electrically typewritten letters. Verne Child. 
Edwin C. Barnes & Bro.—-Displaying the Ediphone dictating equipment. 
0. C. Dentzer. 

Bircher Company, tnc.—A 
H. H. Hill. 

Cardineer Company.—Card filing equipment for business offices, 
and factories. C. W. Johnson. 
Cincinnati Time Recorder Company. 
signaling equipment. W. E. Zimmerman. 
Commonwealth Edison Company.— Fluorescent 
tioning equipment. 

A. B. Dick Company. 
Mimeograph supplies. T. T 
Dictaphone Corporation.._Dictating and 
supplies and service. H. H. Cross. 

Ditto, Inc.—Duplicating machines and methods as well as demonstra- 
tions of the devices in actual operation. J. E. Chestnut. 
DoMore Chair Company, tInc.—Several models of posture 
executive and clerical use. W. J. Black. 

Eagle Pencil Company,—Wood-cased pencils, erasers, mechanical pencils 
and fountain pens. Bob Overend 
Electrofile of Chicago.—Electrically 
Charles Seibert. 

Elliott Addressing Machine Company. 
writeable stencils. E. P. Parker. 
Felt & Tarrant Mfg. Company. 
Globe Furniture & Stationery Company. 
Co. office furniture. J. K. Martin 
Horder's. Inc.—Office supplies, visible records and complete office plan- 
ning. L. W. Kirchner 

Illinois Bell Telephone Company. 
Voice Mirror. 

International Business Machines Corporation.__Electric bookkeeping and 
accounting machines and time recording devices. Gordon Lovell. 
Johns-Manville.—Transite walls and acoustical materials. W. C. 
Clennan. 

Kohihaas Company. 
M. A. Thonetz 
Marchant Calculating Machine Company. 
Oakes 

Marshalli-Jackson Company..Commercial stationery, 
visible and filing equipment Eric Behmer. 
McBee Company.—<Accounting systems and 
{ Swoboda 

McCaskey Register Company...Control systems for all types of business 
ind industrial organizations E. C. Crane. 

Mead & Wheeler Company.—-Showing Harter, Macey and Sikes furniture. 
E. A. Mead 

Monroe Calculating Machine Company, Inc.—Calculating, adding, book- 
keeping and check writing machines. R. F. White. 

Mosler Safe Company.—-Safes, vaults and money chests to fit any size 
and type of business organization. C. L. Roberts 
Muitigraph Sales Agency.--Showing Multigraph-Multilith, 
chines, certified saleS and service. H. R. Gullixson. 
Multistamp Chicago Company.—-Folding equipment and hand duplicators 
in many sizes and models. Also Niagara duplicators and _ supplies. 
E. J. Crabbs. 

National Blank Book Company.—Blank book, loose leaf, machine book- 
keeping and visible equipment. Leonard Rose. é 

National Cash Register Company.—Cash registers, accounting and book- 
keeping machines. J. J. Breem., 
National Postal Meter Company. 
types and sizes of business organizations. 
Nelson-Eismann Company.—Carbon papers and 
types of office machines. William Eismann. 
Office Equipment Company of Chicago. 
equipment. S. A. Williams 


complete line of letter openers and sealers. 
banks 


Time recording, indicating and 


lighting and air condi- 
Several models of the Mimeograph duplicator and 
Miller. 

machines, 


electric recording 


chairs for 


operated card filing equipment. 


Addressing equipment and type- 


Showing the Comptometer. R. Pratt. 
A display of Globe-Wernicke 


Showing an amusing device called the 


Mac- 


Showing and demonstrating sorting equipment. 


Calculating machines. J. L 
business furniture, 


forms. O. A. Morard and 


folding ma- 


Metered mail equipment to suit all 
t. Hendrix. 

inked ribbons for all 
office 


Showing supplies and 


Postage Meter Company.--Pitney Bowes metered mail devices and mail 
ing equipment. J. D. Oakes 
Recordak Corporation...Equipment and machines for performing ac- 


photography s. 8 ershaw 
Typewriters, adding and bookkeeping machines, 
tabulating machines and safes. H. A. 


counting by 
Remington Rand Inc. 
visible equipment, filing 
Shells 
G. L. Rogers. Inc. 
chines. G. L. Rogers 
Rol-Dex. Inc. Exhibiting 
houses. R. K. Klapman 
Royal Typewriter Company, Inc. 
supplies Paul W. Jones 
Shaw-Walker Company.— A 
and equipment. R. W. Magill 
Spak & Natovich. Inc.—Complete lines of office supplies, equipment and 
furniture. L. W. Rouzer. 
Standard Mailing Machines Company. 
chines. V. W. Evans 
Stenotype Company. 
Machine Way to Shorthand.” J. B. 
Stromberg Time Corporation. Time 
systems. S. H. Cundall 
Taliman, Robbins & Company. 
equipment George Morris 
Todd Sales Company.—Check writers, check signers and check protection 
equipment. A. High. 
Triner Sales Company. 


systems, 


Showing and demonstrating Friden calculating ma 


ind demonstrating Rol-Dex files for business 


Typewriters and Roytype ribbons and 


combination display of business furniture 


Duplicating and mailing ma- 


Demonstrating the Stenotype, described as ‘‘The 
Walsh. 
recorders, 


time stamps and clock 


Loose leaf forms and binders and filing 


Parcel post, mail, beam and automatic scales 


F. A. Lang. 
Triple “EE” Products Company.—Showing the firm’s new electrically 
operated pencil sharpener. William A. Ireland. 


Underwood Elliott Fisher Company.—Typewriters, accounting and add- 
ing machines and supplies. F. C. Snow. 

Vari-Typer Sales Agency._-Showing a composing typewriter for making 
master copies for duplicating, photo-offset printing and direct metal plate 
work A. O. Wooldridge 

Victor Adding Machine Company.--Victor ten-key and full keyboard 
portable adding machines, electric and manual models. D. L. Allor 

Workman Calculating & Typing Service.—Computing inventories, 
analysis, cost reports, etc Sam Workman. 

Officers of the Office Management Association of 
Chicago, many of whom were on duty as hosts to the 
large number of visitors, are: President, Paul Man- 
ning; first vice-president, Myron Hilb; second vice- 
president, J. W. Rees; treasurer, Albert G. Keck, and 
secretary, J. F. O’Keefe. 


sales 
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(7 
AMONG THE EXHIBITS AT THE CHICAGO 


Edwin C. Barnes & Bros. 
Mosler Safe Co. 

Mead & Wheeler Co. 

Mead & Wheeler Co. 
Marchant Calculating Ma- 
chine Co. 14. 
International Business 


courtesy of Kaufmann é 


. Fabry 
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Machines Corp. 15. 


Cincinnati Time Recorder 


Co. 16. 


American Automatic 


Typewriter Co. 17. 
Postage 18. 


Pitney - Bowes 
Meter Co. 


No. 2, courtesy of Grignon.) 


National 
Co. 
Victor 


Cash Register 
Adding Machine 
Dictaphone Corp. 


Friden Calculating Ma- 
chine Co. 
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NEW MACHINES AND DEVICES | 





NEW PRODUCTS ANNOUNCED BY SHEAFFER 
PEN 

The W. A. Sheaffer Pen Company, Fort Madison, 
Iowa, has recently increased its line of fountain pens 
and desk sets with two new products which have been 
trade-named the Sheaffer dip-type desk set and the 
Wasp Rite-O-Way pen set. An improved “Skyboy” 
pen and pencil set is also announced. 

The dip-type set is sold equipped with either the 
Lifetime or the Feathertouch pen. Writing fluid is 
contained in the base of the unit which holds a year’s 
supply. The fluid level in the socket is adjustable and 
because only the pen tip is immersed there is no pos- 
sibility of the pen becoming soiled. 

The Rite-O-Way set is manufactured by the Wasp 
Pen Company, Inc., a division of the Sheaffer organi- 





SHEAFFER'S NEW OFFERINGS.—(Top) The Sheaffer dip-type 

desk set and (lower) the Wasp Rite-O-Way pen set. In center 

is shown the new feature of the Skrip bottle which is ex- 
plained in the accompanying text. 


zation. It is listed as the No. 100 and sells complete 
with pen and two-ounce bottle of Sheaffer Skrip, for 
ninety-eight cents. The user has choice of three 
stainless steel “turned over’ points—fine flexible, 
medium flexible and stiff. New type interior holds 
writing fluid at constant level and the designing of 
the unit prevents tipping over. Rubber-covered base 
eliminates scratching or skidding. 

A new feature of the Skrip bottle illustrated here is 
the installation of absorbent material inside the cover 
the action of which takes up excess fluid and thereby 
keeps the interior and threads of the cap as well as 
threads of the bottle clean and dry, and permitting 
the cap to unscrew easily. 

The improvement to the Skyboy pen and pencil 
set (and also to the models known as Valiant, Vigilant 


and Defender) consists of a new military clip attached 
to the extreme end of the writing implements in order 
that they will ride low in the pocket and thus meet 
U. S. service regulations by being out of sight. This 





THE IMPROVED “SKYBOY” PEN AND PENCIL 


novel construction will permit the flap of a military 
pocket to be buttoned entirely over the pen and pencil 
while their streamline balance design prevents bulging. 
<smenassidilgilllitieit 
TRU-LITE’S FLUORESCENT LAMP FOR OFFICE 
MACHINES 


Involving a new principle of illumination by which 
the light is reflected away from a worker’s eyes, a 
fluorescent lamp for use in connection with the opera- 
tion of office machines has been introduced to the 
trade by the Tru-Lite Company, 542 South Dearborn 
street, Chicago. 

There are several models of the new lamp designed 
for attachment to practically every kind of type- 
writer, calculator, bookkeeping machine, etc., but the 
principle is the same in them all. The lamp proper 
can be raised to a point two feet over the working 
surface and is equipped with an elbow arm spread 
of slightly over two feet overall. Because of this 











THE TRU-LITE LAMP 


construction the light can be placed in such a position 
as to direct its light upon the machine to which it 
is attached in such a manner as to force the reflection 
away from the operator and toward the back of the 
desk or table. A ball joint head allows adjustment 
to suit the individual user. 

The lamp has an attractive molded plastic head 
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and push-button light control. It uses a T-8 15-watt 
daylight or white fluorescent tube. The entire unit 
is General Electric construction and the finish is 


statuary bronze. 
_—=—e  - 


HANSON SCALE SHOWS THIRD-CLASS MAIL RATE 
The Hanson Scale Company, 525 North Ada street, 
Chicago, has announced a new and improved parcel 


post scale, the Model No. 1512, which eliminates all 
guess work in connection with third-class mail, includ- 





THE HANSON NO. 1512 PARCEL POST SCALE 


ing rates for small packages which weigh less than 
eight ounces. 

The scale is fitted with an eight-inch dial to allow 
easily-read one-ounce graduations throughout its 
twenty-pound range. Correct postage is printed clearly 
on the dial—for third class matter (first eight ounces) 
as well as all eight parcel post zones up to twenty 
pounds. 

Like all Hanson models, the No. 1512 is ruggedly 
constructed. Overloading the scale or dropping par- 
cels on the platform cannot damage the spring because 
it cannot be stretched beyond its elastic limit. An 
adjusting screw makes it simple to keep the scale 
always accurate. 

The dial is protected by a cover of glass held by 
a bezel which, like the platform, is of brass and is 
durably chromium plated. The body of the scale is 
enameled in dark green. Because of its wide range 
the scale will serve for many other weighing tasks. 

=<. 
GRAND RAPIDS’ SECTIONAL POST BINDER 

The Grand Rapids Loose Leaf Binder Company, 
Grand Rapids, Mich., has announced a new sectional 
post binder which incorporates a number of novel 
features. The binder is equipped with a solid, one- 





THE SECTIONAL POST BINDER 


piece cover of a hard, tough composition which will 
not warp, fray or readily soil. 

The cover is equipped with a metal hinge which 
insures long life and ability to undertake heavy duty 
service. The unit is impervious to oil and grease and 
when soiled may be cleaned with ordinary soap and 
water. 

The binder may be had in a selection of either 
the conventional end lock or top lock styles of fixtures 
and is carried in stock in all standard sizes. Several 
Special sizes are also available. 
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CONVERTIBLE DESK LINE BY STOW-DAVIS 


The Stow-Davis Furniture Company, Grand Rapids, 
Mich., has announced a new series of desks which is 
given the trade name of Convertible. From a single 
base, through the use of different size tops and a type- 
writer platform, eleven different types of desks can be 
converted, one into the other. 

Left and right-hand installation of typewriter plat- 
forms is possible and drawer space is designed to 
permit the use either of six single drawers, two single 
drawers and two double file drawers or four single 
drawers and one double file drawer, all transferable 
from one side to the other in upper or lower positions. 

Other features claimed for the Convertible desk in- 
clude the following: 

Requires twenty-five per cent less floor space, a 
height of 28% inches, exteriors of genuine walnut, 
absence of legs to provide the maximum leg and foot 
room for worker and visitors, removable pen, pencil 


THE STOW-DAVIS CONVERTIBLE DESK.—(Top) Executive 
top on standard base and same top on table base. (Lower) 
Junior executive model with typewriter shelf installed on right. 


and clip tray and adjustable partitions in the box 
drawers of each desk. 

The construction includes a rigid welded interior 
with cold rolled zinc plated steel channels on which 
drawers operate easily under any atmospheric con- 
dition. Rounded solid walnut corner posts interlock 
the heavy five-ply back and end panels. 

Dimensions of the three tops are: Stenographer top 
for the desk base, 26% by 58% inches; junior execu- 
tive top, 58% by 34% inches; executive top, 77 by 36 
inches. 

Illustrated literature and additional details are avail- 
able to the dealer promptly on request to the company. 


oo 
IMPROVED RUSH-ERASER ANNOUNCED 


The Eraser Company, Inc., 231 West Water street, 
Syracuse, N. Y., has announced an improved model of 
its Rush-Eraser, a device which can be equipped with 
a Royal rubber or a Fybrglass eraser. The new model 
propels and repels and is refillable. The body is made 
of transparent plastic and has flat sides to prevent 
rolling. Thousands of finely spun mineral fibers make 
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up the Fybrglass eraser, which has an unusually large 
number of special uses in addition to being a first- 
class eraser of pencil or ink marks. 

ie 


CARTER’S NEW “AMERICAN BLUE” INK 


The Carter’s Ink Company, Boston, Mass., has an- 
nounced a new fountain pen ink which has been given 
the trade name of American Blue and is manufactured 


we 


Carter* INS - 





CONTAINERS FOR CARTER’S “AMERICAN BLUE” INK 


to sell for fifteen cents. The writing fluid is said to 
be quick drying with an easy flow for smooth writing 
and is of an unusual brilliance and distinction in color. 

The American Blue ink is housed in a modern oval 
bottle with a red, white and blue label to back up 
the patriotic trade name. Each bottle is in an in- 
dividual carton with each half-dozen bottles packed in 
an attractive display box. 

—- 


NEW FLUORESCENT LAMP BY NATIONAL 
LIGHTING 

The National Lighting Equipment Company, 12415 
Euclid avenue, Cleveland, Ohio, is introducing to the 
trade a new fluorescent lamp which is tured by an 

unusual application of the emer 
The lamp, listed as the No. F-6, follows the con- 
ventional “round” lamp design and style, yet uses 
two 15-inch fluorescent tubes. These tubes are 
mounted within the shade and extend from edge to 
edge. The entire unit is 22 inches high with a metal 
shade finished in light Swedish and red bronze. A long 





THE F-6 FLUORESCENT LAMP 


cord and conveniently-located switch complete the 


picture. 
As a means of supplying the same lamp to suit 





OFFICE APPLIANCES 


those who prefer a floor model the company also 
manufactures one of that type. Prices and additional 
details will be furnished the dealer on request to the 
firm’s home offices. 

o i + 


NEW BARKLEY PLASTIC CARD GUIDES 

C. L. Barkley & Company, 517 South Jefferson street, 
Chicago, are introducing their new plastic tab in a 
design adapted to card indexing. It is considerably 
smaller in size, 13g inches wide, and projects above the 
body of the card guide 3g inch. It incorporates all the 
features of the regular Barkley plastic tab in that it 
magnifies the insert to greater visibility, is angular for 
easier access, and surfaces are contoured to permit 
easy removal of records without danger of snagging 
or damage to the record or file operator. 

Another feature of this new card guide is that all 
the bulk of the tab is above the body of the guide. 
This means a saving in filing inches of roughly 20 





THE PLASTIC CARD GUIDES 


per cent, many dollars saved in cabinets and saving 
in floor space. 

Barkley plastic index tabs are made of a crystal 
clear plastic material in six attractive colors which can 
be used for various filing classifications. Samples will 
be gladly sent to any dealers requesting same. 

o — «© — 
NEW AIR-FLIGHT CIRCULATORS 

The W. W. Welch Company has just announced its 
new portable air circulating units. The complete line 
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THE NO. 10 AIR-FLIGHT CIRCULATOR 


has been styled by a nationally known designer and is 
new throughout. The model illustrated is the No. 10, 
finished in an attractive two-tone opalescent gray and 
equipped with three speed control. Other features of 
the Air-Flight circulators are an outstanding perform- 
ance combined with quiet operation, as well as com- 
plete guard protection from the bottom to the top of 
the unit. 

Further particulars on the Air-Flight unit can be 
had by writing the W. W. Welch Company, Carew 
Tower, Cincinnati, Ohio. 
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SPEED PRODUCTS EXPANDS FILE FASTENER LINE 

The Speed Products Company, 37-18 Northern boule- 
vard, Long Island City, N. Y., has announced an expan- 
sion of its line of Speedway file fasteners to include al! 

















THE SPEEDWAY FILE FASTENER 


standard loose leaf punching centers—4'%, 5%, 6-13/16, 
7 and 81% inches. 

Like the original Speedways for 234-inch centers, 
new sizes are available for 1 and 2-inch capacities, 
with Sky-Hy prongs supplying additional capacities 
up to eight inches. All sizes are produced with safe, 
smooth prongs, completely covered by locking plate 
when in use. 

Request for additional information on the entire 
line should be addressed to the company’s home offices. 


NEW VICTOR SECTIONAL VISIBLE EQUIPMENT 

The Victor Safe & Equipment Company, Inc., has 
just announced a complete new line of Victor visible 
record sections, that will interlock with their well- 
known Rand sections. 

These new Victor sections are equipped with the 
latest improved Victor flexible wood lug pockets that 





provide full one-quarter inch exposure on all visible 
margins. They also permit easier shifting or changing 
of pockets with no button locks or mechanical devices 
to be released. Visible margins are protected by non- 
glare, transoloid pocket tips, another important im- 
provement. 

Victor also announces that the new pockets are 
also being applied to Victor fabrikoid bound visible 
book units and card reference panels. 

Details of this improved Victor equipment can be 
obtained by writing to the company at North Tona- 
wanda, N. Y. 


ome 


B. & P. ANNOUNCES NAVAL SERVICE DIARY 


The Boorum & Pease Company, 84 Hudson avenue, 
Brooklyn, N. Y., has developed a timely selling number 
which is a diary and address book made especially for 
men in the U. S. naval service and which has been 
given the designation “We're in the Navy Now.” It is 
a companion piece to another diary B. & P. issued 
some time ago for men in military service. 

Bound in navy blue Fabrikoid and attractively blue 
edged, the book is titled in white, contains important 
naval information, all of which is authoritative, and 
is priced to sell for fifty cents in the East and mid- 
West, and sixty cents in the far West. 
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MELIND’S FINGER PADS 

The Louis Melind Company, 362 West Chicago ave- 
nue, Chicago, has announced a new type of finger pad 
under the trade name of Justrite. The pad has a 
number of unusual features, included in which are the 
following: 

It will not “sweat,” is odorless, cannot stop circula- 
tion, is adjustable to finger size and can be used on 
side or end of finger for various types of work. 

Deep corrugations enable the user to work with an 
unusually light touch because the pad grips easily and 
also acts as a protection against finger injury from 
sharp corners, pins, etc. The pad is made of a high- 





DEMONSTRATING THE JUSTRITE FINGER PAD 


grade rubber and is packed six to a box, each individ- 
ual pad wrapped in a cellophane envelope complete 
with instructions. 

oo 


PAC PRODUCED DUPLICARD DUPLICATOR 


The Pac Manufacturing Corporation, 641 Ohio street, 
Terre Haute, Ind., has recently designed and produced 
a new postcard duplicator which is being introduced 
to the trade under the name of the Duplicard. 

Duplicard is designed for easy and simple operation 
eliminating “practice” in its handling. It is equipped 
with gravity feed which makes easy the insertion of 
cards and results in evenness of printing as well as 
a uniform registration. Another special feature is 
the full-floating printing assembly which equalizes 
printing pressure and insures perfect copy in large 
as well as small runs. 

The duplicator is enclosed in a one-piece plastic 
housing and is said to be capable of producing 1000 





THE PAC DUPLICARD 


cards per hour at a low cost. A stylus is furnished 
with each Duplicard. 

The manufacturer will furnish additional details, 
prices and descriptive literature on request to the home 
offices. 

> —— 


NEW PENCIL POINTER BY STEMPEL 
The Stempel Manufacturing Company, Waxahachie, 
Tex., is introducing to the trade a new pencil pointer 
which has been given the trade name of Long-Life. 
The new device is made to retail at fifteen cents. 
The pencil pointer has but one abrasive—granite— 
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fused into a waterproof base. It is securely fastened 
to a hardwood handle which is varnished. The pointer 
has a sponge rubber disc for graphite wiper and point 
smoother. A bevel on the edges permits easy move- 
ment of the pencil and a flush cut end allows for 
the pointing of leads in a compass. The entire pointer 
is washable, or the grit and handle can be cleansed 
with gum eraser. The device is impervious to atmos- 
pheric conditions and is available in two sizes, 6-inch 
and 714-inch. 


' > 
COLUMBIA’S 2 AND 3-COLOR RIBBON FOR 
DUPLICATORS 


In anticipation of a growing demand for two-color 
Hectowriter carbon paper ribbons for use in prepara- 
tion of direct process masters, the Columbia Ribbon & 
Carbon Manufacturing Company, Inc., Glen Cove, 
N. Y., has introduced new two-color and three-color 
ribbons to the trade. 

Columbia’s two-color ribbon allows the operator to 
switch from one color to the other with a flick of the 
finger. It is particularly valuable for preserving master 





COLUMBIA'S TWO-COLOR RIBBON 


copies in connection with statistical and accounting 
work where two colors are ordinarily used. 

Further particulars will be supplied the dealer on 
request to the Columbia home offices. 

——e ~~ 

NEW MIDWEST CLAMP-ON LAMP ANNOUNCED 

The Midwest Naturlite Company, 440 North Wells 
Street, Chicago, has announced a new clamp-on 
fluorescent lamp for the executive desk which is listed 
as the No. 1006-B and is made to retail for $16.75. 

The lamp is similar in construction to the com- 
pany’s No. 1005-B, except that in the new model the 
finish is old English bronze plate. Its dimensions are 
as follows: horizontal overall extension, 20 inches; 
vertical extension (lowered position) 1714 inches and 
(raised position) 21% inches. It has vertical and hori- 
zontal adjustment with single extension arm, double 
swing. 

Like other lamps in the line the No. 1006-B has the 
Perfeclite dual reflector which provides complete con- 





THE NO. 1006-B LAMP 


trol of the light rays of the tube and distribution to 
the working area. 

Further details will be furnished by the company 
on request. 
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“ALL-PURPOSE” PRESENTATION 


BINDER 
The Amberg File & Index Company, Kankakee, II1., 
has produced a new, inexpensive loose leaf presenta- 
tion binder for mounting, safe-keeping or showing to 
best advantage all sorts of printed materials, photo- 


AMBERG’S 





THE AMFILE ALL-PURPOSE BINDER 


graphs, etc. It is trade-named the All-Purpose binder. 


Made to lie flat when open, the binder can protect 
its contents for years, keeping it free of finger marks, 
dust and dirt. Corners cannot curl up so that when 
the binder is open all pages lie perfectly flat. 

After the material is mounted (both sides of the 
sheets are used) a heavy acetate envelope covering 
is slipped over each sheet. The envelope is trans- 
parent and has the same punch holes as the binder’s 
sheets so that it can be instantly inserted in the 
unit. The sheets may be removed for changes or addi- 
tions with equal ease. 

Overall size of the binder is 934 by 1134 inches and 
it is ayailable in five colors, red, blue, green, brown 
and black. It is made of neatly embossed, durable 
cover material, levant finish. The binder alone sells 
for $1, or, with twelve white mounts and twelve en- 
velopes, $3.25 extra. Descriptive material is available 
to the dealer on request. 

—_- | 


NEW TYPE COPYHOLDER ANNOUNCED 
B. E. Van Alstyne, Federal Office building, San 
Francisco, has recently announced a new copyholder 
and line guide which may be utilized in a number 
of ways. Two of its uses (left to right) are illustrated 





THE VAN ALSTYNE COPYHOLDER 


and show the copyholder holding a legal and com- 
mercial note book, and holding a sidewise-opening 
book resting against another book at rear for an- 
gularity. 

In addition, the device works equally well with a 
paper covered notebook, court reporter’s notebook, 
spiral binding book, statistical sheet and, legal sheet. 
It can also be used with a flat type line indicator or 
a pivoted type with extension. Still another use 
involves using the line indicator on the lefthand 
page of a book and when this is done a flexed auxiliary 
leaf-spring raises the page to plane of opposite page. 

Further particulars will be furnished by the inventor 
who is also interested in selling the patent and manu- 
facturing rights. 
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NEW MARKWELL “RX” STAPLERS ANNOUNCED 


The Markwell Manufacturing Company, 200 Hudson 
street, New York City, has announced a new line of 
office staplers which is in the low price field and bears 
the trade designation of “RX.” 

The series comprises three models, the RX Fairway, 
RX Whippet and the RX Robot, which retails respec- 

















THE MARKWELL “RX” LINE OF STAPLERS 


tively for fifty-nine cents, seventy-nine cents and $1. 
All three models are made to use the Markwell stand- 
ard RX staples. 
Further particulars will be furnished the dealer on 
request to the manufacturing company. 
—>- 


LUMBRIC OFFERS INDIVIDUAL WATERMARK 


The Lumbric Manufacturing Company, 19 Park 
place, New York City, announces the development of 
a new watermarking process which makes it possible 
to obtain even small quantities of any grade of paper 
with an individual watermark. Heretofore it was 
necessary to manufacture specially watermarked paper 
in large quantities of high-grade stock and a custom- 
made watermark was attainable for the biggest busi- 
ness concerns only. The new process opens up a 
whole new field for the office outfitting trade. 

The Lumbric watermark enables the firm to produce 
any quantity of any grade of white or colored paper 
with a personalized watermark, reproducing an in- 
dividual trade-mark, emblem, industrial or financial 
design, facsimile, building, coat of arms, portrait or 
even an advertising message or illustration of prod- 
ucts. Owing to its adaptability to any grade of paper, 
the individual watermark lends itself to application 
to business stationery and various office forms. It is 
at the same time the safest possible protection against 
counterfeiting of bank forms, checks, contracts, cer- 
tificates and documents; printing and any signature 
can be easily counterfeited, but it requires a paper 


mill to imitate the watermark. 
- - 8 wade 


COPY RIGHT’S FLUORESCENT LAMP FOR 
COPYHOLDERS 


The Copy Right Manufacturing Corporation, 53 Park 
place, New York, N. Y., has recently announced a 
new fluorescent lamp which is designed exclusively 
for use with the Copy Right and other copyholders 
from twelve to thirty-six inches in width. 

The lamp is equipped with a fluorescent tube which 
affords the same amount of light as incandescent 
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bulbs but with one-third less wattage consumed. 
Attached to a copyholder the lamp makes a compact 
unit and directs light just as required over a type- 
writer, copy work and both sides of desk. It leaves 
desk surface clear and may be adjusted to suit the 


operator. The light given by the lamp is evenly 
diffused and is delivered without heat, glare or 
shadows. 


Additional information, prices, etc., will be supplied 

to the dealer promptly on request. 
scenesiniesinigaiiiatilicia 
TEXKIN SKIN PROTECTOR FOR OFFICE WORKERS 

Doster & Company, 4835 Rice street, Chicago, has re- 
cently introduced to the trade a new type of skin pro- 
tection cream which is trade-named Texkin. It is par- 
ticularly adapted to the use of those whose work in- 
volves the operation of duplicators, addressing and 
other office machines. 

According to the manufacturer’s description of Tex- 
kin it is a cream which the user applies to hands and 
arms and which dries to a thin film in a short time, 
and does not interfere with the free use of the hands. 
It is said to offer a satisfactory resistance to stains from 
compounds such as inks, carbons, oil, etc. 

Doster & Company also describes the cream as harm- 
less to the skin and easily removable with ordinary 
soap and water. 

Texkin is packed in tubes and quart cans which retail 
respectively at thirty and eighty cents. 

a 
SMITH CORONA OPENS EXCHANGE MACHINE 
DIVISION 


Liberty Typewriters, exchange machine division of 
L. C. Smith & Corona Typewriters Inc., is now estab- 
lished in new headquarters at 99 Hudson street, New 
York, N. Y., where J. W. Galland is in charge. 

Well stocked with a large, diversified supply of used 
machines of all makes and with reconditioned and 
factory re-manufactured L. C. Smiths, this important 
division of Smith-Corona has already begun to func- 
tion actively and effectively. 

The new headquarters are equipped with all modern 
facilities and are located in close proximity to freight 
terminals and steamship piers, thus enabling the com- 
pany to expedite deliveries and to render the most 
economical service to typewriter dealers both in this 
country and abroad. Its phone number is WAlker 
5-2891. 

The office of the Liberty division at 132 South Elev- 
enth street, Philadelphia, continues under the manage- 
ment of Walter L. Prickitt to serve the needs of its 
customers in that area. 

With this new wholesale exchange division now in 
operation, L. C. Smith & Corona Typewriters Inc. 
completes another step in its program to make the 
facilities of its entire organization available to the 
greatest number of dealers. 

a ae 


DEPARTMENT OF COMMERCE FORMS “CONTACT” 
OFFICE FOR VISITORS 


Establishment of a service and information office 
in the Department of Commerce to simplify and expe- 
dite contact between government officials and busi- 
ness men visiting Washington was announced last 
month by Secretary of Commerce Jesse Jones. 

The new office is utilizing the services of men de- 
tailed from the Bureau of Foreign and Domestic Com- 
merce and others with long experience in the affairs 
of government whose duty it will be to reduce 
wherever possible the time required by representatives 
of business and industry who go to the Capitol to 
transact official business. Those in charge will also 
endeavor to put the business man in direct touch 
with the government official best suited to give con- 
sideration to the particular problem involved. 

Quarters for the service and information office have 
been established just off the main lobby of the Depart- 
ment of Commerce building in Room 1060, 











First Regional Meeting Held in Springfield 


George Hayes Elected Regional Governor for Next Year 

—Percy Jacobs Named to Head Connecticut Valley Asso- 

ciation at Annual Meeting—Combined Meetings Result 
in Record Attendance 


HE combination of the first regional meeting of 
the National Stationers Association with the 
annual meeting of the Connecticut Valley Stationers 
Association provided a stimulus the trade throughout 
New England just could not resist. To the Hotel 
Kimball in Springfield, Mass. on February 12 they 
trouped in response to insistent reminders from many 
sources making one of the largest regional gatherings 
ever held in this district. The Valley boys were 
specially well represented and the registration re- 
corded dealers from all parts of New England. It was 
a jolly but earnest group anxious to hear and learn. 
At 10 o’clock in the morning the genial host and 
retiring governor, James E. Feeley, Springfield office 
Supply Company, Springfield, Mass, opened the session 
with words of welcome to an expectant group of 
dealers. Without further ado he turned the meeting 
over to the energetic Charles P. Garvin, general man- 
ager of the National Stationers Association, who 
hurriedly painted a picture of the retail situation 
which he has studied closely and written voluminously 
upon for the past few years. Mr. Garvin reminded 
that in the beginning the retail contact with our 
government was largely dominated by the Retail Dry 
Goods Association. Now, however, the office equipment 
industry although much smaller in sales volume is 

















GEORGE R. HAYES 


consulted steadily. There is plenty of business to be 
had, according to Mr. Garvin, but the trick is to get 
the business at a profit. The dealers who really are 
going places are the fellows who are real merchan- 
disers. 

Harold J. Hampton, Indianapolis Office Supply Com- 
pany, Indianapolis, Ind., a past president of the Na- 
tional Stationers Association, was introduced by Mr. 
Garvin as one of this group of merchandisers—“a 
practical man in the business who is making good.” 
Mr. Hampton proceeded to demonstrate why he 
merited such introduction. It was his opinion that 
the biggest part of the dealer’s problem goes back 
to the little things. Dealers and their salesmen are 
so concerned with the big volume part of our business 
that they overlook the little things where the profit 
is long and the competition is small. He then went 
on to tell of several merchandising ideas his organiza- 
tion had used profitably. Mr. Hampton’s organization 


cultivates the bookkeepers and auditors of their cus- 
tomers and prospects because they have found the 
goodwill of these two people frequently tips them off 
to future business even before the purchasing agents 
of their companies know of them. In 


concluding 


a series of random observations, Mr. Hampton charged 
his listeners to remember the small items for they 
bring big profits. 


Keeling Adgresses Group 


Although the appearance of the next speaker, E. A. 
Keeling, vice-president of Art Metal Construction Com- 
pany was admittedly a departure from the usual 
custom of confining the dealers’ conference to dealers 
only, he quickly justified his presence by several 
weighty suggestions for dealers. He stated his belief 
that dealers should inaugurate plans now while busi- 
ness remained on the uptrend to cushion the in- 
evitable recession as the boom runs its course. Even 
in the worst of depressions he reminded, there is al- 
ways somebody buying something. However, there 
must be definite reasons why—some new approach to 
old problems—some new ways to effect economics to 

(Turn to page 125, please) 


ae OPPOSITE PAGE.—First regional district delegates 
Charlie Garvin, general manager, NSA.; E. A. Keeling, 
Art Metal Construction Co.; Harold J. Hampton, Indianapolis 
Office Supply Co., Indianapolis, Ind. 

2. Harry Gordonstein, Broadway Office Supply Co., Spring- 

field, Mass. 

3. Harry Tehan, Chas. M. Higgins & Co.; Stan McGar, John 

F. Molloy Co., Meriden, Conn.; D. N. Briggs, Sun Rubber 

Co. 

Charles H. Demond, Demond Co., Greenfield, Mass. 

The barber shop quartet: Joseph P. Murphy, Murphy Co., 

Boston; John B. Dwyer, Acco Products, Inc.; Henry Riegel. 

Sengbusch Self-Closing Inkstand Co.; Jack Kennedy, 

Trussell Mfg. Co. 

6. D. L. MacDonald and Peter F. Donnelly, D. L. MacDonald 
Co., Lynn, Mass. 

7. Walter Nichols, Weis Mfg. Co.; E. A. Berry, Loring, Short 
& Harmon, Portland, Me.; Herb. Hooks, Moore Push Pin Co. 

8. H. R. Frisbie, Roberts Office Supply Co., Portland, Me.; 
R. A. Furlong, Empire Stationers, Springfield, Mass. 

9. Arthur Shearman, Boorum & Pease Co.; Rhys Llewellyn. 
R. H. Llewellyn Co., Manchester, N. H.; Joseph P. Murphy, 
Murphy Co., Boston. 

10. Albert F. Rebhan, Blake & Rebhan Co., Boston. 

ll. Miss May Sullivan, Sullivan Office Supply Co., Taunton, 
Mass. 

12. Al Williams, Stationers Guild of America; Andy Maish, 
Dennison Mfg. Co.; Charles H. Ramsey, Ever Ready Calen- 
dar Mfg. Co. 

13. G. H. Gilpatric, The Globe-Wernicke Co.; W. J. Driscoll, 
The Carter's Ink Co.; James E. Feeley, Springfield Office 
Supply Co., Springfield, Mass.; O. T. Bracken, Dennison 
Mig. Co. 

14. Michael Gordonstein, 
Springfield, Mass. 

15. H. S. Bradford, American Pad & Paper Co.; Howard M. 
Palmer, The General Fireproofing Co.; S. H. Challenger. 
Frank R. Fargo Co., Bridgeport, Conn. 

16. E. L. Mackinnon, Standard Office Supply Co., Hartford, 
Conn.; Herbert A. Sweatt and E. Brigham, G. C. Prince 
& Son, Lowell, Mass. 

17. J. T. Towhill, Towhill Co., Boston; E. A. Berry, Loring, Short 
& Harmon, Portland, Me.; Arthur Gibson, Gibson Co., Cran- 
ston, R. L; W. A. Egan, Johnson's Bookstore, Springfield, 
Mass. 

18. Registration booth. (L to R) James E. Feeley, Springfield 
Office Supply Co., Springfield, Mass.; Thure Bengston, 
Adkins Ptg. Co., New Britain, Conn.; Helen Rodasch and 
Marion Talbott. Springfield Chamber of Commerce. 

19. A. C. Johnson, Johnson Office Supply Co., Worcester, Mass. 

20. Lou Mory, Swift Business Machines Co.; John B. Dwyer, 
Acco Products, Inc.; William Donnelly, Modern Stationer. 

21. Front row: E. W. Pape, Adkins Ptg. Co., New Britain, Conn.; 
G. Fred Griffiths, Noesting Pin Ticket Co.; William Don- 
nelly, Modern Stationer. Back row: Joseph Hope, Cooke 
& Cobb; Henry Lankenau, Noesting Pin Ticket Co. 
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Broadway Office Supply Co., 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 418 Pershing Square Bidg., Pershing Square, 42nd St. and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Association of Great Britain and Ireland, 


6 St. Bride Street, London, E. C. 4 


London, 30th January. 


The office appliance industry is viewing the period 
ahead of them with very grave concern. The greater 
proportion of the office machinery sold over here is 
imported. For many months now the firms handling 
these goods have been trading on stocks and second- 
hand stuff. The demand for efficient methods, espe- 
cially to counterbalance staff shortage, in addition to 
the demands of the vital industries, has very seriously 
depleted these pre-war accumulations of stock. The 
Stage now has been reached of demand being greater 
than supply. Mainly in the past, the practice of the 
trade has been for the manufacturer or sole selling 
agent not to handle second-hand machines, other than 
as junk to be “smashed up and Sold as scrap metal” 
or an arrangement made with a dealer to take off 
their hands such machines as the firm may acquire. 

. * * 

Under existing conditions firms have been forced to 

reverse that policy. The alive firm has searched its 


sales records and checked up the possibilities of re- , 


acquiring from the luxury trades and diminishing 
businesses goods sold to them in peace-time. Its sales- 
men have negotiated and bought back idle machinery. 
Thus has the enterprising firm kept pace with demand 
over the ordinary sources of supply, and the resultant 
balance sheets have shown credit to the organizing 
ability of the management. Unfortunately, this method 
of maintaining business is not inexhaustible and today 
the executives of office machinery firms are in the 
position of having very little to sell. The repair and 
service side of the business is running to capacity and 
it has built up an endless fund of good-will for the 
future. It is not “sitting pretty” on the marketing side 
either, its skilled advertising is “helping themselves” 
for the future, when in the days after the war the 
cumulative efforts of their advertising will have 
reached considerable proportions. Their present salva- 
tion will be that when America gives additional aid to 
Britain increased shipping tonnage will mean a letting 
up on certain vital imports. The authorities are agreed 
that modern office machinery is of vital importance in 
the war effort. It needs courage and an indomitable 


will to surmount the difficulties of the present position. 
They hope much help from the visit here of Mr. Wen- 
dell Willkie and that dollar exchange and shipping 
will benefit thereby and react in their favor. 

Courage has become, maybe temporarily, one of the 
business virtues. The historians of the future should 
name the present period of time the “Courage Age.” 

” o * 

A good omen is the appointment of an import 
executive here, doubly welcome at a time when ship- 
ping space is undoubtedly one of the most urgent 
problems. It is to be hoped they can give sufficient 
time to this problem. 

oo * * 

The industry has proved the radio speaker all wrong 
who recently glibly said that “supply creates demand.” 
They have visions that in the not too far distant 
future “demand will create the supply.” 

* * * 

The past chairmen of the Office Appliance Trades 
Association had their annual get-together on Tuesday, 
January 21, at the Connaught rooms. There was a 
ninety per cent attendance at the gathering, the ab- 
sentees being accounted for by the exigencies of the 
services and residence abroad. Past Chairman Halsby 
sent a cable of greetings and good wishes and a toast 
to success from Tucson, Ariz., to which a reply was 
sent that they were “Confident and cheerful.” These 
reunions are beneficial to the industry. Men “well 
tried and true” discuss the mistakes and successes of 
the past and make plans for the industry to profit 
thereby in the future, and the cumulative wisdom is 
pooled for the good of the whole. Have they not been 
“Fathers of the Industry” who had frequently been 
asked for guidance on a difficult problem by members 
of the trade? They know that it is not enough to say 
“If you want a job well done, do it yourself,” but rather 
should it be, in the interests of efficiency in business, 
“If you want a job well done, know how to do it your- 
self so you can instruct the other man how to do it, 
but don’t do it yourself all the time when the other 
man Should be doing it.” The wise “Business Builder’ 
Shares the load.—SSE 
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‘Lhe man 
behind the 


counter 


The Man behind the Counter can tell you about 
two kinds of customers 





Ve 


This Advertisement 
Appears in the March 
National Magazines 






. you pay your 
money and you get 
your package... 
you get what you 
ask for, or you take 


—the one who buys quality What Yaw Get ».»'- 


—the one who lets price buy him. 











The Man behind the Counter stands for any salesman or The best investment in the world might be spending a 


salesperson; in store, in office, or on the road. million dollars for something that’s worth more. 


He trades his merchandise for your money. He puts These are days when honest businesses realize that 


something in your hands that he has and you want. honest products, fairly made and fairly priced, are the an- 


atte) (rica’e -5 sec f; 2 
The Man behind the Counter knows the true quiz for swer to America’s business future. 


quality: Let down the bars on quality and you let in the knife 


Who makes it? . . . What will it do? . . . How long blade that dulls, the shirt that shrinks, the faucet that leaks, 


will it do it? the light bulb that burns out faster. 


The worst investment in the world might be spending If you buy quality you usually get more than you pay for. 


a dime for something that is worth only nine cents. If price buys you, you usually pay for more than you get. 
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When you buy duplicating equipment you 
don’t buy just a piece of machinery: you 
buy what it turns out; how long it turns 
itout. The Mimeograph duplicator is built 
(1) to turn out quality duplication (2) to 
do so for years. 


Many 


started’ with many an office boy and seen 


a Mimeograph duplicator has 


him graduate to an executi\ 


7 1941, A. 8 . MPANY 


When you use Mimeograph stencil sheets 
you get one thing few others claim: absolute 
after 
quire. They are good to work with and you 


uniformity sheet after sheet; quire 


can be sure that in Mimeograph stencil 
heets you get pure, safe material, becaus 
they are prepared under ideal and sanitary 
manufacturing conditions. Mimeograph 


afe as well as efficient. 


ncil sheets are 


\.B 


There are many times you want to turn out 
good work fast. The Mimeograph duplicator 
turns out copies at the rate of 50 to 160 per 
and you will find them easy to 
read (up to the visibility standard required 
for schools), neat and rich looking. There 
is a Mimeograph distributor in almost every 
leading city to show you any or all of the 
four Mimeograph duplicators. 


minute 


3 Mimeograph duplicator 


n the U.S. Patent Office 
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REPORT OF IMPORTANT EVENTS AND 





ACCOUNT OF NOTEWORTHY ACTIVI- 





TIES FOR THE MONTH 


IN EVERY DIVISION OF 


THE INDUSTRY 
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ERWIN WEIS AND McPIKE TO HEAD WEIS 
MANUFACTURING COMPANY 
At a special board meeting held last month Erwin 
T. Weis, son of one of the founders of the firm, was 
elected president of the Weis Manufacturing Company, 


Mich. the 


Monroe, His appointment fills vacancy 

















ERWIN T. WEIS HAROLD C. McPIKE 
created by the death of the late H. Austin Consor, 
whose passing was reported in the February issue of 
OFFICE APPLIANCES. 

Coincident with the above appointment the board of 
directors elected Harold C. McPike vice-president with 
the announcement that he will continue his dutics 
as general manager of the company. The remaining 
officers are R. H. Sprague, secretary, and Albert G. 
Wuest, treasurer. * 

Mr. Weis was born in Toledo in 1898, the son of 
Otto T. Weis, one of six brothers who founded the 
firm. He is a graduate of the Monroe high school 
and Dartmouth College. A strange coincidence of 
which he is proud is the fact that three of his college 
friends are also holders of responsible positions in 
the office equipment field. They are Craig Sheaffer, 
president of the W. A. Sheaffer Pen Company; Tracy 
Higgins, president of Chas. M. Higgins & Company, 
Inc., and Russell Carpenter of the Sanford Manu- 
facturing Company. Every year at the National Sta- 
tioners Association convention the four men set aside 
one night for a private dinner and evening of keeping 
alive the friendships formed so many years ago. 

Mr. Weis resides at Ottawa Hills, Toledo, with 
wife, one son and two daughters. 

Mr. McPike was born in Chicago in 1887, the son 
of Curtis McPike, who was for many years manager 


his 


of the original Rockwell-Rupel Company of Chicago, 
pioneers in filing cabinet manufacturing. Later Curtis 
McPike moved to Wabash, Ind., where he became 
manager of the Wabash Cabinet Company. 

Harold McPike graduated from the Wabash high 
school and shortly thereafter went to England where 
he went to work in the reorganized London branch of 
Rockwell-Rupel. Returning to America two years 
later he was appointed a traveling representative of 
the Wabash Cabinet Company, a job he held until 
1921 when he became associated with Weis as assistant 
to Sales Manager. H. C. Weis. In 1923 he was made 
general manager and will continue as such. He is also 
a director of the Monroe State savings bank; vice- 
president of the Federal Peoples Savings & Loan Com- 
pany of Monroe, and a member of the Monroe Board 
of Education. He resides in Monroe with Mrs. McPike 
and three sons. 

—e. 
DAVIS TO HEAD SECURITY STEEL; WILKERSON, 
JR., BECOMES AGENCY SALES MANAGER 

The Security Steel Equipment Corporation, Avenel, 
N. J., last month announced the election of Ralph R. 
Davis as president and general manager to succeed 
Oscar A. Wilkerson, who recently resigned. 

At the same time it was announced that Oscar A. 
Wilkerson, Jr., has been appointed sales manager in 
charge of agency sales. 

Mr. Davis was formerly vice-president and general 
sales manager of this corporation, and is well-known 








RALPH R. DAVIS O. A. WILKERSON, JR. 

throughout the steel office furniture industry. He 
started in this field twenty-two years ago, as a helper 
to bench foreman in a factory and has climbed up 





MARCH, 1941 


























LIGHT ON YOUR FUTURE 


depends on the past, The 
past 45 years research on 
Panama and Beaver Products 
assures you of records you 
will always be able to read. 
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the ladder step by step, as a retail salesman, agency 
traveler, branch manager, general sales manager, and 
vice-president. He now takes on a new job that has 
been earned by hard consistent work, and a record of 
accomplishment in developing and training organiza- 
tions for expanding programs. 

Mr. Davis was originally a native of Oakland, Md., 
and many of his friends will remember him during 
the fifteen years he was stationed in Baltimore and 
adjoining states. He has been with the corporation 
since June, 1936. His present residence is in Plainfield, 
N. J. Mr. Davis is married, and has two daughters. 

Mr. Wilkerson, Jr., goes into his new position with a 
long and successful background in both agency selling 
and actual factory experience. He is well-known to 
the metropolitan New York agents from ten years of 
active cooperation, the latter four years as manager 
of the New York office. 

During the past two years, Mr. Wilkerson has 
traveled extensively through the United States, dis- 
cussing agency problems with the men on the firing 
line in all sections of the country, obtaining first-hand 
knowledge, which well fits him for his promotion. 
In his former position, he established an enviable 
record as an aggressive and able leader, and his many 
friends will be glad to hear of his appointment. 


ARMINGTON JOINS EBERHARD FABER 


James R. “Jim” Armington, well-known traveler in 
the office equipment field last month was appointed a 
representative of the Eberhard Faber Pencil Company. 
He will take over a territory consisting of the New 
England states in which he has spent many years with 
the Dennison Manufacturing Company and, later, the 
Mohican Pencil Company. 

The half-century in which Mr. Armington has been 
affiliated with the office equipment industry was given 
recognition on March 4, 1936, when he was presented 
with a “Fifty Year Certificate” at a joint meeting of 
the New England Travelers Club and the Boston Sta- 
tioners Association. The certificate bore witness to the 
fact that “Jim,” as he is known to his great number 
of friends and acquaintances can look back over fifty 
years of activity in the field. 

Deeply interested in association work Mr. Armington 
is one of the most consistent workers in the New 





JIM ARMINGTON 


England Travelers Club and has won fame for his able 
management of golf tournaments on behalf of that 
organization. He also finds time to engage in his pet 
hobby, that of coin collecting. 

Mr. Armington is said to be one of the best informed 
men on dealer problems in the New England territory 
due to the fact that during his many years in the 
industry he has held that a sympathetic understand- 
ing of the other fellows difficulties, plus an ability to 
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help through constant study of them, not only ensures 
a growing business to the traveler but makes him 
many lifelong friends. For this reason alone there are 
many dealers whose businesses are in the territory 
covered by “Jim” who will welcome the news of his 
Eberhard Faber connection. 

In representing his new company Mr. Armington 
will join forces with two other well-known travelers, 
Jim Hobart and John Horne. 


MOWAT TO HEAD CHICAGO SALESMEN’S CLUB 

The office furniture industry should feel honored in 
that the Chicago Salesmen’s Club have selected Mervyn 
O. Mowat, vice-president of the Mead & Wheeler Com- 
pany, as president of the organization. 

Mr. Mowat, prior to entering the office furniture 
field, served in France with the Marine Aviation Corps, 





M. O. MOWAT 


and put in two years in The Macey Company factory 
in Grand Rapids, Mich. For the past nineteen years 
he has been connected with Mead & Wheeler, Selling 
Macey steel desks and files, Shelbyville desks and 
Sikes chairs. 

Other officers are vice-president, Jack Darnell of the 
Western Union Telegraph Company; secretary, George 
Wrocklage of Fairbanks-Morse Company, and treas- 
urer, Albert Tucker of Parker, Thomas & Tucker Paper 
Company. 

The Chicago Salesmen’s Club is the only club of its 
kind in that its purposes are to increase the selling 
effectiveness of each member by analysis and discus- 
sion of selling methods. Also, to maintain a practical 
system for mutual selling assistance; the exchange of 
business leads; to revitalize salesmen and to broaden 
their vision and raise the standards of personal sales- 
manship. 








caAcwoe OS, FLEASE 


In the January issue appeared a report of the ap- 
pointment of Reginald Rumwell to the position of 
advertising manager of the International Business 
Machines Corporation in which Mr. Rumwell was twice 
referred to as sales manager. Mr. Rumwell is IBM 
advertising manager and we regret conferring the 
wrong title upon him. 





— 


In the obituary columns of the February issue was 
a report of the passing of Thomas J. Fletcher, in which 
he was described as a member of the Royal Typewriter 
Company’s sales staff. This statement was in error, 
Mr. Fletcher’s activities had been entirely on behalf 
of Remington Rand Inc., for which company he was 
a former manager of the systems division. 
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...one for the office 





“SPEED DEMON /" 























The Super-Speed L C Smith 
is faster than the fingers of 
the world’s fastest operator. 
No secretary will ever require such speed, but she 
will need the easy action, light touch and accu- 
rate control the L C Smith gives her. Phone the 
L C Smith branch or dealer in your city today for 
free demonstration in your own office. See the new 
Automatic Margin Set that lets the operator set 


right and /eft margins with one touch of the finger. 


LC SMITH 


iy brings new freedom to secretaries 












MAIL COUPON FOR USEFUL, FREE BOOKLET 


L C Smith & Corona Typewriters Inc 
Desk 3, 191 Almond Street, Syracuse, N. Y. 


Please send free copy of “Tips to Typists” 
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MEETINGS—CONVENTIONS—DINNERS 





SCHOOL ASSOCIATION CONVENES IN CHICAGO 

Marked by a large crowd of delegates, a display of 
school equipment and supplies, and an election of offi- 
cers, the twenty-fourth annual convention of the 
National School Supplies & Equipment Association was 
held in the Palmer House, Chicago, February 17 to 20. 

The election of officers was held on the twentieth 
and the following men named to head the organization 
for 1941: 

The New Officers 

President, S. A Christenson, Sioux Falls Book & Sta- 
tionery Company, Sioux Falls, S. D.; first vice-presi- 
dent, J. William Gledhill, Schoolcrafters, Inc., 
Mass.; second vice-president, Clarence McGuire, Hoover 
Brothers, Kansas City, Mo.; treasurer, 
Parker, Ideal School Supply Company, Chicago; record- 
ing secretary, Frank Bruce, Bruce Publishing Company, 


Milwaukee, Wis.; executive secretary, L. E. Parmenter, 
307 Shop section, Palmer House, Chicago. The latter 
is the only paid executive. 

All of the exhibits were maintained on the tenth 


floor of the hotel and each company displayed its 
products in individual rooms to which admission was 
open to association members only. 

The companies displaying, the products shown and 
the men in charge were as follows: 

Ace Fastener Corporation, Chicago. Staplers, tackers and fa i 
new and streamlined models ind featuring the Aceliner Willia k 
Weber, ( 4. Hofstetter and H. A. Sturdevant 

Automatic Pencil Sharpener Company, — Many sizes at stvk 
f pencil sharpeners for office and school C. E. Davis 
ind +f W. Hughe 

Binney & Smith Company, New York, N. Y.. Artists and drawing 


plie ew MacNeill, I B. Skedden and 8S \ rerstegge 

Dennison Manufacturing Company, Framingham, Mass. A f the 
specialty numbers made by this company were shown K. S. Bullard 
Ditto, Inc., Chicago...Ditto duplicators and supplies Frank Gregor 
and others 

Joseph Dixon Crucible Company, Jersey City, N. J. The Diy il 

lead pencils for school and office use H. B. Van Dorn and C. P. Mueller 
Durabilt Steel Locker Company, Aurora, IIl._-Several st and ‘ 
of steel loekers for schoo! use R. J. Duff and J. Strever 

Esterbrook Pen Company, Camden, N. J.-A complete line of per 

the school and office J. Bonno, R. B. Gingland and R. N. Wood 
Heyer Corporation, Chicago...Hever duplicators and supplic G. H 
Herrmann, S. E. Gregory and W. H. Kurth 

Chas. M. Higgins & Company, iInc., Brooklyn, N. Y.—Inks ilages 
glues and other items manufactured by Higgins ( J. Bradley and 
Bert Cholet 

C. Howard Hunt Pen Company, Camden, N. J. Several grad and 
styles of pens, with a big display of Boston pencil sharpener ,. | 
Eadon, J. G. Kolb and C. G, Stoner. 

ideal School Supply Company, Chicago...Kindergarten ar primary 
material William A. Parker 

Indiana Desk Company, Jasper, Ind..Schoolroom desks in many new 
styles and types. M. Sonderman 

Jasper — ac ogy | Jasper, Ind.-.School chairs in vari types an 
styles I Koerner, George A. Litchfield, W. H. Brown ar \. Bartl 


Boston, 


William A. 


und other seating accom 
Farber and E. J. Mitchell! 
Chairs for educational insti 


Jasper Seating Company, Jasper, Ind. Chairs 
modations for the school 4. F. Krieg, L. H 
New Indiana Chair Company, Jasper, Ind. 
tutions E. J. Beckmann 

Norcor Manufacturing Company, nt Bay, Wis. 
and chairs for school use Al. Krueg 

Seneca Falis Rule & Block Company, Seneca Falis. N. Y. 
ruling devices for the office and school Guy E. Hills 
Superior Type Company, Chicago... Marking devices and 
for many purposes oe Dent 

Speed-0-Print Corporation, Chicago. Speed-O-Print duplicating 
ind supplies A. Samuels and 8. Graff 
Tell City Chair Company hod City, Ind. 
grades and sizes. J. H. O'Too 
Weber-Costello ee: Chicago Heights, Il! 
ind school uses E. Costello, C. F Opie Ww F 
Slattergren and F J Webs I 

Victograph Corporation, Chicago. Duplicating machines and 
D. S. Agnew, K. W. Carr and E. J. Worthington 
Weis Manufacturing ae ee Monroe, Mich.— The 
equipment and furniti K. E. Castle 

Wolber Duplicator & “Suppiy Company, Chicago. 
and supplies M. J. Dacy 


The convention reached its high spot with the an- 
nual banquet, at which a large crowd of delegates and 
their guests had the time of their lives. Plenty of good 
food, a fine program of entertainment and NO 
speeches sent everyone away happy with the thought 
that the annua! conclave was the best ever. 


Metal folding chairs 


4 number of 
printing presses 
machines 
School chairs in several new 


World globes for office 
Scarborough, N. H 


supplies 


Weis lines of school 


Duplicating machines 


—-) 


135 ATTEND BOSTON STATIONERS BANQUET 


The Hotel Statler was host to the Boston Stationers 
Association on February 10 where some 135 members 
and friends assembled for the fifty-third annual ban- 
quet. Though there was some slight delay in getting 
started, a sumptuous meal was soon served. 

President George R. Hayes, at the conclusion of the 
meal welcomed the members and guests and Officially 
recognized the following for their efforts in making 
this banquet a success: 

Ben Willander, Thomas Groom Company; James R. 
Armington, Eberhard Faber Pencil Company; Roscoe 
P. Todd, Thorpe & Martin Company; Al Rebhan, Blake 
& Rebhan Company; Arthur Shearman, Boorum & 
Pease Company. 

Upon invitation from the chair, Regional Governor 
James E. Feeley, Springfield Office Supply Company, 
congratulated the Boston Stationers Association on the 
success of the banquet. He extended to all a cordial 
invitation to the first regional convention at Spring- 
field on the following Wednesday. Amplifying the 
highlights of the scheduled program, Mr. Feeley 
promised an instructive and entertaining program. 

A professional entertainer then pleased the group 





THE SCHOOL ASSOCIATION’S ANNUAL BANQUET IN CHICAGO 
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Now! 50 Pages of Items 
Full of Profits for you! 


. 


This year you can give your customers better value and 


show a larger profit—if you buy from Imperial. It’s 
the perfect source for your folders, guides, cards, letter 
trays, and fibreboard specialties. Save yourself book- 
keeping entries, payments, inventory, storage space and 
overhead. Standardize on IMPERIAL—a line with an 


established reputation for quality, sales and profit. 





All Imperial Folders are round- 













‘ , Ba tiaras cornered, undertabbed and triple 
ROLL FOLDER LABELS. Smart, aw yo a os ee t 
: : , scored. 1ese refine s cos ‘ 
easy to use roll folder labels in Now! Convenient books of col- erg ee ae 
ey “enue arkli . whe . ‘ bs no more and win business for 
a brand new, sparkling red, white ored stripe folder labels. With vou. Ne matter what walla 
and blue box. Packed 12 rolls to 100% visibility of buff back- eto : | z 
6 eimiinads A : ; size, or style folder you want. 
a combination carton and count- ground and strong color stripe We've got it at just exactly the 
er display that makes sales! on edge of tab. 8 labels on . 


- orice you want to pay. 
sheet—500 to a pad. : : pe 














WOOD SPECIALTIES 
A complete assortment of letter trays and stationery racks in Oak, Mahogany and Walnut Finishes. 
Priced to leave you a good margin of profit with liberal quantity discounts. 


SEND IN YOUR ORDER TODAY 
or ask for our Catalog and Price List No. 44. IT’S FREE! 
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FIFTY-THIRD ANNUAL BANQUET OF THE BOSTON STATIONERS ASSOCIATION, HELD FESRUARY 10 


with an address in which humor was dressed up in’ to show it how to conduct itself for less and with 

some good sound business philosophy. greater efficiency. He then introduced some figures 
E. A. Keeling, vice-president of the Art Metal Con- to show how relatively inexpensive filing cabinets 

struction Company, then spoke on “These Unusual actually were—comparing the various grades on a 

Conditions.” “These be the times that try men’s. yearly cost basis. 

souls,” he quoted. With the four horsemen of the Salesmen Can Help 

Apocalypse rampant throughout the world leaving a 

trail of death wherever they have trod, those in the To effect and perfect these new ideas he charged 

and encourage their salesmen to 


United States are extremely fortunate. While a share dealers to permit 
of the world is trying to blow itself into oblivion we submit their ideas and, he cautioned, sales managers 


here are enjoying a measure of peace and good busi- should have some ideas of their own to add on occa- 
ness. A good share of our production now is given sion. The difference between top flight salesmen and 
over to defense and more will be in the future. Though average salesmen he gave as the preparation before- 
he expressed regret at the reason for our own increase hand. 

in business he said we didn’t start it, we can’t stop In conclusion he said that another depression was on 
it and we just can’t do anything about it. its way but suggested that with use of a little intelli- 

But after it is all over as it will be some day, he gence we can cushion the fall. 

reminded his listeners that a tremendous rehabilita- The meeting was then adjourned and the banquet 
tion and construction would be necessary to put the’ hall soon became a delightful dance floor where Ray 
world back on its feet. To the United States all these Stewartson and his orchestra provided the stimulus 
countries will turn instinctively. We are the only for dancing the remainder of the night. 


country able to provide the materials for reconstruc- ——— 
tion. He recognized the fact that this construction COLLEGE STORES CONFERENCE SET FOR APRIL 


job was not going to be done alone by pencils, clips, The 1941 buying conference and convention of the 
and filing sabinets, but he did emphasize the impor- National Association of College Stores will be held 
tance of these products to the people who would have April 28 to May 1, at the Hotel Commodore, New York 
to do the rebuilding. As a result our business is apt City. The buying conference will run from April 28 
to continue upward for some time. to 30, the convention will last one day longer. 

The floor plan for the buying conference makes 
provision for seventy-five booths to be set up in the 
Hotel Commodore’s grand ballroom. In less than a 

“Life,” stated Mr. Keeling, “has its ups and downs.” month after the sale of booth space had begun well 
As surely as there are booms there follow recessions over fifty per cent of the space had been sold. 
and he emphasized his statement with factual evi- Among the already contracted exhibitors are: Acco 
dence. He recalled the reaction of many people to Products, Inc., Ackerman-Gould Corporation, Ameri- 
the last recession. It seemed to take them by com- can Lead Pencil Company, Artistic Desk Pad & Nov- 
plete surprise as though they expected business to elty Company, American Pad & Paper Company, 
soar and soar. They were bewildered and distracted American Medical Specialties Company, L. G. Balfour 
but eventually they accepted the facts and adjusted Company, Barnes & Noble, Inc., Champion Knitwear 
themselves. During the boom times, the speaker re- Company, Chemical Rubber Company, Chicago Pen- 
called, we are apt to get independent and “high hat” . nant Company, Clay-Adams Company, College Seal & 
and then when business falls off we sink to depths Crest Company, Collegiate Manufacturing Company, 
Going back into business history he re- Devoe & Raynolds Company, The Durocharm Company, 
cited seven definite depression periods in the history Eagle Pencil Company, Ellingsworth Manufacturing 
of our country. Each depression followed a period of Company, Chas. H. Elliott Company, Esterbrook Pen 
abnormally good times. Hence his logical conclusion Company, Graf-Apsco Company, Gregg Publishing 
that at the end of this boom we are in for another Company, Chas. M. Higgins & Company, C. Howard 
recession. Hunt Pen Company, J. Jenkins & Sons Company, 

While enjoying increasing business, Mr. Keeling Marks Manufacturing Company. 
suggested we spend some time in thought and prepara- G. & C. Merriam Company, Montag Brothers, Inc., 
tion in the development of new ideas and technique National Blank Book Company, Norma Multikolor, Inc., 
to help cushion such a recession. No depression is so The Norsid Company, L. Oppleman, Inc., Osborn Paper 
serious but what there is some buying. To get our Company, Parker Pen Company, Rex Electric Manu- 
share of this business be it ever so restricted Mr. facturing Company, The Robbins Company, The Rytex 
Keeling offered the suggestion that we present new Company, Pocket Books, Inc., Sanford Ink Company, 
ideas and develop new angles to approach business W. A. Sheaffer Pen Company, Smead Manufacturing 


Life’s “Ups and Downs” 


of despair. 














We are broadcasting 


FLASH NEWS about 


a brilliant new 


CARBON PAPER 
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Onc Munson broadcasting on the 
Big Town program. Miss Munson 
s a Republic Pictures Stor 


Dealers—present DAWN proudly to your 
quality customers. 

Secretories—try DAWN—then try to do 
without it. Send for your free copy of 
our booklet ‘The Secret of Beautiful 
Letters.’ 













DAWN belongs in every office that puts 
a premium on prestige . .. in every busi- 
ness house which wants clean, bright, 
easy-on-the-eyes copies. For DAWN 
represents a lifetime achievement in 
making quality carbon paper. DAWN 
has a specially chemically treated back. 
DAWN is absolutely non-curling, lies 
flat and handles beautifully. DAWN is 
smart, durable, economical. Easily iden- 


tified by its classic appearance. 


Dla Fou 
Ribbon & Carbon Co.,9ne. 
, ee MANUFACTURERS 


750 PACIFIC STREET, BROOKLYN, N. Y. 
59 East Van Buren Street . . Chicago 
788 Mission Street . . . San Francisco 
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The Defense job is of vital importance to the Nation... 
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to the production worker...to the office worker... to 


every citizen. New ways to greater production must be 
devised...and the focal point is the office... that can 
be only as efficient as its tools. The office imperatively 


needs quicker and easier filing and finding of its records 


The Super-Filer meets these emergency requirements. 
Closed, each drawer holds its capacity load in good 
sth ne 


order...the mechanized compression is unfailing and 


4 


effortless. Open, the swing front drawer gives ample 


THE GENERAL 





FIREPROOFING C 
Products by GF: METAL DESKS - ALUMINUM CHAIRS - 


FILING CABINETS 
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working space and easy access... 





ACTUALLY FOUR EXTRA INCHES 


OF USABLE FILING CAPACITY. 


The Super-Filer is the answer to the 
filing problem in any business office 
... Super-Filer saves in floor space, 


and in actual operating costs! 


THE 


Management finds the Super-Filer A "7 


story of vital interest .. . tell it. 
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Company, A. G. Spalding Company, Anson W. Thomp- 
son Company, Trussell Manufacturing Company, The 
C. E. Ward Company, L. E. Waterman Company, United 
States Travelwear Company, Pratt & Austin, Inc. 

This is the first NACS buying conference to be held 
in New York in over five years. An attendance of over 
200 college store buyers is expected. 

Special features in connection with the buying con- 
ference are the prize awards for “visiting all booths,” 
for “making the most purchases,” etc., which assure 
attendance in the exhibition hall and at all booths. 

NACS buying conference is unique in several ways. 
The exhibitors choose the site and elect a manufac- 
turers’ representative to act for them in the planning 
of the conference. Exhibitors are invited to attend all 
convention meetings and social functions. The “per- 
sonal contacts” between the college store buyers and 
the exhibitors do much toward increasing the value of 
the show to both groups. 


a ae 
REMINGTON HONORS WATERS ON 45TH 
ANNIVERSARY 


The entire home office staff of the typewriter divi- 
sion of Remington Rand Inc., attended a testimonial 
dinner tendered to Sales Manager C. B. Waters in the 
mahogany room of the Hotel Lafayette in Buffalo, 
Tuesday, February 4, in celebration of his completion 
of forty-five years of continuous service with that 
company. 

Mr. Waters, who started with the company as a serv- 
ice apprentice in 1896 and rose successively through 
the positions of service manager, salesman, branch 
manager, zone manager and district manager to the 
place of responsibility he now occupies, as head of one 
of the most important sales divisions of Remington 
Rand, was presented with a plaque signed by all mem- 
bers of his staff and received messages of congratula- 
tion from James H. Rand, Jr., president of the 
company; B. L. Winchell, chairman of the executive 
committee; J. A. Zellers, vice-president, and all branch 
managers in the United States and their sales organ- 
izations. 

A highlight of the evening was the surprise an- 
nouncement of a record breaking volume of business 
160 per cent of quota for the month of January 
turned in by the typewriter division in Mr. Waters’ 
honor. Stanley M. Knapp, executive vice-president, 
and B. O. Reuther, vice-president and general manager 
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of the typewriter division, made brief addresses in 
which they paid tribute to Mr. Waters’ long and suc- 
cessful record of accomplishment. Mrs. Waters, who 
was an honored guest, was presented with a special 
memento of the occasion. 

Among others attending the dinner, were S. L. 
Hooper, Noiseless typewriter sales manager; H. E. 


2 0 " a Mik 





aN 

CONGRATULATIONS TO A YOUNG OLD-TIMER!—Stanley M. 

Knapp (right), executive vice-president of Remington Rand 

Inc., offers congratulations to C. B.Waters, sales manager of the 

typewriter division on his completion of forty-five years of 

continuous service to the company. Mrs. Waters registers 
pleasure at the honor bestowed upon her husband. 


Campbell, personnel manager; Miss Hortense Sollnitz, 
head of the typewriter division school department; 
G. W. Fotis, sales promotion manager; D. H. Dickson, 
president of the Remington Rand Club; Royal A. 
Rasch, office manager; and T. E. Gray, sales manager 
portable typewriter division. 

—-? 


CHICAGO TYPEWRITER MEN WORK ON PLANS 
FOR NATIONAL CONVENTION 
At the regular monthly meeting of the Chicago 
Typewriter Dealers Association, held in the Old Town 
room of the Sherman hotel on Tuesday evening, Febru- 





JUNTO MEETS SHAW-WALKER’S NEW DESK.—Junto 
of Chicago, an organization of business executives 
recently invited R. W. Magill, manager of the Chicago 
branch of The Shaw-Walker Company, to tell them 
about the S-W new low desk. Mr. Magill invited his 





listeners to sit at the twenty-nine-inch-high desk and 

learn first-hand all the details of it. Everyone present 

received a yardstick with the “29-inch” line promin- 

ently marked as a reminder of the meeting and the 
new desk. 
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Sheaffer's Reservoir Desk Set is new- 
est and soundest sales builder in 
years! 
Those who try it — buy it! 
Here’s the reason why it sells in 
volume: 


WRITING efficiency has been neg- 
lected in offices, and WRITING is a 
basic business necessity. For figuring, 
correspondence, and talking we have 
adding machines, typewriters and 
dictating machines— ALL MAJOR 
MARKET ITEMS. 


Prove to business executives that 
their employees waste weeks each 
year in “reach-and-dip” writing! 
Prove to them that when a person 
puts his mind on the “‘reach-and- 
dip’, he takes his mind OFF the 
work in hand! Prove to them that 


Sell It in Volume, 
Not in Single Sets 


A RARE NEW 
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PROFIT-STARTER! 


when the mind’s on the writing tool, 
and not on the work, ERROR, and 
WASTE, always happen! 


PROVE THAT... LET THEM USE 
SHEAFFER RESERVOIR DESK SETS 
ON THEIR DESKS FOR A WEEK... 
Do that, and you'll find these sets 
SELL THEMSELVES. 


The Sheaffer Reservoir Desk Set is 
the modern answer to America’s busi- 
ness writing needs. One dip writes 
pages non-stop! Signs a day's mail! 


Writing fluid level in the socket 
is readjustable simply by tipping the 
base — pen tip only is in the fluid; 
no blot — and just the right “drink” 
of fluid for non-stop writing. Show 
that — let them try it — and you've 
won another customer and friend! 


Try it yourself! 


W. A. Sheaffer Pen Company, Fort Madison, lowa 


“Pen Headquarters of America.” 
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ALMOST EVERY OFFICE 


mee SOME OF THESE DEPENDABLE 
. GLOBE-WERNICKE ACCESSORIES 


NEEDS 














“STREAMLINER'’ 
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Full width opening makes it 
easy to handle papers... no 
lost motion or wasted time. 


oath 


these fast-moving items. 


proposition to dealers. 


“Cash in’’ on the extraordinary opportunity you now have 
to sell Globe-Wernicke office accessories. These dependable 
and useful business necessities are needed in almost every 
office. Now is the time to check your stock and order mer- 
chandise needed to meet the rapidly increasing demand for 


Write for catalog, prices and details of our attractive 

















EVERYDAY FILES 
Eleven etyles...in- 
dexed alphabetic- 
ally, days of week, 
daysofmonth, etc.; 
also metal tabs 
with removable 
inserts. Standard 
and legal sizes. 


Li 


STEEL WASTE BASKETS 


Two sizes ... with or without 
To tS we) BB ale (-Lo Mole) al -) oan 





AGATE CARD 
INDEX TRAYS 
Sturdily built... 
made of heavy 
binders’ board 
... wood bottom ... 
steel follower 

.3x5,4x6, 
5 x 8,6x9, and 
check file sizes. 








easy tokeepclean...sanitary. 











FILES CLIP BOARDS 

_— Choice of striped 

Meet most every. wood or Masonite 

filing require- board. Clip has 

‘\ ment. Available in owerful spring 
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a _ 4 raed Note, letter, cap, 

styles of indexing. and waybill size. 














aa Ss 


““ACCESSO"’ 

\','£@)@) BED B) 3) Gi B70 a) 
|B Te Ci ot bale Me) ol-sab bate (Maes atm 00! 
Tope baste (1-H bale MS oleh adesaa Wb aat-¥.<-) 
it easy to handle papers. 


— Ty lak yr shaight in blag 


Slobe “Wernicke 


ANGULAR CELLULOID TAB GUIDES 
Easy to Read . 4 





Tabs are set at the easily read angle of 45°. 
There is no stooping or pushing contents of 
drawer about to read labels. Inserts are 
changes made easily. 





Globe-Wernicke products 


are sold through dealers only removable . . . 
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Gl MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
Service Stes! and Wood Office Furniture, Filing Equipment, Bookcases, Partitions 
and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Stee! Shelving 
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ary 11, most of the time was spent in discussing ways 
and means to assure a successful national convention 
next summer. 

President Sam Fogel called the meeting to order, and 
then asked Elmer Young, general chairman of the 
convention committee, to make a report. Mr. Young 
outlined a number of ideas and was then granted 
authority to appoint chairmen of the several sub- 
committees needed in the machinery of convention 
organization. He was asked to present the complete 
roster of sub-committee chairmen next month. 

A special guest present was R. E. Huffman of the 
R. E. Huffman Company, Aberdeen, S. D. Mr. Huff- 
man, who was formerly a director of the National 
Typewriter and Office Machine Dealers Association, 
and who participated in several successful conventions 
as an executive officer, spoke briefly on convention 
activities, recommending particularly that a balanced 
program be developed which would be of interest to 
dealers in all types of office machines. 

The meeting concluded with instructions to Robert 
Goldblatt to secure full information as to prices 
charged by manufacturers and dealers for service calls, 
repair work, rebuilding, etc. The information as- 
sembled will be presented for consideration at the 


March meeting. 
ee 


SILVER ANNIVERSARY KANSAS BOOK DEALERS’ 
MEET IS EVERYBODY’S CONVENTION 


To someone who did not know, the reelection of 
Phil M. Anderson, retailer of Newton, Kan., to succeed 
himself as president of the Kansas Book Dealers As- 
sociation for a twenty-third term, might appear a one- 
man-dictator organization. Nothing could be farther 
from fact. For while “Phil” has served all but two 
of the years this Kansas organization has been banded 
for group buying and mutual interest, he is first of all 
the leader of the association, with a gift for greeting 
every member on his feet. The whole thing is a func- 
tioning slice of democracy. Every other official was 
reelected, too, with directors and standing committees 
intact. But even the “trust-busting” Thurman Arnold 
could find no cause for complaint, if he would just 
sit in on the three-day sessions, February 16-18, in 
Topeka, and watch this group pool merchandising 
experiences. 

Sixty exhibitors had sent or brought merchandise 
showings for the stationers’ show—arranged conveni- 
ently around the convention hall on the roof of Hotel 
Kansan. President Phil, with due regard to the manu- 
facturers’ investment in such a display, and a Sales- 
man to staff it, gave wide recesses, and short business 
sessions, so that dealers could study displays, place 
orders, or make notations for later ordering. Buying 
was heavier than in some years. 

Legislation took center stage, with the Kansas house 
and senate in current session, and the highly dis- 
tasteful bill to ban all fireworks sales in Kansas retail 
Stores, on the calendar and under debate. Another 
measure expected on the floor of both houses soon, 
is the free textbook bill—another anathema to the 
dealers of this group, since school book sales bring 
traffic from young shoppers and their parents, and 
mean many auxiliary sales through the year. 

Reporting on new school book adoptions for fall, 
George McClenny, state superintendent of rural schools, 
spoke of his department’s effort to have an $800,000 sur- 
plus allocated to schools, so that better equipment and 
better teaching could be provided the rural districts. His 
department has assisted in the untimely death of a 
bill introduced to do away with the reading circle 
adoptions for both teacher and pupil, with its require- 
ment that every board buy at least $5 worth of ap- 
proved books each year, for the library. Mr. McClenny 
declared that a few cents up or down on the price of 
an adopted text do not determine that adoption; but 
the effort is to get the best texts. The book dealers 
recommend that a better mark-up than twelve and 
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Model 900 


‘B75 


For A.C. Current 
Less Tube 


Adjustable shade. 
“Lustrous Bronze 
Applique” or Mo- 
rocco finish. 15 
watt tube. Weight 
8 lbs. 









The “Giraffe” 
For Desk—Drafting Board 


and every location in office or 
factory where a completely ad- 
justable clamp-on fluorescent 
light is desirable. Adjustable 
in all directions—-folds compact- 
ly when not in use. Adjustable 
in height and of rugged con- 
struction. For 15 watt standard 
tube A. C. current. Weight, 10 
pounds. Maxi 


mum extension 28 $416°° 
inches 


Model 1277 less tube 





Simply hang it over a smal) hook 







Model No or nail—it's light in weight. Fin- 
855 ished in beautiful Morocco Brown 
or Ivory with solid bronze strip— 
“4 50 Van Dyke color correction re- 
af flector-—adjustable joint per- 
mits throwing the light in 

less tube any direction. 





America’s Outstanding Manufacturer of Fluorescent Lights. 
Wire or Write for Catalog. 


VAN DYKE 


INDUSTRIES 


2857 South Halsted St. Chicago, IHinois 
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SELL Executive Desk Files 
with CELLULOID Tabs NOW! 


Made with heavy black imitation leather covers, 






Your Customer will 
Prefer CELLULOID Tab 


Executive Files / 









@ Wear longer 

@ More attractive 

@ Tabs are more legible 

@ Small cost over cloth tabs 


durably constructed. 





eum by (a Today! 


B3CT—Tabs A to Z.... .. B4CT—Tabs 1 to 31 


B3CT-C—Tabs A to Z (Entire back cloth bound) 


QUALITY PARK ENVELOPE CO. 


General Office & Factory 
Quality Park 


St 


Poul, 


Minnesota 
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Chicago Office and 
Warehouse 
11-116 Merchandise Mart 
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one-half per cent should be allowed, to pay a dealer 
for books handled in the reading circle, sold to teach- 
ers and boards in September, and perhaps not paid for 
until May. Yet all members wish these books may be 
handled through dealers, rather than direct. 

Unfair Practices Act 

Reporting on progress of the Unfair Practices Act, 
or Loss Leader Bill, which book dealers are seeking, 
along with sixteen other associations in the Allied 
Business Men of Kansas, Mrs. Clara Miller, secretary 
of the Kansas Pharmaceutical Association, promised 
an almost unanimous vote in the Kansas senate, and 
a possible passage in the house. It is the one major 
effort this Allied group has lost out in former legis- 
lative sessions, by political footballing, not lack of 
votes. There is big money in Kansas trying to repeal 
the trading stamp law. Independents are attempting 
to hold this law, because it is all tied up with fair trade 
and its connotations. 

President Anderson urged plenty of “home work” on 
the legislators, because one word from back home has 
more weight than all the organization pressure in the 
world, it was agreed. 

These Kansans take their program seriously. Even 
at the banquet, the headline talk was on the Unfair 
Practices Act, by Senator William Wertz, of Wichita, 
who is carrying the bill. 

Among merchandising suggestions made from the 
floor and “up front” were these: 

E. W. Tonsing, Atchison stationer, suggested it would 
be a tremendous aid to stock keeping if greeting card 
packages would be more standardized in size and 
Shape. In one line alone, he counted seventeen sizes 
and shapes. 

Larry Goodhand, Oxford Filing Supply Company, 
discussed modern trends in filing cases. 

Ed Shane, of Junction City, told what it means to be 
three miles from an overstuffed army post, with a giant 
construction program underway. He totally ran out of 
valentines three times, finally buying all the sales- 
men’s samples and rushing reorders out from Kansas 
City February 13. Many soldiers in the student classes 
buy brief cases and portables, Mr. Shane said. 

N. M. Ruddick, Council Grove, paid tribute to the 
traffic to be gained by carrying plenty of magazines. 
He sells in a small county seat town, $160 a month in 
magazines alone, with three other outlets in town. 

Harlow Publishing Company of Oklahoma City an- 
nounced work books made especially for the Kansas 
schools course of study. 

Carl Kaufman, salesman for a stapler house, pre- 
sented ideas on the increasing need for staplers in all 
types of small business and declared the peddlers get 
only the business the home boys have overlooked. 

A. G. Bassett was introduced for a mention of the 
newly “streamlined” Eversharp organization and 
product. 

Floyd Martin, of Lane, is both a book dealer and the 
president of the Kansas Association of postmasters of 
the third and fourth class cities. 

Mason McCarthy, Emporia, a director of KBDA for 
as Many years as there has been an association, said 
all book dealers and stationers are working twice as 
hard to make half as much as formerly! 


“Shelfwarmers and Mistakes” 


LeRoy Shank, Salina, gave a talk on what to do 
about the shelfwarmers and buyers’ mistakes, suggest- 
ing window displays and featuring, with a price dis- 
count that will move them out and give at least a 
partial sum for reinvestment. 

Some of the quirks of the defense program came out 
in a talk by Bernard Moffett, American Crayon Com- 
pany, on art items and trends. An increased demand 
for lumber crayon and carpenter’s chalk, which the 
syndicate stores do not carry, is an item. Fifty cent 
crayons with more talking points, can be readily sold 
today. Art courses are being stressed, so that we will 
have good design training, and in a post-war competi- 
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Why we threw out the nuts and bolts 


AS FAR BACK as you can remember, typewriter ads 
£\ have been full of what we call “tnuts and bolts.” 
You know—those intimate descriptions of each me- 
chanical feature, with which most typewriter ads are 
loaded. 

Not that we don’t hold this type of information in 
high esteem—once the prospect is ready to buy! But 
to get the average person interested in a Portable—to 
make him a prospect—NO! 


Here’s why: 






Many people, we're sorry to admit, just aren’t 
e interested in a typewriter. Even if the machine 
had hot-and-cold ribbon reverse, or solid-gold 


type bars, they still wouldn’t care. 
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2 But people are interested in children—especially 
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their own! And when what you have to say con- 
cerns the future well-being of those children, 
you can be practically guaranteed an audience that 


will hang onto your every word. 


————— 














That’s why Royal’s full-page magazine ads play 
3. down the “nuts and bolts” angle... and play 

up the heart interest. The comparative advan- 
tages of the Royal are in those ads all right, but the 
big thing is what a Royal can do for your child in get- 
ting higher grades . . . in clearer, faster thinking .. . in 


preparing him for the future. 


























Are we right? Well, all we can say is that our 
4 dealers today are selling more Royals than ever 
before—that last year was the biggest year in 
all Royal history. Evidently, we weren’t wrong in 


throwing out the “nuts and bolts”! 
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ROYAL PORTABLE 


THE Standard Typewriter 
in Portable Size 


Copyright 1941, Royal Typewriter Company, Inc. 























OFFICE APPLIANCES 








Compare the First Cost and the Lasting Service 
of JASPER CHAIA CU. Leather 
Upholstered Office Chairs .. . 









Your sales depend upon the value you offer. A comparison 
of JASPER CHAIR CO. value calls attention to interesting, 
important facts: 

The First Cost is in line with what business men interested 
in good, satisfactory service, expect to pay. The chairs are 
genuinely comfortable—throughout long days of constant 
effort. The number and variety of designs are extensive and 
continually increasing. There is selection of grades and 
colors of leather that make it possible to provide for prac- 
tically every requirement, from stock. 


You can get real, volume building sales with the actual 
merchandise on display. The opportunity to see, to touch 
and test, carries the prospect through to completion of the 
sale. So, make a selection from our catalog and send your 
order for a few of these good chairs. Our representative in 
your district will be glad to cooperate. 





Jasper Chair Co, ii 














REPRESENTATIVES 
Geo. A. Litchfield, Sales Mgr. 


R. J. Freeman, (Eastern) 
383 Madison Ave., 
New York, N. Y. 


E. W. Thomas, (Southwest 
Box 3493 Peninsula Station 
Daytona Beach, Florida 


James S. Fowls, (Southern) 
3414 Euclid Heights Blvd. 
Cleveland, Ohio 


W.H. Brown (Chicago-Midwest 
6708 Glenwood Ave., Chicago 
Phone ROGers Park 3644) 


S. H. MacDonald, (West) 
405 Orpheum Bldg. 
Seattle, Wash. 
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tive world, better styled merchandise. He recommends | 


keeping close touch with school people, whose needs 
are also moving and shifting emphasis. 

John (Jack) Crow, Hall Stationery, Topeka, reported 
on a sales contest and advertising promotion put on 
over a seventeen-week period with fine results in in- 
creased sales and a more promotion-conscious sales 
force. The sales increase of fifteen per cent over the 
corresponding period of the year before, made the 
executives decide to continue the plan for another 
contest period. 

One of the valuable stimulants for better business 
practices came from H. E. Waldron, of the W. A. Sheaf- 
fer Pen Company, who headlined the exhibits with 
a premiere showing of the firm’s new blonde gift unit, 
stocked ready to go, during this convention. The 
story Mr. Waldron stressed is that higher units of sale 
are readily accepted by customers, when shown intel- 
ligently; that plus business ean be created by the de- 
velopment of new markets. For cases in point, he 
recommended the pen and pencil set for soldier use, 
as one of the two personal items permitted a soldier, 
with special clip. 

Another market to be tapped is the coatless, vestless 
business man who appreciates the non-leak summer 
pen for his pocket. Two new models aimed to build 
plus volume are the aviator’s special, with the new 
fluid control, and the home desk set whose pen is 
always full for the homemaker who want all bother 
eliminated. 

Both Phil and Mary Anderson, jointly to be credited 
for the convention’s success, were delighted with the 
attendance, the gift and stationery and office supply 
show, and the prospect of a twenty-third term work- 
ing with and for the Kansas Book Dealers Association. 
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CLARK FIELD REVEALED AS BASKET COLLECTOR 


Clark Field, president of the Field Stationery Com- 
pany, 612 South Main street, Tulsa, Okla., was recently 
disclosed as a collector of Indian baskets when he 
became a featured speaker at the first annual “field 
day” for husbands of members of the local Early 
American Glass club. 

Mr. Field, whose subject was “What It Means to Be 
the Husband of a Collector,” indicated that he became 
a “collector” in self-defense, since his wife collects 
glass, his daughter Thelma (Mrs. W. D.) McGinley 
collects china dogs, and daughter Dorothy collects 
books on archeology and history. 

After selecting Indian baskets as the subject of his 
collection, and working it up to the point where he 
was proud to show it off to friends, Mr. Field said he 
found that Mrs. Field could tell his friends things 
about baskets that he never knew. 

Then to daughter Dorothy, fixing up her room at 
college, went a supply of Indian baskets from his col- 
lection; and to daughter Thelma went more baskets 
when she wanted to fix up a room.—EVH 





MANY GUESTS ATTEND RIBBON AND 
CARBON MEETING 

Marking the organization’s first social activity since 
the election of President Fred W. Neely, the Illinois 
Inked Ribbon & Carbon Paper Association on Feb- 
ruary 3 entertained a number of guests at a luncheon 
held in the Atlantic hotel, Chicago. There were twenty- 
five men and women present. 

The visitors attended the luncheon as expressly in- 
vited guests of Mr. Neely and the association in order 
that they might be informed at first hand of the aims 
and objectives of the organization. 

As previously announced the gathering was not a 
business meeting, but shortly after President Neely 
delivered a short address of welcome to the guests, in 
which he informed them of the advantages derived 




















FOUR DESK and PLIER models at $3.50 and $4.50 
(all can be instantly adjusted for tacking. . . all use 
standard, economically-priced staples). 


* Don't overlook the wide market for TOT 
Desk Model at $1.50 and TOT Vest Pocket 
Hand Plier at $1.75 (loading 125 TOT 


SPEED PRODUCTS COMPANY 


























WITH THESE FOUR ITEMS 
They are easy to sell . . . Easy because all four save time 


and money for your customer. Every prospect is interested 
in this provable fact. Capitalize on it by selling all four. 





LIBERTY 
STORAGE BOXES 


For inactive records. Most 
economical and efficient. 
A low cost answer to 
record storage. 


STAX ON STEEL 

For Semi-Active Ree- 
ords. The steel and 
fibre board file made 
to dealers’ specifica- 
tions for easy selling. 










LIBERTY 
PERMANENT BINDERS 


For loose leaf records. 
A low priced binder that 
can be custom-made to fit 
any size loose leaf form. 








LIBERTY 
STRING BINDERS 


For packaging small 
forms. The cost so low and 
advantages so great buyers 
eagerly accept them. 





FREE SAMPLE—ANY SIZE 


Write today for complete details about any or all of these 
products, our promotion plan, prices and substantial dealer 


discounts. 










These trade marks constitute a guar- 
antee of this merchandise and the truly 
conscientious cooperation of its manu- 


facturer in helping you make money. 


BANKERS BOX COMPANY 
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eT Sees © S eae ae o CHICAGO, {LL 
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from close and friendly association between members 
of the ribbon and carbon industry, everyone par- 
ticipated in a round table discussion of matters of 
general interest to those in the field. 

The next meeting of the association is set for Mon- 
day, March 3, in the Atlantic hotel. 


<2 _—___ 
GREAT LAKES TRAVELERS SIXTH BIRTHDAY 
PARTY 
For the first time under the name of the Great 
Lakes Travelers Club, but for the sixth time since the 
organization was founded as the Wis-Ill Club, birth- 
day celebration ceremonies were conducted by the 
club at the Webster hotel, Chicago, on the evening of 
February 22. Despite the prevalence of illness and the 
consequent last minute cancellation of reservations, 
members and dealers, with their ladies, turned out in 
goodly numbers for the birthday party. Under the 
direction of Al Baugher, chairman of the party com- 
mittee, the program of the evening went forward with- 
out a hitch. 
During and following dinner, dancing was enjoyed 


| to the music of an excellent orchestra. Special enter- 


tainment was provided by a singer (and story teller), 
an acrobatic dancer, and a specialty dancer who made 
quite a hit with her interpretation of the “Frisco,” a 
neat little Hawaiian number and an _ unclassifiable 
feature that evoked a storm of applause. In the 
sequence of one of her acts, the young lady planted 
lip stick marks on the blushing brows of Messrs. 
Brohm, Powell and Smythe. 

Mix-up dances added to the evening’s pleasure. At a 
signal from the orchestra leader, all the ladies joined 
hands in a circle, and the men did likewise. The circles 
moved in opposite directions and on signal, the lady 
and gentleman opposite each other became partners. 
A variation was the requirement to change partners 
when a bell was sounded by the orchestra. 

With hilarity in the ascendency, the party was 
brought to a successful conclusion in the early morn- 
ing hours. 


—-- - 
NEW YORK STATIONERS GOLF PARTY 

One hundred and twenty-eight members and friends 
of the Stationers’ Golf Association of New York were 
on hand as the dinner bell sounded for the annual 
mid-season party at the Aldine Club in New York City. 
A jovial, genial, pleasure-bent crowd they were, gather- 
ing around the cocktail bar, where stories of both 
parlor and bar-room type came fast and furious. 
This, a prelude to a very delightful dinner to which 
the gathering did justice. 

After dinner A. R. Weissenborn, General Pencil Com- 
pany, chairman of the dinner committee, welcomed 
the members and guests and introduced Eberhard 
Faber, Eberhard Faber Pencil Company. Mr. Faber 
spoke of his joy at being able to attend the annual 
party. Brief and to the point as usual he hoped all 
would have an enjoyable evening. 

President L. H. Tavernier, Fulton Specialty Com- 
pany, then added words of welcome and in particular 
thanked the committee for their earnest work. 

The fun was on then. Some fine vaudeville acts, 
cards and what have you—far into the night. 


ae eee 

NEW YORK 0O.M.D.A. DINNER-DANCE DATE SET 

An enthusiastic and good sized attendance at the 
February meeting of the Office Machine Dealers Asso- 
ciation of New York heard Felix R. Tyroler, the guest 
speaker, give a very interesting talk on the benefits 
of close association by dealers. 

Mr. Tyroler, who is executive secretary of the Letter 
Shop Dealers Association, gave a clear view of the 
problems confronting associates in various fields. He 
cited several interesting facts pertaining to his own 
association, and suggested a comprehensive plan which, 
when put in effect, will greatly benefit the local dealers. 

The committee in charge of the annual dinner- 
dance, to be held at the Hotel New Yorker, March 29, 
reported their activities to date. From all indications, 








MARCH, 1941 75 


ARTILITY 


METAL CHAIRS 


OFFER COMFORT - STYLE - ECONOMY 





THE ov AIR-FLORe 


A SENSATIONAL POSTURE CHAIR 








“THE CHAIR THAT HAS EVERYTHING” 


BEAUTY — COMFORT — PRICE 
MOULDED FOAM RUBBER SEAT LARGE FORM FITTING BACK 


INSTANTANEOUS ADJUSTMENTS 


NO TOOLS REQUIRED 














WRITE OR WIRE FOR NEW CATALOG—TODAY 


ARTILIT® METAL FP Hae ee, ANC. 


121 S8@¢ereo St., ELR meee, *NDEANA 
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Oxtoed INDEX CARDS in 


handy "Stockroom cartons’ 


Oxford Lenox Grade index cards are 
packed in these handy carton units: 
3x5 — 10M to carton 
4x6 — 10M to carton 
5x8 — 5M to carton 





Stockroom space is at a premium these days! 
When fast moving items like index cards 
come to you in standard carton units, it’s a 


real saving in time, space and money. 


That's why so many dealers prefer the pop- 
ular Lenox Grade index cards, made by Ox- 
ford. They are priced to meet competition, 
yet they come to you in handy carton units 
that not only protect the neatly labelled 
boxes, but also permit you to stack them to 


the ceiling in your stockroom. 


And you can combine these Lenox Grade 
cards with your better grade Oxford card re- 
quirements, such as journal, ledger and other 
vertical ruled cards, to earn attractive quan- 


tity discounts on the entire order. 


Send for samples and prices today. 


Vier. FILING SUPPLY COMPANY 





340 Morgan Avenue, Brooklyn, N. Y. 


125 South 8th St., St. Louis, Mo. 
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those planning to attend should make their reserva- 

tions early. A few choice tables still are available, and 

the slogan of the committee is first come, first served. 
sistema 


WAR EXPECTED TO BOOST OFFICE 
EQUIPMENT SALES 

That the present European war will stimulate sales 
of office equipment as well as mechanize and “stream- 
line” office procedure was a statement made last 
month at a meeting of the Sales Executive Club of 
New York, held in the Roosevelt hotel. 

Under a general heading of “Gearing an Industry to 
National Defense,” several speakers delivered timely 
and interesting addresses. Among these were W. D. 
Caton, vice-president, the Standard Register Com- 
pany, and president of the Office Equipment Manu- 
facturers Institute; Charles E. Hallenborg, vice-presi- 
dent, the Dictaphone Corporation, and Major F. W. 
Nichol, vice-president and general manager of the 
International Business Machines Corporation. 

Because of illness Mr. Nichols’ address was delivered 
by electrical transcription. 

Mr. Caton told his listeners that in his opinion the 
present national defense program will improve and 
mechanize office procedure “just as the first World 
War brought about tremendous strides in factory 
methods improvement.” 

Mr. Hallenborg declared that the war will stimulate 
sales of office equipment “because of what happened 
at Sedan, France, on May 14, 1940” and he referred 
to the German break-through as a “tragic but con- 
vincing example of the effectiveness of mechanization. 
This demonstration of the power of modern methods 
will have a far-reaching effect even on methods as 
far removed from military methods as office manage- 
ment,” the speaker concluded. 

Major Nichol reviewed the contribution which our 
industry has made to business and social progress. 
He gave some illuminating facts, and concluded by 
saying that last year the retail value of the industry 
was approximately $385,000,000. 

—- — 

LEATHER GOODS MEN STAGE BIG EXPOSITION 

Presenting one of the largest displays of leather 
products equipment seen in recent years, the 1941 Lug- 
gage & Leather Goods Exposition was held February 
10 to 13 in the Palmer House, Chicago. The event was 
sponsored by the Chicago Luggage & Leather Goods 
Manufacturers Association. 

The entire tenth floor of the hotel was utilized for 
the show with each individual manufacturer maintain- 
ing a display in a separate room. Of these, four were 
well-known in the office equipment industry because 
their products are standard stock in stationery stores. 
These firms, all of which showed brief cases, zipper 
cases, portfolios and other leather equipment for the 
business man, were: 

Frank Mashek & Company, 1914 North Milwaukee 
avenue, Chicago; National Brief Case Manufacturing 
Company, 512 South Peoria street, Chicago; Stein Bros. 
Manufacturing Company, Inc., 231 South Green street, 
Chicago, and the Murray Varat Company, 113-124 
Clinton street, Chicago. 

oc — « 


FIFTH REGIONAL MEETING SET FOR APRIL 7-8 

The fifth regional district of the National Stationers 
Association will hold its annual meeting in the Neil 
House, Columbus, Ohio, on April 7 and 8, according 
to a statement issued last month by Regional Gov- 
ernor Earl R. Kochheiser, The Charles Ritter Com- 
pany, Mansfield, Ohio. 

In an optimistic and enthusiastic report Governor 
Kochheiser said that a hard-working program com- 
mittee has promised “the best program the region has 
ever put on.” Among the subjects to be dealt with 
by prominent speakers are “Insurance,” “Welding 
Dealers and Manufacturers,” “Fair Trade” and “Find- 
ing Men.” One of the speakers already decided upon 


ANNOUNCING 


Saturday Evening Post 
campaign on 


Bates Staplers 


Here’s the first ad — it runs in the Post issue 
of March 22nd, and the campaign goes on 
monthly. This is no ordinary advertising; we 
went to Don Herold, one of America’s most 
prominent cartoonists to illustrate and write 
these ads. Keep Bates Staplers displayed, re- 
member over 3,000,000 people are reading about 
them every month — and WE ARE TELLING 
THEM TO GO TO YOU TO BUY THEM. 
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And Bates staples 
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are compact, so they 
t of space in the files. 


Bates Staplers are 
made by The Bates 
Manufacturing Com- 
pany, Orange, N. J 

makers of Bates 
numbering machines 
and other fine office 
accessories. For inter- 
esting booklet write 
their New York of- 
fice, 30 Vesey St. 
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Can't jam or clog. 


Bates Staplers 
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— Staples) +¢. (2500 Staples) $3.50, loaded 


SOLD BY ALL GOOD STATIONERS 


— 























78 





HERES WHAT 
WE MEAN 


BY “VALUE 


















No. 236112 Wal- 
nut Desk—<60” x 
34” x 301”. This 
series includes 8 
flat top desks, 3 
typewriter desks, 
phone cabinet, 
and 4 










costumer 
tables. 


IF you set out to build the kind of desks 
your customers want . .. we believe 
you'd wind up by making the kind of 
desks Imperial makes. 

Every Imperial desk . . . regardless 
of its selling price must meas- 
ure up to the strictest standards for de- 
sign, construction, and durability. Every 
Imperial desk must be styled right, 
built right and priced right. 

The new No. 2300 Series is typical of 
what Imperial means by “value.”’ This 
outstanding series is characterized by 
a distinctive beauty seldom found in 
moderate-priced office furniture. 

Tops’are handsomely moulded. All 
corners are well rounded. Drawer 
fronts are of center-matched half-round 
Walnut, with massive metal pulls. Legs 
are beautifully turned. 

In every other price range, too, you'll 
find equally impressive values. Write 
today for full information regarding the 
fast-selling, customer-winning Imperial 
line. 
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DESK COMPANY 


EVANSVILLE, INDIANA 
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is Sam Vining, described by Mr. Kochheiser as nation- 
ally known as “one of the best in the sales field.” 

The region has set as a goal a total of 350 regis- 
trations. Toward this end a prize of $10 will be 
given to the traveler credited with having sent in the 
greatest number of dealer registrations. 

—— 
EASTERNERS ARE GUESTS OF GOLDEN STATE 
TRAVELERS 

The usual crowd that turned out for the first monthly 
golf game of the Golden State Travelers Club at the 
Fix Hills Country Club near Los Angeles on January 
17, had the pleasure of being a collective host to 
three members of the industry prominent in the east- 
ern field. 

The visitors, who forgot snow and Sleet and bitter 
winds and made snappy niblick shots on iceless grasses, 
were Julius Kahn, treasurer of David Kahn, Inc., 
North Bergen, N. J.; Ray Urmston, president of J. S. 
Staedtler, Inc., New York City, and Joe Muller, of 
New York, who is associated with Mr. Urmston. 

Carl Grimes, president, Grimes-Stassforth Stationery 
Company, Los Angeles, was also a guest of the club 
but enthusiastically joined with the group of local 
men in pointing out to the Easterners the sun, balmy 
breezes and other Californian commodities. 


Four Join Golden State Travelers 
The Golden State Travelers Club extended a welcome 
to four new members at the February meeting, held in 
the Alexandria hotel, Los Angeles. The new travelers 


| are Larry Green, American Pencil Company and for- 
'merly with General Paper Company; 

| Triner Scale Manufacturing Company; 
| Products Company’s Roger Lambert, who was formerly 


E. L. Soister, 
Saxon Paper 
associated with Wastern Wholesale Stationers, and 
Oliver Pierce. 

It was decided that the much-looked-forward-to 
monthly golf tournament should be held February 27 
at the Fox Hills Country club. This event will be re- 
ported in the April issue. 

— = 
RICHMOND STATIONERS ELECT OFFICERS 

The annual election of officers of the Richmond 
(Va.) Stationers Association was held last month and 
the following men named to head the organization 
for 1941: 


President, Fred J. Hafling, Richmond Stationery 


| Company; vice-president, Charles Gee, Virginia Sta- 


tionery Company; secretary-treasurer, Woodson P. 
Waddy, Everett Waddey Company. 

Mr. Hafling is one of the youngest men in the asso- 
ciation but is recognized as a tireless and enthusiastic 
worker willing to devote every spare minute to the 
association and its affairs. 

—- - 

N. Y¥. SQUARE CLUB DINNER-DANCE DATE SET 

The annual dinner-dance of the Stationers Square 
Club of Greater New York will be held on March 22 
in the Hotel Astor, according to Entertainment Com- 
mittee Chairman Fred Steinhilber. 

On February 20 the club was scheduled to hold its 
“Aaron 
Gottlieb Night” with Mr. Gottlieb as guest of honor. 
The assembled members were also to be entertained 
with a showing of the National League’s motion picture 
of baseball entitled ‘““‘Winning Games.” 

_—<—--e- — 

COMMERCIAL SCHOOL CONTEST DATE SET 

The ninth annual International Commercial Schools 
contest in which typists and other machine operators 
vie for honors in the speed writing field will be held 
in the Sherman hotel, Chicago, on June 19 and 20, 
according to W. C. Maxwell, manager of the event. 

As in previous years there will be a number of 
different events in each of which contestants will be 
classified according to their individual ratings as 
Those eligible include 


novices, amateurs and “open.” 
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Leg Bases for #/@- Steel Cabinets 





now available in the following sizes 


No. 395GS—12" Leg Base for T325GS and T825GS 
No. 18395GS— 12" Leg Base for T3518GS 
No. 496GS—-12" Leg Base for T426GS 
No. 18496GS— 12" Leg Base for T4618GS 
No. 598GS~ 12" Leg Base for T528GS 
No. 18598GS—12" Leg Base for T5818GS 
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students of secondary schools (junior, senior, public, 
parochial and private), business colleges and accredited 
colleges and universities. The events include short- 
hand, typewriting, bookkeeping, machine calculation 
and dictating machine operation. 

Entry blanks and additional information can be 
obtained from Manager Maxwell, Hinsdale high school, 
Hinsdale, Ill. 


—- 


GREAT LAKES TRAVELERS NOTES 


The February 21 meeting of the Great Lakes Travel- 
ers Club was one of more than usual interest. At the 
speakers’ table was Henry Block of Lakewood, Ohio, 
representative of General Pencil Company, who as 
vice-president of the club was in Chicago to confer 
with other members about the coming fifth district 
meeting in Columbus. He extended an invitation on 
behalf of Governor Kochheiser for all travelers cover- 
ing the district to attend. Some of the details of an 
interesting program were explained. The travelers will 
have an important part in the proceedings. 

Another welcome visitor was Al Nordstrom of Min- 
neapolis, representative of Smead Manufacturing Com- 
pany, who serves as Official reporter for the Northwest 
Travelers Club. Besides being a good salesman Al is 
a thoroughly dependable news correspondent. 

A letter from Governor Jim Parrott of the eighth 
district was presented inviting the travelers to the 
Minneapolis meeting April 4 and 5. While the Great 
Lakes club does not function in the Northwest, a num- 
ber of its members travel that section. 


At the meeting held on Valentine’s day President 
Ed Rohrs distributed some of the advertising matter 
prepared by Governor Ear! Kochheiser showing what is 
in store for those who will attend the fifth district 
meeting at the Neil House, Columbus, April 7 and 8. 
Mr. Kochheiser, who is as original as he is efficient, 
has prepared a program which is far out of the 
ordinary and has something of interest to every 
Stationer and traveler who will be present. All mem- 
bers of the Great Lakes Club are invited to be present. 


<-> 
N. Y. DEALERS HOLD ANNUAL DINNER 

The second annual dinner of the Office Equipment 
Dealers Dinner Club of New York was held at the 
Hotel Sheridan in New York City on February 5. The 
dinner was augmented by the presence of the ladies. 
After a splendid dinner, Club President B. H. Nemlich, 
Regan Office Furniture Company, welcomed all the 
diners and expressed the pleasure of the club in having 
so many present. Moe Turman, Metwood Office Equip- 
ment Company, emphasized the president’s welcome 
and added a few remarks of his own. The evening was 
then given over to cards in which most of the group 
of forty-five joined wholeheartedly. 


<> © 
N. Y. SAFETY WINNERS NAMED 

Remington Rand Inc., The C. E. Sheppard Company 
and the Eagle Pencil Company were among the New 
York City metropolitan area winners in the sixteenth 
annual accident prevention campaign of Associated 
Industries of New York State. Awards were presented 
at the annual celebration dinner, sponsored by the 
Metropolitan Industrial Safety Committee, February 
27 at the Hotel Astor.—BJ 


¢ ~~ © 


REMINGTON RAND DECLARES STOCK DIVIDEND 
REVIVES EMPLOYEES’ WAGE PAYMENT PLAN 
Directors of Remington Rand, Inc., Buffalo, N. Y. 

authorized a splitup in common stock. One additional 

share for each 10 held. Shares distributed May 1 to 
holders of record March 14. Cash payment of 20 cents 
was ordered. Restoration of 1937 wage “dividend” was 
authorized, based on average earnings for preceding 
three months, with paymehts after March 31. 





115-117 WORTH STREET 


TJypowniter Prospects — 


MADE TO ORDER 





You have probably had this experience 
often! You have walked into an office hoping 
to sell a typewriter, but that was as far as 
you got! Because the customer said he didn’t 
need any typewriters. Those he had were 
working O. K. and he had enough to handle 
his work. Since you were trying to sell him 
just another typewriter, you didn’t make a 
sale; the customer was not a prospect for the 
ty pewriters you wanted to sell! But that man 
should have been your prospect, and here’s 


why: 


If you had pointed out to him the advan- 
tages of a quiet office, shown him figures and 
facts to prove that noise, even of slight in- 
tensity, decreases worker's output and in- 
creases labor turnover; if you had shown him 
how economically he could obtain a quiet 
office by trading in his present typewriters 
on noiseless typewriters, and finally shown 
him that he would save money by equipping 
his entire office with Premier or Recondi- 
tioned Remington Noiseless Typewriters, you 
would have had an excellent chance of mak- 


ing a sale. 


If you follow this plan, we don’t say that 
you will make a sale every time, but part of 
the time you will. So if you want to sell 
more typewriters, it will be well worth your 


while to try it! 


AMERICAN WRITING MACHINE CO. 


Est. 1880 
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The C.E. SHEPPARD CO., 


44-Ol 215 Street,- LONG ISLAND CITY, N.Y. 
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NEW VISIBLE CATALOG 





Just Printed—Our new 44-page Cat- 
alog “G”—illustrating the complete 
CESCO line of Visible Binders, 
Forms, Indexes and Systems. Non- 
Shift and shift styles of binder 


mechanisms as well as modern, up- 








to-the-minute stock forms are fully 
described. SEND FOR YOUR 
COPY TODAY! 








DEALERS—Exclusive agencies still 
available. Send for full details. 
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ALLEN CALCULATORS OPENS RETAIL OUTLET 


Allen Calculators, Inc., which has operated a manu- 
facturing plant in Grand Rapids, Mich., for the past 
nine years, has recently launched a retail outlet in 
the same city. The subsidiary firm is named R. C. 
Allen Sales & Service and occupies quarters at 143 
Ottawa avenue, N.W. 

The new store, which is operating under the man- 
agement of Thomas Mitchell, assisted by W. B. Mosher 





ALLEN PLANT CELEBRATES “CRAND RAPIDS ON PARADE”. 

—The large factory of Allen Calculators, Inc., at Grand Rapids, 

Mich., was a recent host to hundreds of visitors who visited 
the plant during the local festivities. 


and Harry Parks, carries a complete line of the parent 
company’s products, including all models of adding, 
figuring and cash register machines. 

Recently the manufacturing plant was thrown open 
to the public as part of a local celebration, “Grand 
Rapids on Parade,” and hundreds of visitors took ad- 
vantage of the opportunity to watch the intricate de- 
tailed work which is performed by the more than 400 
employees of the plant in the manufacture and assem- 
bly of Allen machines. 

*—-> © 


JACKSONVILLE GETS L. C. SMITH BRANCH 

A new branch office of L. C. Smith & Corona Type- 
writers, Inc., is being opened at Jacksonville, Fla., 
effective March 1. J. S. Weems, formerly a salesman 
in the Atlanta branch, has been promoted to manager. 
The address of the new branch is 31 West Duval street. 

For several years Smith-Corona operations in Florida 
have been carried on by the Atlanta branch. No 
change is contemplated with respect to various repre- 
sentatives in the state of Florida except that now the 
headquarters will be located in Jacksonville instead 
of Atlanta 

Mr. Weems entered the employ of the company as a 
salesman at the Atlanta branch in 1934. This promo- 
tion comes to him in recognition of his successful 
services rendered the Atlanta branch when he was a 
salesman 

*—- 
RONALDSON JOINS ESTERBROOK PEN 

R. N. Wood, sales manager of the Esterbrook Pen 
Company, announces the appointment of William Ron- 
aldson as New York state and Connecticut representa- 
tive for the company. “Bill” will work under the imme- 
diate supervision of Harry W. Lynn, the well known 
district manager of the Esterbrook Pen Company with 
offices in New York City. 

*—-> © 
BARD NAMED AID TO SECRETARY KNOX 

Ralph A. Bard, chairman of the board of Eversharp, 
Inc., Chicago, last month was nominated by President 
Roosevelt as assistant Secretary of the Navy. 
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DOWN GO THE PRICES 
on Sikes "75 Line” Bank of England Chairs 


i leeeeneintee draeeren anton el nore 
Lit PIER AIR ECT oF emg SY 


runes 


rare 








Save as Much as 15%... 
the same SUPERLATIVE QUALITY 


recognized for their splendid sitting com- 





In an unprecedented move ... at a time when the gen-__ for years... 
eral price trend is upward .. . these famous "Bank of fort and superlative design. 


England" Chairs are offered at LOWER PRICES. New 


manufacturing economies have made this possible. 
They are the same fine-quality chairs you have known in your order now for your first samples. 


This move opens up vast new sales possibilities. Send 


No. 76\/, 


HERE IS WHAT YOU SAVE! 


Comparisons Are For Oak 


Pattern Old List Price New List Price You Save 
75 $36.50 $32.50 $4.00 
75Y 47.00 43.50 3.50 
75\ 33.50 30.50 3.00 
752Y 44.00 41.50 2.50 
76 28.00 24.00 4.00 
76\ 25.00 22.00 3.00 


The same savings apply to Imitation Mahogany, 
Imitation Walnut and Genuine Walnut 


No. 75!/2 No. 75!/Y 


THE, VV RES COMPANY, Inc. 


BUSINESS CHAIR MANUFACTURERS, BUFFALO, N.Y. 
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The revolutionary 


New Low Desk 


by SHaw-WaLkER 
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W etch for the 
SHAW -WALKER 


New Low Desk 
Colorful Ads 


Only 29 inches high! 
The Height of Comfort! 











Just sit down at this new low Chis new Shaw-Walker creation in the 
desk. Immediately you feel the is built of sleek steel and gleam- 
tremendous difference. You're ing plastics. Every edge and cor- Saturday 
on top of your job . . . with ner is ivory-smooth. From deck . . > 
| ae he Evening Post 

greater comfort, better vision, to floor it’s a modern beauty. 

© rear ‘ mee 1 ' Lie — : ~~ ~ ‘ 
longer reach. } ou sense instantly Available in three difterent mod- March 1. 15 and 29 
that Shaw-Walker have truly els and many sizes. Priced from 
found ** The Height of Comfort” ! $50 to $300, delivered. 


Built Like a 
Skyscraper” 








GHAW-WALKE 


MUSKEGON, MICHIGAN 








Selling rights are obtainable in many cities. 
Write today... Shaw-Walker, Muskegon, Michigan 
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OPPOSITION—NOT COMPETITION 
(Continued from page 23) 
ing born or getting a husky start. They represented 
new things modern business required and wanted. 
They were geared to a tempo of an entirely new taste, 
speed, convenience and practical need. If not, they 
would have died. Instead, they crippled many other 
products, especially safes. Salesmen were taken from 
old lines to sell these new products. Salesmen in num- 
bers did not expand enough. The advent of this new 
merchandise produced an “opposition” that hit safes 
hard. 
Office Furniture Suites 

When your dad and mine were in business, neither 
dreamed of matched office furniture comparable to 
that in the home. The office was considered a work 
shop and most anything in the way of furniture was 
suitable. Yet millions of dollars of fine office furniture 
have been sold—and it was started around 1920. $10.00 
and $20.00 for a waste basket! Draperies and attractive 
floor coverings are now fairly common. This business is 
a big one. A swell job of selling started it. Office 
equipment dealers throughout the country push it. 
Much of it is “period” furniture. Davenports and color- 
ful easy chairs are in abundance. This business did 
not exist in big volume when the safe business was 
strong. But it has since changed places on the sales 
sheet with every dealer. 

Office Chairs 

Twenty years ago, the average person considered a 
chair as a chair and that’s all there was to it. Finally, 
some fellow got the idea about “posture.” Salesmen 
sold the idea. The office chair business was revolu- 
tionized in a few years. Sales offices were opened in 
leading cities to sell them exclusively and a gang of 
salesmen was hired. They got some mighty good 
“safe” salesmen. Twenty-five years ago it was rare to 
see an upholstered chair in an office unless it was a 
discarded antique from the home. Today, you do not 
look twice when you See office chairs as comfortable 
and attractive as in the home. Then another thing 
happened. Manufacturers of metal chairs capitalized 
on this big market and combined strength with 
posture, style and comfort. 

Loose Leaf Records 

Loose leaf record equipment just about killed the 
sale of bound books. It got its big start about 1912. 
Today, it is a big industry and the sales run into mil- 
lions. It represented such a big improvement over the 
bound book for many purposes that it was easy to sell. 
It receives the specialized effort of many salesmen who 
formerly sold safes. 

Steel Desks 

In the early 20’s it was rare to find a dealer who had 
more than one steel desk in stock. Their cost was over 
twice as much as a wood desk and few bought them. 
Finally, big business discovered they were economical 
to use. Today, this is a big business. In the early days 
many a Salesman had to be a pioneer 

Visible Records 

This business has been a bonanza. It took hold in a 
big way about 1920 and the sales run into many mil- 
lions a year. It hurt the safe business tremendously. 
Safe salesmen flocked to it. Its basic principle killed 
vertical filing of cards that were once housed in draw- 
ers in safes and placed them in an unprotected visible 
tray or binder. The business man readily purchased 
visible for his inventory, accounts receivable and other 
valuable records. In fact he took these records, in 
many cases, out of his safe to get a new convenience 
and speed. You know what happened. Card drawer 
sales in safes hit the toboggan and safe space was no 
longer needed for these records 

Steel Files 

This was the haymaker that put the safe business 
to sleep. Business required accessibility, convenience, 
systematic filing, speed, space saving equipment at the 


ake More Money 








DARNELL 


Floor Protection Products 














The Darnell line of floor protection 
products offer maximum profits Their 
high quality and durable service 
guarantee customer satisfaction 
Write for special dealer proposition 


FREE 


Manual 
FOR THE 








DARNELL CORPORATION, LTD. 
P.O. BOX 4027-N., STATION B 
LONG BEACH : CALIFORNIA 
36 NO. CLINTON STREET, CHICAGO, ILL. 
24 EAST 22ND STREET, NEW YORK, N. Y. 
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THE NEW MODEL AI9 


Barrett 
Figuring Machine 
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THE ARISTOCRAT OF ADDING MACHINES 


with these 3 NEW IMPROVEMENTS 





NEW AUTOMATIC DIAL CLEARANCE—A faster and 


easier method of clearing dials. No key to press. 


NEW AUTOMATIC KEYBOARD CLEAR KEY— One stroke 


on this key prepares the machine for the next problem. 


NEW AUTOMATIC MULTIPLY AND DIVIDE KEY—This 
key remains set when calculating. It is not necessary to release 
and reset it for each problem. 

ADDING CAPACITY, $9,999,999.99—Back-Spacer for direct division and 
left to right multiplication with unlimited capacity. 

Subtract Key and Short-Cut Multiplication e Predetermined Decimal Point « 
Speed Comparable to the Fastest Electric ¢ Size, 5 x7 In. e Weight, 7 Ibs. 


SIX YEARS AGO Barrett placed on the market the first Fig- 
uring Machine, new in design and entirely different from any 
other adding machine. So versatile was this machine in figure 
work that it was given the descriptive trade name, ‘Barrett 
Figuring Machine.” 

IT FIGURES! As handy as a pad and pencil; thousands now 
turn to this machine for all sorts of figure problems. Ideal for 
adding and subtracting—a marvel of speed and accuracy — 
in multiplication and division Other Models Priced As 
Low As $49.85. 


CONSULT YOUR OFFICE SUPPLY DEALER OR WRITE TO 


Barrett Adding Machine Division 
LANSTON MONOTYPE MACHINE COMPANY 


Monotype Building, Twenty-fourth and Locust Streets, Philadelphia, Penna. 
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point of use. This merchandise was an infant in 1912. 
Today its annual volume is ten times the amount of 
safe sales. 

Two things happened that had an inverse reaction 
on the safe business. First, the salesman Selling steel 
files and visible equipment sell large quantities—to 
conveniently house many records that should be in 
safes. Second, there are not enough safe salesmen 
reminding business what would happen to valuable 
records, housed in unsafe containers, if they were 
exposed to a fire of modern severity or become the 
target of a fireman’s hose. There are not enough Sales- 
men protection minded, convincing prospects how 
badly their business would be crippled and impaired, 
trying to operate without many of their records. 


Steel Shelving 
Twenty years ago this business was a baby. Today, 
the annual volume is more than twice the volume of 
safe business. Salesmen are required to obtain this 
business. Many of them could sell safes successfully. 
Insulated Files—Insulated Desks—Insulated 


Ledger Trays 

The first company to build these experienced a loss 
of 800 safe sales the first year. They were ahead of 
their time. Their sales value was offset by an equal 
amount of lost safe sales. Result, the first year they 
did not add revenue. Salesmen sold them instead of 
safes. They were easier to sell—all because they gave 
what many businesses needed—accessible and con- 
venient protection, combined with speed of filing and 
finding at the point of use. These units have hurt the 
sale of the orthodox safe much and deservedly. 

So-Called Fireproof Buildings 

These have increased greatly in the past twenty 
years. Occupants continue to risk their records and 
unwarrantedly—because there are too few safe sales- 
men telling them of the losses that have occurred to 
others in similar circumstances and surroundings. 

New Businesses 

About 1920 it was common for many new and small 
enterprises to engage in business for the first time. 
The big chains, at that time, had not replaced the 
thousands of small stores and shops or stopped the 
growth of new ones. Some safe companies depended 
too much on new businesses opening up and continue 
to do so today. These salesmen do not prove the need 
for record protection among old businesses that need 
protection just as much as new concerns. Yet the 
salesmen selling steel files, visible, cash registers, 
chairs, office furniture, etc., are proving the need for 
their equipment among old existing businesses to the 
tune of a huge volume. These salesmen are not de- 
pending upon new businesses to start up. 


Convenience and Labor Saving 

The American public will pay any price to Save labor 
and have convenience. Yet there are many manu- 
facturers who ignore or slight this important factor. 
If you have any doubt—what keeps the loose leaf, steel 
file and visible business and many others prosperous? 
The sedan killed the open car. Mechanical washing 
machines and ironers are common in the home. Just 
about everyone has a mechanical pencil—many costing 
several dollars. Do you remember when _ people 
squawked about paying ten cents for a pencil? Vacuum 
cleaners are almost as common as brooms. Electric 
fans, cradle phones (‘remember the wall type?) air 
conditioning, stokers and even the modern bathing 
suit are examples of convenience we pay for. Ameri- 
cans will scrap most anything to obtain more con- 
venience. Too many Safe salesmen do not promote 
convenience in their sales talk. If their line or prod- 
ucts do not lend themselves to the full advantage of 
convenience, they are out of luck. Their sales will be 


tempered. 
When a safe manufacturer considers his chief com- 








This Buyer Represents the Market for Staple of ) 
Loose-Leaf Equipment. You Can Get Your aS 
Share of This Business with the Improved Products here ¢ 
Master-Craft Line. 


“Built Like a 
Skyscraper” 





Ls hil ane 
BUYER 
This Buyer Represents a Second Market... 8 
Equally Large and More Profitable. That’s of 4 
Yours Alone... with the 


STER-GRAFT 


Every dealer handling the usual commodity line of loose-leaf, AEE 
knows that there are a lot of closed doors in his territory. a ES 





**Exclusive’”’ 
Loose-Leaf 
Products 
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The buyers behind those closed doors want something better than 
standard post binders, etc. They want new types of equipment, = ~ ane — | 
designed to simplify, speed up, and cut the cost of record keeping. 








MASTER-CRAFT gives these buyers the modernized equipment - 5 ~ $PTd tit. 
they demand. For MASTER-CRAFT has kept pace with progress 

—has developed for this second market a complete second line = = 
containing hundreds of exclusive specialties like those shown at = 
the right. 

MASTER-CRAFT of course supplies the staple, competitive goods 

too. So you can sell both loose-leaf markets with this 2-in-1 line. } | 























The MASTER-CRAFT line is awarded on an exclusive franchise 
basis to one active dealer in each sales area. Write today and find 
out if this exclusive line is available in your city. 


GHAW-WALKE 


KALAMAZOO, MICHIGAN 
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wvounene READY-MASTER 


A New High in Spirit Carbon 
Performance and Convenience 













a 


No time wasted regis- 
tering sheets. 


1. 


Hands never touch 
the face of the car- 
bon. 





3. 


Master is 
ready in 
jig-time! 





Operators can now type fluid process Carbon Masters easily— 


W ITH CLEAN H ANDS — fypists never have to touch the face of the carbon! 
W ITH SPEED & ASSL R ANCE — Vo fime and motion u asted looking fol carbon and master in separate hoxes - 


lining them up for proper registration tn the typewriter. 


W ITH CONFIDENCE — This Zreali convenience is not a makeshift compromise. The V aster and Carbon all in 


one are made jor eae h other and will produce sharp. clean copies unexcelled by any combination. 


This Columbia achievement is a reflection of Columbia Carbon Papers. Write at once for details of Columbia 
research, experience and facilities—the best of reasons “Ready-Master” sheets and other Columbia products. 
why you should be featuring Columbia Ribbons and “There /S a difference!” 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., INC. 
Main Office and Factory: Glen Cove, L.L., N.Y. New York Sales and Export: 58-64 W. 40th St. Kansas City, Mo.: Dwight Bldg. 


Factories: London, England; Sydney, Australia 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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petitor another safe manufacturer, you can catalogue 
that old timer as having a weak sales organization, 
incapable of developing and creating the biggest share 
of his sales. He depends too much on business from 
contractors, architects and others, who invite several 
to chisel each other and bid for the business. You 
can’t expect profitable sales under such conditions. 
The only way to reduce competition is to create more 
business by means of trained salesmen and not lean 
on invitations which may resemble an auction sale. 

The safe manufacturers’ big competitor has been 
office furniture, chairs, loose leaf, steel files, desks, 
shelving, visible systems, office machines, etc. These 
lines stole an army of salesmen that once sold safes 
and left the industry with a small and weak man 
power. No wonder the business man is not conscious 
of the dangers surrounding his valuable records that 
are unprotected. There are too few salesmen spreading 
the gospel of record protection, record losses and the 
headaches that accompany such loss. 

Fireproof buildings, insulated files and trays, lack 
of new businesses, neglect to emphasize or build con- 
venience and labor saving equipment, have harmed 


safe sales but, not to the degree that has non-com- | 


petitive equipment and loss of effective man power. 


Collectively, all these things have been potent com- 
petitors. A change in sales and management methods 


can largely overcome these handicaps that are entirely | 


the result of general business progress and the constant 


economic changes that are going on all around us. | 
Every industry or business has similar conditions to | 


battle that come as the result of new goods, change, 
etc. Though some are hurt less than others. It’s up to 
management. 


Competition Among Industries 


Ask any merchandise manager of a successful de- 
partment store. He doesn’t fear his department store 
competitor. Each wants his values and prices com- 
petitive. But one does not fear the other, if both are 
doing a creative selling job—and most of them do or 


fold up. They do not fear the automobile, travel, | 


liquor, real estate dealers, etc. They know the public 
has just so much money to spend—and it’s a case of 
who does the best selling job, gets the most of available 
dollars the public has to spend. If you don’t think so, 
just try to sell a safe to a small business that recently 
purchased a new adding machine or typewriter. Go 
into a prosperous looking inn or road house that has 
just purchased a new cash register, refrigerator or a 
bar. Often these sales were made on a time payment 
basis—and you get the old story—‘I need a safe but 
can’t afford one now.” These are the hurdles the safe 


salesman must lick to get ahead. But why blame the | 


salesman? Management is responsible. 


What’s Wrong With the Safe Business? 


First, let me give you this new definition of censor- 
ship, I recently heard: “People shutting their ears and 
their minds to the things that they don’t want to hear.” 

No superior or worthy substitute has replaced safes 
or stolen its market. Competition is not the cause as 
no single competitor is running away with the show. 
The whole difficulty is, the selling and man power are 
anemic. Weak efforts produce weak results. Further 
it’s the “opposition” of other businesses, doing a better 
selling job that gets the business man’s dollars. 


A year after the Wage and Hour law was effective, 
I had lunch with the comptroller of one of the largest 
banks in the East. He was astonished when I told him 
there was a law requiring the keeping of Wage and 
Hour records. His bank was apparently vulnerable as 
he seemed greatly concerned. He said no safe salesman 
ever called upon him and reminded him of such a 
danger. Where is the employer who can consider him- 
self immune from being made a defendant should a 
current or disgruntled former employee claim overtime 
pay? It may date back a year or two years. If the 


EW CARD INDEX 


Relieves Eye Strain... 


Specially designed convex 
shape magnifies 35°, .. . Ordi- 
nary lettered or typewritten in- 
serts are enlarged to perfect 
legibility. Speeds filing and 
finding. 


No Stooping or Craning 


Insert placed at 45° perfect 
reading angle, the lower file 
drawer is as accessible as the 
upper drawers for quick and 
convenient reference. 


No Cuts or Scratches... 


Smooth contour, plastic surfaces 

eliminate completely the possi- 

bility of broken finger nails or 

injury to the file clerk... no 

sharp projections to snag record 
. » non-inflammable. 


Write for Samples 


We will gladly send samples— 
No obligation. 


C. L. BARKLEY & CO. 


$17 S. JEFFERSON STREET 
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)| PEERLESS- 
| IMPERIAL 


i= Ribbons & Carbons 


We—which happens to include dealers, jobbers, 


— 


specialists, salesmen, our own representatives and 
the boys in the factory—are proud of the headway 
PEERLESS-IMPERIAL products are making. 


WE [all of us) have one ideal in common: To 
produce and distribute top grade ribbons, carbons 
and typewriter keys—to make more friends and 
influence more customers—to help the dealer "open 
up" some of the really choice consumer accounts— 


and to earn a fair profit on each sale. 


Sound merchandising ideas and generous bonus 
plans for your salesmen are making the PEERLESS- 
IMPERIAL line a vital factor. 
Our 1941 bandwagon is 
going on a fast ride down 
PROFIT AVENUE—want to 
come along? Just drop us a 


line today. 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 
General Office & Factory: 409 Mulberry St., Newark, N. J. 
THE KEY MEN OF AMERICA—Manufacturers with the dealers’ 


viewpoint. 


BRANCHES 
New York City, 321 Broadway Chicago, 19 South Wells St. 


Detroit, 803 Amer. Radiator Bldg Los Angeles, 827 S. Main St. 








OFFICE APPLIANCES 


claim is unwarranted, time and pay records for the 
period will exonerate the employer, if they are avail- 
able. 

I attended an American Management Association 
meeting in New York last year. Five hundred execu- 
tives were present. One-half day was devoted to the 
subject, “The Problem of Records.” Yet, less than one 
minute was spent discussing “Protection of Records.” 
That shows the kind of selling job safe salesmen are 
doing. Business men do not fear the loss of records. 

There is little or no consciousness of the tremendous 
value of records—or the serious impairment to business 
if they are lost. Little or no consciousness that fire 
and water are a constant menace to their safety. That 
it is desirable and good business practice to eliminate 
the danger of record losses by providing adequate 
protection. 

This lack of consciousness is nothing other than the 
expression of a weak sales job. Too much of the time 
safe salesmen are content to chase a contractor or 
architect who has been authorized by the owner to 
include in the new building or home, a vault door or 
safe. The point is, the buyer decided to buy protection 
of his own free will—not as a result of some salesman 
doing a Selling job. You in the safe business know what 
I am talking about. Specifications are set up by the 
purchaser and competition is invited to snap at them. 
It just depends who is the hungriest how much loss 
the order carries for the company getting the business. 
Too frequently, the sale price cannot absorb the Selling 
cost. It’s the responsibility of management. Safe 
salesmen do not create or do not prove the need in 
profitable volume. They do not produce a conscious- 
ness on the part of business men that records have a 
money value and that it is poor business to neglect 
their safety. 

It is no wonder “protection” was not discussed at the 
American Management Association Meeting referred to 
in a preceding paragraph. 


Opportunity and Obligation 


The safe business has not expanded in reasonable 
volume comparable to other non-competitive office 
equipment. Sales are far below former good years. 
They can be built up. What change in selling methods 
have you observed in the past ten or fifteen years? 
You won't find the piano salesman using methods of 
years ago. Old methods produce old results. 

Being in a business that is going at top speed and 
making a new Sales high is like marrying a widow 
with several children. The building job is done. Only 
caretaking remains. In my opinion, the manufacturer 
of safes and record protection devices has a gold mine 
opportunity. It is an opportunity for service that has 
never been approached in the industry. The market is 
a huge one. It reminds me of a vast game preserve 
that has just been opened up, ready and vulnerable to 
those who are equipped with good ammunition and 
capable in the art of exploring. 

But there is more than an opportunity for sales and 
profits. There is an obligation to protect records of 
industry during our great national emergency. As in 
former periods of extremity, we are likely to experience 
increased fire losses—and the attendant losses of valu- 
able records, plus newly created memoranda developed 
during the emergency that may be essential to our 
country’s welfare. 

I can well remember during World War No. 1 how 
safe sales skyrocketed. Deliveries were frequently 
months behind, yet purchasers were glad to obtain 
protection when they could get it. Who wouldn’t be 
relieved and have ease of mind when there can be full 
realization of eliminating the danger of loss? 


You may not be making or selling planes or muni- 
tions, but your service to industry can be equally im- 
portant by safe-guarding priceless data necessary to 
the speedy production of materials for defense. Fires 
will destroy valuable business memoranda before you 
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Cc ERE’S a tried and true plan to help you 


build up dollar volume in your Stapling Machine 
department. 





First—assume that all customers who ask for 
stapling machines DO NOT know about the many 
advantages of plier type machines. Assume also 
that with just a few minutes demonstration you 
can sell NEVA-CLOG Stapling Pliers to many of 
them. You will have, in most cases, a better sat- 
isfied customer and will have made a higher unit 
of sale, which in turn will bring you a larger 
volume of repeat business. 


It has been proven repeatedly in offices where 
NEVA-CLOG Pliers have been in use that the girls 
greatly prefer this type of machine because it does 
their work quicker and with less effort. 


NEVA-CLOGs also saved them much time in 
vertical filing as they could take the Machine to 
the files and attach additional memos and cor- 
respondence without removing former letters from 
the file. Also Pliers take up less space on a well 
arranged desk, and tuck neatly in drawer at any 
time, leaving a clear desk. 


So, show NEVA-CLOG Stapling Pliers FIRST— 
to all of your customers and you will find that 
most of them will get the Stapling Plier habit, save 
time and expense, yet bring you bigger and bet- 
ter volume and profit. 


Always show NEVA-CLOGs FIRST! 


And by using 
NEVA-CLOG 
free display 
cards in show 
windows and 
on the counter, 
as well as 
NEVA-CLOG 
imprinted circu- 
lars, you main- 
tain a steady 
flow of orders. 


NEVA-CLOG PRODUCTS, Inc. 


MODEL B-100 STAPLING PLIER $5.00 BRIDGEPORT. CONN. 
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Each guide slides on three 
rods ... one at the bottom 
and one on each side of 
drawer. 


The rods act as a ‘‘sway- 
check’’... contents of drawer 
are kept upright without 
compression. 


A ‘‘V"’ shaped filing pocket is 
formed by a touch of the 
obate tbe] ebaeh ete bbale MEE back 0) (- 
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Service 


and Wood Equipment for Libraries, Schools 
Stationers 
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THE TRI-GUARD Fitine PRINCIPLE 


. an exclusive Globe-Wernicke development 





a revolutionary improvement in Filing 





NeEW—BETTER— DIFFERENT 


speeds up filing and finding e) 






THE 
OUTSTANDING 


FILING 
DEVELOPMENT 


IN YEARS 






Globe-Wernicke Tri-Guard files make possible 
quick fling, fast finding, greater visibility, 
more economy and increased efficiency. 


The many exclusive, useful features of Tri-Guard files make 
satisfied permanent customers. They are available in both steel 
and wood. No item of office equipment offers greater possi- 
bilities for saving time, work and money for users—nor a better 
opportunity for dealers to increase sales and profits. 

Let us tell you more about Tri-Guard files and how they will 
enable you to increase sales of equipment and supplies. More 
information about this outstanding line of merchandise and our 


proposition for dealers will gladly be sent upon request. 


Globe-Wernicke 


Cincinnati, Ohio 


MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 








Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Steel 


ls and Public Buildings —Filing Supplies, 
Products; Storage and Visible Record Equipment and Steel Shelving. 
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can.protect it. You who are in the business know that 
is occurring somewhere every day. You also know the 
remorseful feeling of the man who lost his records, the 
feeling that came too late of wishing some salesman 
had literally taken his money from him and supplied 
his needed protection. The cost is so little and the loss 
can be so great. A fire has no conscience and time 
will not stand still for anyone. 

Your salesmen are moving pictures of your training 
and management. 

- — 

CONSTANTINE NOW VICE-PRESIDENT OF FIRM 

George J. Constantine, son of James Constantine, 
founder of the Palace Office Supply Company, Tulsa, 
Okla., at a recent annual directors’ meeting was elected 
vice-president and assistant general manager of the 
organization. 

Until his recent promotion, the younger Constantine 


was secretary of the company and manager of the | 


loose leaf and visible record department, and has 
grown up in the business. 

Now twenty-five years old, Mr. Constantine was born 
in Tulsa and graduated from the city school system. 
Later he attended the University of Chicago, from 
which institution he was graduated with a bachelor 
of science degree. He specialized there in business 








G. J. CONSTANTINE 


administration and accounting. He is a member of 
the Chi Psi fraternity and is actively interested in 
civic activities. 

The original business was founded thirty years ago 
by James Constantine, operating as a small stationery 
store on Main street, featuring pencils and writing 
paper. A little later he moved into larger quarters 
on South Boulder avenue and expanded to printing 
and office equipment. 

In the early twenties, the company expanded again, 
with erection of the present building at 611 South 
Boston avenue, and the business has grown and facili- 
ties expanded each succeeding year. 

Outside of the advancement of George J. Constan- 
ine, the official personnel remains practically the same. 
James Constantine is president. R. C. Castleberry, 
manager of the office equipment department for the 
last fifteen years, remains in that position. Walter 
A. Vawter, for seventeen years manager of the retail 
stationery department, retains his responsibility. H. H. 
Calvin remains in charge of the office and credit 
department. D. L. Frankel has charge of country 
sales; D. E. Clawson is country representative, and 
George J. Constantine has charge of loose leaf and 
visible records and systems department. 

The personnel consists of 35 to 40 employees who 
have been with the firm from five to 22 years ——-EVH 

<-> + 
PERKER TO HANDLE MARCHANT EXPORTS 

Edgar B. Jessup, president and general manager of 
the Marchant Calculating Machine Company, Oakland, 
Calif., last month announced the appointmrtnt of W. G. 








No. 2479 Double 
Ball Bearing 
Caster with 2’ 
Ruberex Wheel. 


The preference for Faultless Office Chair Casters lies in 
the double ball bearing construction, with two full rows 
of hardened bearings rolling around two uninterrupted 
raceways. Strong where it counts—and scores bulls-eyes 
with buyers. Strong in the right places to prevent wob- 
bling, provide easier swiveling and longer life. Here’s a 
powerful sales feature that makes a convincing demon- 
stration. That’s why more and more smart salesmen are 
scoring with Faultless Office Chair Casters every day. 
Write for LG Catalog covering complete line of Faultless 
Floor Protection Equipment. 


FAULTLESS CASTER CORPORATION 
Dept. OA-3 


Branches in Principal Cities. 


FAULTLESS 


OFFICE CHAIR 


CASTERS 


Evansville, Indiana 
Canadian Factory: Stratford, Ontario 
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DUPLICARD 
INED 


STRE AMO 


practical.. 


for Dealers’ Sales 







America’s 
First Plastic 
Duplicator 





Designed 
by Petzold of 


General Electric 


DUPLICARD IS MADE SO YOU CAN SELL IT 


PAC engineers, working with one of America’s leading 
industrial stylists—Petzold of General Electric—have 
developed, in Duplicard, a perfect machine for postcard 
duplicating. Duplicard is streamlined in beautiful, dur- 
able plastic. Its solid, compact, yet colorful construc- 
tion guarantees lasting, trouble-free use. 





MIDE ICE 


BIW EB Baek U8. 














EASY TO DEMONSTRATE 


Your customer makes his own easy, unpracticed dem- 
onstration. He notes Duplicard’s Gravity Feed. This 
single improvement over horizontal feed duplicators 
makes insertion of cards easy and insures evenness in 
printing os well as uniformly accurate register. He sees 
how Duplicard’s Full-Floating Printing Assembly 
equalizes pressure. And, he sees durability and long- 
time service in Duplicard’s One-Piece Plastic Housing. 


DEALERS QUALIFY DUPLICARD 4 WAYS: 
1. Easy and speedy demonstration makes sales quickly. 
2. Window display increases store traffic. 3. A door- 
opener for salesmen calling on retailers and other busi- 
nesses. 4. Adequote profit margin. 


List Price $9.75 complete with supplies. 
Write for Special Introductory Dealer Offer. 


PAC MFG. CORP., TERRE HAUTE, INDIANA 
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Perker as export manager of the firm. Mr. Perker 
succeeds E. J. Bunting, who has retired to his Cali- 
fornia estate. 

Mr. Perker takes to his new job an impressive record 
in the office equipment field. In 1928 he joined Reming- 
ton Rand Inc., after several years with a large export 
bank and sales work in office equipment in Latin 
America. This background and his ability early lead 
to promotion and in rapid succession he was given the 
positions of assistant foreign sales manager of the 
Kardex division, special representative in Cuba, and 
co-manager of the Kardex subsidiary in Germany. 

From 1935 to 1939 he acted as treasurer of the Mexi- 
can subsidiary and built up a specialized department 
for systems sales. Upon his return to New York Mr. 
Perker centered his efforts upon sales promotion work 
for the powers export division, especially in Latin 
America. 

Mr. Perker’s broad experience in the export field 
and his thorough understanding of selling problems 
will allow him to intelligently assist the world-wide 
family of Marchant representatives to increase selling 
in every country. 

6 ee 


ROYAL STANDARD SET NEW RECORD 


The Royal Typewriter Company, Inc., announces 
that a new domestic Royal Standard machine sales 
record was established for the month of January. More 
Royals were sold during this month than in any 
similiar month in the history of the company. 

Coincident with the making of a new sales record, 
January was also designated by the eastern division 





THEY MUST LIKE HIM!—A. C. Kienly smiles with pleasure 
as he examines watch given him by the branch managers 
of Royal’s eastern division. 


of the Royal sales organization as “Kienly Month” in 
honor of A. C. Kienly, sales manager of that division. 
Each manager and salesman dedicated all sales for 
January to Mr. Kienly and promised to break quota 
in tribute to his leadership. 

As each man made his quota for the month, he 
mailed a personal greeting card to Mr. Kienly. As each 
branch office sold over quota for the month, the man- 
ager sent a telegram of congratulations. 

As a result of this sales drive in the eastern divi- 
sion, and with the wholehearted cooperation of the 
western division, all previous sales records for January 
were smashed. 

In final tribute to Mr. Kienly, the eastern division 
branch managers presented him with a gold wrist 
watch as a remembrance and a gesture of friendship 
and esteem. 
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A DOUBLE SELLING FEATURE 


TEXCEL NT-92 
THE ONLY 15° & 25° 
CELLOPHANE 
TAPE WITH A 
DOUBLE DUTY 
DISPENSER 








cuTs 
BEFORE 
APPLYING 
cuTS 
» AFTER 
APPLYING 
Some 


The trade is beginning to talk 
about the new Texcel NT-92 in 
the handy dispenser with the 
double duty cutters. Industries, 
stores, offices, homes, libraries, 
art departments, drafting rooms, 
schools, etc., are demanding 
this improved transparent tape 
which seals instantly without 
moistening. 


Feature Texcel in this new profit- 
building counter display carton. 
Set it up on counters, and it's 
open for business —big busi- 





ness! 
POPULAR SIZES 
25c roll with double duty dispenser %” x 300” 15c roll with double duty dispenser |/,” x 180” 
25c roll with double duty dispenser '|/,” x 360” 10c roll without dispenser 3%” x 100” 


Packed in attractive Counter Display Cartons. 


COMPLETE RANGE OF THE POPULAR SIZES. PRICES ON REQUEST. 


INDUSTRIAL TAPE CORPORATION 





CHICAGO, ILL. > NEW BRUNSWICK, N. J. a LOS ANGELES, CAL. 
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LELTCLLCCLrcrrecy 


No. 1518 





$2995 


Wide High Deep 
Outside Cabinet 17%” 52” 20!/,” 
Inside Drawer ...15'/,” 27%” 18'/,” 


Send for our catalog. 


PRONTO ene corp. 


NEW YORK 


349 BROADWAY 


PRONTO 


STEEL 


X-HAY 


CABINET 


Designed for X-Ray 


films, this large 


drawer cabinet can 
also be used for Blue- 
prints, paper samples, 
insurance policies, 
law blanks and other 
large forms. Used by 
opticians for stock 
lenses. Made of heavy 
gauge furniture steel. 
Electrically welded 
throughout. Drawers 
operate smoothly and 
easily. Olive green 


finish. 














PRONTO STEEL “CHECK” FILES 


Designed for cancelled checks, drafts and deposit tickets. Made 
of a heavy grade furniture steel yet costs only a few cents 
more than corrugated board paper files. Equipped with beautiful 
plated card holder and handle. Olive green baked enamel finish. 
Can be interlocked into solid units and built as high as the 


ceiling. 






PRONTO FILE 


CORP., 
NEW YORK CITY 





INSIDE DIMENSIONS 
9” wide—41/,” high 
—24” deep 


Price 


$4 98 


No. C 109 











No. 458 


$45°° 


Letter Size 








COLE 
This new combination letter file and safety personal 
compartment keeps private papers really private. Swivel 
casters insure utmost portability. Reversible follow 
block permits use on either side of a desk. Privacy 
assured by locks for both compartments. Brushed brass 
handles 
2p No. 458 No. 459 
SPEC C/ INS “ : 

PECIFICATIC Letter Size Legal Size 
Height 30 inches 30 inches 
Upper compartment 12x10%x24 15x1l0Y%ex24 
Lower compartment 12x1 1x24 15xl1x24 
In Olive Green (smooth or crinkle) grained walnut 


and grained mahogany finishes 


COLE STEEL EQUIPMENT CORP. 


349 BROADWAY, NEW YORK, N. Y. 
| 








PRONTO STEEL TRANSFER CASE 


A high-grade steel Transfer Case. Can be 
interlocked and stacked to the ceiling. Olive 
green, baked enamel finish, brass plated 
ecard holder and solid steel 
handle. Electrically welded 
throughout. 














No. C112 
LETTER SIZE 
1214” x 10%” 

x 24” 


$300 


PRONTO 
FILE 
CORP., 
NEW YORK, 







No. C 115 

LEGAL SIZE 

1511/2" x1012 
x24" 

















Letter Size 
$ 1 79 


PRONTO 


Corrugated Board 
STORAGE FILES 


Made in 35 
Popular Sizes 
Steel Reinforced 
Steel Front 


Write for Catalog 


PRONTO FILE CORP., 
NEW YORK CITY 
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PRONTO 
STEEL 
SORTERS 





A newly designed sorter constructed en- 

tirely of heavy gauge steel, equipped No. 345 
with gliding compartments, name plates 3 compart- 
attached. Can be labelled A to Z for sor Wes 19° 
filing purposes. A splendid work or- H. x 12%” D. 


ganizer or main distributor. Also used $4 1°° 


as a sample rack. Olive green baked 
PRONTO FILE CORPORATION, NEW YORK CITY 


enamel finish. Send for catalog. 
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RUYS’ LEGAL SEAT MOVED TO BATAVIA 


A notice published several months ago indicated that 
the Ruys organization had set up a new business in 
Batavia. This is not the case. Ruys’ Handelsvereenig- 
ing voor Indie N. V. has been operating in the Nether- 
lands Indies since 1918, with the head office in Batavia 
and branches in various other cities. The only change 
has been removal of the legal seat of the company to 
Batavia, in accordance with a law of the Netherlands 
that permits transfer of legal headquarters of com- 
mercial enterprises from one part of the kingdom to 
another. 

Notice of the change of the legal seat of the Ruys 
firm was sent out so that those interested would be 
aware of the action. It is regretted that the announce- 
ment in OFFICE APPLIANCES conveyed an erroneous im- 
pression. 


*—-¢ 





A BIT OF OLD ENGLAND—1941 STYLE.—This picture of a 
Royal typewriter after being struck by shrapnel from an ex- 
ploding bomb is a grim revelation of life in England. Although 
the typewriter cover is die-stamped from sheet steel, a gaping 
hole shows how easily the bomb fragment penetrated. The 
bomb dropped outside the warehouse of the Visible Writing 
Machine Company aud hundreds of pieces entered the 
building. 


—-<- 


PITT RESIGNS TO GIVE TIME TO RESEARCH 

William Pitt, one of the best-informed men in the 
development of loose leaf equipment, last month re- 
signed from the Wilson-Jones Company with the an- 
nouncement that he will establish his own laboratory 
at 8 Lynmar Way, Union, N. J., where he will under- 
take experimental work in connection with the im- 
provement of loose leaf. 

Mr. Pitt was one of the founders and president of 
the Irving-Pitt Company, Kansas City, Mo., and when 
that organization merged with Wilson-Jones he be- 











. Al 
WILLIAM PITT 

came a vice-president of the latter firm in charge of 

the eastern division with headquarters at the Elizabeth 

(N. J.) plant. 

An unquestioned authority on all equipment covered 
by the term “loose leaf,’’ Mr. Pitt has spent years in 
the study of mechanisms, and systems and their ap- 
plications, 
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"MCCOS NEW SMOOTH -FITIING 


IL IND a FINA 
BALL LLAMAS 
TRICK!" 








CERTAINLY | SAVES 


The new eyelet base 
certainly does save 
space in any file 
folder! 

This new fastener 
base is attached to the folder by eight 
eyelets. It is inserted in a recessed 
panel that is embossed into the folder. 


SPACE! 







The fastener base fits into this panel, presenting a smooth, 
flush surface. It does not protrude, it does not bulge. It not 
only saves space but because it is embedded, it will not catch 
other papers or folders. 


os . = 
= @ wa 2 
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vv 








This illustration shows 
the embossed folder 
panel and the fastener 
base before inserting. 


Here, the fastener is 
embedded in the pan- 
el! It is smooth, tight 
and flush with the 
surface of the folder. 


Write today for sample and 


profit-making sales data. 





ACCO PRODUCTS ,INC.,LONG ISLAND CITY,N.Y 


Eye aa cee 
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The Executive Desk 
Lamp Supreme! 


This newest Old English bronze plated creation 
by MIDWEST is the ideal executive desk com- 
panion for the popular bronze plated standing 
desk model No. 1002. 


Versatility plus adequately describes MIDCO 
the PERFECTLITE. Adjustable in three direc- 
tions to very adequately give the correct 
amount of controlled light over any part of the 
desk. 


REALLY THE BUY OF THE MARKET! 


Feature this lamp and prove for yourself the 
ease of selling such a quality lighting unit. 


MIDCO the PERFECTLITE is a complete line 
of portable lighting units constructed of best 
quality materials and workmanship, coupled 
with design and exclusive light control fea- 
tures. This makes it the best line for dealers. 


The prices are right— 
you are assured a 
worth-while profit with 
the knowledge that your 
customers will be com- 
pletely satisfied. 


Send for light chart. 
prices and discounts 
on this complete line 
today. Or better still, 
order one each of the 
standing and clamp- 
on models for display! 





No. 1002 Standing Desk Mode! 
Old English Bronze Piated 
Desiaqn Patent No. 125003 





MIDWEST NATURLITE CO., 


440 N. WELLS ST. “ CHICAGO, ILL. 
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CANADIAN NEWS NOTES 

The office stationery trade throughout Canada is 
paying much more heed to the counter display of office 
supplies and equipment. Those who have removed a 
portion of their stock from  behind-the-counter 
shelves, find that sales have more than doubled since 
the trade can be silently reminded of the necessity 
for additional supplies. So many stationery items are 
small and sell by impulse or suggestion that they must 
be prominently displayed or they will move very 
slowly. 

R. D. Chisholm recently suffered the loss of his office 
stationery store and stock in Kentville, N. S., when 
the block containing it was destroyed by fire. Damage 
was estimated at $10,000. 

Fountain pen manufacturers in Canada report that 
their business during 1940 is greater than that of the 
previous year. One firm states that its business in 
November, 1940, was twice that of the same month 
in 1939. 

Thomas A. Briggs, for the past seven years engaged 
in design work in the cellophane department of 
Barber-Ellis of Canada Ltd., manufacturing station- 
ers, Brantford, Ont., recently joined Defense Indus- 
tries, Ltd., Montreal. Mr. Briggs is a graduate of the 
Mechanical Engineering Department of the University 
of Toronto. 


* * x 


Villemaire Bros., manufacturing stationers with head 
office and plant at 1001 St. Urbain street, Montreal, 
Que., recently took over the stock of the Jackdaw line 
of blank books made by W. V. Dawson & Co., Mon- 
treal. W. A. Bordeleau, who has been in charge of the 
Dawson sales department for many years, has joined 
the Villernaire firm as sales manager of the loose leaf 
and blank book department, and will devote his full 
efforts to this new branch. 

Buntin, Gillies & Company, Ltd., Hamilton, Ont., re- 
cently opened a sales office in the Star building, King 
street, Toronto, Ont., under the capable management 
of Walter Annandale, formerly of the Brown Bros., 
Ltd., wholesale stationers, Toronto. The Ottawa 
branch of the Buntin, Gillies firm is at 96 O’Connor 
street and is now under the management of W. J. 
Tucker. 

Franklin Lane, formerly stationery and book buyer 
for the T. Eaton Company, Ltd., Montreal, for the past 
sixteen years, has opened a showroom and office at 
4581 Cumberland avenue, Montreal, Que. He will sell 
stationery and office equipment on a commission basis. 


* * * 


John E. Mason, of Cloke & Son, stationers of Hamil- 
ton, Ont., has been named secretary of the newly- 
formed Hamilton & Niagara Peninsula branch of the 
Canadian Authors Association. 

* * ~ 

The Wahl Company, Ltd., Toronto, is now known as 
Eversharp (Canada), Ltd., with C. P. Templeton con- 
tinuing as manager. 

- x 7” 

E. Gariepy, Granger Freres Ltd., was recently named 
president of the Stationers Association of Montreal, 
Que., with W. S. Pennycook of Barwick, P. O. Box 675, 
as secretary-treasurer. The Association meets weekly 
on Wednesday at 12:30 p. m. at the Montreal Club, 
St. James street West, and is always glad to welcome 
visitors from the United States and other parts of 
Canada. 

= a x 

Sydney E. Hessin recently celebrated his fiftieth year 
as traveling salesman for the W. J. Gage & Company, 
Toronto, Ont., manufacturing stationers. Mr. Hessin 
was presented by the company with a war bond in 














HEY’RE WRITING ORDERS FOR ART METAL 


EALERS ON DRAWING BOARDS THESE DAYS 
otis: 











PLANFILES 


offer big National Defense Sales Opportunities 


Now, more than ever, the PLANFILE provides Art Metal Dealers 
with an outstanding sales opportunity. Thousands of firms are faced 
with safeguarding the plans and drawings they are preparing 
for National Defense. These must be protected from fire and theft, 
carefully filed—and readily available at all times. One problem is 
space, and Art Metal's answer is graphically portrayed at the left. 
The Art Metal PLANFILE does more efficiently the same job as 
old style drawer-type files. Filing plans is a major problem to in- 
dustry, and only Art Metal Dealers have the satisfactory solution! 
Don't pass up this golden opportunity! Write for further information 
to Agency Div., Art Metal Construction Company, Jamestown, N.Y. 











PLANFILE FEATURES 
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LETTER FILE SIMPLICITY —Think of filing your 
largest drawing or tracing in a letter file. 
Obviously impossible~yet it's done with 
ease and certainty in a PLANFILE. 


CONDENSE VALUABLE SPACE—Plan drawers are 
space wasters. It takes 30 flat drawers to equal 
the capacity of one PLANFILE. The PLANFILE 
requires a third to a half less floor space. 


VISIBLE CLASSIFICATION—The index for the 
entire contents is before you, visibly, the 
moment you lift the cover. This effectively 
supplements, but need not eliminate, any 
indexing system that may now be used. 


SPEED PLUS ACCURACY—Instant, accurate 
location, selection, reference and refil- 
ing. No fumbling through a pile of draw- 
ings to find the one you're after. 


EASY PORTABILITY—The casters on a PLAN- 
FILE give it complete portability ~—in 
striking contrast to the effort required to 
move a stack of 30 plan drawers. 


FIRE AND WATER PROTECTION —The 
PLANFILE is not a safe~but it renders 
invaluable protection in case of fire. The 
overlapping joints also are a real protec- 
tion against water pressure. 


ART METAL CONSTRUCTION COMPANY 
JAMESTOWN, N. Y. 


~ Art Natal - 
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LIGHTS 


* Published for and in Behalf of The Harter Corporation * 


INCREASE IN POSTURE SEATING SEEN 
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| Dealers Urged to Show New Selfit Line QUICK SALES 
Four representative POSSIBLE WITH 
chairs of Harter’s 
famous new Selfit | SELFIT CHAIRS 
line are illustrated * 
here. Many others The opportunity for posture 
are shown in a new chair sales has never been greater 
, than it is today. Business is on the 
catalog, just out — ‘ ‘tessa 
upswing. Every office is seeking 
posture chairs to | ways and means of turning out 
7° No. E-74R. Self-fitting! Resilient fill any requirement, No.E-31C S lf-fitt na’ Rubb r- work faster and more efficiently. 
: bac Special etal grill seat, . - ized hair pad cushion on 3-ply . F ‘ - 
— anes ceation way Pea . {ll veneer. Tubular steel base. Hard More money 1s being spent In office 
ed sheet steel base any price range. / rubber casters. > ‘ ; 
, sre cena: YF 5 ie modernization. And office moderni- 
of them are entire- l zation, these days, generally in- 


cludes the installation of some 


ly self-fitting, de- 

















No. E-33C. Self-fitting! Molded 


signed to overcome 
former difficulties 
of posture chair 
selling. Show these 
fine new chairs to 
your customers! Get 


your full share of | 
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No. E-15D. Self-fitting! Special 
steel mesh ventilated seat. Re- 


panan Tenvoee CHenNOR Gent. ors 7 posture profits. movable coverings. Welt sean 


seam. Tubular steel base. Hard 


rubber casters 
. 


Foam rubber cushions 





HARTER BACKS LEADERSHIP 
CLAIM WITH FACTS 


Design keyed to the demands of modern busi- 
ness, superior construction methods, the use of 
top quality materials—plus skilled workman- 
ship—these are the reasons why Harter is the 
outstanding leader of the steel chair field. Every 
chair in the Harter line, from famous Selfit 
Chairs for office use to industrial posture chairs, 
conventional steel chairs and other steel office 
equipment, is permanently welded and built to 
endure. Back of every chair is Harter's sixteen 
years’ successful experience in building tubular 
steel chairs and furniture. This is why Harter 
chairs may be found in offices and factories 
throughout the country—wherever there is 
seated work to be performed efficiently. 





SPECIAL NOTE 
TO DEALERS 


If you are not a Harter Dealer, it 
will pay you well to learn more 
about the complete Harter line of 
steel chairs, about Harter’s dealer 
cooperation, dealer helps, and the 
big national advertising campaign 
back of it all. Complete details 
will be sent if you will write to us 
on your own letterhead. 











THE HARTER CORPORATION 


STURGIS, MICHIGAN 
Branch Offices: 354 Fourth Ave., New York 
14 East Jackson Bivd., Chicago 
Export Dept.: 1120 Chester Ave., Cleveland, O. 








Resilient Back Found 
Popular W ‘ith Executives 


Three of the chairs in the new Selfit line fea- 
ture resilient backs (see No. E-74R, above 
This type of back is especially popular with 
executives because it offers all the advantages 
of the regular posture-corrective back, plus an 
extra flexibility. With resiliency properly ad- 
justed, the back rest assures solid, comfortable 
support for erect posture—yet it “gives” read- 
ily when the occupant leans back. These chairs 
are also available with fixed back and tilting 
seat, or with both seat and back fixed. 


posture seating equipment. 


Business executives are realizing 
more and more just how important 
good posture is to the physical and 
mental well-being of seated work- 
ers, and to their working efficiency. 
Now, with Harter’s new Selfit 
Chairs, posture chair sales can be 
even easier. 


Name Tells Story 


The big news about these new 
Selfit chairs is the ease and simplic- 
ity with which all adjustments can 
be made to an individual’s require- 
ments for comfortable, correct pos- 
ture. Actually, they are self-fitting! 
This feature is of special import- 
ance to dealers. It makes posture 
chair selling easier, quicker. Since 
no fitting tools or services are re- 
quired, it makes it possible for a 
dealer to concentrate his selling 
efforts on the chair itself—on its 
construction, refinements, and 
comfort features. And with Selfit 
Chairs, there’s plenty to talk about 

plenty to sell! 


New Catalog Available 


The new Selfit Line is com plete— 
from roomy executive chairs with 
arms, to trim smart chairs for sec- 
retarial and stenographic use. All 
of them are comfortable, substan- 
tial, good-looking. All are designed 
to make good posture easier. See 
them! Show them! This is posture 
selling time. Send for new catalog. 
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appreciation of his valued services. In recent years 
he has confined his activities to the Toronto district, 
concentrating on the sale of envelopes.—SJL 
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BARKLEY’S SALES KIT.—C. L. Barkley & Company, Chicago, 
has recently developed this sales kit for the salesman showing 
filing supplies. A Durability transfer case serves as a con- 
tainer in which a complete line of filing supply items are 
housed including a “Green-Edge” storage file, vertical guides, 
card guides, various weights and tabs of folders, folder and 
guide tab chart, report folder, swatch catalogue, folder labels, 
samples of a new plastic tab guide and an illustrated price 
catalogue. 


<-> 


DOPPELT ADDS TWO TO SALES STAFF 

Charles Doppelt & Company, manufacturers of 
leather equipment, 412 North Orleans street, Chicago, 
last month announced the appointment of two more 
members to its sales staff. They are W. C. Newton, 
who will take a territory covering the Southwest, and 
A. E. Brody, who takes over Pennsylvania, Delaware, 
New Jersey and Maryland. 


a? 





WINDOW WELCOMES WALTER WENDT.—It's a brand new 
idea and J. A. Johnson, Underwood Elliott Fisher Company 
branch manager at Los Angeles, takes a bow for thinking it 
up. Mr. Johnson heard that Walter Wendt, UEF supply sales 
manager, was coming to town accompanied by W. M. Coff- 
man, Pacific district manager, so he schemed a scheme. 
“Let's surprise him, boys,” he told the hired help and they 
all went to work on this window of the branch at 733 South 
Spring street, featuring UEF supplies in such a manner as to 
give them equal prominence with several Underwood type- 
writers. It worked, because later in the day Mr. Wendt took 
the entire branch staff over to the Biltmore for luncheon. 


<= 


LOWMAN & HANFORD FEATURES “PROSPECTOR’S” 
WINDOW 

Magnetizing attention like a lodestone is the cur- 

rent mining display of the Lowman & Hanford Com- 

pany’s downtown store on Second avenue, Seattle, a 

window winning much new mining interest in the 


ACELINER 








“STAPLES (A) WAYS >” 


The marvelous response 
from dealers in orders re- 
ceived to date on this — 
America’s Most Beautiful 
Stapling Machine, is much 
appreciated. It definitely 
proves that ACELINER is the 
outstanding stapler of today. 

This New Improved 
ACELINER is the latest con- 
tribution of ACE Leadership. 
Ultra modern in design, 
more efficient and perfect 
in operation, it carries ACE 
Lifetime Guarantee of 
trouble-free stapling per- 
formance without repair 
expense. 


With Eye Appeal— Sales 
Appeal and 100% Per- 
formance, dealers should 
prominently display all 
four colors: Walnut— Ma- 
hogany—Green and Black. 
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ACE FASTENER CORPORATION 


3415 N. Ashland Ave:, Chicago 


Makers of 
WORG@ee BEST STAPLING 


MACHINES 
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INSULATED 
RECORD CONTAINERS 


WITH LETTER FILES OR LEGAL CAP FILES 


AND SUBSTITUTE INSERT DRAWERS 


THE CONVENIENCE 
OF A FILE 


THE PROTECTION 
OF A SAFE 





MADE IN THREE AND FOUR DRAWER UNITS 


DEALERS 


This modern, fast-moving line, with exclusive in-built 
features, enables you to offer your customers the maxi- 
mum filing efficiency plus * ONE-HOUR FIRE PRO 
TECTION AT POINT OF USE 
% THE ONLY FILE carrying both the Under- 
writers’ Laboratories and Safe Manufactur- 


ers National Association ONE-HOUR FIRE 
LABELS with DROP or IMPACT TEST. 
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A ACTURERS NATIONAL ASSOCUATION 
FIRE INSULATED SAFE 
















YOU OWE IT 
TO YOURSELF 
TO INVESTIGATE 


Write The Mosler 
Safe Co., Hamilton, 
Ohio, (Dept. D) for 
catalog, prices 
and complete 
information 


Also ask about 





Patent 
Applied For 


our line of Fire- 
Resistive Safes 
Vault Doors and 


Burglary-Resistive 
(At left) 
La -Drawe Letter 

File. Oeer “closed and (Above) Chests 


tocked. Combination Door receded 
lock can be added for 
dual control 


THE MOSLER SAFE CO. 


The Largest Builders of Safes and Vaults in the World 
320 FIFTH AVE FACTORIES 
NEW YORK CITY HAMILTON, OHIO 
BOSTON CHI y PITTSBURGH 
} r 395 Union Trust B dg 








84 Sudbury St 14 W 


( lev 


Ange 


\. 4 i ti 
Shangnha Tok j 
Mosler has meant Safes and Safety for more than 75 years 


RATING MEM HR EXPOSURE CAT NO i # 
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Pacific Northwest and drawing eyes to the mining 
course and mining booklets featured by the pioneer 
stationery company. It’s a display for prospectors as 
well as prospects of the stationery store. 

In addition, it’s a dramatically seasonal display, at 
a time when thoughts of new mine openings and re- 
working of old shafts and veins after melting of winter 
snows are in the Spring air. How 185 minerals of the 
state may be easily detected and how minerology and 
geology may be learned swiftly in the brief course and 
handy booklets, is the theme of the parade of min- 
erals and sample ores amidst the prospectors’ pans and 
picks, or miners’ paraphernalia for stream-washing of 
gold and other ore. 

From many mining investment and financial houses 
nearby, the window captures inordinat2 int2rest, af- 
fording an education in the mines of the state in 
which it is situated as well as ready recognition of 
the most common ores in which the state abounds. 

Inter-explanatory interest is maintained by the 
manner in which the miner’s tools are interwoven 
with ores in the foreground and the short treatise or 
mining course on the 185 minerals——CML 


*—- 
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TWO NEW PACKAGING IDEAS FOR SHEAFFER PRODUCTS. 
—At left are two sizes of a new hand-fitting container for 
Para-Lastik rubber cement made by the W. A. Sheaffer Pen 
Company, Fort Madison, Iowa. They are equipped with interior 
spreader brushes for easy application of the cement. The 
regular desk size (left) retails for twenty-five cents and the 
No. 37 introductory bottle at fifteen cents. At extreme right is 
Sheaffer's contribution to the military man. It is a container 
for Skrip—the Sheaffer writing fluid—made of transparent 
plastic and fitted with a non-leaking gasketed top. It is also 
ideal for all travelers and for students to take into an exam 
room. It sells for fifty cents. 


—~) - 
CLUB ROSTERS IMPROVE WITH EXPERIENCE 


Membership rosters—those booklets which various 
travelers’ clubs throughout the country print from 
time to time—seem to improve with age and experi- 
ence of those charged with the job of putting them 
out. 

Not only in improvements in paper, binding and ap- 
propriate covers but also in format these little books 
with each subsequent issue indicate a great deal of 
work, with an effort stressed to present the organi- 
zation’s list of officers and membership in the most 
sensible and easy-to-read manner possible. Formerly 
it was believed sufficient to merely show an alpha- 
betical listing of those who hold membership cards, 
but in recent years the various clubs have sought to 
offer “just a little more” with each publishing. 

There is, for instance, the roster of the Great Lakes 
Travelers Club, recently rechristened from the Wis-IIl 
Club. This booklet first of all gives a complete reading 
of officers and committee members. Then follows the 
alphabetical list of members and below each name a 
mailing address and the name of the firm represented 
by the traveler. This is followed by an alphabetical 








More Than 100 Different ALLEN WALES Models 
More Than 400 Distributing Points in U.S. A. 
More Than 600 Percent Increase in Sales 

In The Past 6 Years 


These Figures Are Of Importance To All 
1OF-=5 cio) av aKoletbele ms \/lecossbbel= 


Manufactured Since 1903 ALLEN WALES 
Machines Are Recognized For Their 
ACCURACY—SPEED and DEPENDABILITY 


Models Are Available For Every Type Of p | 
; j ur Low Priced 
Business Covering The Widest Possible ee Ba -hine 


Range of Requirements 





Machines Are Priced From $75.00 And Our Nearest Agency Will Be Glad 
oun =) am Zoltan b a'am @)s1- ns bi selolbs am @)o)ble(ossloyo Rem h-1(-) 0) slosel- mM ol-yeele) am A hat t-mOl- 


ALLEN WALES ADDING MACHINE CORPORATION 


444 Madison Avenue, New York, N.Y.. 
SALES AND SERVICE IN 400 AMERICAN CITIES AND IN 40 FOREIGN COUNTRIES 
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VIETOR ) 
SECTIONAL VARY I Ys 


HERE IS IMPORTANT SALES NEWS ! 


New, improved Victor Visible Record Sections to interlock with 


Rand Sections . . . the country's fastest selling sectional visible 
equipment. 

Now, in sectional visible form, you can have all the advantages 
of the Victor flexible lug type pocket . . . speedier operation, 
faster references, improved visibility, positive uniform exposure 
of visible margins, easier changes, full 1%” visibility, non-glare 


transoloid pocket tips. 

It's easy to translate these outstanding features into sales and 
profits by means of the new, attractive, five color display and 
demonstrator shown at the top of this page, and by the new, self- 
mailing folders Victor will furnish to circularize your customers 


and prospects. 


The New Victor Sectional Visible is just what business men are 


AAC. = THE VICTOR SAFE & 
Ma, Pe NORTH TONAWANDA 


— Sas A a 


EQUIPMENT CO., INC. 





"a —séFREEE DISPLAY 


in five colors, with actual demonstrator section 
set up with cards and signals. Size 36” x 24”. 


VISIBLE 


looking for to step up the records that control . . . sales, stock, 
ledger, credit, production . . . to the fast pace of today's business, 
and they e-x-p-a-n-d easily and economically as the business 
or the record grows. 

Don't pass up this sure-fire sales combination of improved equip- 
ment, effective store display, interest building mailing folders . 


write for details and new low prices. The new Victor Sections are 


available to dealers everywhere. 


NEW SALES 
LITERATURE 


mailing folders that get 
results. Printed in colors. 
Furnished with reply post 
card bearing your name and 
return address. 





NEW YORK 
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list of companies represented with the individual 
member (or members) accompanying each designation. 

The roster of the Northwest Travelers Club lists 
members with company connections but has the added 
feature of being accompanied by a printed form con- 
taining the club’s revised by-laws. 

The Texas Travelers Club puts out a roster which 
in addition to giving the membership and companies 
represented in two alphabetical lists, also presents a 
complete roster of the dealers in the territory covered 
by the club traveler-members. 


—-o 





BOULWARE PROUD OF SMITH-CORONA NEW DALLAS 
OFFICES.—The reason for the proud and happy smile on the 
face of Noel Boulware, (inset), manager of the Dallas branch 
of L. C. Smith & Corona Typewriters Inc., is the fact that the 
branch recently moved into snappy, new offices at 1926 Main 
street in the Texas city. Neat paneling forms a barrier between 
the workers’ desks and the customers’ room. Those pictured 
are (L to R) Mildred King, Evelyn Willerfred, Hortense Looney, 
Mr. Boulware and Salesmen William F. Thomas and Jakes A. 
Buchanan. 
—- 
THIRTY-ONE STANDARD MEN WIN HAVANA TRIP 

Thirty-one representatives of the Standard Mailing 
Machines Company, Everett, Mass., whose 1940 quotas 
of sales entitled them to membership in the Standard 
Quota Club and Star Salesman Club, were recent 
guests of the company on a leisurely cruise to Havana 
which will go down in history. 

The winners, whose combined efforts brought the 
company one of the most successful years on record, 
are: 

Allen O’Hara, Russ Mott, Ned Dummer, Bert Putnam, 
Harry Schwarz, Chet Branka, Walter Pollock, Chet 
Crowley, Frank Mesmer, Dick Baker, Ray Alexander, 
Al Tice, Mark Weisberg, Joe Gowa, Van Evans, George 
McKenzie, Bob Carlile, Frank Wilber, Joe Addio, Her- 
man Modlin, Harry Gevaart, Vern Evans, Bill Robey, 
Gus Rechtien, Charlie Hyde, George Georgeson, Ferris 
Woolley, Stan Chaffin, Ed. Hampshire, George Beatie 
and E. M. Finzer. 

Of this number, Mr. Beatie is president of the Stand- 
ard Quota Club (division 2); Mr. Robey and Mr. Hyde 
are presidents of division 1 and Messrs. Pollock and 
Branka are president and vice-president, respectively, 
of the Star Salesman Club. 

In addition to the ocean trip each of the winners 
was presented with the company’s lapel emblem—the 
presentation to the salesmen being made by Charles 
Gray, director of the club’s activities, and the pres- 
entation of the Quota Club insignia by Al Bruce, assist- 
ant sales manager. 

In a recent issue of the company’s house organ, The 
Standard Bearer, Sales Manager A. W. Vanderhoof 
summarized the sales drive and other activities of the 
year just passed and concluded with the following 
message: 

“This summarizes the highlights of 1940, which was 
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When you scan a modern magazine and spot 
all those smart-looking young business women, 
be sure you realize that such types are the rule 


and not the exception. 


There's nothing c'd-fashioned about today’s 
stenographers . . . they know their men, and 
their cosmetics, and their JOBS. Any average 
copyist you talk to in the next office you hit is 
likely to laugh right in your face if your sales 
talk is not strictly on the up-and-up, with truest 
of reasons-why behind every argument you 


advance. 


Such being the case, let's not try to push our 
water uphill. Let's get the worker's viewpoint 
on the important subject of carbons and ribbons 
(which, after all, are the tools of a typist’s trade). 


She wants cleanliness, production, elimina- 
tion of drudgery . . . and does not mind if her 


boss kicks for economy, too. 


This modern, this sophisticated, this not-to-be- 
fooled typist of 1941 will appreciate your show- 
ing her M. & V.” wares and telling her what 
she ought to know about them. Take her into 
. more and more ... it's the 


your confidence. . 
formula I've been following these many years, 
and I've never regretted it, I can assure you. 


Ned ther 
MATCHED PRCHAGES 


MITTAG & VOLGER., Inc. 


’ PARK RIDGE NEW JERSEY 
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of that TAP-TAP-TAP WRITER 


—_ KIL-KLATTER 


THE SCIENTIFIC TYPEWRITER PAD 


e KIL-KLATTER really reduces typewriter noise . . 
absorbs typewriter shock . . . because it has features 
never before available in a low price pad. Less noise 


and less finger shock mean less office fatigue .. . 


fewer jumpy nerves ... better work! 

KIL-KLATTER is made of genuine OZITE ALL- 
HAIR Felt. It has a treated top to keep typewriter 
legs from digging in ... and a processed bottom 
surface to prevent skidding and sliding. Good for a 
lifetime of quiet service! Size 11 x 13 in., fits all type- 
writers and many business machines. DEALERS 
know that KIL-KLATTER outsells all others . . . dis- 
play it prominently! 


Pressure- 
resisting top 






Non- 
skid back 


FREE DEALER DISPLAYS: With orders for a 


dozen or more we'll send you FREE a color- 


ful display card and a quantity of 2-color FITS ALL 
mail enclosures imprinted with your name. TYPEWRITER; 
FREE SAMPLE PAD FOR DEALERS ONLY RETAILS AT 


will be sent, if the coupon below is at- 


tached to your letterhead 


i 

| AMERICAN HAIR & FELT COMPANY, 

Dept. D3, Merchandise Mart, Chicago. a l 
1 

: Send FREE sample of KIL-KLATTER Typewriter Pad and informo- ! 

} tion about prices and discounts. 

1 

} DEALER’S NAME 

I 

; ADDRESS 

CITY STATE 
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indeed a year of outstanding progress and accomplish- 
ment. However, it is now but a stepping stone to 
greater heights of accomplishment and sales results in 
this new year of 1941, which holds forth the greatest 
opportunities ever.” 
ip aiictbetea scan 
COLUMBIA’S AUSTRALIAN FACTORY IN NEW HOME 
The Australian branch factory of the Columbia Rib- 
bon & Carbon Manufacturing Company, started twelve 
years ago at Sydney, has recently celebrated a con- 
tinuous and rapid growth by moving into a new plant 
covering an area of approximately 45,000 square feet. 
The building is of modern construction of steel and 














MODERNIZATION IN AUSTRALIA.—Shown here is the Sydney, 

Australia, plant of the Columbia Ribbon & Carbon Manufac- 

turing Company demonstrating the modernistic designs of the 

exterior and the spacious skylight to provide the maximum of 
natural light. 


brick with a streamlined exterior. The main floor is 
devoted entirely to an up-to-date manufacturing lay- 
out, plans for which were formulated at Columbia’s 
home offices in Glen Cove, N. Y. 

A centrally-located department feeds out the desired 
raw material directly to each department without 
waste time, space or motion. From the raw materials, 
step by step, to the finished products, manufacture 
flows evenly and in direct line, ending in the stock 
storage department or the shipping rooms. 

Other features of the building include modern offices, 
a cafeteria, and rest and recreation quarters. The 
branch has also installed modern office machines and 
equipment for the rapid handling of bookkeeping and 
billing. 

>< 
SOUTHERN NEWS NOTES 

A stationery and office supply department has been 
added by the Donaldson-Wood Printing Company, 
Atlanta, Ga., which recently moved from 155 Alabama 
street to new and larger quarters at 21814 Mitchell 
street, N.W. The stationery department will be located 
on the second floor and will be managed by Gordon 
W. Donaldson. 

John H. Harland, president of the John H. Harland 
Printing & Stationery Company, Atlanta, Ga., was 
awarded the annual certificate of the Atlanta Master 
Printers’ Club as the outstanding Atlanta printer of 
1940 recently. He served as president of the club dur- 
ing the past year and is a past chairman of the club’s 
board of directors. 

* * * 

Julian R. Murray, sales representative for the At- 
lanta branch of the International Business Machines 
Corporation, has qualified for membership in the cor- 
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. New fold-over at bind- 


ing edge gives 3 thick- 


nesses of acetate for 


extra wear. 


. Larger holes, permit- 
ting ring-wear to come 
on copper reenforce- 


ment. 


. Black insert sheet has 
the exclusive National 
“Metal Holed” reen- 


torcements. 





SHOWN ABOVE is the new National Transparert Folder, series F8l1. Notice 


the extraordinary clearness which commends it to consumers for everything from 
swatch- and sample-books to photo- and stamp-albums. The new fold-over at binding 
edge gives extra strength where the wear comes; the larger holes permit a greater share 
of wear to be taken up by the National ‘Metal-Holed” reenforcements on the black 
photo-mount insext sheet. 


COUNTER ASSORTMENT No. FS80A is 


put up in an attractively finished metal display stand 
which takes little space, sells folders at sight. 


Contents: 15 folders No. F8l1—11 x 8% 
10 folders No. F61—91% x 6 
10 folders No. F51—8%x 5% 


NATIONAL BLANK BOOK COMPANY 


13 (@) 0 40) 4 2mm 0 -N-5-7 1) 5 18) 8 ws 











SSnaTionis n= Catalog Covers, Loose Leaf, Bound Books, Visible Records 
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7S N.Y. City-100 Sixth Ave Chicago-328 S. Jefferson St Boston-45 Franklin St 
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PUBLIC CHOICE NUMBER ONE! 


The enthusiastic reception by both dealer and 
consumer from Maine to California of the 
new Macey Line has already established an 
all time record—and no wonder. Smartly 
streamlined styling—coordinated groupings— 
sturdy construction—better engineering—ex 
clusive features that really mean something— 
all contribute to the veritable landslide toward 
the Macey Line. 


The Macey plants are aglow day and night 
trying to keep up with the demand. We ask 


the co-operation and indulgence of our dis 
tributors, old and new, large and small. 
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THE MACEY COMPANY 


EXECUTIVE OFFICES AND FACTORIES 


GRAND RAPIDS, MICHIGAN 


Desks—Tables—Chairs—Filing Equipment—Filing Supplies—Storage Cupboards—Wardrobes 
Library Shelving—Commercial Shelving—High Line Equipment—Safes—Sectional Bookcases 


























“Pioneers for Fifty Years” 
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poration’s “100 Per Cent Club” for 1941. A brother, 
John T. Murray, has also qualified for membership in 
the club from the Louisville, Ky., branch office of the 
corporation. It is the first time in the history of the 
club that two brothers have qualified for membership 
at the same time. The two Murrays are natives of 
Norfolk, Va. 

Charles E. Dechant, for many years Carolina’s repre- 
sentative for the Monroe Calculating Machine Com- 
pany, died in a Charlotte, N. C., hospital on Monday, 
February 3, following an illness of three days. He was 
seventy-four years old. A native of Monroe County, 
Pa., and a graduate of Princeton university, Mr. De- 
chant went to Charlotte in 1917 to become affiliated 
with the Monroe company. He had retired in 1928. 

* * x 


Joseph J. Stone, proprietor of the Stone Printing & 
Office Equipment Company, Greensboro, N. C., was 
recently presented with a certificate as the “Dean of 
North Carolina Printers” by the North Carolina Master 
Printers’ Association. He is a charter member of the 
organization. 

* ” * 

The Review Publishing Company, Savannah, Ga., 
which recently moved into new and larger quarters at 
2-6 West Bay street, has opened a new and enlarged 
stationery, office supply and business machines depart- 
ment there. The company is owned and operated by 
Thomas W. Gamble, and has been a Savannah insti- 
tution for twenty-two years. The stationery depart- 
ment is managed by A. F. Davis, while the business 
machine department is in charge of J. V. Heltsley. — 
JHR 


<> 





A DOUBLE CELEBRATION.—This group comprises the staff 
of the Washington, D. C., branch of Acme Visible Records, 
Inc., which is under the managership of Paul M. LeBeuf. 
Everyone was made happy recently when the branch moved 
into a new and spacious suite of rooms in the Homer building, 
where considerably more space and more modern facilities 
were provided. But they were made much happier when, 
a short time later Mr. LeBeuf presented the gang with the 
1940 annual sales trophy for the greatest sales volume of 
last year. The cup is held by George E. Connally and it will 
be awarded each year. The Washington group presents one 
of the most experienced visible systems salesmen on the 
Acme payroll, the average experience being 8.8 years with 
the majority of the men devoted to federal and state record 
requirements. 
— *—-¢ 
NEUHAUS TAKES EXTRA TERRITORY FOR STORMS 

D. C. “Dave” Neuhaus, who for many years has trav- 
eled the middle western states and Texas in the inter- 
est of H. M. Storms Company, Brooklyn, N. Y., has 
been allotted additional territory 

Starting January 15, Mr. Neuhaus took over, in addi- 
tion to his present territory, the states of North Caro- 
lina, South Carolina, Tennessee, Alabama, Louisiana, 
Mississippi, Georgia, and Florida. 

Mr. Neuhaus—Dave to his many friends—will bring 
to the dealers throughout the South a wide knowledge 
of ribbons and carbons gained through his many years 
in the industry. 
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Carter 


ANNOUNCES A NEW INK THAT'S 
COMPLETELY IN TUNE WITH TODAY! 


4 





} 


, [ Averican 
LUE 


| gork AN ENTIRELY NEW INK in a 
-4 colorful, timely, “streamlined” bot- 





tle designed to catch the eye, and there’s 
a wide mouth for easy dipping and filling. 
It’s a brilliant, deep-toned ink for really 
distinctive writing—smooth flowing, easy 


te start and quick drying, too. 


GET YOUR SHARE OF THE 
I5¢ INK BUSINESS 


This is the ink you’ve been asking for. 
Made to sell for 15¢—it’s the perfect 
answer to a better ink for your trade. Get 
your supply now and see your 10¢ sales 
become 15¢ sales. 


See your listing for other Carter numbers 


The CARTER’S INK CO. 


BOSTON NEW YORK CHICAGO 


Makers of fine Inks — Adhesives — Carbon Paper 
Typewriter Ribbons — Cube-Wells 






























Hane Continuoua 
SNAP-A-PARTS 
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MADE IN MULTIPLE SECTIONS 


Prepositioned carbons and forms, coupled with con 
tinuous feeding through any typewriter or billing ma 
chine, plus multiple section construction make the Han 
Continuous Snap-A-Part today's leader of cont 
uous form systems. 





Combinations of wide and narrow forms, block-out 
short carbons, and the ability to hold any form section 
with carbons intact for later notation are only a few of 
the possibilities of the Hano Continuous Snap - A - Part 

. ask for samples. 


From Lithographed Autographic Register Forms to 
Lithographed Snap-a-parts there's a Hano Form tai 
ored to your needs. 


DEALERSHIPS OPEN 










SOUTH 
MIDWEST 
SOUTHWEST 


PHILIP HANG COMPANY 


InCORPORATED 


HOLYOKE ,MASS. 
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ASKEW COMPANY IN 19TH YEAR 


The Askew Company, of Dallas, Tex., observed its 
nineteenth anniversary through the month of Feb- 
ruary. The company was established on February 7, 
1922, and has been doing business continuously in Dal- 
las since that date, and is one of the leading office 
supplies and furniture retailers of the Southwest. The 
store, located at 1202 Elm street, now utilizes 12,000 
square feet of floor space and has three motor trucks 
in delivery service. L. E. Askew is president.—_JDM 
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SHEAFFER WINDOW SUGGESTIONS.—For the dealer who 
goes for the one-window-one-product display idea which is 
rapidly gaining in popularity all over the country, the W. A. 
Sheaffer Pen Company, Fort Madison, Iowa, has produced the 
beautiful cards shown in the three suggested window displays 
above. The top unit consists of seven cards which may be 
grouped in an ensemble. The center is known as the military 
ensemble which stresses the uses of Sheaffer pens and Skrip to 
those in military or naval service. The lower one is an animated 
display featuring Skrip. The bottle pours its fluid endlessly 
and never empties while the saucer below receives the fluid 
forever and never fills. This unit is specially attractive because 
of the interest it creates in the onlooker who strives—generally 
with success—to discover how it works. 


—->-— 
“STATIONERS OVERSEAS CORRESPONDENCE 
CIRCLE” 


Members of the National Stationers Association have 
recently been notified by General Manager Charles P. 
Garvin of a plan created by the Stationers Association 
of Great Britain and Ireland to forge a lasting link of 
friendship between members of our industry here and 
in the British Isles. 

The plan, which is designated as a “Stationers Over- 
seas Correspondence Circle,” was announced in the Jan- 
uary issue of The British Stationer and was described as 
“a simple, practical means of making friends with peo- 
ple who speak the same language.” In Mr. Garvin's 
announcement the idea is further explained as follows: 

“A letter a month is the only thing called for, a 
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Sales — Turnover — Pro fits ! 





Those who know quality and value are quick to appreciate the 
craftsmanship, efficient design and outstanding features of the new 
Steelease Line. That’s why in installation after installation Steelcase 
Equipment has been “first choice” after careful comparisons have 


established it best suited for all requirements. 


' A larger number of complete and profitable outfitting contracts 
- 
‘ becomes a certainty when you are in a position to supply the new 


Steelease Desks, Chairs, Files, Cabinets, Shelves, Tables, Counters. 
etc. In fact, every unit bearing the famous Steelcase label is a 


potential money maker in any competitive situation. 


- - - found where business succeeds 


If you are looking for an unbeatable sales and profit 
combination it will pay you well to investigate the 
potentialities of the great Steelcase Line for 1941. 





Write for complete literature and profit building de- 


tails today! 











‘Ss TEELCASE 


Business E quipim err. 
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METAL OFFICE FURNITURE CO., GRAND RAPIDS, MICHIGAN 
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Keep the Good Will 


of your Customer / 


Don't sell him a lot of cheap 
trash. He will gladly pay a few 
cents more for a good article. 


Sell him the 


URL Stee 


“Little Dandy” "er 


and he will get maximum dollar 
value per stand. 








2 Sizes 


No. 671 
14” x 17%” 


No. 7800 
17” x 24” 


16 Different 


Combinations 





No. 671 


These little stands have a long enviable record of 
satisfactory service. 


They are made from high quality material by 
skilled workmen. 


UHL chemists have produced the famous CelUhl, 
4-coat lacquer finish for wood parts. Metal parts, 
oven-baked enamel. 


Ask for 
Catalog 


THE TOLEDO 
METAL 
FURNITURE 
COMPANY 


1714 Hastings St. 
TOLEDO, OHIO 






No. 671-LSX 
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simple, pleasant task and yet one that will, it is hoped 
by the founders of the correspondence circle, be the 
start of an international friendship with, after the 
war, an exchange of visits and perhaps the creation 
of a regular interchange of members of staffs. 

“.. . We have been asked by Lancelot Spicer, who is 
president of the Stationers Association of Great Britain 
and Ireland, what we think of the idea. We think it’s 
good. We think that there is no reason why the sta- 
tioners of Great Britain and the stationers of the 
United States should not be corresponding back and 
forth, and there is no reason why we can’t build up 
international friendships and correspond one with the 
other and get to know one another better.” 

Stationers interested in the idea are urged by Mr. 
Garvin to either fill out a blank which accompanied 
his announcement, or write to the National Stationers 
Association headquarters at 740 Investment building, 
Washington, D. C. 
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FEATURING VICTOR’S SECTIONAL VISIBLE.—This five-color 

display and demonstrator unit has been designed by the 

Victor Safe & Equipment Company, North Tonawanda, N. Y., 

as a means of introducing its new line of Victor visible record 

sections which are fully described and illustrated elsewhere 
in this issue. 


>? 


AMENDMENTS PUT TEETH IN N. Y. STATE 
FAIR TRADE ACT 

New York State’s fair trade act, known as the Feld- 
Crawford law, would be given stricter enforcement 
provisions under terms of amendments jointly intro- 
duced February 6 in the State Legislature at Albany 
by Senator Carl Pack, Bronx Democrat, and Assembly- 
man Harry D. Suitor, Niagara Republican. 

The proposed amendments would require all price 
maintenance contracts to be filed with the secretary 
of state; provide strict regulation of all forced Sales 
and make any violation of the law a misdemeanor 
punishable as such. 

A joint statement by the introducers declared that 
the Feld-Crawford law, enacted in 1935 to protect the 
resale price of trade-marked goods, has never been 
satisfactorily enforced, and that when a retail resale 
price is stipulated by a manufacturer, the remedies 
for compelling compliance by an offending retailer 
have proved completely insufficient. 

By paying a fine of $50 to $100 an offending retailer 
could realize a substantial profit on large scale sales 
under the present law, it was asserted by the sponsors 
of the amendments. 

“Those who disregard the law as it now stands are 
confronted with practically no punishment for its 
violation,” the statement declared, adding: “The law 
is in disrepute because of its unenforceability. Law- 
abiding retailers are victimized.”—BJ 
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Rll TERS 


AND THEIR "TOOLS" 


THE STONE AGE man recorded incidents by 


scratching pictures on the walls of caves and on 






the bones of animals. The early Egyptians’ writing 
also consisted of pictures, hieroglyphics, later 
modified into simpler signs. 

In the Middle Ages parchment was employed for 
stationery, a reed pen being used, and the ink kept 
in a receptacle called an inkhorn, originally made 


of horn—later of brass. This type of inkhorn is 


still used in the East. 
Later came the quill pen, the writing being dried 
by means of fine sand sprinkled from a sand box, 


b . , The black lead pencil, the slate and pencil, and 


like a pepper pot. 
the steel pen nib were all later inventions. 





For forty-five years Typewriting Machine 


Progress has been paced by Then came the fountain pen and the typewriter. 





TYPEWRITER AND OTHER INK RIBBONS 


CARBON PAPERS-STENCIL INKS 
“THE LINE THAT WITHSTANDS COMPARISON” 








Vanufactured exclusively by 
MILLER-BRYANT- PIERCE 
AURORA, ILLINOIS 
Write for Address and Telephone Number of 


Nearest Miller Line Service Center 





PROFIT FROM LETTER WRITING PROGRESS 
BY PROVIDING LETTER WRITERS 








MILLER LINE RIBBON AND CARBON PRODUCTS 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
1710 Morada Place, Altadena 


FFICE appliance dealers in the Los Angeles area 

this month are talking about the slowness of 
shipments of merchandise in the realm of steel. Nearly 
all handling any kind of appliance made of steel state 
that while the goods eventually gets here there is no 
such thing as snap orders. The demand for ray steel 
in the defense program is probably responsible for 
this, the boys feel. There is some concern also on the 
matter of transportation in the future. Most large 
shipments come by water through the Panama canal. 
The sale recently of two or three fleets of vessels by 
transportation companies and the possibility that the 
canal may be devoted exclusively in the future to the 
uses of the navy and army make many local dealers 
feel that rail transportation in place of water trans- 
portation with its higher costs is at least a possibility. 
Most typewriter branches could sell more machines 
than they are able to get and the same is true of add- 
ing machines. 

* * * 

Anderson is Back: James L. Anderson who was con- 
nected with the Wilson-Jones Company here for 
several years, but who was transferred to the Chicago 
area a while back has resigned his position and is 
again in Los Angeles. He has not made known his 
future plans. Jack Autry, who was with the same 
company here for a long time, but who was also trans- 
ferred to Chicago some time ago has more recently 
been transferred to the Atlanta, Ga., area, according to 
word received by his old customers here. 


* * “ 


Eppert in Town: Ray Eppert, assistant general sales 
manager of the Burroughs Adding Machine Company, 
was in Los Angeles for about ten days when on his 
annual tour of the country. He went from Los Angeles 
to San Diego and was due to go on to Phoenix and El 
Paso later. 

* * a 

W. E. Alexander, branch manager for the American 
Writing Machine Company, states that January was 
a big month in all lines in his branch and that Feb- 
ruary at this date shows no signs of being less attrac- 
tive. 

a * * 

E. E. Thornton, who has been in the typewriter and 
calculating machine business so long that the memory 
of man runneth not to the contrary, states that Jan- 
uary was the biggest month he has ever had with his 
R. C. Allen line. 

+ + * 

Dan Van Valkenburger, widely known local salesman, 
is still on the job and states that he would like to hear 
from a number of former associates in Chicago. 

* * - 

The Wholesale Typewriter Company at 440 South 
Spring street, boasts a new interior, the big room hav- 
ing been completely gone over to line up with the new 


front that was put in a few months earlier. A. A. | 


Lamoureux is the manager. 

“Scotty” Gemmill who has been an outside salesman 
for the Burroughs Adding Machine Company with only 
a limited time on the floor during recent years is now 
the full-time floor salesman. Other changes in the 
Burroughs line-up include the transfer of Roy Burris 
who was connected with the office in Long Beach to 
the job of agency manager in Phoenix, Ariz. E. R. 


The Customers 
Choice — Every 
Time! 


Vail metal paper fasteners 
(in a wide selection of 
styles) represent a standard 
of quality that inspire cus- 
tomer confidence in the 
dealer who sells them. 


They are packaged for con- 
venience and eye appeal 
and the contents insure re- 
peat business. 


Prices are always reason- 
able and the service, even 
in these hectic days, is 
speedy and efficient. 


Next time replenish your 
stock with VAIL PRODUCTS. 


New price list 
now available— 
ask for No. 1241A 


VAIL 


MANUFACTURING 


COMPANY 


900 E. 95th St. Chicago, II] 
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N 0 W “ev Nrcient olighting 
for OFFICE MACHINES!! 








Elliott Fisher Bookkeeper 
Elliott Fisher Billing 

All Fanfold Billers 
1.B.M. Equipment 
Addressing Equipment 


542 S. Dearborn St. 





Right 
Light Rays deflected away 
from the eyes.—The TRU-LITE 
way 














Moon-Hopkins 
National-Ellis 
Remington Rand 
Allen-Wales 
Typewriters 


The Jrau-Lite has 


Beautiful Molded Plastic head. 

Push-button light control switch. 
General Electric parts & construction. 
Scientifically directed light rays. 
Daylight or white fluorescent tube. 
Statuary bronze finish. 
Ball joint head allows movement for adjust- 

ment of light to suit purpose. 


Your opportunity to sell efficient office machine lighting 
in “package units” is here! 


Every office you serve has machines that need proper 
illumination for more efficient operation. 


TRU-LITE has specially designed brackets to fit all of 
the following machines and more: 


Underwood 
Sundstrand 
Calculators 
Burroughs 
Desks 


Easily attached to equipment without special tools 
these lights sell with a minimum of demonstrating 


List $18.50—liberal dealer discounts. 
Send for complete details today! 


The Jrau-Lite Company 


Chicago, Ill. 


“Light Rays can be properly Directed” 
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Bradley has been transferred from Santa Ana to Long 
Beach to take Mr. Burris’ place. In Phoenix the latter 
succeeds R. LaBas who has been transferred to Fresno, 


Calif. 


* * * 


Herman Homer, connected with the Dr. Scat Chemi- 
cal Company in Chicago, spent some time in this terri- 
tory during the last month. 


* * * 


Ben Tufeld, proprietor of the Western Office Furni- 
ture Company, 428 South Spring street, has returned 
from a three weeks’ sojourn in Chicago where he visit- 
ed factories that he represents in Los Angeles. He says 
he found them all busy as bees and swamped with 
orders. He says he even enjoyed the colder weather 
of that section. 


* x * 


D. Hendler, sales manager for the Security Furniture 
Exchange, Ltd., 420 South Spring street, reports a big 
January and to date a big February in his line. 

~ * * 

B. Schorr, proprietor of the Office Equipment Ex- 
change at 410 South Spring street, is finding rentals 
and purchases by the government good boosts to busi- 
ness this winter. 

* * * 

Claude (“Barb”) Bartholomew who has been selling 
office supplies in Los Angeles ever since he was a 
boy has opened a store of his own at 717 West Olympic 
boulevard. The new store is eighteen by forty-eight 
feet in dimensions and is well equipped. A line of 
greeting cards is a conspicuous part of the stock. 
Assisting is Mrs. Lucy Carleton, formerly with the 
Stationery Supply Company, who has charge of the 
store while Mr. Bartholomew is out selling. The owner 
started with Cunningham, Curtis & Welch, a firm long 
out of business. He worked also for the Stationery 
Corporation and for the Los Angeles Stamp & Station- 
ery Company. He believes the time is ripe for a fellow 
to make a Start for himself. 

* * a 

Larry Green is now representing the American Pen- 
cil Company in Southern California. He previously 
was connected with the General Paper Company of 
Los Angeles. 


co oh oo 
Victor Sales Up.—January was the best month ever 
experienced by the Victor Adding Machine Company, 
according to representatives here. Five new full-time 
men are working out of the Los Angeles office. 
* Oe + 
William Reece is now an outside salesman on type- 
writers for the Brown Shop in Pasadena, according 
to Ed Suderman, manager of the typewriter depart- 
ment. The Brown Shop as a whole of a large number 
improved recently by the addition of a large number 
of new display fixtures. New printed forms have recent- 
ly been devised to speed up action on merchandising 
shorts. A unique display case for displaying billfolds, 
made in the back room by mechanical geniuses within 
the organization, has stepped up sales in that depart- 
ment very materially recently. The Brown Shop, oc- 
cupying three floors and a mezzanine, is one of the 
outstanding stationery and office supply stores of the 
city. Charley Brentner is manager of the commercial 
department. 
¢— © 
REMINGTON TRANSFERS KELLEY 


T. L. Kelley, who has been with Remington Rand 
Inc., for the past fourteen and one-half years, was 
transferred from the branch at Knoxville, Tenn., to 
Oklahoma City, Okla., where, in charge of systems, 
he succeeds Sam K. Jones, who resigned recently. 

Mr. Kelley spent ten years with Remington Rand 
in Louisville, Ky., before he went to Knoxville, where 
he spent about four and one-half years. The offices 
of Remington Rand in Oklahoma City are at 26 North- 
west First street —EVH 
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THE NEWS IS GOING AROUND 


For Faster Turnover -Bigger Profits 


Sell ASE. Aurora 


Yes, SIR—there’s no beating this A-S-E Aurora 
line for fast turnover and maximum profits. You're 
getting sale-punch in every product. Your customers 
like this good-looking office furniture. They know 
the A-S-E emblem is their assurance of high quality 


and high value. 


A-S-E AURORA Balanced-Design FILES 


A money-maker if there ever was one—four full lines, each 
one a leader in its own right. You can meet the require- 
ments of all your customers with this wide range of types, 
sizes, arrangements and prices There are 58 sales-winning 
features—in this balanced design line There is no need 


to sell one feature to cover up the defects of other parts. 





A-S-E AURORA CABINETS 


From January to December-——these steady sales pro- 
ducers are busy building business for you. There 
are two complete lines, meeting virtually every need. 
The Master Line is designed for customers who 
demand DeLuxe Cabinets . to these who insist 


on maximum value at the lowest possible cost, you 








ean sell the Popular Line. 


Why not take advantage of this rapidly increasing 
acceptance today? Write for full details on this sure- 
fire sales opportunity. Learn how you can increase 
your profits, step-up your sales—without additional 
outlay of time, money or effort. There is no obliga- 


tion. 


A-S-E DS FILES 


Here's a fast-selling product that’s bringing smiles to many 
a dealer. A-S-E Dead Storage Files are the practical, 
economical answer to the permanent and inactive record- 
storing problem . problems being faced by organizations 
in your locality every day. Push this profitmaker—and 
watch how fast first sales come—inevitably followed by 
profitable repeat business. Write for details. 


New A-S-E Blueprint CABINETS 
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A new addition to this fast-moving line .. . this ; 

outstanding engineering achievement has already won = 
its spurs as a real profit-maker. There's smooth coast- = E 
ing-drawer action Furnished in 5-drawer and 3- ae 
drawer units, both made in four sheet sizes. Mail the = S 
coupon for the facts—it will show you how to meet — 
flat-sheet filing requirements of every engineering = 


office. 


A-S-E DESKS and TABLES 


A-S-E Aurora Desks and Tables are built in all popu- 
lar sizes—two full lines, Diplomat and Standard. 
They fit in perfectly with either conventional or 
modern design requirements. They're a natural for 
you to sell—with sturdy construction and attractive 
finish assuring outstanding salability. Mail coupon. 


All-Steel-Equip Company, Ine.,603 John St., Aurora, Il. 
Gentlemen: 
( ) Send me the new 72-page catalog of A-S-E 
Aurora Balanced Design Filing Equipment. 
( ) Send complete information about the new 
A-S-E Aurora Blueprint Cabinet 
NAME 
ADDRESS 
CITY 
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e 
Bassick PROTECTION EQUIPMENT 








| DIAMOND - ARROW CASTERS 





RUBBER 
DESK SHOES 
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ATLASITE CUPS 
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There is profitable business for every office 
equipment dealer in selling the Bassick line 
of casters and complete floor protection 
equipment, 


Display these products in your store and 
offer them to your customers on every call. 
Write for information on display block and 
complete catalog. 


e 






NOMAR FURNITURE RESTS 


yoOuR CUSTOMERS WILL THAN 
nN YOU SELL THE BASSICK LINE 

OOR PROTECTION PRODUCTS: 
S$ NOTHING QUITE SO FINE. 
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RUBBER 
CUSHION GLIDES 
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THE BASSICK COMPANY .- Bridgeport, Connecticut 


Division of the Stewart-Warner Corp., Chicago, Ill. 


Warner-Alemite Corporation of Canada, Ltd. Belleville, Ontario 


Canadian Factory: Stewart- 
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SECURITY STEEL TRANSFERS McDANIEL 

The Security Steel Corporation, Avenel, N. J., last 
month announced the transfer to Baltimore of A. S. 
McDaniel, agency supervisor in the southern territory. 
Mr. McDaniel, who will maintain headquarters in 
Baltimore, has been in the office equipment field for 
many years and is well-known in the southeastern 
states. In addition to his present territory he will 
cover Maryland, West Virginia and several cities in 
Tennessee. 





THEY KNOW THEIR STAGE AND THEIR TYPEWRITER.—These 

young players are Hollywood aspirants who are comparatively 

unknown yet make up the cast of a hit entitled “Meet the 

People,” playing in New York. Grouped around the Royal 

portable on which scripts are typed are (L to R) Michael Doyle, 

Ruth Brilhante, Bob Nash, May McKenzie and Marion Colby. 
<-> © 

WORK STARTS ON BIG REMINGTON ADDITION 

Construction of a $100,000 addition to Remington 
Rand’s Plant 2, at Ilion, N. Y., was started shortly 
before the end of February, according to a statement 
released by company officials in Buffalo recently. 

Announcement of the plans to expand production 
facilities at the Ilion plant, which is devoted to the 
manufacture of tabulating machines, was made by 
Vice-President Albert M. Ross, at a meeting of de- 
partment heads in Utica some time ago. The addition, 
he said, will be a four-story unit adding approximately 
32,000 square feet to the present available working 
floor space. 

Steadily increasing demand for Remington Rand 
equipment for punched card accounting, due in part, 
the statement adds, to defense requirements but more 
particularly as a result of the introduction of newly 
developed machines, has necessitated the expansion 
program. One such machine, the Remington Rand 
alphabetical tabulator, recently placed on the market, 
is able to print 100 characters in a single line, produc- 
ing either a number or letter in any one of 100 
columns. 





ONE-WINDOW-ONE-PRODUCT WINDOW IDEA CATCHING 
ON.—More and more stationers are leaning toward the system 
of devoting an entire window to the showing of one product 
as the ideal display idea. The latest is Ward's, Boston, which 
recently made this showing of Victor Safe & Equipment Com- 
pany’s merchandise. The plan is to acquaint the passerby 
with the fact that the store carries a complete stock of Victor's 
visible record equipment to fit any record or visible index 
requirement. The window consisted of a generous display of 
stock plus hand-lettered display cards and literature. 
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CEN-TR-KOTED 


CARBON PAPER 
snap out EASIER 


than ordinary kinds? 
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CEN-TR-KOTED Carbon Paper snaps out 
easier... saves time and money .. . because 
it is one-half inch longer than ordinary kinds, 
measuring 8!/, in. wide by 13!/, in. long, instead 
of the ordinary 8!/, in. by 13 in| This superior 
carbon paper also brings other outstanding 
It does NOT curl 


cleaner, quicker carbon copies ... 


advantages . it makes 
because it 
is uncoated along the edges. Made with special- 
formula ink for greater service. Absolute uni- 


formity assured by rigid factory inspection and 


control! 
An Exclusive Agency FREE BOOKLET 
on GRAND PRIZE Rib : : 
iene and Cannon be Get “Carbon Paper Facts 
Too! Send for our free book- 
your city points the let, “Carbon Paper Facts,” 
way to new profits which gives you the impor- 
Write for our dealer tant facts you should know 


Proposition booklet about Carbon Paper! 


GRAND PRIZE 


CARBONS and RIBBONS 


PACIFIC CARBON & RIBBON MFG. CO. 
J. FRANCIS O'CONNOR, PRES. 


Head Office and Factory: 
1451 Harrison St., San Francisco 


Los Angeles Denver 














Here is the most reliable source 





of supply for Duplicating Inks 
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STENCIL DUPLICATING 
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Our 45 years’ experience in the 
yest-belbtc-Voitbta-Me) Melt eli ler-Létele m rel <-) 
enables us to offer you the finest 
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Our PREMIUM INK is a high grade 
black ink that has the properties of 
Quick Drying and Minimum Penetra- 
tion into the paper. The finest ink made 
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BULLETIN INK fills the need for a jet 
black ink where price is a factor. Ex- 


cellent results at a minimum of cost. 


All inks manufactured under the personal 
supervision of Fred. B. Canode. 


WRITE TODAY FOR 
SAMPLES AND PRICES!! 


INK SPECIALTIES CO. INC. 
925 S. LAFLIN STREET . . . . CHICAGO, ILL. 


SATISFACTION GUARANTEED OR YOUR MONEY BACK 
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NORTHWEST TRAVELERS NOTES 
By A. J. Nordstrom, Correspondent 


John Cole, of The Carter’s Ink Company and a 
member of the Northwest Travelers Club, is one of 
the outstanding marksmen in the United States. 
Early in February, John took the grand aggregate 
championship of the year’s first State Rifle and Re- 
volver Association match held on the University of 
Minnesota range. Cole added to his laurels by taking 
first in the individual standing competition, and with 
Mrs. Cole (also a champion shot in her own right) 
placed first in the two gun match from a sitting 
position 


R. B. (Bob) Valleau, who has been confined to St. 
John’s hospital in St. Paul with a severe case of pneu- 
monia, is reported on the road to recovery. 

Harry Short was a flu sufferer during the latter part 

f January, aS was Jack Goldman. 

To Dan MacDougall, a ten-second man is still a ten- 
second man, dry field or no 


Pete Masterson, Accofastman, has cast his lot with 
Uncle Sam, in case the ladies would like to know, and, 
boy, what a handsome soldier this former fellow trav- 
eler makes, according to a most reliable reporter. 


Bill Milburn will be a member of Uncle Sam’s de- 
fense corps by the time this reaches the copy desk, 
or very shortly thereafter 


Heine Sengbusch, the ol’ bridge expert, is reported 
to have worked out a new technique in playing slam 
hands. “The only drawback,” says Heine, “is that one 
has to have the cards in order to make the slam.” At 
any rate, Heine does play a bang-up game of bridge, 
and if he would only pass on some of his card knowl- 
edge to a few of the adherents of the old army game, 
better results might be obtained. 


. iw 





SOVER OF BANKERS BOX COMPANY'S “SALES GETTER’ 
WHICH IS DESCRIBED ELSEWHERE IN THIS ISSUE 


<_< 
A BIG ORDER FOR WOOD CHAIRS 
Edward J. Beckmann, general manager of the New 
Indiana Chair Company, Jasper, Ind., reports recent 
receipt of an order fo: 10, 530 wood office chairs from 
the General Office Furniture Company, Los Angeles, 


Calif. It is a blanket order which will be broken into 
a number of smaller units for sale to users in the 
Los Angeles territory. The shipment will amount to 
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“Straight” portable 
adder, 99,999.99 


cFLL THIS Why NARKET Sy ae 


sell Victor Adding Machines to 


OU can 
\ every type of business—corner grocery 








stores, filling stations, banks. schools, hospitals, 


busy skyscraper offices. 
1 





Victor Portables are now perched on crowded 





counters and mahogany desks everywhere— 
keeping accurate, systematic figure records for 
one-man businesses and big corporations. 

Victors are light, sturdily built, speedy and 
ate—skilfully engineered by 
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YOU HAVE NEVER 
SEEN ANYTHING 
LIKE THIS—NOT IN 
FIBRE BOARD FILES 


i See RAK 








This. drawer really roll! / 


It's a fact. The heavier you load the drawers on this new 
FIREFOE TRANSFILE the easier they roll back and forth. Here's 
easy drawer action comparable to file units many times its 
price. A gentle nudge of the little finger will operate the 
drawer. 

The FIREFOE is FIRE RESISTIVE. A specially processed fibre 


board covered with asbestos makes the case positively non- 
inflammable—vermin proof, too! 


AUTOMATIC STOP. Special stops prevent drawers from 
being pulled out unintentionally and spilling contents all over 
the floor. 

PLUS all the other famous TRANSFILE FILE features, make 
the new FIREFOE the outstanding value on the market. Com- 
pletely finished in green outside, it matches all your regular 
filing equipment. 

You have to see the new FIREFOE, and try it and test it be- 
fore you'll believe it is possible. Send a sample order today! 


GUIDE SYSTEM & SUPPLY COMPANY 


335 CANAL STREET, NEW YORK, N. Y. 
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See this 


Ball! 





It is one of eight ball 
bearings rolling on spe- 
cially constructed steel 
rails eliminating all the 
friction between the 
drawer bottom and the 
case bottom. 





" ‘ , : t 
TORCH TEST 
FIRE RESISTIVE 


To prove beyond question that the FIREFOE 
case was non-inflammable we subjected it to 
the concentrated heat of a blow torch. It did 
not produce a flame. 














EI TN RIO THES AEN 


ST ROR te POIs etn sm 





Te rm en yaRsretenete: 

















eens enna 








MARCH, 1941 


FIRST REGIONAL MEETING 
(Continued from page 52) 
facilitate business. The speaker then told the dealers 
that all the manufacturers of metal furniture were 
now swamped with orders—deliveries had fallen sev- 
eral weeks in arrears. This he indicated was not a 
result of a shortage of sheet metal, for sheet is not 
used in great quantities for defense work. He looked 
for no particular shortage of sheet steel for at least 
the remainder of the year unless the demand for 
other types of steel required full capacity of the mills. 

Then followed a session of questions and answers 
in which many took part. The meeting was adjourned 
Shortly thereafter. 

While the dealers’ session was in progress, the New 
England Travelers Club met in an adjacent room 
where many subjects were discussed for the good of 
the club under the able leadership of Arthur Shear- 
man, Boorum & Pease Company, president. 


Connecticut Valley Elects Percy Jacobs 


Shortly after luncheon, the Connecticut Valley 
Stationers Association annual meeting was rapped to 
order by President Stanley F. McGar, John J. Molloy 
Company, Meriden, Conn. Secretary S. Ford Chidsey, 
Bradley & Scoville Company, New Haven, Conn., read 
the annual report which was accepted as read. The 
treasurer’s annual report was read by Thure Bengston, 
Adkins Printing Company, New Britain, Conn., and 
was accepted after some persiflage. Elmer Pape, Ad- 
kins Printing Company, New Britain, Conn., as chair- 
man of the nominating committee, proposed the fol- 
lowing slate of officers for the coming year: 


President, Percy Jacobs, John R. Rembert Company, | 


New Haven, Conn.; vice-president, Donald D. Mac- 
Donald, Bradley & Scoville, New Haven, Conn.; vice- 
president, Elmer Pape, Adkins Printing Company, New 
Britain, Conn.; vice-president, James E. Feeley, Spring- 
field Office Supply Co., Springfield, Mass.; vice-presi- 


dent, Ted Hargan, Yawman and Erbe Manufacturing | 


Company; secretary, S. Ford Chidsey, Bradley & Sco- 
ville, New Haven, Conn.; treasurer, Robert A. Furlong, 
Empire Stationers, Springfield, Mass.; auditor, Thure 
Bengston, Adkins Printing Company, New Britain, 
Conn. 

Directors 


Otto Kavanaugh, Plimpton’s, Hartford, Conn.; John 
J. Molloy, John J. Molloy Company, Meriden, Conn.; 


Stanley McGar, John J. Molloy Company, Meriden, | 


Conn.; Frank H. Fargo, Frank H. Fargo Company, 
Bridgeport, Conn.; S. H. Challenger, Frank H. Fargo 
Company, Bridgeport, Conn.; Gustave Fischer, The 
Gustave Fischer Company, Hartford, Conn.; Leo Burt, 
Burt & Company, Inc., Hartford, Conn.; Tom Ston- 
house, W. A. Sheaffer Pen Company; William J. Dris- 
coll, The Carter’s Ink Company. 

The slate was unanimously accepted. President- 
Elect Jacobs was called to the chair and presented his 
thanks and appreciation for the honor and asked for 
the whole-hearted support of the association. At the 
suggestion of the new president the association sent 
a greeting to Donald D. MacDonald, whose continued 
illness kept him away from the meeting. The annual 
meeting was then declared adjourned. 


The Afternoon Regional Meeting 


Governor Feeley rapped for order and declared the 
meeting in session. He followed with a hearty welcome 
for all and an expression of thanks for the assistance 
he had received from all his committees and his 
friends. The governor read a letter from President 
Owen G. Bayless of the National Stationers Associa- 
tion, in which he extended his hearty felicitations. A 
telegram in similar vein from Harvey P. Rockwell, 
Yawman and Erbe Manufacturing Company, was then 
read. 

The chairman of the nominating committee, Arthur 
L. King, reported that the committee had met and 
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BOOKS OPEN FLAT 


| Patented special method of binding 
permits rapid turning of pages without 

SPRING tearing or interference. Books open flat 
BINDING . every page can be used from top to 








bottom. 





_ position. NON-SKID Easel Note- 
| books don’t creep or collapse. 


ALL BOOKS CONTAIN 80 PAGES 
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the book upright in any desired 2 
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EYE TINT or WHITE STOCK 


3 Whatever your preference, NON-SKID 
THREE Easel Notebooks provide choice of either 
STANDARD eye tint paper ruled in green—or white 
RULINGS paper ruled in red. Paper suitable for 
either pen or pencil notes. 
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Heres a tip — 





Your 





Take the word of the girls at the keyboards . . . when business 
goes up sales’ resistance goes down! 

Many a Secretary who had to forego rubber typewriter 
keys because the boss was in an economy’ mood... now 
finds it easy to get a requisition through for a set. Who 
considers such trifling costs when the plant is choked with a 
backlog of orders. 

But the SALESMAN has to start it. He must call, exhibit 
the keys, demonstrate their incomparable advantages, show 
how they give non-skid typing with greater speed, accuracy 
and comfort. If the sale is not closed at once a week's trial 
clinches it in almost every case. 

Never have the times been more favorable to cash in on 
the sale of PEERLESS TYPEWRITER KEYS .. . to use this 
sure-fire item as a wedge to open new accounts for many 
other items of stationery. Write for details of merchandising 
plans which are boosting sales for Dealers throughout the 


country. 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 
General Office & Factory: 409 Mulberry St., Newark, N. J. 
THE KEY MEN OF AMERICA.Manufacturers with the dealers’ viewpoint 

BRANCHES: 


New York City, 321 Broadway Chicago, 19 South Wells St. 
Detroit, 1000 American Radiator Building Los Angeles, 1127 Wall St 
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after due consideration proposed the name of George 
R. Hayes, Thomas Groom Company, Boston, Mass., 
for regional governor for the next year. Chairman 
King’s report was received with a motion that resulted 
in unanimous acclaim. 

Mr. Hayes, called to the chair by Governor Feeley, 
thanked the region for the expression of confidence, 
reminding them that there was no rest for the weary, 
as he was just completing his term as president of 
the Boston Stationers Association. He accepted with 
thanks but with the reminder that as an officer in 
the U. S. Naval Reserve, Uncle Sam might claim his 
services at any time. 

Shearman Introduced 


Governor Feeley then introduced Arthur Shearman, 
Boorum & Pease Company, president of the New Eng- 
land Travelers Club. He told the meeting that the 
basic purpose of the travelers group was to support 
all associations in the New England district. He 
assured the new governor that he could count on the 
full cooperation of his group. 

Stanley McGar, John J. Molloy Company, Meriden 
Conn., was recognized by the governor as the presi- 
dent of the Connecticut Valley Stationers Association. 
Edgar A. Berry, Loring, Short & Harmon, Portland, 
Maine, was recognized as an ex-regional governor. 
Walter Dolliver, Providence Paper Company, Provi- 
dence, R. I., was recognized as a former regional gov- 
ernor. 

George R. Hayes, the first speaker of the afternoon 
asked for a count of all the stationers at the meeting, 
then similarly for a count of those particularly inter- 
ested in visible equipment. He declared the small 
percentage actually engaged in selling visible as evi- 
dence of the seeming aura of mystery surrounding 
visible selling. He believes all stationers should con- 
cern themselves intensively with visible because it 
involves records. For ordinary commercial supplies 
he stated that business seeks the stationer but for 
visible business seeks the direct seller. He illustrated 
his contention by proving that the stationer should 
be interested in the five applications of visible for 
his own operations: 1. Stock Inventory, 2. Purchase, 
3. Sales, 4. Production and cost, and 5. Personnel and 
pay roll. 

He amplified his reasoning by explaining that these 
were the five basic applications business was inter- 
ested in, too. Hence, if they used visible themselves 
they would learn its applications. He then went into 
some detail on the five points. In conclusion, he 
presented a time study of fifty operations selected at 
random from one company’s actual setup which in- 
dicated that visible equipment was quicker and more 
accurate. 

R. H. Llewellyn, R. H. Llewellyn Company, Man- 
chester, N. H., next spoke on the “Future of Our Busi- 
ness.” His contention was that our future depended 
upon our ability to render definite, intelligent service 
which we gain only by study and application. We 
have to know how to advise business to use the prod- 
ucts on our shelves, he claimed. Service he believes 
to be the answer to competition. He told of some 
ideas he had tried that proved a failure. He then 
showed some colored slides to illustrate an idea he 
has hit upon—the idea of selling complete private 
office installations. To impress his prospect he shows 
these slides in the prospect’s office. 

Mr. Hampton then held his listeners with a series of 
accounts of some of the ideas his business had found 
profitable. He gave as his opinion that one of the 
outstanding weaknesses of our business was the lack 
of direction of the men on the street. Salesmen should 
be handled individually—they ought not to be bur- 
dened with too many and too lengthy reports. He 
believes a stationer ought to hire men he can trust 
and then let them go at it. Following the same idea 
which he talked about earlier in the day he said 
salesmen ought to be trained to sell the little things as 
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well as the big things. He expressed his belief that 
the future of the individual dealer depends upon 
putting his concentrated effort on controlled mer- 
chandise. No one ever built a permanent business 
on items open to all to sell, he claimed. He suggested 
imprint lines were valuable because they enable dealers 
to control their sale. Mr. Hampton divides all manu- 
facturers into two groups—Those who sell to everyone 
—and those who control his merchandising outlets. 
He claimed that manufacturers could assure them- 
selves of loyal dealers if they would control their 
outlets. 
Sales Bonus Helps 


Anticipating the question running through his 
listeners’ minds concerning the difficulty of selling 
against open lines, he said that he gives his salesmen 
a bonus for selling these controlled lines instead of 
giving it to the customer. He closed with the thought 
that the loyal manufacturer who gives dealers con- 
trolled distribution is entitled to every extra effort 
the dealer can give to push his lines. 

Mr. Keeling began his remarks with the statement 
that it was the dealer’s own grief if he doesn’t sell 
high priced merchandise at a good price now when 
customers are willing to pay for high priced mer- 
chandise. But there will be a time when a slump 
comes when many will be running around in circles— 
unable to cope with such a situation. There is always 
some business for the company or salesman who has 
constructive ideas. He suggested one by reducing 
the cost of the various grade filing cabinets to a 
yearly cost basis. In recessions he said that sales 
meetings were particularly helpful to salesmen in giv- 
ing encouragement and impetus to their efforts. 

He then reiterated some of his remarks made earlier 
in the day anent the steel situation which were, in 
short, that no difficulty was anticipated in getting 
sheet steel and that no price rise was in the im- 
mediate offing. He closed with the warning to be 
prepared with some real constructive sales effort when 
the top of this boom is reached and the slide begins. 

Mr. Garvin opened his remarks with the observa- 
tion that the reason we have a democracy in this 
country is that we have a large middle class. No 
other country in the world is like it. Here is the only 
place a man can go into business without seeking 
the pleasure and permission of some bureaucrat or 
government—where the only stipulation is one’s own 
abilities to get in and stay in. He had figures to 
show that the only class of people which had grown 
in size was the service industry—composed of trans- 
portation, advertising, distribution and salesmanship. 
“Thank God,” he said, “You are interested in a busi- 
ness that is good for the public.” There are more 
souls than heels here, was Mr. Garvin’s thought. We 
have in this industry the thing that makes this nation 
work. In conclusion he charged everyone to remember 
every time he does a job well he is doing a job in the 
public interest. 

Mr. Garvin’s remarks concluded the afternoon ses- 
sion which adjourned immediately thereafter. 

For dinner many of the men were joined by their 
ladies. All were entertained by some professional talent. 
Faithful Tom Stonhouse, W. A. Sheaffer Pen Company, 
warbled some of the old favorites in his famous tenor. 
The Barber Shop Quartet with Rhys Llewellyn at the 
keyboard then favored with some of the old barber 
shop ballads. Dressed in traditional white smock, 
etc., Messrs. Jack Kennedy, Trussell Manufacturing 
Company; John B. Dwyer, Acco Products, Inc.; Henry 
Riegel, Sengbusch Self-Closing Inkstand Company; 
and Joseph Murphy, Joseph P. Murphy Company, Bos- 
ton, Mass., formed the quartet. 

Stanley F. McGar, as toastmaster was to have intro- 
duced the celebrities but by the time his turn came 
many of these gentlemen had departed. Among those 
present and introduced were Arthur Shearman, Rhys 
Llewellyn, Governor Feeley and Percy Jacobs. 
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vw ALL USE MARKWELL 
STANDARD “RX” STAPLES 





A Protected Line of staplers for the low price 
field—with assured profitable and protected 
repeat staple business. 






MARKWELL 
RX FAIRWAY 


a 
A 


\é Retail 
i 


i 79¢ 


MARKWELL 
RX WHIPPET 






MARKWELL 
RX ROBOT 


O R DER Liberal 
be Oo WwW g Dealer Discounts 


We invite inquiries from Select Dealers. 


MARKWELL MF6B. CO., Inc. 
200 Hudson St., New York, N. Y. 





























Patented Features 
mear PROFITS for YOU! 





U.S. Pat 
No. 2.185.985 


Assure yourself a worthwhile profit by selling 
this finest line of paper cutters. Extra features 
offer real selling arguments—patented adjust- 
able paper guide, two rulers (top & bottom) for 
perfect alignment, safety spring, finest grade 
ground steel blade, etc. 


We'll be glad to send complete details, 
along with price list and dealers discount 
no obligation of course. 


AMERICAN PHOTO LABORATORIES, Inc. 


28 N. Loomis St., Chicago, Ill. 








TECHNYGRAPH RAINBOW STYLI 


@ A REMARKABLE 
NEW LINE of plastic 
handle styli in trans- 


parent containers. 


40. 


Me 146 Small Sue ys 


& 29 DIFFERENT 
STYLI, including ball 
points, loop, wheel, 
and shading. 


@FEATHER-.- 
WEIGHT, bright-hued, 
non-breakable, non- 
fading Lumarith. 
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@ PLEASING TO THE 
EYES, smooth to the 


touch, easy to clean 


and keép clean. 
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@ THE SOFT, NEU- 
TRAL TONE beige- 
mottled Lumarith at 
the leading end of the 
handle averts eye-fa- 
tigue. Knurling near 
the tip gives the index 
finger a firm grip. 


“ee 


“META 


Re 
ne 


@ MADE IN U. S. A. 


@ DEALERS: Write 
us today for the four 
page broadside show- 
ing the styli in actual 
size and color. 


STYLI TIPS ARE Ge 
CADMIUM-PLATED " 





THE TECHNYGRAPH, TECHNY, ILL. 
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GUERTLER OPENS OKLAHOMA CITY STORE 

The Typewriter Shop was opened recently at 206 
North Harvey avenue, Oklahoma City, by P. E. C. 
Guertler. Specializing in new and used typewriter and 
adding machine sales and service, Mr. Guertler is han- 
dling an Underwood dealership. 

The new shop includes 225 square feet of display 
space at the front end of a store room, the other side 
of which is occupied by a key and locksmith. 

Mr. Guertler maintains a fully equipped modern re- 
pair shop in the 2200 block on Northwest Nineteenth 
street, and has handled a Victor adding machine 
agency here since 1935.—-EVH 
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HANDY FULTON SPECIAL INK DISPLAY UNIT.—The Fulton 
Specialty Company, 200 Fifth avenue, New York, N. Y., has 
recently designed this wood cabinet to contain one display 
bottle of the firm’s special inks, such as Property Marking, 
Opaque, Colwax and Kwik-lac. In the hood of the box is 
printed a description of what the ink is and does with a 
listing of the colors available in each variety. There is also 
a clever wood guard, imprinted with prices, which is a 
timesaver for dealer and customer alike. 
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NATIONAL POSTAL METER COMPANY MOVES TO 
ROCHESTER, N. Y. 

Ellery C. Huntington, Jr., president of the National 
Postal Meter Company, Inc., last month announced 
the selection of Rochester, N. Y., as the national head- 
quarters for his company. All divisions—sales, service, 
engineering and manufacturing, are being transferred 
from Los Angeles, where the company was organized 
some seven years ago. 

Arrangements for the transfer resulted from a deci- 
sion made several months ago to take the company’s 
source of supply to the East, where it would be nearer 
the principal markets for metered mail equipment. 

The general offices have been established in the 
Temple building, 14 Franklin street, in charge of H. R. 
Russell, general sales manager. The company has 
direct branches, agencies and service stations in some 
thirty-five of the principal cities of the country. 

The Todd Company, Inc., 1150 University avenue, 
has been selected as the ideal manufacturer for the 
entire line of NPM products, both because of its loca- 
tion and because of its prestige in the office equip- 
ment field. A. Richard Todd, vice-president, ordered 
manufacturing begun about the middle of February. 

Mr. Todd announced that when the new undertaking 
is in full swing it will involve an increase in their 
factory personnel of approximately 175 employees. 
In addition, it is contemplated that some of the key 
production men connected with the concern in its 
West Coast operations will also become associated 
with the Rochester operations. 

The Los Angeles plant is being diverted to aviation 
work. For a short period, however, it will continue to 
produce some of the present products of NPM in order 
to guard against a reduction in the company’s finished 
inventory. 

The National Postal Meter Company is one of the 
largest concerns engaged in the manufacture and sale 
of postal meter machines in the United States. 
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to spare. Here are the reasons why: 





MAPL QC 


The Maple Suite Wj 


Hene’s a new office suite that’s right down your profit vet Gunlocke tell you how you can sell this Maploak 
alley. Actual orders from dealers from coast to coast lite on a “‘liberal allowance for your old furniture basis.” 
prove that the Gunlocke Maploak suite has sales appeal Write for details now. 


















The entire suite is made of rock hard maple, t# wood 
that’s used for bowling pins and parts ofAhe alleys 


that take the most punishment. 


Because maple is so tough, it can 4Ake abuse 


would ruin most other woods. I{/does not 
No slivers. 
The satin smooth honey colg# finish has a warm depth ante ttt. diem. eee. cont. ontn seme dean: mth vga. ame een 


only obtainable with fine abinet woods. | 


n . , —_ ‘ : W. H. GUNLOCKE CHAIR CO., Wayland, N. Y 
lhe full beauty of the finish is brought forth by the pit 


a ; | Please send me details on the Gunlocke Maploak Office Suite. 
conservatively modern design. | 
The price is rigt. $199.50 with upholstered chairs Name Title... 
and $181.00 wth wood chairs. | 


Company 






Address... tae oe vindonsvsitbosceaiaemakent iaiowadnide 
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Model No. !0—Finished in attrac- 
tive Two-Tone Opalescent Gray. 
Three speed, quiet operating. 
Sturdy ring guard offers com- 
plete protection. 


5-YEAR MOTOR GUARANTEE 
Quality Throughout 
Air-Flight Circulators Bought Because 
They Out-Perform! 


Model No. 20—Finished in Two- 
Tone Opalescent Gray; wider air 
spread; three speed, quiet operat- 
ing. Sturdy guard offers complete 
protection. 





STEP UP YOUR SUMMER SALES 


Get Acquainted With The Air-Flight Program 


Here's a line of portable air circulators, combined with a merchandising program, 
that's bound to click! Opens a vast field of profit possibilities . . . takes up the 
slack in summer sales. 


e Air-Flight Circulators styled by a nationally-known designer . . . stream-lined 
and finished to blend with modern appointments in office, store, or home. 


e Dealer Policy designed to protect and benefit authorized retailers. 


e Dealer-Help Program PLUS . . . packed with order-getting ammunition 
personalized, imprinted literature ... animated window display unit. . . com- 
plete advertising and mat service. 


e Investigate our ability to help you increase your sales and profits. Get acquainted 
with the New Air-Flight Program . . . make a date with our representative 
or write us for complete details today! 


Model No. 30—Finished in Two- 
Tone Statuary Bronze. Added table- 
shelf. Three speed, quiet operating. . » 


Sturdy ring guard offers complete 
preceares. General Offices: Carew Tower 


CINCINNATI, OHIO 
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COLLINS INCREASES SALES STAFF 

The D. W. Collins Desk Company, 204 Northwest 
Second street, Oklahoma City, recently increased its 
personnel with three new outside salesmen, all han- 
dling the general line of office equipment and sup- 
plies. They are Herman Boles, from Minneola, Tex.; 
Elton E. Butler, formerly with Clarence E. Page, Inc., 
here, and Travis McMahon. The Collins Desk Com- 
pany recently accepted exclusive agency for products 
of Victor Safe & Equipment Company, North Tona- 
wanda, N. Y., including visible cabinets, insulated and 
non-insulated files—EVH 

——— 3. 
SEVERAL PORTLAND MEN ENTER MILITARY 
SERVICE 

The stationery and office supply dealers in Portland, 
Ore., lost the services of the following employees when 
the National Guard was called out: Kilham Stationery 
& Printing Company sent Keith Eckstrom, Louis Gil- 
ham and Gordon Hayes. From Pacific Stationery & 
Printing Company, Fred Marshall went, and from The 
J. K. Gill Company, Harry Quicksall, Eddie Linklater, 
Walter DeSemple and Wayne Larkin are gone. Under- 
wood Elliott Fisher Company lost the services of Wil- 
liam Dunn.—ATW 








COVER OF THE AMES SUPPLY COMPANY’S NEW CATA- 
LOGUE WHICH IS DESCRIBED ELSEWHERE IN THIS ISSUE. 
jinn acct 
GOVERNMENT REPORT COVERS FOUR TYPES OF 
PRODUCTS 
The Bureau of the Census, Department of Com- 
merce, has recently issued a report covering four im- 
portant types of products and their relative values 
for 1937 and 1939. The products are listed as follows: 

1. Mucilage, paste and other adhesives except glue 
and cement. 

2. Writing ink. 

3. Glue and gelatin. 

4. Rubber products not elsewhere classified, includ- 
ing rubber cement and rubber bands. 

For the first type the figures are: Value of prod- 
ucts for 1939, $4,168,855, with value added by manu- 
facture, $2,027,634. Value of products for 1937, $4,209,- 
629, with value added by manufacture, $2,044,627. 

For second type: Value of products for 1939, $2,951,- 
259, with value added by manufacture, $1,749,212. For 
1937, $3,475,600, with value added by manufacture, 
$1,975,644. 

For third type: Value of products for 1939, $34,331,- 
639, with value added by manufacture, $15,537,884. 
For 1937, $40,649,934, with value added by manufacture, 
$17,258,975. 

For fourth type: Value of products for 1939, $264,- 
525,200, with value added by manufacture, $141,649,465. 
For 1937, $234,774,018, with value added by manufac- 
ture, $119,018,982. 
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OUR Yew CATALOG 


Illustrating a complete line of METAL 
PARTS FOR LOOSE LEAF BINDERS 





* Copies on request * 


LOOSE LEAF METALS CO. 


6816 Arsenal Street, St. Louis, Mo. 





















TRINER 


Hair-line 
A) < Over- 
J Under 
Weight 


indication 





"Air Mail Accuracy” 
BEAM POSTAL SCALE 


IS A PROFITABLE ITEM FOR 
DEALER AND CUSTOMER 


Air mail and first-class postage waste runs into large 
figures yearly. Help your trade eliminate over-postage 
and short-postage weighing devices—show them TRINER 
Air-Mail Hair-Line Accuracy Scales. Their dependability 
is established beyond any doubt. Unele Sam uses many 
thousands for fine weighing and checking of mails. 


Stationers have already sold thousands to their ecus- 
tomers with 100% satisfaction. 


Ne. 84 illustrated above is of 1 Ib. capacity by % 
eunces (other numbers up to 4 Ibs.), with computing 
chart set at 45 degree angle for easy reading. Chart is 
celluloid covered, easily cleaned and easily replaced. 


Write for Circular. 


T 4 ‘ B 7 q SCALE & MFG. CO. 


2714 W. 2lst Street 
CHICAGO ILLINOIS 
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Make SIW Your 


BUYING 


GUIDE 
for 


OFFICE MACHINES: Typewriters, Add- 
ing. Calculating, Billing, Bookkeeping, 
Addressing and Dictating Machines, 
SELECT ROUGH and REBUILT. 


PARTS AND SUPPLIES: For Typewriters 
and various office machines. 


RIBBONS and CARBONS. 


SHIPMAN-WARD MFG. CO. 


“The Dealers’ Quality House.” 


325 North Wells Street, Chicago, Illinois. 
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Deal Continued 





For a limited time ONLY, this great Minimum Stock 
Deal will be continued. Here are the six cases that 
make 90% of your sales ... with a display stand 
that does all your selling for you. 


Write for details today on this great offer which cuts 
brief case inventory and boosts profit. 


NATIONAL BRIEF CASE 


MANUFACTURING CO., 512 S. Peoria St., Chicago 
10 E. 34th St., New York 1709 W. 8th St., Los Angeles 
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J. K. RECKFORD 

John King Reckford, president of the American 
Lead Pencil Company, Hoboken, N. J., died at the 
Mount Sinai hospital, New York City, on February 20 
following an illness of only one week. He was in his 
forty-sixth year. 

Born in New York City, the son of the late Louis J. 
and Louise King Reckford, Mr. Reckford was a de- 
scendant of Gershom Mendes Seixas, Revolutionary 
War patriot. He was educated at the former Bovee 
school in New York City and the Lawrenceville school 
Lawrenceville, N. J., and graduated in 1915 from the 
Sheffield Scientific school of Yale University. 

As soon as his schooling was completed he joined 
the company which he headed at the time of his 
death, and of which he had been an executive ever 
since except for a period served in the navy during 
the World War. In this capacity he was mechanical 
superintendent of the naval aircraft factory at Phila- 
delphia with the rank of lieutenant and was a lieute- 
nant of the United States Naval Reserve at the time 
of his passing. 

In 1935 his uncle, Samuel J. Reckford became chair- 
man of the board of the pencil company and Mr. 
Reckford succeeded him to the presidency. He was 
also president of the Venus Pencil Company, Ltd., of 
Toronto, and a director of the Venus Pencil Company, 
Ltd., of London and the Societe du Crayon Venus, of 
Paris. 

Mr. Reckford maintained homes in New York City, 
Westbury, L. I., and Montego Bay, B. W. I. He was a 
member of the Yale, Sands Point, Whist and New 
York Athletic clubs and the Portland Club of London. 
He held membership also in the Military Order of 
Foreign Wars and the Sons of the American Revolu- 
tion. 

Surviving are the widow, Mrs. Aileen Trelfall Reck- 
ford, and two sisters, Mrs. L. J. Grumbach and Miss 
Adelaide Reckford. 
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G. W. BRAINERD 

George Wilson Brainerd, treasurer of the American 
Pad & Paper Company, Holyoke, Mass., died last month 
in the Holyoke hospital following a short illness. He 
was in his eighty-second year and had been treasurer 
of his company since 1904. 

Born at Warren, Mass., on December 3, 1858, he re- 
ceived his education in the local schools and then 
Amherst college from which he graduated in 1881. 
He attended his class reunions faithfully and was 
one of the fifty-year class group honored at Amherst 
in 1931. 

For a number of years Mr. Brainerd taught school, 
worked on newspapers and held a position as book- 
keeper, joining the American Pad & Paper Company 
in 1894, where he devoted his time to the interests of 
the factory and was one of the principal factors in 
its development. In that same year the firm’s name 
was changed from the American Pad Company and 
Mr. Brainerd was elected a director. 

In addition to his widow Mr. Brainerd is survived 
by two children, G. Winthrop Brainerd and Mrs. Stan- 
ley Winthrop. 
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W. M. WALCOTT 

William M. Walcott, of Halifax, N. S., a veteran of- 
fice equipment dealer and distributor, died recently 
at his home there. He had been in ill health about 
two years, but had been active in business until about 
two months prior his death. 

Born at Jamaica, B. W. I., he settled in Toronto in 
1909, becoming affiliated with an office supply firm. 
In 1912, he moved to Halifax, as manager of the Office 
Specialty Company, offering typewriters, computing 
machines, etc. After fifteen years in that connection, 
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FIELD TESTED TO PROVE SUPERIORITY 


Here’s proof that this is the duplicator that 


really sells, and satisfies customers. For a full 


year Master Copy-Rite Liquid Duplicators have 


been in actual use under severe operating condi- 


tions. And not one unit failed to prove its points 


of superiority: 


& 
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WRITE TODAY for full details on how you can get your share of the profits with Master Copy-Rite Liquid Duplicator. 


All copies are brilliant—The Wolber air lock con- 
trolled gravity feed guarantees even flow of fluid 
for uniform roller moistening, eliminates streaking 
and smudging. This means every copy is bright— 
all copies alike. 

Longer Runs—The conveyor squeegee moistening 
roller and constant fluid level are a guarantee of 
longer runs. Fluid supply is always visible. 

Easier to Operate—Starts Instantly—Because there 
are no wicks or pumps to make priming necessary. 


Faster—One copy for each turn of the handle, 
copies come out face up. 
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More Economical—Machine can be instantly drained 
of fluid. Fewer moving parts to wear or need repairs. 


Full Page Printing—Only %"” margin required— 
New type positive automatic paper feed handles sizes 
from post card to 9” x 14” in various weights of stock. 


Accurate Registration—New type drum clamp holds 
master in perfect alignment—accurate registration 
insured by timed paper stop. 

Outstanding Appearance—Finished in black stain- 
proof crackle and high polished chromium. 


Field testing has shown that Master Copy-Rite meets 
the strictest requirements and is priced to meet the 
most modest budgets. 


WOLBER DUPLICATOR & SUPPLY CO. 


1203 CORTLAND STREET, CHICAGO, ILL. 





No Stencils—No Gelatin—No Ink—No Type—No Ribbons 
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KHY ‘41 Deluxe Model REGAL 
a F Greatest “ypeiiviter Ustad Wn PNistory 





SELL THE REGAL LINE 


—THE COMPLETE LINE 
DATED” REBUILT TYPEWRITERS 











REGAL TYPEWRITER COMPANY, INC. 


75 Varick Street, New York, N. Y. 
Cable: REGALTYPE 
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he formed the Seaman-Walcott Company, as dealers 
and distributors of office equipment. He also organized 
the Walcott Storage Company, at about the same time. 

About two years ago, Seaman-Walcott became Sea- 
man-Cross, and with Mr. Walcott limiting his activi- 
ties owing to his health, he was a director in the 
company at his death. 

Mr. Walcott held membership in the Halifax Rotary 
Club, Business Men’s Club, Y. M. C. A., Board of Trade 
and the Commercial Club. For many years he was 
vice-president of the Church of England Institute and 
vice-president of St. George’s Society. He founded the 
first church league for tennis and had the first church 
court established at Halifax. He was the first chair- 
man of the St. Matthia Church Boy Scouts, and active 
in that congregation and later in St. Paul’s Church, 
both Anglican. His fraternal affiliation was with the 
Masonic order. He was an active member of the Hali- 
fax Curling Club. 

Surviving are his widow, two sisters and one brother. 
The funeral was at Halifax and interment at Dart- 
mouth, N. S.—WJM 
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A. L. FOSTER 

A. L. Foster, president of the Manifold Supplies Com- 
pany, Brooklyn, N. Y., and one of the veterans of the 
carbon and ribbon industry, died suddenly on Feb- 
ruary 13 at West Palm Beach, Fla. He was in his sixty- 
eighth year. 

A native of Akron, Ohio, Mr. 
Buchtel college where he won distinction as a student 
and athlete and was an active member of the Phi 
Delta Theta fraternity. 

Entering the ribbon and carbon industry in its earlier 
years Mr. Foster was dissatisfied with the slow and 
often times tedious methods of production. Practically 
all work was done by hand and little or no machinery 
was in use. Determined to improve conditions and 
working methods he set about finding a method of 
using machinery and it is interesting to note that a 
considerable number of the mechanical devices now in 
use for the manufacture of carbons and ribbons were 
designed and built by him. 

Mr. Foster was a member of the Masonic Lodge and 
that body officiated at the funeral services which were 
held at West Palm Beach. Later the body was taken to 
New Jersey for interment. 

The only survivor is F. Dwight Foster. 

yo of 
H. C. GRISWOLD 

Howard C. Griswold, executive head of John P. 
Morton & Company, Louisville, Ky., died January 29 
at his home, 2425 Cherokee Parkway, following an 
illness of several months. He had headed the firm 
since the passing of his father, the late Howard M. 
Griswold, in 1915. 

Mr. Griswold was a native of Louisville and received 
his education in the schools of that city and at 
Hoboken, N. J. He is survived by his widow and three 
children.—CG 
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Cc. W. McMAHAN 

Chester W. McMahan, owner and operator of the 
McMahan Typewriter Company, Shreveport, La., died 
January 26 following a heart attack. He had been 
suffering from a serious heart ailment for some time. 
Mr. McMahan, who resided with his family at 2722 
Judson street in Shreveport, was well-known in the 
industry and was one of the most prominent men of 

his city in civic affairs. 
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CHARLES PATTON 
Patton, fifty-three years old, a 
salesman and formerly part owner of 
Typewriter Company, Tulsa, Okla., 
after an illness of several months. 

A World War veteran, Mr. Patton is survived by his 


typewriter 
Fay Young 
died January 24, 


Charles 


Foster was educated at | 
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Facility 


POSTURE CHAIRS 
offer 


QUALITY 


and 
PERFORMANCE 











It isn’t hard to 
understand 
why dealers 
like to sell Fa- 
cility chairs. 
They feature 
quality con- 
struction, at- 
tractive designs 




















No. 550-L 











and adjust- 
ments that are so simple and _ positive. 
Dealers who are pushing Facility chairs are 







building better profits, more repeat business and 
customer good will. 


THE FRITZ-CROSS COMPANY 


304 E. 4th Street St. Paul, Minnesota 
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TicTaATon SILK 


SUPREME 


Lines of ak ssseahog Ribbons 
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RAVEN 
NATIONAL 


Lines of Carbon Papers 
Use the “Buck#’ Route to 
increased carbon and ribbon sales 
Write for Complete Details 


The Buckeye Ribbon & Carbon Co. 


Manufacturers 


1458-68 East 55th St., Cleveland, Ohio 
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HIGGINS American Drawing Inks 
bring you a steady, even 


flow of profits - « « because their 
smooth, even flow has made them the 
universal choice of your customers, 
Architects, artists, draftsmen, stu- 
dents the world over have been de- 
manding Higgins for sixty years. 










SUSTAINING MEMBER W.S. A.” 
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AMERICAN INDIA INK 
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CHAS Me HIGGINS & CO Ine 
271 NINTH STREET, BROOKLYN, N.Y 

















Better Because It LICKS THEM ALL. . 





(Letters Pat. No. 2-016-216—Design Pat. No. 93,734) 


<I PIKE << 
“BETTER MOISTENER” 


Check these features 
¥ Moistens 1 or a dozen envelopes at a time. 
V Perfect for moistening large kraft envelopes. 
¥ Quickly moistens every shape, size and type of label. 
¥ Unexcelled for counting currency or sorting papers. 
Vv No moving parts . . . self cleaning. 
¥V 3” or 6” (wide) adjustable brush 


RETAILS No. 3-3” Porcelain $2.75. No. 3C-3” metal 
vitreous enamelled $3.25. No. 6-6” Solid Bronze $7.5 
Send your order now for this patented “Better Mois- 
tener” that has received U. S. Government awards for 


the past 8 years. 


E. W. PIKE & COMPANY 


Manufacturers 
P. O. BOX 4, ELIZABETH, N. J. 
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widow, Mrs. Bertha Patton, of the home, 3233 East 
Archer avenue, Tulsa; his mother, Mrs. George Ort, 
Greenfield, Ohio, and a sister, Miss Blanche Patton, 
Cleveland, Ohio. 

Funeral services were conducted by Dr. J. W. Storer, 
pastor of the First Baptist church, at Moore’s funeral 
home. Interment was in Memorial Park cemetery.— 
EVH 


J. H. REYNOLDS 


James H. Reynolds, vice-president in charge of sales 
of the Hooven Automatic Typewriter Corporation, died 
February 22 at his Chicago home, 329 Belden avenue. 
He was in his fifty-third year. 

Mr. Reynolds was a pioneer in the development of 
automatic typewriters and has been prominent in the 
typewriter field for the past twenty-five years. 

He is survived by two sons, Lieut. James H. Reynolds, 
Jr., U. S. A. Ordnance Corps, Washington, D. C., and 
Willis J. Reynolds, who was associated with his father 
in business; a sister, Mrs. Wylie T. Conway, San Fran- 
cisco, and a brother, Col. John B. Reynolds, Chicago. 
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GEORGE PHILLIPS 
George Phillips, for the past eight years connected 
with the Gregg Publishing Company, died suddenly 
on February 10 while in the Chicago offices of his 
firm. During his time with the Gregg organization 
Mr. Phillips covered a territory consisting of twenty 
states and was well-known in the field. Funeral serv- 
ices were held on February 14 followed by interment 
in the family plot at New York City. 
el< vl< el< 
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S. M. HAYES 
Sam M. Hayes, for more than thirty years connected 
with the Underwood Elliott Fisher Company, died Jan- 
uary 21 at his home, 911 Battlefield drive, Nashville, 
Tenn. He was in his forty-sixth year. Mr. Hayes was 
well-known in the office equipment field throughout 
the South and his passing will be a source of sorrow 
to his many friends in the industry.—CG 
~< +l >}. 
J. M. HALLIBURTON 
John M. Halliburton, Los Angeles city sales manager 
of the Charles R. Hadley Company, manufacturers of 
loose leaf products, died January 14 at the age of 
fifty-two years. Mr. Halliburton, whose passing fol- 
lowed a heart attack, was vorn in Little Rock, Ark., 
going to Los Angeles fifteen years ago.—_CAB 
ol. oo »y« 
F. E. MARTIN 
Franklin E. Martin, for the past forty years asso- 
ciated with the H. L. Willson Stationery Company, 
Winnipeg, Man., Canada, died last month at his Win- 
nipeg home, 552 Stradbrook avenue. Mr. Martin, who 
was in his sixty-eighth year, was for a considerable 
time secretary-treasurer of his firm.—SJL 


- ie —— 


SAN ANTONIO NEWS JOTTINGS 

Mr. and Mrs. Julius Tengg (Tengg, Inc.) celebrated 
their golden wedding anniversary on February 9. Both 
have been life-long residents of San Antonio, and 
Tengg’s is one of the oldest stationery stores in south- 
west Texas. 

T. H. Henson, southwest representative for National 
Blank Book Company, was host to twenty employees 
of Maverick-Clarke at a dinner followed by a meeting 
at which a talking slide-film, “The Spearhead,” was 
shown. Similar meetings were sponsored by Mr. Hen- 
son in Houston, Fort Worth and Dallas. 


* 7 * 


Martin Tucker, superintendent of the print shop of 
Maverick-Clarke, has resigned to accept a similar posi- 
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The Complete INVINCIBLE 
Line Gives You Both— 


The complete INVINCIBLE Line gives you everything— 
to produce quick turnover and build up sales volume. 
Sure-fire sales-makers in the line of Invisible Concealed 
Safes make a distinct hit with customers. A diversified 
line in letter or legal width—to fit into 2, 3 and 4-drawer 
height files. desks and cabinets—-gives you unusual profit 


opportunities. 


For customers in the market for up-to-date installations, 
no line can equal beauty, design and value of Modernaire 
matched business furniture with its imposing arrray of desks 


and tables for every modern need. 


And for steady, “bread-and-but- 
ter” sales, Invincible gives you su- 
perior files in the most complete 
range of sizes and combinations 


to fill every requirement of all 


1600 FILE LINE types of customers. Outstanding 
Rugged dependability rich construction. convenience. and 
beauty—modest prices—fam- : 
ous lnvinelile tros-Mectinn performance features put Invinc- 
roller progressive drawer ible Files way out in front as 
suspension—in big range of Tie 7 
drawer and height combina- sales-builders. Write TODAY 
tions—make the Invincible for list of advantages of selling 
1600 File Line a_ leading 
profit-maker for dealers. the entire Invincible Line. 


INVINCIBLE METAL FURNITURE CO. 
2603 FRANKLIN STREET MANITOWOC, WIS. 
Eastern Warehouse: 401 N. Broad Street, Philadelphia 
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Se Says: 


Yes, Mr. Dealer... 


.* o . 
is waiting for you 
poge, illustrated catalog . . 
your nome on the front cover 
. something that can IN 


WILL for you. 


SEE FEBRUARY COPY of 
“YOUR MAN FRIDAY” 


If you have not seen our spe 


. WRITE TODAY! 


564 W. Randolph St., Chicago 











37 Murray St., 
New York = San Francis 
206 Lane St., PRINCIPAL CITIES 11 Pryor S 
Dallas Atlanta 








Var 
FRIDAY 


NOW IT CAN BE TOLD! 


A CATALOG of YOUR OWN 


Think of it! ...a twenty-four 


printed in two colors. . . with 


Tells of the services you offer 
and shows the supplies you 
sell. Something you've needed 


CREASE SALES . . . INCREASE 
PROFITS and BUILD GOOD 


cial announcement .. . write 
for complete details . . . and 
a sample copy for inspection 


Ames Supply Company 


583 Market St., 


co 
t., 











AMERICAN SPEED SET 
NUMBERING MACHINES 


a 


American SPEED SET Model 43 on Special 
Platform for Bank Numbers. 


Write for special SPEED SET 
folder describing all models. 


AMERICAN NUMBERING MACHINE CO. 


ATLANTIC AND SHEPHERD AVES., BROOKLYN, N. Y. 


BRANCH 105 WEST MADISON STREET, CHICAGO, 


ILL 








OFFICE APPLIANCES 


tion with the Gulf Publishing Company of Houston. 
He has been succeeded by E. J. Baker, former assistant 
superintendent. 

a * ~ 

Mr. and Mrs. M. R. Allen of Central Typewriter Com- 
pany have returned from a trip to Chicago, where they 
were guests of several wholesale typewriter and adding 
machine companies. Both report a most enjoyable trip 
and are warm in their praise of Chicago’s hospitality. 

* k * 

J. A. Johnson has been named manager of the type- 
writer division of the San Antonio branch of Rem- 
ington Rand Inc., succeeding W. R. Reed. 

* * cs 

Edward Talley, Southern Typewriter Company, has 
been transferred to the branch at Brownwood, where, 
due to this being adjacent to headquarters for the 
Texas National Guard encampment, business has been 
very good. This branch reports the sale of sixty type- 
writers during the past month. 

+ * * 

Mrs. Emmis Beard, formerly in charge of the sta- 
tionery department of a Corpus Christi firm which has 
been discontinued, has joined the small goods depart- 
ment of Maverick-Clarke of this city. 

7” * oo 

A. O. Buchanan, formerly with Buchanan’s of Wich- 
ita Falls, has joined the Oklahoma City branch of 
Carpenter Paper Company. 

* * a 

Al Eiseman, vice-president in charge of small goods 
of Maverick-Clarke, has recovered from a severe case 
of the flu--BCR 


—_-  —— 


SHEAFFER’S SALES TRAINING SCHOOL TO 
CONTINUE 

To aid fountain pen retailers to increase sales 
throughout 1941, the W. A. Sheaffer Pen Company, 
Fort Madison, Iowa, last month announced the con- 
tinuation of its sales school with the opening of a new 
and revised course of training. Among the important 
sales factors included in the course are (1) new foun- 
tain pen merchandising methods, (2) handling of 
repair adjustments and customer complaints, (3) 
latest selling facts on new pen merchandise and (4) 
general information on display, advertising and retail 
selling. 

The school operates on a three-day schedule every 
Monday through Wednesday. Enrollees receive in- 
struction in the Sheaffer air-conditioned main office 
and factory and are lodged in the Sheaffer Pen Ath- 


letic Clubhouse. 
o~<—2 —- 


L. C. SMITH OPENS N. Y. DISTRICT OFFICE 

L. C. Smith & Corona Typewriters, Inc., last month 
announced the opening of a district office at 383 Pearl 
street, Brooklyn, N. Y. This office will operate under 
the New York branch which is located at 330 Fifth 
avenue. 





"€toDoitunrs $ 


MARTIN-ADAMS 


O. Clinton Martin, who for several years has served 
as advertising manager for the G. J. Aigner Company, 
last month was married to the former Miss Ann 
Adams, of Chicago. The ceremony took place in the 
Thorndike Hilton chapel and a reception was held at 
the Edgewater Beach Hotel. Following a wedding 
trip which was to include the Rocky Mountains, 
Denver, Colo., and Santa Fe, N. M., Mr. Martin will 
represent Aigner, the Clarotype Company, and Bert 
L. Morris Company in the Middle West area and will 
work out of Chicago. 
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Are you going to immediately get your “created” share of this exciting “development? 
{7 
THE NEW Cencetstlte DESK 


281. inches high for comfort 


® 


*Introduced at American’ Management Association meeting in New York, August 


Preceded by research and proving which immediately commanded trade 


Do You Seriously Want to Double Your Sales, 
Reduce Your Inventory Investment by Half? 


Here is Stow-Davis Proved — Way and Means! 




















. THE STOW-DAVIS CONVERTIBLE IDEA , 








ONE STANDARD CHASSIS FOR 


THREE SIZE TOPS 





ONE INTERCHANGEABLE TYPEWRITER PLATFORM 





FITS EITHER RIGHT OR LEFT PEDESTAL 


Only Stow-Davis Convertible offers these additional feature: 


FLEXIBILITY STRENGTH 

to meet changing needs... welded steel interiors . 
COMFORT UTILITY 

correct werking height .. . interchangeable drawers .. . 
ECONOMY EFFICIENCY 

saves flcor area... additional mechanical features .. . 
STANDARDIZATION MAINTENANCE 

one chassis with three tops . . . reduced costs... 
BEAUTY CAPITAL INVESTMENT 


simplified modern design . . . reduced to minimum .. . 
The continuous flood of inquiries are sent to franchised dealers. There is only a limited amount of ope: 
available 


Your inquiry invited — preferably by wire. 


STOW and DAVIS Furniture Co., GRAND RAPIDS, MICHIGAN 
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BRIGHT 


Upholstered 
Office 
Furniture 


RIGHT NOW is the time to 
emphasize executive office 
furniture! Reports from recent 
trade exhibits indicate a great 
buying urge building up in the 
larger market centers. Take full 
advantage of this “tide in the 
affairs of men" by displaying 
BRIGHT Leather Upholstered 
Chairs and settees in an attrac- 


tive setting. 


The BRIGHT catalog affords 
a selection to suit most of your 
trade. Our custom designers 
will gladly offer suggestions for 
the executive in search of an 
exclusive creation or a suite to 
harmonize in some especial 


architectural setting. 


BRIGHT CHAIR CO. 


INCORPORATED 
127-133 Bleecker St. New York, N. Y. 

















“By this Stan...” 


ASCO Dealers are sure to cash in on 
the ever-growing consumer demand 
tor Office Equipment in Steel by Asco. 





a i a 
ee co 


THE COMPLETE LINE OF 
OFFICE EQUIPMENT IN STEEL 


Send for your decals now—for your store windows 


and delivery trucks. 


Let's Go Asco for Greater Sales, Satisfied Cus- 
tomers and assured Profit. 


ART STEEL COMPANY, +. NEW YORK 


U. S.A. 
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FRANKLIN TO HEAD NEW DEPARTMENT 
FOR BRYAN 

Mike Bryan Office Supplies Company, 224-226 West 
Second street, Oklahoma City, recently established a 
business machines department under the manage- 
ment of Leo Franklin. 

Mr. Franklin has had thirty years’ experience in the 
typewriter and business machines field. In addition 
to used machines, the department is handling new 














LEO FRANKLIN 
portables and new adding machines and is specializing 
in typewriter repair. 

Equipped with modern up-to-date facilities, the re- 
pair shop has been established on the mezzanine floor 
over the printing department in the rear of the east 
side of the store. 

Mr. Franklin first became connected with the type- 
writer business as mechanic with the old Oliver Type- 
writer Company in Oklahoma City and later worked 
as mechanic with a number of major typewriter 
houses, including L. C. Smith & Corona Typewriters 
Inc., Underwood Elliott Fisher Company and Royal 
Typewriter Company, Inc. Several of the twenty-three 
years spent in the business in Oklahoma City, Mr. 
Franklin was in business for himself. For the past ten 
years he has been manager of a business machines 
department for an Oklahoma City firm. 

From 1913 to 1920, Mr. Franklin was connected with 
firms in Dallas and Wichita Falls, Tex.—EVH 


—> _ 





GREASED LIGHTNING ON A TYPEWRITER. — That's what 
awed business school students and office workers say when 
they see Norman Saksvig go to work on his L. C. Smith type- 
writer. For several months Mr. Saksvig, who was named the 
world’s professional typing champion at the International Com- 
mercial Schools Contest in Chicago three years ago, has been 
traveling about the country giving demonstrations on behalf 
of L. C. Smith & Corona Typewriters Inc., in various business 
houses and schools. 
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GRESSIVE BALL 
NSION 












FULL PRO 
BEARING SUSPE 












EASY OPERATING 
COMPRESSOR 








ATTRACTIVE HARDWARE 
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Sie dae 


Unusually well 


The 5400 Line is popular on any sales floor. 


its attractive price is boosting sales for dealers 


y constructed, 
p C Grade file—the companion 


made and rigidl 
re. For those who prefer a 261/2 
at reasonable cost. 


everywhe ' Dee 


500 Line offers many quality features 


CORRY-JAMESTOWN MFG. CORP. 


Corry, Pennsylvania 
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The Stanley Works of New Britain equipped their Directors Room 
With Leopold Tables designed and built by Leopold at Burlington 
Equipment planned and installed by B. C. Porter Sons of New Britain 














The exclusive “PULL-PUSH” action of the 


AULTLESs 


RING BINDER 


WITH ITS PATENTED BUILT-IN SHEET LIFTER 
IS THE ONLY RING BINDER IN WHICH 
THE RINGS ACTUALLY SLIDE APART... 


made in all standard 
sizes and bindings 





The S-O Binder is receiving heavy consumer acceptance. 
Make this item first on your order sheet. 


STATIONERS LOOSE 


524 N. Broadway, MILWAUKEE 


THE 
SHEET LIFTER 





The Faultless Sheet Lifter carries 
sheets OVER THE RINGS — pre- 
vents pinching of sheets — 
tearing of punching — thereby 
adding 300% more life to sheets. 


LEAF CO. 


NEW YORK, 237 Lafayette St. 
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WILSON BECOMES OLD TOWN SALES MANAGER 

I. H. Wilson, well-Known authority on sales and 
sales promotion work and for the past twelve years 
intensively engaged in these fields, last month was 
appointed sales manager of the Old Town Ribbon & 
Carbon Company, Inc., Brooklyn, N. Y. 

Mr. Wilson takes to his new position an unusually 
large and diversified experience in sales promotion 
in which he has been actively engaged since 1929. 





I. H. WILSON 


In his responsible job with Old Town he will con- 
centrate his efforts on the broad dealer development 
program which the company is now operating in the 
national division. A competent staff of field men 
will have their efficiency increased by the addition 
of capable ribbon and carbon technicians. 

Coincident with the announcement of Mr. Wilson’s 
appointment the company also reported the addition 
to the sales staff of Floyd J. Burckhardt, of St. Louis, 
who will work in the Southwest, and Clarence W. 
Payne, of Minneapolis, who takes over the eastern 
territory as a direct factory representative. 

— 


NEED FOR HUSKY PENCIL POINTER GIVES 
STEMPEL IDEA—AND BUSINESS 
When W. A. Stempel found that most wooden pencil 
pointers he used deteriorated too rapidly or could not 
stand up under certain climatic or weather conditions, 





~ 











W. A. STEMPEL 


he decided to take steps and see what could be done 
about it. 

Result: Out in Waxahachie, Tex., is located the 
Stempel Manufacturing Company, busily engaged in 
making a pencil pointer which is described elsewhere 
in this issue. 

Mr. Stempel, whose hobby is woodworking, explains 
that he had sad experiences with pointers in general 
because they (1) wore out too soon, (2) came apart 
or (3) became soggy in wet weather. So, taking time 
out for a little experimentation, he chose a sturdy type 
of wood, drew a design for a pencil pointer, hired two 
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here's a DIFFERENCE 


YOU have often heard 
the expression — “this 
chair is like one I pur- 
. True, 
two chairs may look 
alike, but when mak- 


chased from” 


ing a comparison, con- 
sider the construction, 
the finish, the comfort 
and lastly the respon- 
sibility of the manu- 
facturer. 

Since 1872 Murphy 
has earned a reputation 
for the good quality 
and workmanship put 
into the product. Freak 


No. 4415 


designs and slip shod 





construction methods 
are taboo in the Murphy factory. 
Every chair is built for a practical purpose and sold at 


a price to appeal to the masses. 


See catalog and supplement No. 68. 


MURPHY CHAIR COMPANY 


INCORPORATED 


OWENSBORO, KENTUCKY 











te Cor eee SIBLE RECORD LINE 





A type of visible equipment for every record job 


Substantially increase your business by selling Acme's 
complete line of visible systems equipment. 


The extra service by reason of applying the right type 
of visible equipment for each requirement will bring 
you closer to your customers thereby adding to your 
volume in all lines. 
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DOPPELT'S 


ALL-PURPOSE 
PORTFOLIOS 





Here is a case that tells its own story at first glance. Quality, 
utility and handsome appearance combine to make it a sales 
leader. Disappearing handies streamline it for underarm carry- 
ing. It is roomy, has three full length and two half length pock- 
ets. Snap buttons on bottom pockets permits insertion of an 
A to Z file or illustrated sales catalog or presentation type folio 
with ring binder. 

Salesmen, lawyers, teachers, students recognize in this versa- 
tile beauty, the ideal case for them. Show and explain the uses 
of this popular model, and let it show you the kind of sales 
record that brightens your profit columns. Send for the Dopp 
Craft catalog and keep it handy. The No. 81/4 case illustrated 
above and many other Dopp Craft feature models will add to 
your profits and to the prestige of your business. 


CHARLES DoPPELT & CO. 


FINE LEATHER GOODS 
412 N. Orleans Street, Chicago Opposite Merchandise Mart 
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NU-VIZ 
SIGNALS “> 


for Visible Record Systems 


Open up the “bottlenecks” in your customers’ 
record systems with these modern steel signals. 
Patented construction allows easy attaching . . 
yet there’s no lip to catch on other cards or sheets. 
Of plated steel, in 4 styles, 3 widths, 12 brilliant 
colors. 

Fer the market's finest signal . . . sell CELLUGRAF 


SIGNALS. Transparent celluloid in 2 sizes, 6 col- 
ors. Opaque style in 2 sizes, 4 colors. 


Write for samples and details. 


GEORGE B. GRAFF COMPANY 


64 Washburn Ave. Cambridge, Mass. 
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experienced workers and began production. Today, 
he has a thriving business which he describes as a 
“pretty nice little set-up.” 

He is well-known in the office equipment field, be- 
ginning his career with the Irving-Pitt Company and 
going to Wilson-Jones Company after the two organ- 
izations merged. He has also been connected with the 
Carpenter Paper Company, Lincoln, Neb., and is now 
with the Dorsey Company, Dallas, Tex. 


—- 





HIGGINS’ COLOR ASSORTMENT.—"Systematic Color” is the 
phrase given to describe a new color assortment recently intro- 
duced by Chas. M. Higgins & Company, Inc., Brooklyn, N. Y., 
A unique feature of the assortment is the placing of the eigh- 
teen colors in the same order in which they appear on the 
Higgins’ color card pasted inside the cover of the container. 
The color card shows the sample chips made with Higgins’ 
American drawing inks applied on white drawing paper. Chips 
are arranged in a color wheel of eight hues patterned after the 
Wilhelm Ostwald system. Shades and intermediaries are also 
shown. The container is of embossed white corrugated board. 
The entire unit is a colorful advertising piece for any stationery 
counter or window. 


ot © 


NEW STORE OPENS IN TULSA 

The Cody Office Equipment and Supply Company 
is a new business recently established at 324 South 
Denver avenue, Tulsa, Okla., by William F. Cody, han- 
dling new, used and reconditioned typewriters, adding 
machines, and carbons, ribbons, etc. Mr. Cody was 
formerly connected with Remington Rand Inc. A 
namesake and descendent of William F. Cody of 
Buffalo Bill fame, Mr. Cody went to Tulsa in 1937 
from Gladewater, Tex. Prior to joining Remington 
Rand, he was connected with the marketing depart- 

ment of a Tulsa oil company.—EVH 
- + 


AIGNERS START ON SOUTHERN TOUR 

Mr. and Mrs. George J. Aigner, president and vice- 
president, respectively, of the G. J. Aigner Company, 
Chicago, last month started on a circuit trip of the 
southern states, which was to include attendance at 
regional meetings in the territory covered. Mr. Aigner 
said he planned to visit as many dealers below the 
Mason-Dixon line as time would allow for the purpose 
of discussing business conditions with them. 
HEM—NEWS 





—e- —— 


FIRM FINDS FLUORESCENT LIGHTS ECONOMIC 


Maverick-Clarke of San Antonio, Tex., have installed 
new fluorescent lighting in their store, following an 
extensive investigation on the part of R. C. Hill, execu- 
tive vice-president. In his investigation of the advan- 
tages of this type of lighting, Mr. Hill kept close costs 
and learned that a reduction of 662/3 per cent was 
shown in the consumption of electricity, while an in- 
crease of 100 per cent was shown in the amount of 
light —BCR 
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THE STEEL DESK ADVANTAGES 


THAT REALLY COUNT 






1. A Family of three STYLE-MASTER Lines that 
Meets Every Office Need. 

2. Completely Modern Styling. 

3. The Original Neutra-Tone Gray Finish. 


\ GRAY 3 , 


a\) 
wn 


*A warm, soft, neutral gray 
finish, with scientifically 
correct reflection factor. 






The holder of the “Y and E” Franchise has three big 
advantages that sell steel desks for him—the easy way. 


Three lines—The Styled Executive, The Styled 
Associate and the Styled Suspension. Eighty-one 
different models designed to fit the particular needs 
of every office employee from Executive to Junior 
Clerk. Complete line of companion pieces, includ- 


The Original Neutra-Tone Gray Finish—The first 
real advance in office finish since olive green, 
Neutra-Tone gray has revolutionized office color 
schemes and decorations. Widely imitated, the 
: cee as : F x famous finish packs a real selling punch. Sell the 
Completely Modern Styling—Today’s business lead- ee ee 5 | 
lita see a ' original, and you will profit most. 
ers choose “Y and E” because it leads in design, 


ing tables, chairs, ‘phone stands, files, ete. 


appearance and working convenience. If you want Write for details of the famous “Y and E” Franchise. 
A few territories are still open. 


to lead your competition, sell only the best. 


YAWMAN 1D FRBE MFG.(O. 


FOREMOST FOR MORE THAN SIXTY YEARS' 


FACTORIES AND EXECUTIVE OFFICES, 1099 JAY ST., ROCHESTER, N. Y 
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NEW ENGLAND TRAVELERS NOTES 


The club’s weekly luncheon schedule was resumed 
on January 13 when twenty-five members and guests 
were reported present at the Old Arch inn, Franklin 
and Arch streets, Boston. Since that date the boys 
have turned out in ever-increasing numbers, so that 
the four-a-month program is now in full swing. 


* * * 


The Central Stationery Company, formerly of 61 
Allyn street, Hartford, Conn., has recently occupied 
new quarters at 222 Asylum street, the formal opening 
being held on February 1. 


* * * 


W. E. Kelsey announced the opening of his new store 
at Pearl and Ford streets, Hartford, Conn., on Janu- 
ary 15. The firm was previously located at 814 Ford 
street. Mr. Kelsey has been connected with the sta- 
tionery and office supply business for twenty-two 
years, forming an organization of his own in 1932. In- 
creasing business brought about three moves to new 
quarters, each one resulting in a larger establishment 
being taken. 


* * * 


The regular monthly meeting of the Boston Station- 
ers Association was held January 20, with Vice-Presi- 
dent D. L. MacDonald wielding the gavel in place of 
President George Hayes, who was reported under the 
weather. Jim Feeley, governor of the district, was on 
hand to tell of plans made for the regional meeting, 
and William P. Connelly, of the United States Secret 
Service, presented an interesting motion picture en- 
titled “Know Your Money,” which dealt at some length 
with the manner in which merchants can detect 
counterfeit currency. 


x * & 


Philip Morris & Company, Nashua, N. H., suffered 
damage in a fire which recently destroyed several 
stores and caused a total damage of $100,000. The 
firm, however, was open for business the next day, its 
loss being principally damage from smoke. 


x * * 


Members with a flair for writing slogans will have 
an opportunity to cash in to the extent of $10 within 
the next few weeks. The idea is that the club is 
offering that sum as a prize for a slogan which will 
be apropos of the organization. Suggestions must be 
in the hands of the N. E. T. Club News’ editor on or 
before April 20 so that they may be published in the 
May issue. 


* x Xe 


Among those who have been on the sick list but now 
reported normal again are the following: W. W. Berry, 
Waterville, Me.; James P. Forrest, C. D. Merrifield & 
Company; Wallace Taylor, The Carter’s Ink Company, 
and James O. Hobart, Eberhard Faber Pencil Company. 


* * * 


Put a ring round March 17 in your date book! The 
club’s St. Patrick’s Day party is being arranged by 
Committee Chairman Al Coelln, who will name the 
place and hour later. But be sure and mark your 
calendars. 


* * . 


Indicating bigger and better golf outings, the golf 
committee has been increased from three to five mem- 
bers so as to give recognition to all of the New England 
states. The two new members are Tom Stonehouse, of 
West Haven, Conn., and Ted Hargen, of Worcester, 


Mass. 

The above news items were gleaned from the pages 
of the N. E. T. Club News, official organ of the New 
England Travelers Club. 


Check your stock of 


BERKSHIRE AIR MAIL PAPERS 





Make sure you have what you need to 
take care of increased business produced 
by Eaton's Berkshire Air Mail advertising 
to appear in TIME* April 7th. (*800,000 


readers—a majority of them your best 


typewriter paper customers ). 


P.S. Have you enrolled for the extraordinary 
Berkshire 5-Point Plan of Promotion and Sell- 
ing? If not we can add your name to our 


list of alert dealers . . . but gifts 
WRITE TODAY! e wares? 
PAPERS 


Eaton’s BERKSHIRE TYPEWRITER PAPERS 


PITTSFIELD, MASSACHUSETTS 
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MESSAGE— 


Important fo Dicidin 


The decade just finished is now history. The 
period immediately ahead will bring materially 
increased opportunity to the alert, aggressive 
dealer in our line as well as most others. 

Dependability of source of supply is becoming 
increasingly more important. Those in the in- 
dustry remembering the first World War, know 
full well the importance of dependability of 


source of supply for quality products. 


LITTLE reputation for Quality and Depend- 
ability for fifty-three years is a hall-mark of 
assurance to the dealer for both quality and 


dependability. 


LITTLE protection FRANCHISE gives the 
dealer every opportunity to cash in on his 
efforts. Quality insures repeat business which 
dealer does not share with his competitors. 


“Oldest Exclusive Manufacturers of 
Typewriter Ribbons and Carbon Paper” 


oA. ° ITTLE- . 


MANUFACTURERS 


1888 Factory, Rochester, N. Y. 


1941 
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TABLET ARM 
CHAIR 


STRONG 
COMPACT 
DURABLE 
COMFORTABLE 


The frames for this unit are all die formed steel—arc welded 
and riveted to combine lightness with greater strength 
and rigidity. Durable baked enamel finish. Available 
in solid Birch, Maple or Plywood seats and desk tops. 


The os 


Write for General Catalog No. 100 


NORCOR MFG.CO. GREEN BAY, WIS. 













For the man who has to 
know all the answers— 


JACKSON DESKS 





Illustrating the 
Chippendale—3000 series 


“What’s in the mail this morning,” “how many 
specials pending.” “What quantity of unfilled 
orders,” “Who’s our contact at Jones.” ete. There’s 
at least one in every office that has to know, and 
that one needs a JACKSON DESK, adaptable for 
visible records, card index, correspondence pend- 
ing, etc. Just show how well they are designed 
for handling a maximum of business detail, and 
you'll sell them steadily. See the description of 
our Chippendale 3000 series and nine others, in 
our current catalog. 


Jasper Uffice Furniture Co. 


JASPER, INDIANA 














OFFICE APPLIANCES 


DESCRIPTION OF EXHIBITS AT NATIONAL 
BUSINESS SHOW IN NEW YORK 
(Continued from page 40) 


signers. Among several new models were the AA-1 adding calculator, 
embodying full automatic multiplication; also the 191 simplified book- 
keeping machine which has automatic totals and sub-totals; a single 
register machine made with both seven and nine-bank keyboards, the 
latter having automatic carriage tabulation with motor return. Leighton 
Forbes, northeastern division sales manager, and his assistant, W. L. 
Montgomery, supervised the display, and managers of the two New 
York City districts and Brooklyn and Newark, had charge of other 
details. 

Multipost Company, Rochester, N. ¥Y.—Shown for the first time was 
the Combimailer, a combined sealing and stamping machine. Other 
products on display included the Model OS combination letter opener 
ind sealer, motor operated; letter openers, hand and electrically oper- 
ited; envelope sealers, hand and electric; multiple Multipost, automatic 
stamp dispensers, and Multipost stamp affixers in recording and non- 
recording models. New York Manager N. L. Caro was in charge. Also 
in attendance was President H. F. Rapp 

Nahm Photogravure Company, New York, N. Y. (See Hooven Letters, 
Inc.) 

National Blank Book Company, Holyoke, Mass. and New York, N. Y.— 
Products displayed included the new features of loose leaf, bound book, 
visible records and machine bookkeeping equipment. Brewster Towne, 
Albert E. Farr and William Lindenberger were in charge 

National Duplicating Co., Denver, Colo.—Supreme crystal stencils were 
shown, Allen E. Schreyer, president, and Jack Sheldon were in charge. 

National Postal Meter Company, New York, N. Y.—Shown for the 
first time was the NPM Model 85, fully automatic metered mail machine 
which combines the best features of National’s older types, with many 
new advantages. Also on: display were Models 45, 47 and 50. H. R 
Russell of home office, was in charge. 

New York Y. M. C. A. Schools, New York, N. Y¥Y.—The theme of this 
display was “the progressive employer knows modern equipment plus 
trained personnel equals maximum efficiency.’” Competent persons 
answered questions concerning business training 

New York State Employment Service, New York, N. Y.—Experienced 
employment service offered by the state. 

Office, The, New York, N. Y.—Explaining the services of The Office, 
a monthly office equipment magazine. William Schulhof was in charge 
Office Appliances, Chicago, Ill. and New York, N. Y.—Explained 
“Office Appliances’’ the news and technical trade journal of the office 
equipment industry and its service to readers. Eastern Manager George 
C. Wheeler was in charge. Secretary J. A. Gilbert from the home office, 
was also in attendance. 

Oxford Filing Supply Company, Brooklyn, N. Y.—Featured Pendaflex, 
1 new filing method which involves suspended folders and guides. 
Robert P. Jonas and S. A. Wood were in charge. Also in attendance 
were R. A. Jonas and R. A. Jonas, Jr. and members of the New York 
sales staff 
Pitney-Bowes Postage Meter Company, Stamford, Conn.—Showed for 
the first time the Mailomat, a newly developed coin-operated U. S 
letter box and postage meter combined; described as a miniature post 
office, the Mailomat permitted visitors to mail letters in the booth. 
Also exhibited were the model “R” line of postage meters and the 
newly designed postage meter stamp. S. W. Sells, manager of the 
special machines division, and E. M. Davis, eastern division sales man 
ager, were in charge. 

Postindex Company Division of Art Metal Construction Company, 
Jamestown, N. Y. (See Art Metal Construction Company.) 

Pronto File Corporation, New York, N. Y.—The full Pronto line of 
filing equipment for every business need including the Pronto multiple 
steel units, was shown. S. Scheinman, president, was in attendance. 
Quinn Engineering Co., Inc., New York, N. Y.—Distributors of Carrier 
Corporation air conditioning 
Quinn & Stern, New York, N. Y.—Floor coverings of linoleum, rubber 
tile and carpet were shown. J. Jay Stern was in charge 
Rite-Line Corporation, New York, N. Y.—-Demonstrated the Rite-Line 
copy holder. Lou Stock, sales manager, was in charge 
Royal Typewriter Company, iInc., New York, N. Y.—The standard 
Royal was featured In addition to the regular all-purpose model, a 
complete display of wide carriage and special purpose Royals was shown 
Machines for every typing purpose were available for inspection and 
demonstration. Special sections of the exhibit featured portables in all 
models, and the complete line of Roytype ribbons, carbon paper and 
supplies. Specially featured were Park Avenue ribbons and carbons 
The gold Royal typewriter with its one thousand hand-engraved facsimile 
signatures was also exhibited. District Manager J. H. Forshay was in 
charge. Speed typists Albert Tangora, holder of the all-time world’s 
typing record; Cortez Peters and Stella Willins gave demonstrations. 
Schofield Service, Inc., New York, N. Y. (See Wheeldex Manufacturing 
Company.) 

Snapout Forms Company, Cleveland, Ohio and New York, N. Y. 
me-time carbon interleaved, Snapout business 
Farnsworth and L. T. Smith were in 


Showed the single-set, 
form. District Manager M. H 
charge 

Social Security Board, New York, N. Y.—Information for employers 
ind employees on old age and survivors insurance program. 

Spencer, W. W., New York, N. Y. (See B. H. Bunn Company.) 
Standard Business Machines Corporation, New York, N. Y.—In addi 
tion to the regular line of fluid process duplicators, there were exhibited 
and demonstrated the High Speed fluid duplicator, capable of 85 to 8§ 
opies per minute and the New Systems machine, shown for the first 
time. Joseph Gowa and Mark M. Weisberg were in charge. Also in 
4. W. Vanderhoof, vice-president and sales manager 


attendance were 








MARCH, 1941 


151 





Mr DEALER, YOU'RE ON IT RIGHT NOW 


Of all the “Billions for Defense”, fully ONE-HALF are being turned into 


factory payrolls. 


clothes, furniture, cars, luxuries. 
3. The businessmen these factory 


These payrolls are being continuously converted into sales. . 


- more food, 


wage-earners patronize are YOUR 


CUSTOMERS and PROSPECTS, around the corner from your place of business. 


ARE YOU PREPARED TO CASH IN? 


Electric Model with 
Direct Subtraction 
... Lists and 
Totals 7 
Columns 








BUSINESSMEN NEED FIGURING MACHINES 
TODAY, MORE THAN EVER BEFORE. . 
ARE YOU CASHING IN 
ON “THE LINE THAT’S 
_ BEST ACCEPTED?” 





TAKE THE FIRST STEP... 
CLIP AND MAIL COUPON, NOW 





All these businessmen need office figuring machines today as never before. 


@ Hundreds of our authorized dealers are selling more 
Remington Rand Portable Adding Machines than ever before 
in history. It's today's fastest selling line because businessmen 
know that the name Remington Rand stands for top work- 
manship and long service ... because it's a complete line of 
seven-column machines, all with direct subtraction — hand, 
electric, wide carriage, credit balance ... because dealers 
prefer to sell a line that's backed by reputation, completeness 
and a liberal profit margin. 


The field for good dealers is far from crowded. We always 
are looking for additional responsible dealers . .. men with 
the foresight to realize that right now and for several years 
ahead, selling adding machines will be mighty profitable bus- 
iness. If you're this kind of man, you'll gain much, and obligate 
yourself not a whit, by asking us to send you details of our 
Portable Adding Machine Dealership Agreement. Clip and 
mail coupon right now! 
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Remington Rand Inc. 
BUFFALO, NEW YORK 





Dealers Name 
Street & No.- ee 
aidan kcesttinai 
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OFFICE APPLIANCES 


DEFENSE ORDERS 


Call for Thousands of Extra Tracings 


and Blueprints 
Their proper housing for quick refer- 
ence is a definite part of the speed up 
program. 
Dealers can perform a real service 
in bringing to manufacturers’ attention 
this most complete and efficient line 


of plan units. 


Write for Catalog. 


PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK STS. 


NEW YORK 





quiet try 








chanical 





Sharpeners. Like many others, you'll be 


pleasantly surprised — 


— First, decorate a window 
with several dozen Premier 
Sharpeners. Then see that 
the salespeople are instruct- 
ed to talk advantages of 
mechanical feed sharpeners. 





— Feature: 


or 5 weeks) 








LS _ | —When things 
ESN are ‘“‘a little 
hard-hitting pro- 


SS" motion on Automatic me- 


at every desk.” 
pay for itself in greater 
“work output” in about 4 


CHICAGO 





this 


feed Pencil 














“A sharpener 
(Really does 


Result: MORE PROFIT — 


more turnover. 










PHILADELPHIA, PA. 


BALTIMORE BOSTON LOS ANGELES 


STORIES OF MODERN 
MERCHANDISING-NO. | 





Write for 
catalog 


No. 831 








The d 
PREMIER Model 


Mechanical feed saves 
pencils. Large recep- 
tacle. 











They say: “KNOW your merchandise —and watch 
volume RISE!” This large, handsomely illustrated 
booklet tells the Automatic Pencil Sharpe ner story. 
Shows complete line. Handy for reordering. 


uitomatlic PENCIL SHARPENER DIVISION OF SPENGLER LOOMIS 
MFG. CO. + CHICAGO, ILLINOIS 
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of the Standard Mailing Machines 


Bruce, assistant sales manager. 


Standard Mailing Machines Company, 


Business Machines Corporation.) 


Standard Register Company, The, Dayton, Ohio. 
onstrated were the Standard form 


Company, and his assistant, A. E. 


Everett, Mass. (See Standard 


Displayed and dem 


separator and the Unisystem. In 


cluded in the exhibit were equipment and specimen forms which con 


stitute a representative collection 


forms and accessories for typewriters, billing, 
In charge 


and addressing machines. 


illustrating the many applications of 


accounting, tabulating 
was M. A. Spayd. W. D. Caton 


from the home office was also present during the week 


Stow-Davis Furniture Company, Grand Rapids, Mich. 


convertible desks and tables. A. 
Macey-Fowler organization were in 





ter, A buyers’ guide. In charge 
manager, 


Tru-Rite Inc., New York, N. Y. 


Underwood Elliott Fisher Company, New York, N. Y. 


Showed the new 
Anderasick and Paul Berlin of 


charge. 
Thomas Publishing Company, New York, N. Y. 


Showed Thomas Reugis- 


tobert A. Wardrop, circulation 


(See National Duplicating Co.) 


Master and 


Noiseless typewriters; Underwood typewriters with right margin justify- 


ing device and carbon ribbon feature: 
keyboard 


machines; Elliott Fisher electric 


Sundstrand accounting machines were 
Underwood Sundstrand adding-figuring machines; 
portable duplex adding-figuring machines and a full line of 
ribbons and other 
Ruprecht was in 
and Barney 


chines; 
UEF carbons, 
Manager CC. H. W. 
George Hossfield, Grace 
demonstrations. 


Phelan 


Victor Adding Machine Company, 
duty and electric machines as well : 


and subtractors were on display 
Naylor was in charge, assisted by 


counts division, and several of the 
Visible Index Corporation, New York, N. Y. 


office machine 


portable typewriters; accounting 
accounting machines and 
Also shown were the 
portable posting ma- 


on display 


supplies. Publicity 
Also in attendance were 
Stapert, giving speed 


charge 


Chicago, 1§.—The company’s full 
a complete line of portable adders 


New York Branch Manager L. P 


H. Drysdale of the national ac- 


branch salesmen. 


Displayed “‘VISIrecord,”’ 


i visible vertical card record keeping equipment for either machine or 
hand posted records. The line included posting trays, desk and counter 


height pedestals, porta-trays and desk drawer units 
Norrington, vice-president and national sales manager, 


Weston and E. C 
were in charge. 


President Herbert 


Visible Records Equipment Company, Chicago, Ill. and New York, 


N. ¥.—A complete line of visible 


equipment for the business office and 


featuring systems designed to meet every type of business house require 


ment, including visible tray for 
in charge. 
Watts Company, 


dividual interleaved carbon business 


machine posting R. W 


Brown was 


Alfred Alien, New York, N. Y. Continuous and in 


forms were shown 


Vice-President 


Ruskin Watts and Treasurer Joseph Steir were in charge. 


Western Union Telegraph Co., New York, N. Y. 


Multifax, a new idea 


in volume duplicating, prepares stencils or master carbons from drawings, 


sketches, handwriting, typing or 


grams, cabies and messenger service 


charge 


Wheeldex Manufacturing Company, New York, N. Y. 
files for all types of card records 
volume, were shown. R. P. Scholfield 


standard and special sizes for any 
was in charge 
Works Progress Administration, 


number of office procedures used in daily routine 


in charge 


printing. 


New York, N. Y. 


Automatic telegraph, tele 
Frederick Lynch, Jr., was in 


Wheeldex card 


direct posting and reference, in 


Demonstrated a 
John G. Curran was 


Business Show Guest Book 


A 


Herbert H. Adler, Royal Office 
Supply Corp., New York. N. Y. 
. K. Allerton, Ir., Underwood 
Elliott Fisher Co., New York, 
N. Y. 
B 

S. M. Babson, _ Mfg. Co., 
New York, 

Arthur C. Rein ‘Atlas Station- 
ery Corp., New York, N. Y. 

M. Bass, St. Louis, Mo. 

W. H. Beckwith, Royal Typewriter 
Co., New York, N. Y. 

F L. Benedict, Underwood Elliott 
Fisher Co., New York, N. Y. 
Charles H. Blad, Corry-Jamestown 
Mfg. Co., New York, N. Y. 
Eleanor Blass, Business Machines 
Co., Inc., New York, a 
George B. Borden, Borden Office 
Equipment Co., Steubenville, 

Ohio 

J. C. Bosted, Royal Typewriter 
Co., New York, N. Y. 

Harvey Bright, Bright Chair Co., 
New York, N. Y. 

A. W. Burkhardt, Victor Safe & 
Fquipment Co., New York, 
N. Y 


Richard Burrough, The Esterbrook 
Pen Co., 
Cc 
M. Campbell, Pitney-Bowes Post- 
age Meter Co., Stamford, Conn. 
Andrew Cerruti, Underwood Elliott 
Fisher Co., New York, N. Y. 
George C. Chase, Monroe Calculat- 
ing Machine Co., Orange, N. J 
M. H. Chute, Bainbridge, a 
& Haupt Inc., New York, Y 
W. M. Coffman, Underwood Elliott 
Fisher Co., San Francisco, Calif 
D. H. Collins, Royal Typewriter 
Co., New York, N. Y. 


one W. Conklin, New York, 

, A 

Eddie Conklin, Underwood Elliott 
Fisher Co., Chicago, IIl. 

Seymour Conover, Seymour Con- 
over Co., New York, te 

Harrie E. Copeland, Atlas Station- 
ery Corp., New York, N. Y. 

Ralph C. Coxhead, Ralph C. Cox 
head Corp., New York, N. Y. 

Don Crile, The Office Equipment 
o., Canton, Ohio 

D. P. Cruikshank, Office Special- 
ties Mfg. Co., Ottawa, Canada 

Frank R. Curtiss, F. R. Curtiss 
Co., New Haven, Conn. 

D 


Ronald T. Dundas, Dundas Office 
Supply Co., Great Falls, Mont. 


J. Kip Site. Acco Products, 
Inc., Washington, D. C. 
F 


Sidney G. Faber, Guide System 
& Supply Co., New York, N. Y. 

Lewis E. Farm, American Manu- 
facturing Concern, New York, 
|. Fie 


I. Feldman, Speed Products Co., 
Long Island City, N. Y. 

W. R. Fleming, Bainbridge, Kimp- 
ton & Haupt Inc., New York, 
nm. ¥ 

Robert S. Macey-Fowler 
Inc., New York, N. : 

William Franz, Royal Typewriter 
Co., New York, a 2 

Herbert E. Frost, Speed Key Mfg 

r 2 


Co., Brooklyn, N 
Business Machines 
Y 


Nick Fucci, 
Ce, . ime. ae York, N. 


Fowler, 


Alex Gelfand Royal Office Supply 
Corp., ew York, b 
Archer Gibbons, Archer Gibbons 
1 


Co., Newark, N 
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10 years in the field 
and leading all! 


MODEL 95 


Five Movements 

Dial Set 

Made of Steel 

Figures Deeply Engraved 
Lighter Operating Touch 
Unconditionally Guaranteed 
Priced As Low As $13.00 List. 


LARGEST VARIETY—LONGER DISCOUNTS--LARGER PROFITS 





Send For Prices And Discounts 


MODEL 49 


A popular low-priced automatic 
numbering machine with Consecu- 
tive, Duplicate and Repeat actions. 
Triplicate or Quadruplicate may be 
substituted for Duplicate. At $7.50 
list, it cannot be duplicated for 
value, performance or profit. 


ROBERTS NUMBERING MACHINE CO. 


694-710 Jamaica Avenue, Brooklyn, N. Y. 
Western Distributor LOUIS MELIND CO. 

















‘STEED: & sTRONG 







COP 
open! 


TUBULAR Coin WRAPPERS 


Stationers! It’s your Line. Exclusively] 


“Steel-Strong” Products are sold 
through Stationers and Office Supply 
Dealers only. We have no retail sales- 
men to pirate your customers and cash 
in on your missionary work. 


WY 


Saved-- 
24% 








Write for liberal discounts and sales help on: 


Lead Seals 

Seal Presses 

Teller’s Moisteners 
Manual Coin Counters 
Currency Racks 


Coin Wrappers 
Bill Straps 

Coin Bags 
Currency B 

Draw String Bags 
Metal —— Bags Wrapper Cabinets 
— Depository Bags Sorting Trays 
Linen Shipping ~— Coin Storage Trays 

Downey Change Trays 





941 CLARK ST 
CINCINNATI O 


THE CL.DOWNEY CO. 
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Thanks for your enthusiastic reception to 


rhe STAR UTILITY STAND 











To Retail 
| |) for as little as 


e | $989 | 


MANY SALES FEATURES 


x25%4e 











x . 26 
m ct requires space 2 f 
we reir g surfac 364 sq. in Surehio—o i 
5 ‘ eigt e 
wstruction—will hold up to 500 ibs of w ig at =. 
—— ane rs prevent slipping Quiet Removable noisel¢ ss bie 
aaene. R novable shelf ‘ rought edees—Fir shed om a . 
ogg ~ ; . vs required Colors—Brown, green 4&4 
No nuts, bolts or secrev 


Just Stee. i} meal 
—No Tools 
Assembied .._ —— 


pe 
Whit for complet. details. ‘ a 
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STAR PRODUCTS CORPORATION 


111 W. MONROE ST. titer Vcie) 








BETTER 





Two 
18” 
Tubes 


Clamp- 
On 
Model 





Maximum Fluorescent Efficiency 


Two 18” fluorescent tubes. Maximum extension 26”—height 18”. Finish 
is light Swedish and red bronze. Easily attached to the edge of a 
desk or table—constructed so as to prevent marring of desk or 
table top 


Write for complete details. National is your key to more 
fluorescent sales. 


NATIONAL LIGHTING EQUIPMENT CO. 


CLEVELAND, OHIO 








B. O. Gilbert, New York, N. Y 
James Grecco, Hotchkiss Sales 
Corp., Norwalk, Conn 
W. R. Greenwood, Pitney-Bowes 
Postage Meter Co., Stamford, 
Conn. 
H 


Lou Hagan, Underwood Elliott 
Fisher Co., Memphis, Tenn 
Morris P. Hall, Hall Office Equip 
ment Co., Clarksburg, W. Va. 
Charles E. Hallenborg, Dictaphone 
Corp., New York, Y 

Wm. S. Halsey, The Esterbrook 
Pen Co., New York, N. Y 

George Hamm, American Writing 
Machine Co., New York, N. Y 

L. R. Hanna, Philip Hano Co., 
Holyoke, Mass 

N. L. Hanna, Philip Hano Co 
Indianapolis, Ind. 

Robert Hano, Philip Han Co., 
Holyoke, Mass 

Henry S. Hansbury, Postindex C« 
Division of Art Meta! Construc 
tion Co., New York, Y 

C. M. Harrington, Hotchkiss Sales 
Corp., Norwalk, Conn. 

Robert B. Hayward, Macey-Fowler 
Inc., New York, N. Y. 

George L. Hossfield, Underwood 
Elliott Fisher Co., New York 
_ an # 


Mrs. C. H. Hunter, Evanston, III 
J 
P. R. Jacobs, John R. Rembert 
Company, New Haven, Conn 
Samuel Jacobs, Neuschafer & 
Jacobs, New York, i * 

Mrs. S. Jacobs, New York, N. Y 
Walter Jay, Standard Register 
Company, New York, N. Y 
K 
FE. J. Kastner, Glen Ridge, N. J 
F. S. Kaszas, Metropolitan Life 
Insurance Co., Ottawa, Canada 
. H. Kaylor, E. H. Hotchkiss 

Co., Norwalk, Conn 
Paul Kobler, Lynnbrook, N. Y. 
Mr. and Mrs. Nathaniel Kremer, 
The Kremer Co., New York 


N 
L 


F. B. Leedom, LePorte & Austin, 
Inc., New York, N. Y 

Irving M. Levy, Art Steel Co 
Inc., New York N. Y 

David C. Lewis, Tuttle. Morehouse 
& Taylor Co., New Haven, 
Conn. 

Norris R. Libert, Fastener Corp., 
Chicago, Ill 

J. S. Libien, Libien Press, Inc., 
New York, N. Y 

Charles Linn Bates Mfg * 
New York, N. Y 

Mr. and Mrs. Charles W. Lipman, 
George B. Graff Co., New York, 
_. = 


R. H. Liewellyn, R. H. Liewellyn 
Co., Manchester, N. H 

Harry W. Lynn, The Esterbrook 
Pen Co., New York, N. Y 

M 

H. E. McNeil. Wilson-Jones Co 
New York, N. Y 

E. W. Mead, Wilson-Jones Co 
New York, N. Y 

V. Miller, Royal Typewriter 

Co., New York, N. Y 

P. R. Miller, The Macey Co 
Grand Rapids, Mich. 

Donald Monroe, Ernest W. Brown, 
Inc., New York, N. Y 

Fred B. Morris, Haverford, Va 

Ina U. Morris, Haverford, Va 

Louis H. Mory. Swift Business 
Machines Co., New York, N. Y. 

Ralph J. Moulton, Victor Safe & 
Equipment Co., N. Tonawanda, 
ie 4 
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R. W. Mueller, The Esterbrook 
Pen Co., New York, N. Y. 


N 
Bernard H. Nemlich, Regan Office 
Furniture Co., New York, N. Y. 
Mrs. Edith Neuschafer, Brooklyn, 
N. . 
George Neuschafer, Ne uschafer & 
Jacobs, New York, N. Y. 


Oo 
Lou Obstfeld, Markwell Mfg. Co., 
New York, N. Y 
Crawford Osborn, W. & J. Sloane, 
New York, N. Y 
Pp 
Dean S. Patton, Stromberg Time 
Products, New York, N. Y. 
Lilla E. Payne, Upper Montclair, 
N. J 
Jacob Penn, Melior Co., New 
Rochelle, N. Y. 
Grace Phelan, Underwood Elliott 
Fisher Co., New York, N. Y 
E. J. Pirrung. Graphic Duplicator 
Co., New York, N. . 

A. P. Pei.. ie... A. P.. Poli. Je. 
Inc., New York, 

L. M. Powell, Dictaphone Corp., 
New Ycrk, N. Y. 

Mr. and Mrs. C. D. Proctor, 
American Type Founders Sales 
Corp., Elizabeth, N. J. 


R 

R. U. Reed, The Bircher Co., 
Rochester, N. Y. 

W. Riglious, Speed Products Co., 
Long Island City, N. Y. 

Alex Rothchild, Rothchild Advertis- 
ing Agency, New York, N. Y 

D. Donald Rowe, Speed Products 
Co., Long Island City, N. Y. 

Carl Ruprecht, Underwood Elliott 
Fisher Co., New York, N. Y 

Ss 

Merrill B. Sands, Dictaphone 
Corp., New. York, N. Y. 

Philin E. Scott. The Esterbrook 
Pen Co., Camden, N. J 

Tom Sheridan, Clear Print Prod- 
ucts Co., New York, N. Y. 

H. D. Snyder, Speed Products Co., 
Long Island City, N - 

Barney Stapert, Underwood Elliott 
Fisher Co., New York, a : 

J. V. Steele, United Illuminating 
Co., New Haven, Conn. 

John H. Sweet, Dickie Raymond 
Co., Boston, Mass. 

1, 

Myron K. Taggart, Cramer Posture 
Chair Co., Kansas City, Mo. 
Tim Thrift Fliiott Addressing 
Machine Co., Cambridge, Mass. 
C. G. Tollefsen, New York, N. Y 
Fred W. Townsend, The Shaw- 
Walker Co., New York, N. Y 
Mrs. F. E. Tupper, Upper Mont 

clair, i 
R. M. Tussing, York, Penna. 
U 


C. R. Underwood, American Writ 
ing Machine Co., New York, 
ie 2 


Ww 
Roy E. Wells, Postindex Co., Divi 
sion of Art Metal Construction 
Co., Jamestown, ; ; 
William Burton Wilson, William 
Burton Wilson Co., New York 
N 


Y 
R. N. Wood, The Esterbrook Pen 
Co., Camden, N. J. 
George B. Wray, Jasper Office 
Furniture Co., New York, N. Y 


Y 
A. W. Young Old Town Ribbon 
& Carbon Co., Inc., Brooklyn, 
on, £ 


7. 
Philip Zalkind, Guide System & 
Supply Co., New York, N. Y 


=< 


OFFICE EQUIPMENT MEN NAMED FOR N. Y. 
AD CLUB COMMITTEE 
Two men prominent in the office equipment industry 
last month were named members of a committee on 
international trade, formed recently by the Advertising 
Club of New York. They are John A. Zellers, vice- 


president of Remington 


Rand Inc., who takes the 


important post of chairman of the committee, and 
W. A. Ericson, Allen Wales Adding Machine Corpora- 
tion, who is committee secretary. 

The aim of the committee, according to officials of 
the Advertising Club, is to “take all possible steps to 
insure the continuation of import and export trade 
to those countries with which trade is now possible.” 
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FROM:—DESK UNITS ( SPEED 
Capacity Over 4200 Cards 
Se —After 10 Years—Automatic—Vandex—Visible 





be c ity O 100,000 Card 
TO :—BATTERIES SeWithin Arms’ Reach’ 4 


AUTOMATIC— 


VANDEX-VISIBLE 


WITH GREATER CONVENIENCE 


Stitt LEADs! 


COMPACTNESS 


Record Equipment is still increasing profits 
for the dealer and user. VANDEX can also 
be placed right in Standard Automatic Ex- 
panding Files. 

Dealers: A system service department is maintained to help 
you develop special systems, forms and layouts and, also, to 


supply you with sales helps and ideas—regularly. For complete 
information write:— 


AUTOMATIC FILE & INDEX CO. 


DEPT. A-60; 629 W. WASHINGTON BLVD. 
CHICAGO, ILLINOIS 





































Superior workmanship 
Higher quality standards 
More beautiful styling 
Wider leather selection 





MADE TO YOUR ORDER 
OR ORDERED AS MADE 


@ The only thing we can't do is 
sell it to your customers... 
that’s your job. . . . BUT 
Ehrlich makes it easy for you 
to do a good selling job by 
building the “Sales Value” 
into every leather piece sold 

whether selected from 
our catalogue or made to 


order 





re 





Ehrlich Upholstery Works 


520-528 WEST 43RD STREET 
NEW YORK, N. Y. 




















—- 


@ Write for fully illustrated 
catalogue to-day 
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MEiLINK POSTING SAFE DRAWER 


° PROFIT BY 
Mr. Dealer: RECOMMENDING MEILINK’S 
POSTING SAFE DRAWER 


Every office doing mechanical 
bookkeeping needs this efficient 
combination of Posting Tray and 
Safe; not only for the filing of their 
ledger cards but also for protection 
trom Fire. 

The Meilink Posting Safe Drawer 
gives constant SMNA Certified 
One Hour Fire Protection at a sub- 
stantial savings and convenience 
over separate trays and safes. 





2.eo ne 
Meilink Safe Drawers May Also Be 
Divided For Documents and 8x5 Cards 


CHICAGO 


MEILINK STEEL SAFE COMPANY—TOLEDO, OHIO way cor 














BURNS COPYHOLDERS Have AIll Seven 
Important Features—Sell For Only *15 


Count them—the seven important features 
ADJUSTABLE that make the Burns Copyholder unsur- 


NON-SLIP HOLDER 





STURDY STEEL 
CONSTRUCTION 







GUIDE BAR 
ee passed in quality and performance. Only 


in price does the Burns Copyholder differ 





materially from expensive copyholders. 


BLACK SATIN 





SINGLE, DOUBLE, 
OR TRIPLE SPACING 






FINISH It’s easy to see why these copyholders are 


€ making cash register music for dealers 
throughout the land. Top quality and 





moderate prices are an unbeatable combi- 








FINGERTIP ti 
LINE-GUIDE oe 

FIRM, NON-SKID CONTROL 

BASE <e Other Burns models sell for as little as 


$3.00. Write today for details and dis- 





counts. 


OFFICE SPECIALTIES 


American Automatic Electric Sales Company 
1033 W. Van Buren St., Chicago, Ill. 





TELEPHONE BRACKETS * COPYHOLDERS * GOOSENECK LAMPS ¢ CHAIR & DESK PADS 
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TEN YEARS IN THE OFFICE FURNITURE INDUSTRY 


Note.—The appended release from the Bureau of the 
Census, U. S. Department of Commerce, is a revealing 
document. It is an authentic statistical picture of the 
changes to which the office furniture industry has 
been subject during the decade from 1929 to 1939. 

Value of metal office furniture produced in 152 
U. S. manufacturing establishments was nearly twice 
that of wood office furniture reported at the last 
census of manufacturers, covering operations in 1939, 


according to statistics recently announced by the | 


Bureau of the Census. 


The factory value of all office furniture produced | 


a 


in 1939 was $48,333,625, of which metal furniture 
totalled $31,580,035, and wood furniture, $16,753,590. 
These values represent a decline from the 1937 total 
of $60,685,525 for all office furniture of which $36,- 
134,811 was the value of metal and $24,550,714 the 
value of wooden furniture for office use. 

The totals for all office furniture reported for both 
1939 and 1937 fall short of the 1929 mark, $75,664,067, 
however. Inclusive of the total for all office chairs, for 
which only a combined total for wood and a relatively 
small value for metal chairs is given to conceal in- 
dividual operations in the metal chair industry, the 
value of wood office furniture was $44,840,845 and that 
of metal furniture was $30,823,222. 

In every census year from 1929 onward, steel filing 
cases and cabinets have been responsible for the 
biggest part of the value of metal office furniture. 
The biggest value of these metal articles was reported 
in 1937 with a total of $20,739,573, but 1939 was not 
far behind with a total of $19,173,504. For 1929, the 
total for metal filing cases and cabinets was $16,970,990. 
Comparable statistics on office furniture for each 
Census of Manufacturers from 1929 through 1939 are 
given in the following tables: 


All Office Furniture 


Year Wood Metal Total 
1939 $16,753,590 $31,580,035 $48 333,625 
1937 24,550,714 36,134,811 60,685,525 
1935 12,991,814 19,161,873 32,153,687 
1933 6,997,080 10,603,441 17,600,521 
1931 16,372,670 17,885,668 34,258,338 
1929’ 44,840,845 30,823 222 75,664,067 
'The 1929 total for all office furniture ineludes chairs valued at 
$12,254,558, for which separate data by kinds of material of which made, 
ire not given, so this amount is included in the total for wood furniture 
since the amount for metal chairs was relatively small 
Office Desks and Tables 
Year Wood Metal Total 
1939 $ 6,464,118 $4,504,014 $10,968,132 
1937 10,545,057 5,665,476 16,210,533 
1935 5,632,008 2,571,325 8,203,333 
1933 2,562,744 1,330,245 3,892,989 
1931 6,236,637 1,670,043 7,906,680 
1929 17,952,356 3,401,546 21,353,902 
Filing Cabinets and Cases 
Year Wood Metal Total 
1939 $1,443,543 $19,173,504 $20,617,047 
1937 1,212,951 20,739,573 21,952,524 
1935 1,113,444 12,369,143 13,482,587 
1933 639,781 6,264,708 6,904,489 
1931 2,593,724 11,616,151 14,209,875 
1929 2,341,174 16,970,990 19,312,164 
Office Chairs 
Year’ Wood Metal Total 
1939 $ 7,009,421 $4,440,127 $11,449,548 
1937 9,396,576 4,777,945 14,174,521 
1935 3,905,581 1,256,816 5,162,397 
1933 2,066,788 345,854 2,412,642 
1931 4,385,579 495,953 4,881,532 
1929 12,254,558 12,254,558 
1Figures for 1939 and 1937 include data for chairs and stools for stores 
and lunchrooms. Data for chairs and stools for stores and lunchrooms 
reported separately for 1929 through 1935, but not included in the above 
totals, were as follows: 1935—wood, $2,086,805 and metal, $802,660; 1933 
and metal, wood, $1,395,793 and metal, 


wood, $1,122,537 $251,410; 1931 


$302,988: 1929—wood, $1,416,932 and metal, $178,615 
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STAINLESS STEEL FILE SIGNALS 


A TYPE FOR EVERY MODERN FILING NEED 
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ADE of stainless spring steel, highly polished, Cook's 

Signals will not discolor paper and will remain clean 
and bright under all conditions of dampness. Due to in- 
genious, patent-protected features, they are easy to attach, 
relocate or remove, yet always stay put. Being of very thin 
gauge, they add practically no bulk. The signals are sup- 
plied in 12 colors, all non-chipping enamels. Helpful cards 
of actual samples on request. 


Other COOK Items for Busy Offices 


“Burro” Paper Clips—thin, spring steel, heavily nickeled fasten- 
ers for letters, enclosures, etc. 

“Burro” Index Tabs—Detachable tabs for cards and ledgers. 
“Bull Dog” Clips—-Tough, spring steel clips for holding bunches 
of papers, samples, etc. 


Write for descriptive circulars. 
THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN 
“ONE HUNDRED PERCENT DEALER PROTECTION’ 
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0 CTETTE of PENCIL SIZES 


O YOU KNOW that the BOSTON KS has 
EIGHT apertures while similar models of 
other manufacturers have only six? This gives 
a dealer handling BOSTON Pencil Sharpeners a 
selling point in addition to the advantages of 
larger size, six extra cutting edges on the cutters, 
plus strong die cast stands. When pencil sharpen- 
ers of the KS type are called for, be sure to point 
out these features. Your customers will appreciate 
your interest in furnishing the most they can get 


for their money. STOCK BOSTONS. 
Manufactured by 
C. HOWARD HUNT PEN CO., Camden, N. J. 
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PENCIL SHARPENERS 
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Type VR 


A Low Fulcrum Compression 
Rubber Chair Iron that adds dis- 
tinctive qualities to fine swivel 
chairs. 


—Adequate initial tension. 
—Uniform resilience thruout the tilt. 
—Noiseless, velvety rubber stops. 
—Oil impregnated bearings. 
—Precision ball thrust bearings. 
—Other superb features. 


We sell to chair manufacturers only. 


BOLENS MFG. CO., Port Washington, wis. 














FOR ALL Se DUP 


A NEW IMPROVED QUALITY 
TO MAKE 
STENCIL SELLING 


EASIER because Formula 217 is custom- made! Every 


included. Practically made-to- order. 


desirable feature 
* ore users Combined with 


That's why it suits so many ™ 7 
advantages, Formula 217 is 


T Film's patented 
cash EASIER TO SELL. 


YOUR MODEL STENCIL . 
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MILO HARDING COMPANY 
436 West Pico Bivd., Los Angeles, Cal. 
Or, 617 Commonwealth Annex, Pittsburgh, Pa. 


FORMULA 217 sounds like the stencil we've 
needed. Send complete details at once. CJ 


Attention of 
be ow wee PIN THIS TO YOUR LETTERHEAD AND MAIL a oe oe me 


Var & i 
Aa ee, FILM STENCIL - 
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HOW THE FEDERAL GOVERNMENT GIVES AID 
(Continued from page 14) 


sort of help as that for which the big corporations 
paid research workers big fees. And he paid nothing. 
The pity was that only a few smaller business men, 
relatively, knew they could get the service. 

The same service is available now. The facilities 
have been expanded, and are being expanded, and 
are carried on under the name of the Service and In- 
formation Office. From this unit any query you may 
send goes to Mr. Davis’ group, or to the Industrial 
Reference Service, or to the Marketing Research Serv- 
ice, headed by Nelson Miller. Or it goes to the Special- 
ties Division, or to the numerous other sections and 
divisions in the Commerce Department. If they don’t 
know the answer they go out and find it in Washing- 
ton, or New York, or San Francisco, or in London, 
Berlin, Shanghai, Buenos Aires, Melbourne, or in what- 
ever part of the world it may be. Last summer, for 
instance, a friend asked me to find out what they were 
doing to mask hand lanterns in England and on the 
continent under war conditions. I asked the people in 
commerce. They dug out of their files the information 
available; they dug more out of the files of the British 
Embassy; and then they wrote to the American Em- 
bassy in London. Eventually the inquirer discovered 
more about the masking of lanterns than he ever 
dreamed could be devised. And only last week another 
bit of new information came from London and Berlin, 
via the Department of Commerce; and it will prob- 
ably continue to come along until they are asked to 
stop. All that costs nothing. If you want it in great 
haste, and you are willing to pay the cable or the 
phone tolls they will communicate with the commer- 
cial attaché in whatever part of the world the infor- 
mation is located. 


Inquirers Directed to Proper Authorities 


If you have tax problems they will find out the man 
in the Bureau of Internal Revenue you ought to see. 
If you have other problems that involve other agencies 
of government they will uncover the person and the 


| office either in Washington or elsewhere that has 


your answer. Suppose you wish to organize your sales 
program to fit special occasions; they will go to the 
source of first instance and find out the date of 
Mothers’ day, Fathers’ day, Thanksgiving day, or any 
other variable day of celebration. They will tell you 
at this time when daylight saving begins. If parking 
is a particular problem in your business they will tell 
you how it has been solved under analogous circum- 
stances in many other cities. The other day a man 
wished to use a trade name and had a vague memory 
that he had heard it in connection with a trade-mark. 
He wrote to the commerce people. They went to work 
in the Patent Office and at the Library of Congress, 
found the name had been used; but that the person 
who had registered it had allowed it to lapse by 
disuse, and the inquirer was so informed by the people 
in the Patent Office. 

Not very long ago a business man in a southern state 
complained he could not find out what was wrong 
with his business. The commerce people became so 
interested they sent down to make a survey. Their 
interest became so keen they remodeled the whole 
establishment, modernized the whole store, and made 
it successful, and incidentally, acquired data they used 
widely in aiding other stores. In another place they 
made a study that enabled a druggist to compete suc- 
cessfully with chains. In Delaware they gave an office 
supplies merchant the counsel which impelled him to 
personalize his service by frequently telephoning his 
customers and keeping up their interest by a series 
of letters. The volume of his business increased 
sharply. 

The questions most frequently received concern 
counsel about operating costs, about store arrange- 
ment, about sales volume, and about inventories and 
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The Right Desks for Your Trade 


Illustrated by: 
THE NUMBER 2913% 





STYLE AND QUALITY PLUS! 


IN GENUINE AMERICAN BLACK WALNUT 


INDIANA DESK COMPANY 


JASPER INDIANA 





















New Indiana Chair Co. 
Leather Upholstered 
Office Chairs offer 
good quality at mod- 
erate cost. 


Right before you are 
New Sales Opportunities 
—be prepared with 


BENTSON “600” 


THESE FEATURES ARE YOUR SALESMEN — 


% Available in Every Size and 
Drawer Combination. 


% Ten Roller, Cradle-Type Sus- 
pension. 


% 28% Inch Cabinet Depth. 


% 26% Inches Clear Filing Space 
in each drawer. 






You'll Find High-Priced 
Features in the 600” Low 
Price Range. 


Write For Full Particulars. Attrac- 
tive Folders in Color Are Available. 


THE BENTSON 
MFG.COMPANY 


AURORA, ILLINOIS 


In our leather upholstered line are 
at Sateeos genuine walnut, birch and quartered 
esting variety oak. Deep buff leather is regularly 
of chairs for the ex- furnished .. . in red, maroon, brown, 
a tte tan, green, blue and black. Top grain 
wood, secretarial pos- snuff is also available, at additional 
ture, etc. cost 


New Indiana Chair Co., Jasper, Indiana 
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COMFORT 


IN YOUR 


Unmatched comfort will be found in chairs equipped 


BALANCED ACTI 
OFFICE CHAIR “Ham thors 
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with rubber cushioned irons. These cushions are not 














merely substitutes for springs, but are shock ab- 
sorbers on which the weight of the occupant in any 
position is evenly distributed. The ball bearing 





swivel is a feature of this fixture and together they 


provide the utmost in comfort. A COMPLETE LINE OF OFFICE 

POSTURE AND STOOL IRONS 

EQUIPPED WITH EITHER RUB- 
BER OR STEEL SPRINGS. 





















me | 
PATENTED 





CATALOGUE ON REQUEST 


= Collier-Keyworth Co. 


Gardner, Mass., U. S. A. 











Siler City, North Carolina 








Chairs by High Point 
Bending & Chair Com- 
pany are to be found in 
some of the nicest and 
most progressive offices 


in the United States. 


WRITE TODAY FOR 
DESCRIPTIVE MAT- 
TER AND PRICES ... 


HIGH POINT BENDING & CHAIR COMPANY 
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items in the inventories. Not infrequently they give 
advice about accounting methods, about budgets, about 
locations, advertising, contests, direct mail selling, 
lighting, about training salespeople, telephone selling, 
credit, legal problems, returned merchandise, about 
packing and wrapping goods, consignment selling; 
and they give information about trends and prefer- 
ences in particular areas and regions, even going to 
the trouble of sending out survey parties to make 
reports. 


Shopping Areas Surveyed 


For instance, they have analyzed the shopping areas 
of twenty-four large cities and of 164 smaller cities, 
and have come to very definite conclusions about the 
location of various types of stores in relation to others, 
and about the buying habits of the customers. It is 
assumed the information will guide the business man 
to select appropriate and profitable locations. There 
is some literature about the methods employed by 
retail chains to choose sites. Prof. Richard V. Ratcliff, 
University of Michigan Bureau of Business Research, 
has determined in a general way site specifications for 
a number of different kinds of retail stores. 


Office appliances, according to latest commerce re- 
ports, in 1940 were second in gross value among spe- 
cialty exports, amounting to $21,045,091. Staplers rose 
in volume four per cent above 1939, but the rest of the 
classification dropped twenty-eight per cent in volume 
of exports. 

Secretary Jesse Jones is keenly interested to know 
what you, in the West, the Southwest, the Northwest, 
the South or the North or the East,@hink the Com- 
merce Department can do for your particular benefit. 
This is not simply a rhetorical statement. He really 
wants to know. He told me so himself. He may not 
be able to use your suggestion immediately, but it will 
be helpful to him and he is interested. He studies all 
ideas that have possibilities. Write him in Washing- 
ton. If you want help, or information, write the 
Service and Information Office, Department of Com- 
merce, Washington, D. C. If you wish to telephone, 
the number is District 2200, Extension 576. You will 
also find branch offices of the Commerce Department 
in the following cities, through which you may, if you 
wish, address your queries: 

Atlanta, Birmingham, Boston, Buffalo, Charleston 
(S. C.), Chicago, Cincinnati, Cleveland, Dallas, Denver, 
Detroit, Honolulu, Houston, Indianapolis, Jacksonville, 
Kansas City, Los Angeles, Memphis, Minneapolis, New 
Orleans, New York City, Philadelphia, Pittsburgh, 
Portland (Oregon), Richmond, Rochester, St. Louis, 
San Francisco, Savannah, Seattle, Wilmington (Del.), 
San Juan (Puerto Rico). 

— 
THREE AMERICAN WRITING BRANCHES FIND 
NEW LOCATIONS 


Announcement that three branch stores of the 
American Writing Machine Company, New York, N. Y.., 
have recently taken over new quarters in their respec- 
tive cities was made last month by the firm’s advertis- 
ing manager, A. E. Van Wagner. 


The Baltimore store, managed by E. T. Shepard, is 
now located at 142 West Fayette street. The Boston 
store, under the management of S. W. Williams, has 
moved to 139 Federal street, and the Newark, N. J., 
establishment, managed by E. J. Gregory, has taken 
new quarters in the Gibraltar building, 44 Academy 
street. 

— 


GRIPPIT SALES IN 12TH YEAR INCREASE 


In a postal card issued to its customers and dealers, 
the Harriman-Welts Company, Boston, Mass., reported 
last month that its line of Grippit paper cement 
has experienced a substantial sales increase for the 
twelfth consecutive year. The postcard bore a chart 
indicating the increases as they were recorded by 
the company. 
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The 
FEATURE 
hat 


y SELLS 
SECRETARIAL 
DESKS 


The new E-Z LIFT Secretarial Desk attachment with patented 
fold-down carriage operates on easy fingertip control without 
typist leaving seat. Saves effort... saves time... increases 
efficiency. Gives smaller sized desks, big-desk drawer space. 
Permits wider carriage typewriters. Minimum vibration, Safe 
action. Patented safety positively prevents damage te 
typewriter by making it impossible to lift or return type- 
writer until in correct position. Can be installed in wood or 
metal desks. 


Manufacturers and Dealers write for literature. 


ST. LOUIS HARDWARE MFG. CO. 


1500 North 18th St. ST. LOUIS, MO. 


Established 1902 








POCKET SEALS oF QUALITY 





The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 





“BEST SELLER” for 40 YEARS 


THE NOTARIES FAVORITE 








REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 





FURNISHED IN 3 SIZES 





FREE LEATHERETTE POCKET CASE with EACH SEAL 





MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 











PLACE YOUR ORDER WITH YOUR LOCAL 
MARKING DEVICE DEALER 
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“nice work 
if you can get it... 
and you can get it 
if you try!” 





We'll help you sell more Kwik-lac and Property-marking and 
Opaque and other Special Inks . . . with this clever cabinet, fully 
equipped to do a masterly job in minimum counter-space. Write 
at once for this NEW and different merchandising plan! 


Fulton SPECIALTY CO. 


200 Fifth Ave., New York City Factory ot Elizabeth, N. J. 











MULTIPOST LETTER OPENERS 


2 Hand Operated—2 Electric. 


MULTIPOST ENVELOPE SEALERS 


2 Hand Operated—! Electric. 


ENVELOPE SEALERS WITH COUNTER 


Something NEW—counts your mail as it is sealed. 


COMBINATION Letter Opener & Sealer 


The only machine of its kind ever offered. 


MULTIPOST STAMP AFFIXERS 
4 Models—with & without counter. 
There are over 200,000 in use giving good service. 


30 YEARS EXPERIENCE ARE BACK OF THESE MACHINES. 
ALL ARE SENT ON FREE TRIAL—NO OBLIGATION. 
WRITE FOR FOLDERS GIVING DETAILS & PRICES 


MULTIPOST CO. 100 cente px. Rochester, N.Y. 
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PACIFIC NORTHWEST NOTES 


At their eighth annual banquet, members of the 
John W. Graham Credit Union recently elected new 
officers for the ensuing year. Their party and busi- 
ness sessions were held in the Desert hotel of Spokane, 
Wash., in which city the large pioneer stationery house 
is located. Peter Howard is the new president of the 
Graham Credit Union, while Gregg Lancaster has 
been elected new vice-president; Florence Erdle, 
secretary; Archie Palmquist, treasurer; Florence Kirk- 
patrick, chairman of the credit committee, and Lois 
Stockton, chairman of the auditing committee. 


* * * 


Mr. and Mrs. Eddie Vine, operating Vine’s Pen Shop 
of Seattle, have recently returned from an extensive 
trip and business survey. They studied the pen busi- 
ness and business conditions on their recent trip to 
the East and California cities. Their Seattle business 
has grown in recent years to be one of the largest 
individual pen and card shops in the United States. 


* * > 


The California Ink Company has recently completed 
its new building at N. W. Twelfth avenue and Hoyt 
street, Portland, Ore., and was engaged early last 
month in installing new equipment. About 10,000 
square feet of floor space is equipped to be “the most 
modern ink plant west of the Rockies.” 


* * * 


“The Stationery Store” has been developed as an 
important retail unit of the Renton News-Chronicle, 
at Renton, Wash. This retail stationery center at 
234 Main stree® has expanded its stocks to include all 
manner of office equipment as well as stationery, and 
besides this, boasts of “1001 stationery items not found 
in any other store.” All manner of typewriters, ledger 
equipment, filing cabinets, card file systems and other 
business equipment are stocked. 


* * * 


Thomas Pelly, president of Lowman & Hanford 
Company, business and civic leader of Seattle, has just 
completed a tour of duty as president of the Seattle 
symphony orchestra, which has enjoyed an excellent 
year under his able auspices. 


. > * 


L. H. Gillett of the Marchant Calculating Machine 
Company in the Tacoma building, Tacoma, Wash., has 
recently been elected a member of the Tacoma Cham- 
ber of Commerce. 

+ * > 

Outstanding diorama demonstrations and glimpses 
of offices of the gay nineties featured dictionary show- 
ings at The Student Book Corporation store in Pull- 
man, Wash., recently. Around the dictionary display 
the dioramas portrayed surroundings in offices in 
1828, 1890, and business setups of today. Much of 
the office writing and stationery changes were re- 
flected in the remarkable three-dimensional dioramas, 
complete in every detail. Effects of science and in- 
vention were reflected in the candle-lighted interior 
of 1828, oil lamps of 1890, and indirect lighting of 
today, while quill pens in offices of 1828 were sup- 
planted by typewriters in offices of 1890, which were 
forerunners of the finer business machines and office 
equipment of today. 

* 7 * 

Jack C. Miller, proprietor of Miller’s Office Supply, 
Citizens State Bank building, Puyallup, Wash., cel- 
ebrated his fifth anniversary in business with jubilant 
promotion and a call to Puyallup people to participate. 
He announced Miller’s had become exclusive distrib- 
utor in the Valley center for the Pacific Manifolding 
Company as well as the Allen-Wales adding machines 
and the Metal Office Furniture Company, besides 
stocking a complete line of commercial stationery. 
Typewriter sales are backed by extensive service and 
repair facilities CML 
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SPEED-O-PRINT HAS RISEN TO NATION-WIDE FAME 






Beery. **™ $ 
AUTOMATIC 36% 


HAND FEED > 96% 






SPEED-0-CABINET 
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Unknown only four years ago, 
SPEED-O-PRINT is today one 
of the best known and most 
widely used duplicators in the 
country. On merit alone... 
by fulfilling its promise to sim- 
ply and efficiently give truly 
unexcelled performance on all 
types of rotary stencil repro- 
duction . . . SPEED-O-PRINT 
has won the full confidence of 
dealers and consumers every- 
where. Its remarkable ability 
to save time and save money 


has made it over all ‘the dup- 
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Calendar of Industry 
Activities 
Chronological Arrangement of Major 


Events For Easy Reference 


March 10 and 11. N. S. A. ninth regional meeting, 
Adolphus hotel, Dallas, Tex. (Governor) W. E. Lowe, 
E. L. White & Company, Fort Worth, Tex. 

< . 

March 14 and 15. N. S. A. eighth regional meeting, 
Muehlebach hotel, Kansas City, Mo. (Governor) W. C. 
Guy, Arkansas Printing & Litho. Company, Little 
Rock, Ark. 


< » 

March 17 and 18. N. S. A. tenth regional meeting, 
Hotel Hilton, Albuquerque, N. M. (Governor) Jack 
Harper, General Supply Company, Inc., Albuquerque, 
N. M. 


« » 

The N. S. A. twelfth regional meeting will be held 
between March 20 and 27. Headquarters not yet desig- 
nated. (Governor) Carl G. Grimes, Grimes-Stassforth 
Stationery Company, Los Angeles, Calif. 


< »” 

March 31 and April 1. N. S. A. eleventh regional 
meeting, Davenport hotel, Spokane, Wash. (Governor) 
G. Prescott Tuesley, Yakima Bindery & Printing Com- 
pany, Yakima, Wash. 

April 4 and 5. N. S. A. seventh regional meeting, 
Nicollet hotel, Minneapolis, Minn. (Governor) J. S. 
Parrott, Matt Parrott & Sons Company, Waterloo, 
Iowa. 


April 7 and 8. N. S. A. fifth regional meeting, Neil 
House, Columbus, Ohio. (Governor) E. R. Kochheiser, 
The Charles Ritter Company, 67 North Main street, 
Mansfield, Ohio. 


« > 
April 28 to May 1. National Association of College 
Stores convention, New York City. 


« » 

May 8 and 9. Illinois Booksellers & Stationers Asso- 
ciation convention, Peoria, Ill. (President) Harry D. 
McFarland, McFarland Office Equipment Company, 
Rockford, Il. 


« > 
May 15 and 16. N. S. A. fourth regional meeting, 
Hotel Charlotte, Charlotte, N. C. (Governor) J. L. 
White, The White Company, 14 Twelfth street, Colum- 
bus, Ga. 


« » 


May 21, 22 and 23. Wholesale Stationers Association 
convention, Seneca hotel, Rochester, N. Y. (Secretary) 
H. C. Whittemore, 250 Fifth avenue, New York, N. Y. 


June 13 and 14. N. S. A. third regional meeting, 
Claridge hotel, Atlantic City, N. J. (Governor) A. W. 
Gill, A. W. Gill & Company, Trenton, N. J. 

July 21, 22 and 23. National Typewriter & Office 
Machine Dealers Association convention, Palmer 
House, Chicago. (President) John Loser, Noiseless 
Writing Machine Service Company, 95 Chambers 
street, New York. 

October 5, 6, 7 and 8. National Stationers Associa- 
tion convention, Palmer House, Chicago. (General 
manager) Charles P. Garvin, 740 Investment building, 
Washington, D. C. 

October 6 N.S. A. sixth regional meeting, Palmer 
House, Chicago. (Governor) A. J. Markelz, The Book 
Shop, Joliet, Ml. 
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POSTURE 











> 
No. 2800 


F No. 2425 
Arm Swivel Chair Side Arm Chair 
TWO OF EIGHT NEW POPULAR PRICED CHAIRS 

Square Tubular Steel Construction 
Comfortable @ Smart e Colorful e 
Write for 1941 Catalog 


STURGIS POSTURE CHAIR CO. 


STURGIS, MICHIGAN 
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— 
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Modern 








Top Rating! 


For years St. Johns office tables have been noted 
for their sales appeal, style and quality at a 
price. And because St. Johns has always main- 
tained its high standards, its fine line of office 
tables has steadily increased the sales of the 
dealers and built up good will between dealers 
and customers. 


No. 24 and 25 tables are typical St. Johns “Top 
Rating” tables. Of excellent design, durable con- 
struction and fine finish, they more than meet the 
demands of discriminating customers. They have 
all the qualities that have made the St. Johns 
office tables so superior. 


Write for the new St. Johns catalog showing these and 
the other distinctive tables in the St. Johns line. 


Top—™ta” thick Legs, 
lariy equipped with o 

only in all sizes. No. 24 table is made 
of specially selected plain Oak in Office 
Golden and School Brown finishes. 
No. 25 table is made of Solid Northern 
Michigan Hard Maple in Walnut or 
Mahogany finishes. 


24 x 36 inches 2 
27 x 42 inches 2 
7 x 48 inches 3 














ST. JOHNS TABLE COMPANY 


CADILLAC, MICHIGAN 
Office Furniture Warehouse Company, 573 Broadway, N. Y. C. 
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THE IDEAL WAY 
TO EXTRA PROFITS 


More offices everywhere are speeding up safely with 
Ideal Stands. More business machines are being stepped 
up to total efficiency. More machines are being oper- 
ated safely in less space. This activity means extra 
profits for the dealer who stocks and pushes Ideal Stands. 
New Price List No. 6 just issued. 





ideal Stands improve 
machine performance. 
They do the job right 
and save space safely. 
23-A (illustrated) is 
best-selling Ideal 
Stand. Once used, it 
becomes standard. 
Note the distinctive 
Ideal raising and low- 
ering device. 

Many other types 
available. Write to- 
day for Price List 6, 
catalog 840 and deal- 
er discounts. 


SHERMAN-MANSON MFG. CO. 


625 South Kolmar Ave., Chicago 


Pacific Coast Representative: C. J. Schubert, Jr., 339 E. Third St., Los Angetes 








OFFERING 
THE Complete LINE 
OF ALL-RUBBER OFFICE EFFECTS 

















HANDY MOISTENERS (Pictured Above) 
DESK GUARDS CHAIR PROTECTORS 
FURNITURE SHOES FINGER PADS DESK PADS 
AIRFOAM CHAIR CUSHIONS 


Send For Catalog and Dealer Discount List 





THE SUN RUBBER COMPANY 


BARBERTON OHIO USA 








OFFICE APPLIANCES 








































LAW CHANGES COPYRIGHT REGISTRATION RULES 

A new provision of the law covering the copyright 
registration of advertisements and labels is of general 
interest to members of the office equipment industry 
because several changes in procedure should be known 
to them. 

Previously the law required that prints and labels 
used for articles of manufacture must be registered 
at the patent office, but under the new ruling regis- 
tration is transferred to the register of copyrights. 
Likewise the term “print” referred to advertisements 
in the form of a handbill, poster or leaflet but under 
the new ruling applies equally to all advertisements 
printed in magazines or newspapers. 

The term “label” is defined as an artistic and intel- 
lectual production impressed or stamped directly upon 
the article of merchandise or upon a slip of paper or 
other material to be attached in any manner to manu- 
factured articles or to bottles, boxes, and packages 
containing them, to indicate the article of merchan- 
dise. 








[7TTVEWRIT ER FS 


Pocatello, Iidaho.—L. E. Fletcher, for some time connected with the 
Idaho Typewriter Exchange, resigned recently to devote his entire time 
to the Fletcher Typewriter Exchange in Boise, a business which has been 
under his management for the past twelve years. In addition to a stock 
of office machines and supplies the company also maintains a typewriter 
service and is located at 707 Bannock street. 

Portiand, Ore.—Miss Theresa Hoss, a student at Grant high school, 
last month was presented with an Underwood portable typewriter on the 
stage of the Broadway theater as her prize in a nation-wide contest 
sponsored by Warner Bros., in connection with the picture “Santa Fe 
Trail.” J. W. White, of the UEF home offices and J. J. Parker, owner 
of the theater, made the official presentation —ATW 

San Francisco, Calif.—F. G. Fink, branch manager here for the Under- 
wood Elliott Fisher Company, reports that a total of fifty-three members 
of the office and sales staff have registered for the selective draft, but 
so far the only ones having been called are reserves for some of the 
defense departments.—SS 

Sioux Falis, 8. D0.—Harold R. Loros has been appointed successor to 
Norman Eakes as manager of the typewriter division of the local office 
of Remington Rand Inc. Mr. Loros was transferred here from Omaha 
to fill the vacancy created by the resignation of Mr. Eakes, who has 
opened a business of his own under the name of the Nickel Plate System, 
337 South Phillips avenue. 

Springfield, Mass.—Substantial and continued increases in business 
last month obliged the Guarantee Typewriter Exchange to move into 
larger quarters at 138 State street where considerably more space is 
available for display purposes and for a repair department. The firm is 
owned and operated by Arthur E. Cohn, who started it in 1931 after 
being in the employ of the Sackett’s Typewriter Exchange for ten years. | 
In addition to typewriters the store carries a full line of adding and i 
duplicating machines. 














OTHER MACHINES 


Columbus, Ohio.—Granville B. Blair has established a new business at 
1218 Norton road which will provide duplicator service, including sales of 
used machines and new materials. The firm will also handle duplicating 
work for clients.—AK 

New York, N. Y.—The offices of the Polychrome Corporation, formerly 
located at 331 Fourth avenue, have been moved to 84 University place. 
This is the address of the factory where the company manufactures sten- 
cils and inks for duplicating machines. 

Oklahoma City, Okla.—The local office of the International Business 
Machines Corporation is now located at 318 North Robinson avenue, after 
occupying its former quarters at 718 North Broadway for the past several 
years -VH 

Philadelphia, Pa.—William R. Goff, who formerly represented the 
Friden Calculating Machine Company in Milwaukee, Wis., has recently 
moved to this city where he has been appointed a representative of the 
Victor Adding Machine Company of Chicago. Mr. Goff will maintain 
headquarters at the Victor Agency, Room 332, 1600 Arch street. 

San Francisco, Calif._-Several new salesmen have been added to the 
local branch of the Underwood Elliott Fisher Company. Among these are 
the following: Joe Rodgers, transferred from Los Angeles and promoted 
to assistant district manager of the accounting machine division; Earle 
Smith, transferred from Seattle; C. L. Higgins, transferred from Fresno; 
E. N. Farlinger, transferred from San Diego. K. T. Leptle has been 
promoted to salesman in the specialties division, and H. J. Crevier has 
been added to the typewriter division sales staff.—SS 

San Francisco, Calif.—R. L. Smith, Pacific Coast representative of the 
Hotchkiss Sales Company, Norwalk, Conn., was recently host to L. U. 
Jerman, general manager of the company, who is making a western 
tour.—SS 

Toledo, Ohio.—-The shortage in Toledo of trained operators of business 
machines has led the administrative staff of Whitney vocational high 
sehool to add to its program of evening classes a course in office machine 
operation. The course was Organized at the suggestion of several Toledo 
business firms which realized the need for trained office workers, said 
Miss Ethel Wooden, principal. Employed Office workers are enrolling to 
learn to operate transcribing machines, calculators, billing and book- 
keeping machines. The classes meet Tuesdays and Wednesdays from 
7 to 9 p.m. for 16 weeks.—AK 
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THE Complete LINE IS THE 





STRAIGHT LINE TO Profits 


Study This List—It Means More Business—Repeat Business—To You 




















CLEANGRIP 
CARBON PAPER 


Its distinctive appearance catches the eye. 

Its efficiency, cleanliness, long wear and RESISTANCE 
TO CURL make it the carbon paper preferred by busy 
users. 

Cleangrip combines all the desirable features of good 
carbon papers plus the highly important special features 
possessed by no others. 

It is profitable to the dealer as it brings new business 
and holds it against competition. 

DEALERS: Don’t overlook this business getter. Write 
for samples and prices. 








CARBON 
PAPERS 


Cleangrip 
Whitedge 
Clean Pull 
Cameo 
American 
Reliance 
Carbons in all 


weights and 
finishes 





CARBON 
ROLLS 
Tailor’s Marking 
Photo Offset 


Billing Rolls for Elliott- 
Fisher Machines 


Billing Rolls for 
Burroughs Posting 
Machines 


Register Rolls 

Tally Rolls 

Teletype Carbonized 
Rolls 


Rolls for Elliott- 
Addressing Machines 


Special Rolls 





INKED 
RIBBONS 


Stormtex Silk 
Stormtex Cotton 
Cameo 

American 
Reliance 


Ribbons for Address- 
ograph-Multigraph 
Speedaumat 


Dupligraph, etc., ete. 








H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons 
BROOKLYN, N. Y. 


561 GRAND AVE. 





PRICE is the only feature comparable with ordinary 
stock office furniture. 
THE DESIGNS of Sloane’s ten executive office suites 


period pieces . .. Chippendale, William and Mary, 
Sheraton, Georgian, Colonial, Adam, three Mod- 
ern suites, and Queen Anne (desk illustrated) ... 








beautifully simplified, efficiently planned 


all of Permo-Weld construction. ..all Sloane-made. 


SPEED OF DELIVERY is possible because Sloane 
keeps a large stock on hand. 
THE VALUE of your franchise is doubled because 
Sloane’s unexcelled reputation for quality in the 
furniture field is a valuable sales asset. 


Send for literature, prices and details on our liberal discount and protected dealer policy 


Wholesale Office Furniture Division 


W«eJ SLOANE 


575 FIFTH AVENUE « NEW YORK 
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$ My Finances §$ 


by 


Finest, 
Simplest, 
Most 


Complete 


FINANCE 
RECORD 


OFFICE APPLIANCES 











PERSONAL 





Carbon Papers & 
O Typewriter Ribbons 


Topflight businessmen and wo- 
men like Codo Carbons and Rib- 
bons because the written results 
are consistently clear, sharp and 
lasting. Super-Kote, Keen-Rite. 
Typocraft and Stenocopy serve 
practically every business typing 
requirement. Most of them are 
in four weights and four finishes. 











Codo Hectograph Carbon 
is available in two types. 
for spirit and for gelatine 








Complete in hand- 
some, Trussell  six- 
ring binder, with 
smart, gold-indexed 
dividers. 











All Personal Finance data, in clear, convenient form 
for instant reference; income, expenditures, stocks, 
bonds, mortgages, insurance, etc. Budget form gives 
daily check on amounts allowable and spent. Obso- 
lete records instantly removable; new forms easily 
inserted. 


Write for descriptive folder. 


TRUSSELL MANUFACTURING CO. 


Dept. O Poughkeepsie, N. Y. 





Customers always need 
WARSHAW Index Cards 


You can sell a customer some more 


° index cards! They are always needed. 
ROLL LABELS = Especially if they are made by 
— WARSHAW's rotary cut (4 sides) 
INDEX CARDS 
REINFORCED process. No fuzzy edges. Perfect 
FOLDERS margins and ruling. Good substantial 
ohtiins stock at prices none can deny. 
MENDING TAPE Wrapped in Cellophane, they are 
GUMMED always clean and ready for use. 
INDEX TABS 
. Buy now. Get the big quantity dis- 


count. 


THE WARSHAW MFG. CO., INC. 


1 MAIN STREET BROOKLYN, N. Y. 

















roll duplicators. We have 
prices and samples of roll 
carbon, one time carbon, 
carbonized newsprint, etc. 
for your sales promotion. 


Codo Super-Fiber Ribbon 
tops a popular line, vari- 

m1 ous grades outstanding 
WRacent for production, economy 
a and bright color through- 
out long service. 


Many Dealers have put their ribbon and carbon departments on 
a basis of better profit and superior service with Codo Brands. 
Let us show you. 


Codo- MANUFACTURING CORP. 


509 South Franklin St., Chicago 


270 Lafayette St., New York 
Factory Coraopolis, Pa. 

















Why Not Feature Our Leatherette 
Line of Office Chairs? 


We offer: 

GOOD MATERIALS 

STURDY CONSTRUC- 
TION 

EXCELLENT CABINET 
WORK AND FINISH 











Price attractive 
—generous 
profits 


We invite 


your 
inquiry. 


Write for 


catalog. 


JASPER SEATING COMPANY 


JASPER, INDIANA 
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STYLEOTYPE 
STENCILS 


(A Red Feather 
Product) 





Styleotype Stencils produce perfect copy on both 
Noiseless or Standard Typewriters, and Stylus 
with perfect ease. 

Our Dealers are building a sound, permanent 


stencil business because Styleotype creates its 
own repeat demand. 
Packed in new easy-to-use slip-sleeve, process 


coated box which preserves contents in all climates. 
Please use business letterhead in asking for 
free sample, illustrated catalog and dealer 
discount sheet. 
“RED FEATHER PRODUCTS MAKE A 
GOOD IMPRESSION.” 


Red Feather Products Ltd. 


Makers of Stencils, Inks, Correction and Cleaning Fluids. 


431 Bush St. San Francisco 














Heard What's Happening to 


DESK BLOTTER 
TURNOVER? 


Throughout the country everywhere 
that SHOWBLOTT, Jr. is on hand... desk 
blotter turnover is speeding up. Why? 
Because this modern point-of-sale mer- 
chandiser directs attention so effectively to 
the attractive colors and embossed designs 
of Wrenn Desk Blotters that sales become 
virtually automatic. A completely stocked 
display costs surprisingly little to install 
and will pay for itself in short order. Plan 
now to throw your desk blotter turnover 
“into high” . write today for complete 


information on SHOWBLOTT., Jr. 













THE WRENN PAPER COMPANY 
MIDDLETOWN, OHIO 
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Standard Esterbrook RENEW POINTS 
Reduce Inventory to a Minimum 
No other fountain pen line permits complete 
coverage of every writing need with such a 
low inventory of units... or actual invest- 
ment. Esterbrook is a business pen — made 
for business use. 
THE ESTERBROOK PEN COMPANY 
86 Cooper Street, Camden, N. J. 


bstertrvuk 


| FOUNTAIN PENS 
WORLD’S GREATEST PEN MAKERS SINCE 1858 


wnile 


PRODUCT 


NOT 
“Sa. 


o& ~ FINGER PADS 


This is the only finger pad that DOES NOT HAVE the 
objectionable bugaboos your customers dislike in the others. 
Justrite Finger Pads will not sweat, stop circulation or give 
off disagreeable odors! They help prevent the spread of disease. 
They are adjustable to any finger size and can be used on the 


side or end of finger for different 





types of work! Deep corrugations 
enable the user to work with a 
feather touch because Justrite 
Finger Pads grip easily. 


Many factories find these finger pads 
ideal for use in screwing on bottle caps. 
Full protection against sharp corners. 


Inspect these attractively packaged 
modern pads! Write for your sample 
and prices today! STOCK JUSTRITES 
FOR GREATER SALES! 


THE LOUIS MELIND CO. 


CHICAGO 
AGO 

39 CORTLANDT ST 593 MARKET ST 

NEW YORK CITY SAN FRANC 


162 W. AVE 
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Sell Details 


MUTSCHLER BROS. CO. 


NAPPANEE, INDIANA, U.S.A. 








No. 2004 Desk—74’x42” 


The Supe rlative Elegance 


of the Georgian Period 


in Genuine American Walnut. 


. . +. combining the rare beauty 
of American Butt Walnut, Ameri- 
can Burl Walnut and Artistic Carv- 
ings. 


]. K. Rishel 


Furniture Company 
WILLIAMSPORT, PA. 








OFFICE APPLIANCES 











STYLED BY 


Imperial 








No. 8000 C 






Successful designs, popular in American business, are | 
produced by “Imperial’’ stylists and craftsmen—artists 
adept in devising quicker, shorter routes from fine 
materials to lifelong durability and good comfort. 

Our new catalog illustrates wide variety in good quality, 
upholstered in leathers of your own choice of grade 
and color. Send for the catalog and select a group 


for trial order. 


Imperial Mit a _ wen Corp. 


12 E. 18th ST. NEW YORK, N. Y. 























ream PROFITS... 





e Dealers from coast to coast 
are making more profits sug- 
gesting FAIR COSTUMERS. 


e Get in step with the FAIR line 
to get your share of the extra 


spring season profits. 





@ Write for catalogue and price 





list today 











FAIR FURNITURE CO. 
215 CHESTNUT ST. @ NEWARK, N. J. 
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RIBBONS AND CARBONS 


San Francisco, Calif.—O. R. Davison, West Coast representative of the 
Old Town Ribbon & Carbon Co., with offices at 788 Mission street, reports 
gratifying sales for the local branch during its first year and predicts 
increasing business during i941.—SS 











re. & hbk? Urs 


New York, N. Y.—The Monarch Desk & Partition Company, 948 Broad- 
way, last month moved into new quarters in the same building, where 
much additional space has been made available for expansion. The firm 
formerly occupied a loft at the above address but moved down to a 
newly-built and modern store and basement, where they will maintain a 
large and attractive display. William Manookian is owner and operator 
of the business. 

San Diego, Calif._Fred H. Schlador has recently opened an office 
machine business at 1023 Seventh avenue under the name of the Type- 
writer Equipment Company.—CAB 

Toledo, Ohio.—The Lewis Business Furniture Company, 1218 Madison 
avenue, last month purchased the entire stock of office supplies, station- 
ery, furniture and fixtures of The B. F. Wade Printing Company and 
has moved the complete output to its headquarters. Russell Lewis, head 
of the Lewis organization, opened the business less than six months ago 
and has experienced a steady growth ever since. He is active in civic 
work, being president of the Toledo Council of Parent-Teachers Asso 
ciations. 











STATI608 ©? 


Fullerton, Calif.—L. O. Culp is planning to open an up-to-date sta 
tionery store at Downey, Calif., which will be located on the Rives 
property on North Downey avenue. Workers are now busy installing a 
modern front and remodeling the interior.—SS 

Hamilton, Ohio. The plant of H. W. Wuebhold & Company, office 
equipment dealers and bookbinders, was damaged by fire on January 21 
with an estimated loss to the owners of $25,000.—AK 

Harrisonburg, Vt.—Gaining a considerable amount of additional space 
for the operation of its business, the Prickett Stationery Corporation has 
taken new quarters on the first floor of the old Elks’ Home on East 
Market street. The firm was formerly located in the Masters building. 
With the new home completely remodeled officials of the company said 
they now have the largest exclusive commercial stationery house in the 
Shenandoah Valley, with its complete lines of wood and steel furniture, 
office equipment and supplies 

Livingstone, Calif.—Mr. and Mrs. Jack Kimzey have established a large 
stationery department in the Court store which they purchased recently. 
The store has been in operation since 1916.—-SS 

Los Angeles, Calif.—The local division of the United States Envelope 
Company, Springfield, Mass., is erecting a factory building here with 
22,000 square feet of floor space The new building will be used for the 
manufacture of envelopes and drinking cups. Offices are located at 2824 
East Twelfth street.—-CAB 

Memphis, Tenn.—To S. C. Toof & Company, 195 Madison avenue, goes 
part of the credit for the handsome interior of Radio Station WMC 
which recently dedicated its new studios in the Goodwyn Institute, 
Madison and Third street. All of the clerical and executive offices of 
the station were installed by the Toof organization and the beautiful 
desks, tables and chairs came in for their share of the admiration 
voiced by those who attended the dedication ceremonies.—CG 

Oklahoma City, Okla.—Jess M. Beck, president and general manager, 
Western Bank & Office Supply Company, is serving on Oklahoma County 
Draft Board No. 4, in connection with the selective draft law.—EVH 





Oklahoma City, Okla...Mack Thomas is back at work as floor salesman 
with the House of Wren after spending several months as a printing 
salesman for an out-of-town firn EVH 

Oklahoma City, Okla...Gerald Lowe is a new salesman with the H. Dor 
sey Douglas Company and has been assigned to travel the northwest 


Oklahoma territory EVH 

Plymouth, Ind.—Ralph W. Swisher, owner and operator of the Plymouth 
Printing and Supply Company, announced last month that he has changed 
the name of his organization to the Plymouth Office Supply. Mr. Swisher, 
who purchased the office equipment and supply firm two years ago, said 
the reason for changing the company name was that the former designa- 
tion was not truly representative of the store The new name has been 
registered with the Marshall county clerk 

Portiand, Ore.—A. E. Harbord, Harbord-Rogers Company, last month 
announced the appointment of A. M. Stewart as office equipment salesman 
Mr. Harbord also reported that sales for January showed a twenty pet 
cent gain over the best previous month recorded in twenty-two years 

ATW 

Portland, Ore.Miss Beth Walker, for some time connected with the 
games and toys department of the J. K. Gill Company, last month was 
transferred to the stationery department as saleslady ATW 

San Francisco, Calif.—Richard W Gledhill has been made assistant 
sales manager of the Field-Ernst Envelope Company, 245 Fifth street, 
President Alan D. Field. The pro- 


according to an announcement of 
Mr. Gledhill 


motion resulted from an outstanding sales service made by 
since 1928 SS 

St. John, N. B., Canada.—When G. Roy Soulis, well-known office 
equipment dealer here, was recently elected secretary of the local 


Kiwanis Club, Ira C. Rockwell, another office supply dealer, was chair 
man of the committee in charge toth men have been identified with 
the club since it was organized ten years ago and both have been office 


holders. Mr. Soulis has been in business under his own name for the 
past twenty years, and Mr. Rockwell is president and manager of J. & A 
MeMillan, a firm which has been in existence for 107 years.—WJM 


Tulsa, Okla. Don Carruthers, of the Downs-Randolph Company, was 





one of eight new directors recently named by the Tulsa Junior Chamber 
of Commerce.—EVH 

Wichita Falis, Tex.._The Buchanan Stationery & Printing Company has 
recently enlarged its engineering and artists’ supply and materials depart 


ment in order to increase service to those connected with government 


expansion and aviation projects in the district—EVH 








U. S. COMES FIRST 


The traditional reaction of our people to a na- 
tional emergency, that of putting the U. S. A. first before 
all other things, is a spirit that survives any crisis. 
That's why ours is the greatest country on earth! 
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And speaking of 

the U. S. coming first, 
this is also true of U. S. 
Carbon Papers and Inked Ribbons, because U. S. prod- 
ucts guarantee complete satisfaction at reasonable 


prices. 








“nat 





It's a wise move, Mr. Dealer, to learn all about 
the U. S. proposition. Take action—write us today! 
No obligation, of course. 


U. S. TYPEWRITER RIBBON MFG. CO. 
Filbert at Tenth Street ° ° Philadelphia, Pa. 


4 Pioneer Company of the Industry 
established 1895 











NATIONALLY ADVERTISED 


Obh- 

oo 

STANDARD EQUIPMENT 
FOR THE MODERN 


OFFICE 


Your customers are familiar with 
Ash-Away SMOKERS through a con- 
sistent national advertising cam- 
paign—they are the most popular, 
best selling smokers today. So fea- 
ture Ash-Away, with their smart 
clean-cut designs, appealing to mas- 
culine taste—the patented Ash- 
Away dispenser that eliminates the 
smoke and smell from stubs and 
Displays ashes and with popular prices that 

. make them best sellers everywhere. 

Write for Ash-Away catalog and 
price list. 





Space 1136 American 
Furniture Mart, Chicago. 


wart, cuicceo. "The NAGEL-CHASEMFG. CO. 


Street, Los Angeles. 2811 No. Ashland Ave. 
ee ee 6€6UChHICAG eee 


ture Exchange, New York. 


W orld’s Largest Smoker Manufacturers 











iasidagiiee ageniincan anewacmagraneepetiisuasinciboreetemnre neers eee tee 
oer siierencennene emrorannen 








OFFICE APPLIANCES 
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PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon 


and carbon proposition you 





can turn into real profit. You 
can always count on our co- 


operation. 


EXCLUSIVELY for 
DEALERS “” STATIONERS 


Complete details on request 


ALLEN & COMPANY 
DEPT. m 

. 11-13-15 Vandewater St., 

Fs New York, N. Y. 
































“WKEILTAN’ 


Unground Ball Bearings for the 
Metal Office Furniture Industry 


(U. 8. Patent 1,782,622. Canadia: Patent 324,059. Other patents pending.) 





outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
| quick assembly. 95% of filing cabinet drawer slides in | 
| United States and Canada operate on “Kilian” unground | 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corp. | 


Syracuse, New York 


All parts machined from bar stock and heat-treated, 








1728-1736 Burnet Avenue 





























THE HILCO STREAMLINER 


More Duplicator For A Lot Less Money! 





Compare It With Anything Else on the Market 
. . » Has Features Absent From ALL Duplica- 
tors Selling at Twice the Price 


RETAILS AT $79.50 


Nowhere else can you get a duplicator with 
these 5 features .. . regardless of price. 


1. Automatic Feed Without Drag Return. 

2. Automatic Closed Cylinder Inking Prin- 
ciple. 

3. Front Paper Stop. 

4. Automatic Poller Brake. 


5. Automatic Counter That Counts Only 
Printed Pages. 


Write for details and a catalog 


THE HILCO CORPORATION 


1157 Merchandise Mart, Chicago 











300 new :TEmMs 


IN A SINGLE YEAR 


In a single year Office Appliances announced some 300 
items in the section devoted to new machines and devices. 


Usually this information is given before the items appear 
on the market and always in advance of most sources of 





such news. It is not uncommon for a dealer to tell us that | 
some of his best selling lines have been secured from | 
seeing the things in Office Appliances. Many readers 
say this section in itself is worth the subscription cost, not 


to mention all the other features. 


If you want to keep in touch with the activities of the 
office equipment industry, there is no better way to do it 
than by entering a subscription to Office Appliances. 
The rates are $2.00 a year, $3.00 for two years; Canada 
$2.50 and $4.00; Foreign $3.00 and $5.00. 


The Office Appliance Company 


20 North Wacker Drive Chicago, U.S. A. 








| 
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PLANNED io ee ON YOUR HOTCHKISS SALES 


“Palmfit”’ pone 101A 








With each item Hotchkiss offers dealers an oppor- 
List Price tunity to sell the Hotchkiss Products related to it. 
$4 50 The Hotchkiss Palmfit Model I01A 
. gives one the chance to emphasize the 
better service and easier operation pro- 
vided in this or any other machine by 
using the genuine Hotchkiss Chisel 
Pointed Staples. 

Each box of Staples called for by 
your customer is your chance to check 
up on the possibility of replacing old 
staplers with new Hotchkiss machines. 
— ” Put one of those attractive displays 

aa on your counter and be prepared for 
all possible sales that Hotchkiss Prod- 
ucts give you. 


4 
HOTCHKISS, NORWALK, CONNECTICUT “Pioneers in all that’s best in Stapling’ 


RELI on HELIABLE. NEW! ONE-PIECE COVER 


LOW-PRICE POST BINDER 
or HARGAINS in 


Kough oe Kbuilt 


























TYPEWRITERS 
Adding—Billing— 
Bookkeeping— 
Calculating 
MACHINES 
CHECK WRITERS 
MIMEOGRAPHS NON-WARP — NON-SOIL — NON-FRAY 
EDIPHON ES Offer your customer something new in Sectional Post bind- 
MULTIGRAPHS: | | So itecor seven soem 
DICTAPHONES Clinch the sale with the popular prices that earn full profits. 


Write for latest price lists 


RELIABLE Typewriter | 
A Adding Machine Corp. | 


303 W. Monroe St. ° Chicago, III. 








Serve your customers with fast deliveries. All standard 
sizes are carried in stock--any special size made to order. 
Your inquiry will bring complete information. No obliga- 


a 
GRAND RAPIDS LOOSE LEAF BINDER CO. 


GRAND RAPIDS Manufacturers MICHIGAN 








HERE’S NEWS! 


Something new and different 
by the makers of a product that 
all stationers know. 


BEACH’S 
"Common Sense” 
Travelers’ Weekly 


EXPENSE SHEETS 
$2.00 a Hundred 
Our usual discounts to 
dealers. 

The same quality. 
The same convenience. 
The same ample space for 
records. 




















Send for a sample. 


Detroit, Mich. 


BEACH PUBLISHING CO. 












IT WILL PAY YOU TO STOCK THIS 
NATON-WIDE FAVORITE 


ROOMY 16 x II BRIEF 
CASE. A QUALITY CASE, 
PRICED FOR VOLUME. 


Baby walrus split cowhide; 
black or brown. Gussetted 

” expansion pockets. 2 
eather straps all around. 


No. 3029 






WRITE FOR CATALOG. 


MURRAY WAR AT COMPANY 


114-124 S$. CLINTON ST., CHICAGO, ILLINOIS 
New York San Francisco 
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Remember! | 
They Correct Mistakes in Any Language | 


Walden Roses G&nanoud | 
THE World’s Quality Standard | 


88 STYLES 


for all 


Customer 


Pelatietasteh 


brings profitable consumer 


repeat sales. needs. 






ROBERTS RUBBER CO NEWARK. NEw JERSEY, 


CRAIVIER 


The Complete Line of 
Podsture seating. 


A Price for Every Purse in Our 3 Price Ranges 


CRAMER POSTURE CHAIR CO. 
1210-18 Campbell St. Kansas City, Mo. 














Map and 
Plan 
Steel Units 


In every draught- 
ing room or of- 
fice where maps 
and plans are 
handled, there is 
a source of 
profitable busi- 
ness with B-M 
Map and Plan 
Units. A com- 
plete assortment 
of sizes. 


Write for 
information. 





Browne-Morse Company 
Muskegon, Michigan 

























EXPANDING Call for more Sales Maps and N " s 
Vis tM Millions of Additional . . . WRITO’. . A New Discovery! 
i ‘ . In Hectograph Duplicating Compounds 


’ 
ee ° 
PH: M OORE Mz tacks GIVES BETTER RESULTS... The ink 
2 ; goes onto the paper, not into the com- 


pound. Means twice as many clear 


Manufacturers, wholesalers, copies immediate re-use without 
brokers, shippers...all use sales FREE DISPLAY waiting 
maps. ..an immense market in HAS LONGER SHELF LIFE. . . Guar- 


itself. Buttoday there’sanother, Compact, Conve- 
the vast and growing war-map 
market. Profit from both. 
Feature MOORE Maptacks. 
Nationally advertised. Display 
the attractive cabinet. Supplied 


anteed indefinitely against deteriora- 
tion. Will not crack, dry or spoil. 

1S PLEASANT TO USE. . . Odorless 
and non-sticky. Won't tear ordinary 
paper Takes any kind of paper. 


nient, Fine Looking 





FREE by your jobber with order SAVES YOU MONEY WRITO 
for 5000 assorted MOORE weighs less, so you get more per 
Maptacks. Write him today. Pans and Refills . . . pound. So pure it can be melted 


and re-used, too. 
Write for prices and samples! 


pon ROSS LABORATORIES, Inc. 


needs. 4021 N. Hermitage Ave., Chicago, Ill. 


Sizes 


MOORE PUSH-PIN CO. 
113 BERKLEY STREET, PHILA., PA. 


Original Makers of PUSH-PINS, 
PUSHLESS HANGERS & MAPTACKS 























CopyRIGHT Copyholder 
with EQUI-PRESSURE Paper Grip 


for Stenographer - Typist 
Line for Line transcribing 





When customers keep coming 
back for more—you have 











and Copying . . . suspends 
hooks and papers up to 36” , 
wide immediately above I something! 
typewriter carriage. hat's exactly what happens when they get the habit 
- of ordering business cards from you, done on Wiggins 
Today's problems, especially Book Form Card Stock—which fits perfectly in a Com- 
among over-rushed “‘War New York City pact Binder. They zip out with perfect edges, and there 
Work” Contractors are Richard C. Loesch Co is no waste from pocket wear. 
creating a tremendous nat- Pittsburgh You will be business ahead if you insist on your 
at demand a ’ r , ann Chatfield & —~ Co printer or engraver using Wiggins Book Form Card Stock 
RIGHT O ; A x vi : ein : on your business card orders. Ask any of these paper 
r . pportunities for Cincinnati merchants for samples of these cards or cases, or write 
Dealers to profit in a The Chatfield Paper Co to us direct. 
growing’ business were 
never better ! Detroit 
Seaman-Patrick Paper Co 
. , The John B. 
Write for iwlustrated litera- Grand Rapids , 





ture and Confidential Price Carpenter Paper Co. W | . ~ — 
Sheet ‘A . - Houston ' | (; ( J | XN S Company 


Co ne 


1162 Fallerton Avenue, Chicago 
Inc Book Form Cards Compact Binders i 





Copy Right Mig. Corporation St. Louis 


S3 Park Place New York, N. Y Tobey Fine 
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TWO OUTSTANDING PRODUCTS 
AN ADDRESSING MACHINE 
wv Based on the LIQUID PROCESS. No Ink — No Stencil 


USER CAN EASILY PREPARE HIS OWN PLATES 
AT LESS THAN ONE CENT EACH 








Plates Change Automatically 


For Full Particulars and Dealers’ Discount Write to 


THE ORTHOGRAPH CO.  ios*.Scetes cainr. 











Automatic Post Card Printer at*14°"° 


PRICE OF MACHINE .50 
INCLUDING SUPPLIES $17 








eee tAL By eee 
$1 a, 70, 
Op, 


ee 


Efficient and economical. 


Will keep correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 


Stanley R.Bristow 
24 Central Ave.West Orange,N. J. 




















re NN 


CDACO > 
A 


CARD INDEX AND FILING SUPPLIES 


created to meet dealer needs 
and satisfy customer demands 
A wide range of stock forms for record keeping in banks, insurance 
companies and commercial institutions. A complete line at attractive 
prices. 
Send for samples and prices on your SPECIALS. 
Write for our NEW CATALOG. 


THE DACO CARD AND INDEX CO. 


No. 9 Federal Court Boston, Mass. 
ESTABLISHED [919 











ROLLING STORE LADDERS 


For use on Filing Cab- 
inets and Shelving, in 
Offices, Vaults and Stere- 
rooms. 


LIBRARY 
LADDERS 


Equipped with rubber 
tired wheels and Aute- 
matic Safety Brakes. Made 
in « variety of heights 
and forms. 
DEALERS—Don't overlook 
sales opportunities in Roll- 
ing and Library Ladders. ~ 
Write for lUterature and 
prices. 


Manufactured by 


1. D. COTTERMAN 


155 N. Union Ave., Chicago 























NON - WRINKLE ° 
bali will not eurl, Can Him! 


tree, or wrinkle. 


THE Aut PURPOSE Will not smudge. PRODUC TS 
CARBON PAPER 


writ WOOD STAMP 
57, Uy Vi L é ia cea P AD S 
FEATURE 50% more copies. TYPEWR ITER 
JS UNIVERSAL RIBBONS 





Same sheet works H E cS TOGRAPH 
CARBON 


Write For Samples 
a a 


on standard or noiseless typewriters, 


billing or bookkeeping machines. 


PHILLIPS PROCESS CO. Inc. 


194 Mill Street Rochester, N.Y. 
J L.A-PHILLIPS President 








a Put A SENTRY 
Yd Duly 


and you'll be providing dependable 
new-safe protection at a used safe price 


INSIDE DIMENSIONS ta”: x ae x 12 
WEIGHT: 245 Lbs 1-Hour Protection 


vo only *35 List 


4 
DEALERS: You can make quick profits on this lower 


a priced safe. Many exclusive territories open. W 


RUSH PUNNETT a 


545 WEST AVE. > ROCHESTER, N.Y. - 












rite 


















“LE: B”’ 
BINDER 
CLIP 


Small, Medium and Large 


THE CLIP WITH A VISE-LIKE GRIP 


FOLDING AND REMOVABLE HANDLES 
WITH HANDLES REMOVED A PERMANENT BINDER 
CUSHMAN & DENISON Mfg. Co., 133-137 W. 23rd St., N. Y. 
CADO CARD HOLDER e@ NIAGARA PAPER CLIPS 
DELUXE THUMB TACKS @ KONTROL BOARD CLIPS 
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CO when it’s sold 
oes by the box! 
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Wise Dealers Sell More 











‘LENG 


SS AICO-GRIP 





G. J. AIGNER COMPANY 


503 S. Jefferson St. Chicago, III. 

















300 series 
$12.50 
list 






TWIRLIT 


A Dependable Precision 
Tool for Important 
Office Work. 


Saves its cost in time and ef- 
ficiency, in a few months’ service. 
Feature it in your display. Drills 


150 sheets (a half inch of paper) CH FL 
easily and accurately. Made with M IT L 
one, two or three drill heads— 

choice of four hole sizes. Write BINDER CO. 
for full details—a small investment 


in TWIRLIT will pay you good 103 BOWER AVE., 
earnings. HAGERSTOWN, MD. 











GREATER PROFITS 


» SELLING 
y DUPLICATORS 
" GELATINE ROLLS 
- HEKTOGRAPHS 
aa RE-FILLER COMPOSITION 
zs CLEANSING CREAM 


Write for DEALERS’ proposition. 


Manufacturers 


GRAPHIC DUPLICATOR CO. 


473B Broadway New York, N. Y. 

















BANK PASSBOOKS 


And Pocket Check Covers 


a Date: 8 


New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passbooks and all other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 
Salesmen. 


Write for samples and prices. 
Full particulars on request. 





AMERICAN PASSBOOK CO. 


AKERS BLDG. CLEVELAND, OHIO 





aste 
that never wrinkles paper 


-not even the thinnest tissue. Scrapbooks never bulge, tracing 
papers never pucker; extended charts and forms can be typed or 
penned on immediately, smoothly . . . Write for Free Tube and 
Profit Story to Harriman-Welts Products Co., 200 Summer St., Boston 








The Steel Transfer Case 
that Startled the Industry! 





— Now Improved — 
Biggest $3 Value of the Season 
— STOCK THEM and STACK THEM — 

Most Liberal Dealer Discount 


Write For Complete Catalog 


EFFICIENCY EQUIPMENT CO., INC. 
360 W. Superior St., Chicago, Ill. 






25” 
DEEP 








DAISY WIRE LETTER TRAYS 





Made of No. 16 wire. Rubber Feet. 


Top rim of No. 12 wire. Packed 1 dozen or more in 
Finished i 1 shipping carton. 

inis m green lacquer. Shipping wgt. per gross 100 
Size 10 x 14 x 3 inches. pounds. 


Manulactured by 


The Massillon Wire Basket Co. 


MASSILLON, OHIO 
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MAGIC FLOW 
AN EXCELLENT 
DUPLICATING INK 


Also other 
Duplicating Supplies 


Samples and Prices 
upon request. 





CONTINENTAL INK CO. 


544 W. LAKE ST. CHICAGO, ILLINOIS 


DR. SCAT 


For the Typewriter! 
























@ Stops paper slipping. 

@ Cleans type. 

@ Prevents rusting. 

@ Polishes the enamel and 
nickel. 


Sold from coast to coast by the best 
stationers, office supply and typewriter 
dealers. 











Manufactured By Ne | 
— 


DR. SCAT CHEMICAL CO. -scrnasnex- 


178 North Franklin St., Chicago, Illinois %9- U- 5. Pat. Off | 























Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders: bill-fold envelopes: stamp containers, etc. 
Made of acetate (flame resistant) transparent cel- 
lulose. We build to fit your particular need. Write 
us for details. 


Markile Company, Mfrs. 


3633 S. Racine Ave. Chicago, U. S. A. 








Attractive 
TYPEWRITER RIBBON 
counter display FREE 

with one gross order of 
assorted ribbons. Each rib- 
bon removed is gravity re- 
placed. 


54 
different ribbons always in 
full view. “In full view" 


power of suggestion pro- 
motes counter sales. 


ALLIEN 


| CARBON € RIBBON MIG CORR 


Pt pd 


Coe 


eevee 











FREE! WRITE TODAY! 165 DUANE ST. 


NEW YORK, N. Y. 














14 Kt. Solid Gold Point 


The only successful STYLO 
Ink Pencil 


Writes with the ease and smoothness of a 
soft lead pencil. 

Unequalled for making clear carbon cop- 
ies with original in ink. 


Catalog and discounts on request. 


INKOGRAPH CO., INC. 


World’s Largest Manufacturers 
of Pencil Pointed Pens 


206 HUDSON STREET 
NEW YORK, N. Y. 








Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a pu urpose—to keep the a = al 
— 8 right side up. No need to 
fumble to find the place B ..- 
the ring opens, if it’s an Adams ring. 
Here is the simplest, quickest-operat- 
ing and most satisfactory ring ever 
invented for perforated sheets or 
binders of all sorte. Allows binder or 
sheets to lie flat when —— at any 
point. The enlarged joint, nicely 
rounded and smoothed, keeps ring 
right side up in position to be in- 


stantly unlocked. 
Order through your wholesaler. We also 


manufacture inexpensive loose leaf metals. 


Heary T. Adams ee Ce. 000 Oe. Ghieeey Avte 


PATENTED 
PES. 17,1920 JAN. 11, teat 
ROV. 6.1923 
Eight Sizes 
inside Diameters: 


No. 2, 1% In. 
No. 3,2 in. 


Neo. 00, % In. 
Ne. 0, % in. 
Ne. 01,1 In. No. 4, 2% In. 
No. 1, 1% in. Ne6,3 In. 


Come alse boxed assorted 
in seven sizes. 


eae | linois 


_.L. BROWN — 


LEDGER LINEN AND BOND 


CAE 


Since 
1849 


Super 
Quality 





L. L. BROWN PAPER COMPANY, ADAMS, MASS. 
DISTRIBUTORS IN ALL PRINCIPAL CITIES 











®Speed up the 4:00 o'clock rush 
in the mailing department with a 
Hanson quick action postal scale. 
Instant reading on the self com- 
puting dial with Hairline Accuracy. 
No beams or weights to adjust. 
Savings on correct postage will 
pay for this scale in a short time. 
More Sales with Hanson Scales. 


Ask your jobber for Bulletin No. 5 


HANSON SCALE C 





525 N. Ada St 


Chicago, Ill 
























Don’t Miss These Profits 


Right now ... estimate the number of 
typewriters used by your customers 
Compare this total of typewriters with 
your total of type cleaner 
sales. If your sales look weak, 
write us and we'll be glad to 
show you how to get 75% of 
your market with Clarotype 

the one type cleaner that 
makes customers repeat. 
The Clarotype Co., Inc., 
16-C Hudson Street, New York 





ho ae 


CLAR-O-TYPE 


THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 





Dealers Wanted 


(One in a territory) 


For a spring cushion 
typewriter key having 
permanent pure white 
characters. You will 
get more key business 
by selling 


MASTER 
SPEED KEYS 


(No rubber to wear out) 
Write for our interesting 


Speed ey Mfg. Co. proposition. 














OFFICE APPLIANCES 


“a , U t of St (” 
STEEL FILES 


. . Map Cases... 
. Wardrobe Cabinets 


Typewriter Tables . 
Storage Cabinets. . 


and allied steel products. 


YOUR INQUIRIES ARE INVITED 
ON SPECIAL STEEL ITEMS. 


ANDERSON-HICKEY COMPANY, 
GENEVA, ILLINOIS 


INC. 















PROFITABLE Zeceuse / SELLS 
= SrtesT 


REG. RUBBER 


PAPER CEMENT 
and ACCESSORIES 


Nationally used for every 
paper pasting and 
mounting purpose—Clean 
—Speedy—will not curl, 
wrinkle or shrink paper. 
i Stocked by leading job- 
bers everywhere. 

Write for Dealers List 
No. 11-0. 





meee RUBBER & ASBESTOS Co. 


TRENTON, NEW JERSEY 








MOISTENS ENVELOPES 


BROOKLYN, N 
STAMPS .. . LABELS 


Scientifically brush - moist- 
ens gummed surfaces for 
tight, solid adhesion. No 
pressure needed. Simply 
slide stamp, flap or label 
under guide. Faster, clean 
er, more sanitary. 





' 

a A 
SUPER-O Model has 11-inch brush width, takes all size envelopes, 
and all smaller labels. Nickel-plated, enameled. Order NOW before 
resent low price is forced up through increased raw material costs 
Sealer write for generous discounts. 


A product of Better Packages, inc. Shelton, Conn. 
Sole Distributor A. W. KELLOGG SALES co. _ Waltham, Mass. 


TRU-RITE 


ALL THAT THE NAME IMPLIES 


INKED RIBBONS 
CARBON PAPERS 
TRIED, TESTED AND APPROVED 
Write For Samples and Prices 


INTER-STATE 


RIBBON & CARBON CORP. 
Manufacturers 


2202-2210 SUPERIOR AVENUE, CLEVELAND, OHIO 




















WRITE FOR Eno NO verais 
THE DAWN MFG. CORP. 


12 CHAMPENEY TER., ROCHESTER, N. Y. 








% A STAR 
PERFORMER 


on typewriters, cal- 
culators, and other 
office machinery. 
Automatic valve 
controls flow, pre- 
vents evaporation. 
Ideal for removing 
spots from gloves, 
shoes, clothing. A 
ready seller. Write 


=. SPEED-MO No. 400 
RIVET-O MFG. CO. TYPE BRUSH 
cn gree and CLEANER 


ORANGE, MASS. 
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Z STATIONERS 


Do You Sell 
BbRITISS 





AMERICA 








If so— 
you will find our new 


quarterly publication the 


BRITISH STATIONERY 
EXPORTER 


of the utmost assistance and value as it con- 
tains a comprehensive display of the most at- 
tractive and saleable British Made lines of sta- 


tioners merchandise. 


We shall be pleased to mail you a copy post 


free each quarter if you will complete the form 


below:— 


SEND US THIS COUPON -------- : 


To F. W. BRIDGES LTD.. 

Proprietors THE BRITISH STATIONERY EXPORTER, 
34, Bridge Street. 

HEREFORD, ENGLAND. 


Please send to the address below Free copy each quarter of 
the BRITISH STATIONERY EXPORTER. 





Name s 
(Please attach your business card or letter-head) 


Address 





Date 
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A Pelouze Postal Scale for Every Purpose 
AT LEADING DEALERS WRITE FOR CATALOGUE 


.. QO QO D 4 ? ‘? PELOUZE MFG. CO. 2d" 


PELOUZE POSTAL SCALES 


Simply place the letter on the plat- 
form, read the dia! and affix the 
postage. The dial tells the cost in 
cents on all 
mail matter, 
including 
rates by zones. 






STANDARD 


Two sizes—2 Ibs. 


s. 
— Adjustable I 
Beam 









































Sel NORTHWEST 
*eauace™® TRANSFER FILES 


* High efficiency 
* Sturdy construc- 
tion « Smooth, de- 
pendable operation 
% Fine appearance 
—one piece case, 
without seams * 
Electrically welded 
* Interlocking 
stacking features 
% Built for service 
—built with appeal 
* A quality file. 





Write for complete details, TODAY. Ask about our dead storage 


cases. 


Northwest Metal Products Company 
1337 E. Mason St. Dept. AM, Green Bay, Wis. 








ew 
/ 

, a + 

d/ | ALA XKRSNMA 


MoE STRENGTH | SYNONYMS 


That guarantee you and 
your customers satisfac- 


Wate / tion from thinner leads. 
tee MOOTHNESS Only the genuine 
Threadline excels in 


quality. 


Order from the J/g Jia daa) 
Originators CHICAGO, ILLINOIS 


SUBSIDIARY OF THE JOSEPH DIXON CRUCIBLE CO. 








SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 

ally advertised! Write Simply tip 
lor details now! a 





3468 N. Clark St. 


Meilicke. Systems, Inc. chicsge, iil. 
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i ‘s , 7? ~ 
| ; When you handle = 


7 





with its diversified outlets, the flow of business is steady 
and dependable week in and out, regardless of seasons 


a \ | or climate. 
PROFITABLE j 


ROYALCHROME MARKETS 4 Royalchrome commends itself to the shrewd buyer because— 


Shoe Shops Institutions ° — ° ° ° ° 

Milliners Hotels (1) Its unusual attractiveness captures his imagination—its + rhea chrome 

Restaurants oe finish buttressed by underplates of copper and nickel and gorgeous 

ieee a. Tuf-Tex leatherette upholstery create a symphony in effectiveness. 

Manufacturing —_ Drug Stores, (2) Its ruggedness and ability to stand every day "rough and tumble" use. 
Plants etc. 


(4) Its guarantee by a company with 44 years of experience in manufactur- 
ing better metal furniture. 


You just can't afford not to handle Royalchrome and cash in on its widespread 
markets. Ask for information on our liberal dealer proposition. 


ROYAL METAL MF6&. COMPANY 


187 N. Michigan Avenue, Dept. C, 


CHICAGO 
NEW YORK LOS ANGELES TORONTO "gimme 77 





Y Se (3) Its economy in the long run and ease of maintenance. 










Send for the new Royalchrome 
catalog. It contains 84 pages 
in color and shows the many 
interesting pieces and combi- 
nations making up the wide 
Royal line. 


























FAMOUS FOR QUALITY 
SINCE 1903 


Thirty-eight years ago the first Heyer 
Quality Gelatin Duplicator was introduced. 
Each year since that time there has been an 
ever increasing demand for them — proof 
that consistent quality counts! 

Heyer Gelatin Duplicators are intended for 
runs of 50 to 100 copies, and for this quan- 
tity are unquestionably the cheapest of all 
duplicators to operate. All are furnished 
complete with supplies. All feature modern, 
attractive designs. 

The Heyer Quality Line of Supplies for All 
Gelatin Duplicators gives the dealer a com- 
plete source for all supplies necessary to the 
successful operation of a Heyer, Ditto, Vivid, 
Graphic or any other gelatin duplicator. The 
continuous and growing demand for these 
supplies offers a profitable addition to any 
dealer's business. Feature the Heyer Quality 
Line — It’s Good Business! 


HEKTOGRAPH INK 
REMOVER 





This effective new hand clean- 
ser quickly banishes unsightly 
ink stains caused by Hekto- 
graph copying materials. It is 
a mixture of harmless chemi- 
cals in a thick. creamy base, 
and dissolves the ink stains, 
leaving the skin soft and 
smooth. Supplied in 2 oz. and 
8 oz. tubes 











f 
if 


E 


























D ELLIOTT FISHER CoMPANY 


NDERWOO 
ONE PaRK AVENUE 


NEW YorRK 


. © sTowet’ 
gnacuT'v® vic® pncssoen’ 















and there we fn 
terms © ommerc+ 1 
know the number of st dents wno nave fa 
keyboards - But most certainly in time such 45 these, ' j 
should know to wnat extent the schools have shouldered the purden of main 
¢aining > steady» adequate flow of secretaries and ists trained to func- 
tion erriciently from the moment they go y roll 
Industry staggering along under the load of creating skilled workers for 
other essen jal positions should have a real § se 0 appreciation of its 
devt of gratitude to Commercial gducators wno all n the years have 
taken one jm rtant training job of! Industry 
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Educators of Am ‘ of an open letter to the C 
erica in recognition of th meme 
elr splen did 


work in 
providing I 
g Industry with efficient offi 
ice workers 


